





SHV EE TY-FIRST YEAR 


“BANKERS 
MAGAZINE 


TITLE REGISTERED IN U. &. PATENT OFFICE 


Vol. XCIV JUNE 1917 No. 6 



























>t 
= 


as 
tes! 
ee ~~) 


& 















2.) 
nt 2 4 
"SS 


is 


om 
e° 


YZ 
ee 
” 


& 
© 





Te) 
——<g} 


BS lai 


Wes 





WAR D 


SPECIAL FEATURES 


THE LIBERTY LOAN 


JAPANESE AND AMERICAN FINANCIAL 
CO-OPERATION IN CHINA 


- THE EVOLUTION OF BUSINESS 
TALKS ON BUSINESS BUILDING 
EMANCIPATED RUSSIA 
BANKING AND COMMERCIAL LAW 
BANKING PUBLICITY 


SEE COMPLETE TABLE OF CONTENTS PAGE XXXIxX 


$5.00 A YEAR — 50 CENTS A COPY 


PUBLISHED MONTHLY BY 


THE BANKERS PUBLISHING CO. 


W. C. WARREN, PRES. @. % BUTT, VICE-PRES. @. T. LINCOLN, TREAS, @. R. DUFFIELD, BEC, 


BOSTON NEW YORK CHICAGO 


rl 
4 
< 


al 


e2 
<< 












Eas 


Bes. 


ee 
Sx 
~ > 
se 


* 
@ 
v 


5 a) 
— 
~~ 


. > 





























Me 


TAA 


gEOoOWARBS 





LONDON: EFFINGHAM WILSON, 64 THREADNEEDLE STREET 


J. P. MORGAN & CO. 


Wall Street, Corner of Broad 
NEW YORK 


DREXEL & CO., PHILADELPHIA 


Corner of 5th and Chestnut Streets 


MORGAN, GRENFELL & CO., LONDON 


No. 22 Old Broad Street 


MORGAN, HARJES & CO., PARIS 


31 Boulevard Haussmann 














Securities Bought and Sold on Commission. 
Foreign Exchange, Commercial Credits. 
Cable Transfers. 
Circular Letters for Travelers, available in all parts of the world. 


BUFFALO BUSINESS INVITED 
WE OFFER CORRESPONDENTS first- 


class service on their Buffalo busi- 
ness. If you have a considerable volume 
of items on Buffalo write us for terms. 
We likely can make an arrangement to 
your advantage. 


BANK OF BUFFALO 


BUFFALO, N. Y. 


Capital - - = = $1,000,000.00 
Surplus - - = = 1,000,000.00 
Total Resources over 25,000,000.00 


OFPFICHRsS 


ELLIOTT C. McDOUGAL, President 
LAURENCE D. RUMSEY, Vice-Pres. ROBERT K. ROOT, Vice-Pres. 
JOHN L. DANIELS, Cashier RALPH CROY, Asst. to the President 
LOUIS OC. OLDEN, Asst. Cashier CHARLES D. APPLEBY, Asst. Cashier 














*99}}[UIWIOT URO'T AjAagI’] Areya199gq juRysissy ‘Avi YMoms|aq * y¥40A4 MAN jo yueg 
PUISIY [LAIPI4 Arejasdag ‘ Dy souref : yuRg [euOHeN aseyd Uapisarg ‘UISSIM "H Vey ‘OD ysn1y sisyueg yUapIsalg ‘AassO1g PaeMas > PuUIpueys “yysU OF YA] 
‘OD FY SAqioy ‘se ‘saqiog “g ueITy * AuedwiOD 2 UesAOW “gq *[ ‘JuOWR] “A sewoYyy 
+ YUL [PUOHEN S[eya FZ SURYA JUIPIsarg ‘YRLUIENHIW “MM $2eD ‘ a19WIWOD jo yuRg JeUOTWeN JUaPIsaig ‘Aapuexary “Ss sowes 
OD F 4207] ‘uyNy ‘WYIYyrS "H qoref ‘ y40A MAN Jo yURG aAsasay [e1apay ‘paeog oy} Jo ueuUeYysy ‘Aef auaig ‘yueg jeuoleN jsily ‘paeog ay} Jo URWAIeYD ‘“19yeg “yy BB10a5 
: yueg AyD [RuoyeN yUuapisaig ‘dysepue, “y yuRIy :! @ [PuoHeN AaAoueH WUapisad ‘PaempooM WRIIM ‘Od ysNAL AyuRIeNyD yUSPIsAg ‘UIGeS "H{ SaseyD =: Buryys ‘Wyss 0} ya] 


ail 
IZ man ‘an ’ paqua, fiq dl 





james F. Curtis, Secretary Federal Reserve 


SeEMUEL EE. WEISS, FPCSIGCTIC Vase iNational bank ; 


Bank of New York ; Ellsworth Gray, Assistant Secretary Liberty Loan Committee. 


eomsses oe SSUOt WWes 


SS sworwwrsss 


THE 


BANKERS MAGAZINE 


ELMER H. YOUNGMAN, Editor 
SEVENTY-FIRST YEAR JUNE 1917 VOLUME XCIV, NO. 6 


The Liberty Loan 





NNOUNCEMENT was made, in a tentative manner, by the 
Secretary of the Treasury on May 2 of the first installment of 
$2,000.000,000 of the $5,000,000,000 bond issue authorized by 

Congress on April 24. Definite terms in regard to the loan were 
contained in a circular issued by the Secretary of the Treasury on 
May 14 from which the following is taken: 

“The Secretary of the Treasury invites subscription at par and 
accrued interest from the people of the United States of America 
for $2,000,000,000 of the 15-30 year three and one-half per cent. 
gold bonds of an issue authorized by Act of Congress, approved 
April 24, 1917. 

“Bearer bonds, with interest coupons attached, will be issued in 
denominations of $50, $100, $500 and $1,000. Bonds registered as 
to principal and interest will be issued in denominations of $100, 
$500, $1.000, $5,000, $10,000, $50,000 and $100,000. Provision will 
be made for the interchange of bonds of different denominations and 
of coupon and registered bonds, upon payment, if the Secretary of 
the Treasury shall require, of a charge not exceeding $1.00 for each 
new bond issued upon such exchange. ‘Transfers of registered 
bonds and exchanges of registered and coupon bonds and of bonds 
of different denominations will not be made until October 1, 1917, 
or such later date as may be designated by the Secretary of the 
Treasury. 

“The bonds will be dated June 15, 1917, and will bear interest at 
the rate of three and one-half per cent. per annum from that date, 
payable semi-annually on December 15 and June 15. The bonds 
will mature June 15, 1947, but the issue may be redeemed on or 
»fter June 15, 1932, in whole or in part, at par and accrued interest, 
on three months’ published notice on any interest day; in case of par- 
‘ial redemption the bonds to be redeemed to be determined by lot by 


649 





650 THE BANKERS MAGAZINE 


such method as may be prescribed by the Secretary of the Treasury. 
The principal and interest of the bonds will be payable in United 
States gold coin of the present standard of value, and the bonds will 
be exempt, both as to principal and interest, from all taxation, ex- 
cept estate or inheritance taxes, imposed by authority of the United 
States or its possessions or by any State or local taxing authorities. 
The bonds will not bear the circulation privilege, but will be receiv- 
able as security for deposits of public money. 

“Tf any subsequent series of bonds (not including Treasury cer- 
tificates of indebtedness and other short-term obligations) shall be 
issued by the United States at a higher rate of interest than three 
and one-half per cent. per annum before the termination of the war 
between the United States of America and the Imperial German 
Government (the date of such termination to be fixed by a proclama- 
tion of the President of the United States), the holders of any of 
the bonds of the present issue shall have the privilege of converting 
the same, within such period and upon such further terms and con- 
ditions covering matters of detail as the Secretary of the Treasury 
may prescribe, into an equal par amount of bonds bearing such 
higher rate of interest and substantially identical with the bonds of 
such new series, except that the bonds issued upon such conversion 
are to be identical with the bonds of the present series as to maturity 
of principal and interest and terms of redemption.” 

Subscriptions are to be received by all the Federal Reserve 
Banks and also quite generally by the national banks, state banks 
and trust companies as well as by many other financial, mercantile 
and industrial concerns. 

Payment for the bonds may be made in installments, namely: 
on application, two per cent.; eighteen per cent. June 28; twenty 
per cent. July 20; thirty per cent. August 15, and the remaining 
thirty per cent. on August 30, 1917. 

Arrangements have been made by many banks whereby their 
depositors will be aided in subscribing for the bonds. The Guaranty 
Trust Company of New York announces a plan that will enable 
employers to subseribe for the bonds and distribute them among 
their employees, payment to be made in moderate weekly install- 
ments. In fact, the banks all over the country are codperating to 
the greatest possible extent in making the loan popular and in fa- 
cilitating subscriptions. Organizations of bankers, such as the 
American Bankers Association and the American Institute of Bank- 
ing, are also engaged in an active campaign to stir up enthusiasm 
for the loan. The Secretary of the Treasury and other distinguished 
financial and banking authorities have made addresses in various 
parts of the country to acquaint the people with the nature of the 
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loan and the advisability of subscribing both from the standpoint 
of the investor and the patriot. Numerous advertising organiza- 
tions, as well as many banks, are giving wide publicity to the Lib- 
erty Loan. 

As the Act of April 24 authorizes a total bond issue of $5,000,- 
000,000, it will probably require an extended advertising campaign 
if these are all to be placed by popular subscription. This method 
of issue has been resorted to, not because the bonds could not readily 
have been placed through the banks, but because it was especially 
desired that the banks should not tie up their funds in Government 
bonds, but rather keep them available for carrying on the usual 
operations of trade and commerce. The banks will, as a matter of 
course, extend credit to their dealers wishing loans for the purpose 
of buying the bonds. They are offering their facilities freely, with- 
out profit of any kind, and are helping in every practicable manner 
to make the loan a success. 

Of the safety of these bonds and their desirability from the in- 
vestment standpoint solely, there is no possible question. In the 
first place, the security is practically absolute, for the United States 
since the adoption of the Constitution—in other words, since it really 
became a nation—never has failed to pay its debts. At present this 
is incomparably the richest country in the world, with wealth almost 
or quite equalling that of the United Kingdom, France, Russia and 
Italy combined, and with an annual income much greater than all 
these nations. On the other hand, at the time of the entrance of the 
United States into the war our interest-bearing debt was less than 
$1,000,000, while the countries named above have a public debt ag- 
gregating $46,000,000,000, according to a recent computation. 

On the basis of population, also, the showing is equally favorable 
to the United States. 

France and Great Britain, with a combined population of about 
85,000,000, have a debt of more than $30,000,000; Germany and 
Austria-Hungary, with a population of some 114,000,000, have a 
debt of at least $22,000,000. All the Entente Powers, with about 
426,000,000 population have a debt of nearly $50,000,000,000, 
while the United States, with over 102,000,000 population had at 
the time of our entering the war only a scant $1,000,000,000 of 
honded debt. 

Nor will the present authorized addition of $5,000,000,000 to 
our public debt result in an actual increase to anything like that 
extent, for we are turning a large part of this loan over to our Allies, 
receiving their obligations in exchange. 

Carefully weighing all present and future factors, it may be 
said with confidence that there is no better security in existence than 
an obligation of the United States of America, 
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While the interest rate of three and one-half per cent. is low, 
it must be remembered that this is always the case with the very best 
character of securities. The investor gets, nevertheless, a fair re- 
turn, and he runs no risk whatever. If the rate had been made 
higher, and above the dividends or interest generally ruling with the 
savings banks, it might have resulted in large withdrawals from the 
savings banks for the purpose of buying the bonds—something not 
desirable, since large withdrawals from the savings banks would 
have called for liquidation of other securities, and this process if 
carried very far would have caused serious financial derangement. 

Furthermore, it must be borne in mind, that should the Govern- 
ment be called on later to issue bonds bearing a higher rate of inter- 
est, the three and one-half per cent. bonds may be exchanged for 
those bearing a higher rate. 

In addition to the reasons above set forth, and which deal with 
the matter from the investment standpoint only, there are sound 
business reasons for investing in the Liberty Loan. The money 
paid for these bonds will not be sent abroad, but will be used here 
to purchase supplies to be sent to the European nations in alliance 
with the United States. Business prosperity in this country will be 
immensely helped by the continuance of such purchases; and these 
can be made in anything like the present volume only if we are 
able to extend credit to the Entente Powers. In other words, we 
must all buy Liberty Bonds so that our Allies may have the means 
with which to buy goods and food from us, so that business here 
may be kept going. 

From the standpoint of wise investment and from that of good 
business, there are solid reasons why our people should subscribe to 
the Liberty Loan, but these are not all the reasons nor the best. 

We are partners with Great Britain, with France, with Italy, 
with Russia, with Belgium, with Rumania, with Serbia and with 
Portugal. Some of these nations fighting for a cause which is now 
ours have been sorely stricken. They need aid and they need it 
quickly. Military help we shall give, but this will take time. Finan- 
cial assistance we can give at once. Let us do it and thus take an- 
other step in placing the United States in its rightful position in 
this great contest for the preservation of democracy. 

It is a departure from the established policy of this MaGazInE 
to advise any one to buy securities of any kind, but it does most 
gladly advise all its readers who can to subscribe to the Liberty 
Loan and in as large amounts as possible, and the hope is further 
expressed that all the banks will continuously urge upon the people 
a like course, explaining to them that in purchasing these bonds 
they are making a wise investment, helping to sustain business and 
aiding in the defense of democracy and of human liberty. 
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JAPANESE AND AMERICAN FINANCIAL 
CO-OPERATION IN CHINA 





uzANS for the financial and industrial rehabilitation of China 

yet remain in abeyance. Participation with other countries 

in the five-group loans does not coincide with the policy of 

the American Department of State. As a matter of fact, since the 

nations embraced in this proposed lending coalition are just now 

compelled to borrow heavily themselves, and are not in a position 

to make loans, the matter is for the time being theoretical rather 
than practical. 

Since the nations engaged on the side of the Entente Allies have 
experienced remarkable success of late in procuring loans in the 
United States, it may occur to the Chinese statesmen that entrance 
into the war on the same side might be the surest means of placing 
themselves in position to receive loans from the western republic. 
Possibly they may have already looked at this aspect of the matter 
and have considered the price too great. 

At no distant date the problem of granting loans to China and 
of entering upon a policy of assistance in the railway and industrial 
development of that great country will have to be met and solved. 
Unfortunately, the situation presents grave difficulties, political 
and otherwise. The formation of the so-called six-power group 
(Germany is now out of it) was doubtless due to an indisposition on 
the part of any of the nations which it comprised to have the honors, 
the power and the profits of loans to China to inure to the exclusive 
benefit of any one of the great powers. But, as already stated, the 
members of this syndicate (if such it may be styled) have their hands 
full at present in looking out for their own financial needs. There 
are only two nations now in a position to make any material loans to 
China. These are Japan and the United States. 

Political jealousy has been responsible for the coalition already 
mentioned, and there are—or at least there have been—political ob- 
stacles to the joint participation of Japan and the United States 
in plans for financial aid to China. These obstacles present several 
features. 

In the first place China, as a country whose size and population 
exceed those of Japan, and whose civilization is older, does not par- 
ticularly like the idea of being placed under Japanese tutelage. Not 
only that, but suspicion has existed in regard to the aims of Japan 
which have been thought by Chinese statesmen to include designs 
on the country’s sovereignty. ‘There is one country in which China 
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has implicit faith as being free from the desire of territorial or po- 
litical aggrandizement at her expense, and that country is the United 
States. This is a fact very clear to all who have even superficially 
observed international political sentiment in the Orient. 

But while the way is therefore clear enough, so far as China 
and the United States are concerned, for the two countries to enter 
into close financial relations, there is a third party whose views must 
be taken into consideration. This is Japan, 

Two attempts of the Japanese to get a rather large finger into 
the Chinese pie have failed. They have been balked in their plans 
for political sovereignty, and the policy of exclusive trade and finan- 
cial privileges, by which all other nations would virtually be shut out 
of China, can not be enforced. 

It is natural that Japan should regard her own interests in 
China as paramount. Proximity and a considerable degree of simi- 
larity in many respects would seem especially to fit the Japanese 
people for financial and industrial leadership in China. The prog- 
ress of Japan itself, and the wonderful advance made in Chosen 
(Korea), show sufficiently the beneficial results of Japanese effi- 
ciency. 

Furthermore, with her immense and rapidly increasing popula- 
tion, Japan needs an outlet in those portions of China where the 
population is less dense than in Japan. 

The most obvious course with respect to the financial situation 
in China would seem to consist in a policy of codperation between 
Japan and the United States. It might be said that Japan, having 
aimed at a policy which would have excluded the United States and 
other nations from China, should be asked to take her own medicine; 
but such a course would not tend to promote harmony, and in the 
end would probably prove disastrous, even could it be put in force 
temporarily. 

It should be no part of the United States to seek exclusive privi- 
leges in China or elsewhere. A fair show and no favors is all this 
country wants. 

In the past there has been another factor operating to prevent 
joint financial action between Japan and the United States with 
respect to China, and that is a lack of cordial feeling between the 
two countries first named. There has not been, indeed, any question 
arising between the two countries which has failed to yield to diplo- 
matic treatment, but there has existed an undercurrent of feeling— 
rather vague it must be confessed, but still sufficiently marked as not 
to be ignored—that some time the interests of the two countries 
would clash irreconcilably. 

But of late the situation has undergone an important change. 
Japan and the United States are both at war against a common 
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enemy. Besides, this country has come into such close relations with 
Russia, France and Great Britain as to make it unlikely that Japan, 
even were she so disposed, can in the near future create any formi- 
dable coalition of nations against the United States. Germany may 
seek to detach Russia from the Entente Powers and to make a new 
alignment to include Japan, but the Japanese statesmen are both 
too wise and too honorable to be caught with such fool’s gudgeon 
bait. 

In the absence of contingencies not easily foreseeable, Japan and 
the United States are pretty apt to find themselves in close accord 
from this time forth. 

This being the case, the obstacles to the joint participation of 
these two countries in making loans to China and developing that 
country disappear. Although positive information on the subject 
is lacking, it is believed that China would welcome such coédperation. 

The present would seem an opportune time for the American 
State Department to sound both Japan and China on this matter, 
and if favorable replies are elicited our financiers can then proceed 
to render the Chinese Republic the aid required to put the country’s 
finances and industries on the way toward a healthy prosperity. 


AUUUUAOADAQEOUEOEOUEOEOUEOAUEOUGUEOUAUEOUEOEOUOUEOUEOOOUOGOOUEOUOOOGEAUEODAGEOUEGEODEUEOEGEOUEGEOOEUOODEOOOUAGEODAOOOUAOOOUAGOODOOEOOOOOOEOOOOEOUOOOOUEOOOOEO OOOO OOUEON 


The Evolution of Business 





By E. J. NEWELL 





F Adam and Eve had been able to “Business” is developed and sus- 


find a ready-made fig-leaf clothing 
factory, they would have traded 
apples for a supply, and thus swapped 
specialty for specialty, or created 
“business.” 
In approaching this subject bear in 
mind: 
irst—All business is supplying the 
necds and necessities or the luxuries 
and extravagances of mankind. 
second—It is governed by price, the 
common point at which the buyer and 
Seller meet. 
hird—It is regulated by the law of 
supply and demand. 


tained by the desire of man for “a liv- 
ing,” as it is called, to care for him- 
self and those dependent upon him, 
to supply the present and save for old 
age. 

Ambition also is a factor, the desire 
to live increasingly better, to accumu- 
late wealth, to satisfy his continually 
developing aesthetic nature, his love of 
ease, of the beautiful and that which 
appeals to his senses. This raises the 
day laborer to a higher sphere, and so 
with all people in every plane of life— 
the spirit of Pilgrim and Pioneer show- 
ing in a different way. 

Imitation is a factor—the desire to 
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do as others and live on their plane, 
whether it can be afforded or not. 

Jealousy is a factor—the desire that 
a neighbor should not “get ahead” of 
him, the desire that his wife and chil- 
dren enjoy the same as the families of 
other men about him. 

Inherited character and 
ment, or the growth of a man as his 
surroundings and environment develop 
him to his full mental stature, is also 
a factor. 

Men of all ages have been quick to 
learn the fine points of business suc- 
cess and the advantages to be obtained. 
The art of trade appears to be easily 
developed in even native man. Years 
ago a fur trader visited a tribe of In- 
dians on the Mississippi. Blank cart- 
ridges had just been invented and he 
had a supply. The Indians were hold- 
ing a shooting match, the target a rock 
in the river. If they hit, the bullet 
was flattened against the rock, dropping 
into the water without disturbance. If 
the rock were, not hit, there was a 
splash. The trader used his blank 
cartridges and won practically all the 
belongings to the tribe. Not wishing 
to create trouble, he explained his abil- 
ity, returned his winnings and sold them 
the remainder of his blank cartridges. 
Coming back that way some two weeks 
later, he saw every evidence of pros- 
perity—ponies and blankets without 
number—and found that the tribe had 
invited other tribes to a continuous 
match, they using the blank cartridges. 

Business centers in cities, therefore 
any exposition of it would be the his- 
tory of the growth of a city. The city 
is the point where, from natural ad- 
vantages, men have gathered and plied 
their various trades. 

In a year long gone by a man and his 
family went west from an Eastern set- 
tlement in a wagon drawn by oxen. 
His idea was to be first on some new 
ground and reap the benefit of that act. 
He settled in what would now be con- 
sidered an Eastern state. He and his 
sons and the women of the family were 
sufficient unto themselves. They sup- 
plied all their wants, they had home- 
spun clothing and simple food. They 
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welcomed others for companionship and 
safety. To the first few who came the 
first comer gave land if they would stay 
and settle, and then he began to sell 
farms for low prices and on long time, 
reserving certain land best situated 
where he believed a village could be 
advantageously established. He worked 
hard with foresight and enthusiasm, 
taking an interest in all the affairs of 
the little community and shaping its 
destinies as its leading man. More 
and more people, hearing of the advan- 
tages of the location and prosperity of 
the settlers, appeared from the East 
and were welcomed. Some who came 
were masters of a trade. Because they 
could do one thing best, they did it for 
the whole community, the others paying 
them in money, articles or reciprocal 
work—but there was not much money 
in the early days. Thus business be- 
gan. 

A few were delegated to work at gov- 
erning. It did not require many be- 
cause public affairs were not compli- 
cated. Some who came had articles of 
makes unknown to the settlers, and the 
desire was raised in others to have the 
same. Stores had been established by 
enterprising men to supply the needs 
of food, clothing, implements and uten- 
sils, and the storekeepers were re- 
quested to procure these new articles. 
Thus imports into the community be- 
gan. 

The best men in the community were 
elected to govern, and they did it well, 
at little or no salary. There were so 
few inhabitants they could get to- 
gether at town meetings where matters 
were discussed, and there was no op- 
portunity for graft in the administra- 
tion of affairs. 

The natural increase of population, 
the establishing of new families by mar- 
riage, and the additions from the world 
outside caused a rapid growth in popu- 
lation, but its activities were still con- 
fined to supplying the needs of living 
to the surrounding farming country and 
conducting its interchange of products, 
and caring for the wants of those liv- 
ing directly in the village. The pro- 
portion of storekeepers who furnished 
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finished products to those who were 
consumers and produced raw materials 
only, was still so small that no merchant 
worried as to whether he could keep 
his trade or not. In many instances 
there was only one merchant in a line 
and the consumer had to go to him. 

Life was simple, placid and sane. 
Religious life had appeared from the 
first. Clergymen were there, also doc- 
tors, and lawyers to settle disputes and 
to assist in the handling of business 
and legal transactions. Some were the 
sons of men who had been the earliest 
settlers. Horses had replaced oxen and 
longer journeys were attempted in a 
day. It was possible to travel to near- 
by communities, sell and trade, and get 
back the same week. Ideas were 
brought back by those who traveled, 
which bore fruit in the way of improve- 
ments. 

Many were attracted to the village 
because of its climate, its reputation 
as a place to do business, and because 
of the character of the people who lived 
there. It became noised about that it 
was a good place to be in, and well 
governed. Some smal! manufactories 
were started and in turn, as the years 
passed, some who learned in them, hav- 
ing an ambition to earn a larger pro- 
portion of profits than wages, risked 
starting in the same line—with, as is 
always the case, some failures. The 
percentage of those who supplied to 
those who demanded became narrower. 

The government of this larger com- 
munity required more to do that work. 
The traffic of the streets became so 
heavy that pavements were necessary. 
This required supervision and the col- 
lection of taxes and the keeping of the 
town’s accounts. The necessity to pro- 
vide for safety had long since arisen. 
While at first fire protection was by 
a mutual or volunteer department, later 


it became a company of paid men, the 
Thus, 
gradually a large class of men was cre- 
ated, whose income came from the peo- 


same as the officers of the law. 


ple, in return for their services for the 
public good. This helped the mer- 
chants, but prices of food products 
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raised because there was a larger class 
of non-producers. 

While in the earlier days board could 
be procured for seventy-five cents to 
one dollar per week, it was now much 
more and there were fewer places where 
boarders would be taken. Hotels were 


E. J. NEWELL 
Vice-President, the Peoples Bank, Buffalo, N. Y. 


built to care for the occasional sales- 
man or visitor. Various improvements 
and the erection of buildings had 
brought into the life of the town car- 
penters, bricklayers and artisans, some 
coming from the outside, attracted by 
the possibility of getting work, some the 
sons of earlier settlers. Also there 
came into existence lumber and stone 
yards and other lines of business neces- 
sary to build a city. The establish- 
ment of each activity created its little 
coterie of people, and all had to be 
housed, clothed and fed, which required 
an ever-increasing supply in every line 
and a demand for more people to create 
that supply. 
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The advantages of the location as a 
distributing point were recognized. It 
was proposed to build a railroad forty 
miles to the east to the nearest large 
town, to connect with a short railroad 
ending there. This in turn connected by 
railroad with a larger town further east. 
The road was built and the community 
took on more rapid growth as larger 
markets could be secured. 

As a result of this railroad’s being 
built and the demand for material for 
its building, still further lines of trade 


were made necessary and created. The 
ever-increasing number of workmen 


and families had to be taken care of. 
They, in turn, by their purchases for 
their needs and desires, gave cause for 
new stores to be established. Larger 
factories were built with increasingly 
larger forces of men in each. More 
police, more firemen were necessary, 
more men to attend to the public wel- 
fare as the town grew. They again, 
by their purchasing, gave reciprocal 
support. The business men of the town 
who had been its public men found their 
time so taken up with their own af- 
fairs, the supervision of their business 
so exacting, competition so ever-increas- 
ing, that they refused to serve longer 
as public servants. They had only time 
to make a living and save for the fu- 
ture, so a class of professional public 
servants came into existence, and to 
them the affairs of the city were left. 

Some men prospered, some did not; 
some came to go into different paths of 
industry that attracted them, but many 
were disappointed and had to take what 
they could get to live; others just 
drifted in and had to be satisfied with 
whatever offered. It is estimated that 
not over sixty per cent. of the men in 
any community are in the work for 
which they are best fitted. The fortu- 
nate had to take care of the unfortu- 
nate. Philanthropic institutions were 
established and city institutions of all 
kinds. Public work multiplied, and 
each new enterprise or institution car- 
ried an impetus toward a larger city 
and more “business.” 

Boys who had started work at low 
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wages progressed, “made good,’ and 
finally received enough to marry, to 
start a family of their own. Some 
started new lines of business and em- 
ployed others who grew up with them, 
and who, in turn, when the time arrived, 
established for themselves. Every in- 
stance of this kind brought into evi- 
dence the whole line of “business” as 
we have seen—a house to live in, more 
food, luxuries, and, lastly, amusement. 
For, with the increasing responsibility 
of the rush of life and the difficulties 
of making a living, came a reaction and 
a desire for relaxation. Parties, dances, 
concerts, lectures, and lastly, the 
theatre became a part of the city life— 
with all their train of professional peo- 
ple of every kind, non-producers of 
the necessities of life. Luxuries and 
extravagances were on the _ increase. 
Social functions required proper hous- 


ing and necessary buildings were 
erected, with all the “business” which 


their creation brought into existence. 

Education early had the attention of 
the settlers and had played its tremen- 
dous part in their development toward 
higher planes of living. It had exerted 
its influence on their tastes and had 
been the most important factor in bring- 
ing to perfection their brain power and 
mental attributes. Its schools and in- 
stitutions of various kinds, with all 
those active in its work, had had their 
place and effect in the growth of the 
city. 

Advertising had been developed from 
the mere mention in the early days of 
the existence and location of a mer- 
chant, to its present plane of intimate 
publicity in all its various forms, and 
it had undoubtedly been the greatest 
influence in developing desire, the most 
potent factor of human progress. 

And now the city has reached the 
plane of modern life. Continual up- 
heaval, improvement, progres, social, 
political and commercial have taken 
place. The human factors noted ori- 
ginally had all been in evidence, and 
the manufacturer and the man in busi- 
ness had taken advantage of these char- 


acteristics, because man will not go 
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backward, but always forward, seeking 
for the new and pleasing. 

Some one would think of it first and 
make an article, some one would buy it, 
and the custom or style was set. So 
it was in every line, all to take the 
public fancy and secure “business.” 

In the old days a man was super- 
intendent of a factory at fifty or sixty 
dollars per month. Conditions changed 
as the city grew. The supply of men 
who could handle the larger enterprises 
was very small, It took years of train- 
ing and opportunity to make up the 
combination of brain power a man 
should have to grasp and handle the 
greater affairs of the city. Large sala- 
ries became possible. Then these men, 
as well as all those who had achieved 
great success, lived on a higher plane. 
Their desires for the luxuries and ex- 
travagances of life increased. They 
employed their retinue of servants, 
lived in great residences, had their au- 
tomobiles, yachts and private cars, giv- 
ing employment to others, giving to 
them the opportunity to make their 
living; and they, with true American 
spirit, always believed that some time 
they would be as well off as the ones 
for whom they worked. 

“Big business,” so-called, had ap- 
peared because little business could no 
longer take care of the needs. No man 
had enough ready capital to build a 
three-hundred-mile railroad or a ten- 
million-dollar building. The corpora- 
tion had come into existence—the 
coéperation of all the little wells of 
capital or idle purchasing power 
turned by stock ownership into one big 
reservoir for each purpose—distribut- 
ing, too, the loss, if any. All the ma- 
chinery of finance had been put in mo- 
tion. Banks had been organized to pool 
idle purchasing power and place it 
where it could be safely used. Mort- 
gages, bonds, all the accessories had 
been thought of. Discount of bills had 
been originated to make the retailer 
pay promptly. Rebates and long-time 
sales to make him purchase more than 
he needed for the present. Bargain 


days and bargain prices had been es- 


tablished to make the consumer increase 
his purchases. 

Combinations of enterprises, or so- 
called trusts, had been formed—and 
most of them dissolved because of their 
weight and size. Some of these had 
originated because a man knew a par- 
ticular line of business and formed a 
combination, caring not whether it lived 
after he received his fee and got oui. 
Other men in other lines imitated hire. 
But many combinations had been made 
for the sake of economy and protection 
from competition, which was destroy- 
ing the success and profit of their line 
of enterprise, threatening their very 
existence. Thus, in various ways, this 
phase of business life was created. 

The men composing a company cr a 
firm did not say to each other “How 
much of our goods do the public de- 
mand?” But they said, “How much 
can we put out and get our pay for?” 
and putting out meant work for all— 
their employees in manufacturing, their 
bookkeepers, superintendents and sell- 
ing force, those who made the machin- 
ery which was used, thus employing 
other manufacturers and all their train 
of employees, taking from others raw 
materials and half-finished products, 
depending on others, perhaps, for the 
most important factors or ingredients 
for their own productions, showing thus 
the inter-dependence of “business.” 

New business districts had been cre- 
ated, skyscrapers were built, not be- 
cause they were lucrative, but because 
competition dictated them. 

One enterprise enlarged by its re- 
quirements created others, and they in 
turn gave rise to others smaller and 
less important; but all adding to the 
volume of “business.” The great 
scheme of distribution had come into 
life. It had become impossible for the 
manufacturer to follow the lines of 
credit, of shipment and the collection of 
payment for his wares. The wholesaler 
had come into existence to serve him 
and the retailer. The latter could then 
buy his different articles from the 
wholesaler who had assembled them and 
have them shipped to him in large lots 





660 


at low rates. The department store had 
come into existence, grouping under one 
roof and one overhead charge, depart- 
ments covering all lines of merchandise. 

The proportion of those supplying to 
those demanding had become so small 
that merchants were driven to seek ever 
larger markets. 

In the old days the newspaper cost 
high and had a few pages with a 
scarcity of news. When competition 
made it necessary, the linotype had 
come in. The paper was enlarged, it 
had more pages, more matter and a 
larger circulation which brought more 
advertising. 

Life insurance had been thought of, 
the scheme evolved and carried out and 
companies formed, all to meet the de- 
sire of man to provide for old age and 
incompetency. Fire insurance compa- 
nies were started to meet the desires of 
men to avoid loss of what they had 
saved. 

The church had grown in competi- 
tion with the attractions of the other 
side of life into what it is to-day. So- 
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cial functions had reached their pres- 
ent plane with all their elaborateness. 
Funerals, marriages hardly had the 
semblance of the simple events of the 
earlier days. Men had traveled to see 
their relatives in other cities, had seen 
their furniture, books, tapestries, china 
and possessions in every line, and had 
desired the same and ordered them 
when they got home. The automobile 
had taken its place with all its train 
of expense for pleasure. The moving 
picture and the modern dance had ar- 
rived. The city had become almost 
pleasure mad. All the necessary and 
unnecessary activities of modern life 
were in evidence. The condition arose 
of forcing, coaxing the consumer to take 
more and more, to live on a still higher 
and higher plane. He in turn forced 
his own business to keep up—and so 
was evolved the “business” of today. 

And now, that we have the condition 
of people working and living on this 
high plane in this tremendously active, 
throbbing, sensitive existence, what dis- 
turbs it? 


(To be continued) 


How the Cash Balanced 


(A Bank Story) 





By W. B. COMPTON, The Crocker National Bank of San Francisco 





T was a Saturday afternoon in Oc- 
tober, and long lines of depositors 
had been crowding to the windows 

until the close of a million dollar day. 
The rush and scuffle of feet on mosaic 
floor and the clink of coin on the marble 
counters, had changed to the sounds 
given out by myriads of adding ma- 
chines in the listing of checks and de- 
posit slips on their way to the book- 
keepers for accounting. 

The various sounds attendant upon 

the disposition of thousands of items on 
devious ways through various depart- 


ments were as bewildering to the novice 
as the din of a factory. One wondered 
how each individual in the army of em- 
ployees knew the part he was to per- 
form in the maelstrom in which they all 
were whirled. Yet the system in that 
great institution, which was a unit in 
the financial structure that swung the 
commercial world true to its orbit, and 
made possible a specialization and divi 
sion of labor into infinitesimal parts, so 
that the shop girl could purchase her 
loaf and the mendicant have his crust, 
was such that each individual worker 
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was a decimal in the great harmonious 
whole. 

And in that mass of credit matter 
was represented every walk of life. 
Copper, gold and currency, that had 
circulated as largess to guttersnipe or 
as the wage of workers; that had filled 
the millionaire’s coffers and had been 
the miser’s hoard or the prize of buc- 
eaneers; that had slipped through the 
fingers of millions who sorrowed or re- 
joiced; that had paid the undertaker’s 
bill or the lawyer’s fee, or had pur- 
chased raiment, shelter, a crust of bread 
or a bauble. It all flowed into that 
giant maw that helped to give a cur- 
rency to the world, that all might re- 
ceive recompense for labor of mind or 
muscle, in a medium that would pur- 
chase the needs of humanity in the 
amount of each individual’s capacity, 
development and desire. 

Out of that mass of millions in paper 
drawn against funds, some of it in re- 
mote parts of the world, was a check 
for thirty dollars drawn on another bank 
in the same city, which had been re- 
turned through the “Clearing House” 
marked “Not sufficient funds.” 

The chief teller in the receiving de- 
partment had just gone over the trays 
of gold and counted up the packages 
of currency in order to check with the 
cash taker, when the item was handed 
back to him. Ordinarily it would have 
been a simple matter of charging it 
back to the account that had deposited 
it and notifying the depositor, but in 
this ease the endorser had no account 
in the bank and was a stranger. Some 
one of the receiving tellers had taken 
the check in without noticing that the 
depositor had not endorsed it. 

At least a hundred thirty dollar 
checks had gone through the clearing 
house that day, and to trace this par- 
ticular one meant the looking over cf 

thousand or more deposit slips scat- 
tered among twenty bookkeepers who 
had re-arranged them in alphabetical 
crder. There was a ball game that 
terncon and the tellers looked ner- 
vously at their chief. He was a smart, 
well dressed young man, who, on the 
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street might have been taken for a mati- 
nee idol. His brows contracted as he 
scrutinized the check. It was a gaudy 
affair with the name of the drawer 
printed on it with the nature of his 
business, his telephone number and ad- 
dress. ‘‘Wait a minute, boys,” said the 
teller, “I'll get him on the ’phone and 
see if he will take the check up himself 
or give me the telephone number, or 
address of the man to whom he issued 
it. There is no prospect of his taking 
it up though. In this kind of weather 
there is not much doing for a house 
and sign painter.” 

At the telephone Central informed 
him that the number he wanted had 
been taken out. 

“Well, boys,” he said, “we'll credit 
Clearing House thirty dollars and 
charge city collections. I'll go out and 
collect it myself, or if he hasn’t got the 
money, I'll ask him to give me the ad- 
dress of the payee. If he is wise he 
won't, but if he is honest he will. It is 
quicker than looking over the deposit 
tags. You fellows go to the ball game 
and leave this matter to me.” 

Left to himself he looked at the ad- 
dress on the check. ‘Where in all San 
Francisco is Birch Avenue?” he mut- 
tered. ‘Say, Mac,” he said as he en- 
tered the cage of the city collection de- 
partment, “can you tell me the quickest 
way to get out to 68 Birch Avenue?” 
MacDermott was a busy man, but he 
had the geography of the city at his 
finger tips. A minute later, the teller, 
with the desired information, got into 
his neatly cut overcoat, drew on his 
gloves and went out on the street. At 
a neighboring cigar store he filled his 
case with his favorite brand, cut off the 
end of one, stuck it in his mouth, lighted 
it and sauntered leisurely over to the 
safety station and boarded a Hayes 
Street car. 

As he stood on the platform puffing 
his cigar his meditations, could they 
have taken tangible form, would have 
struck consternation to the hearts of all 
who draw checks for more money than 
they have in the bank. In his frame 
of mind he considered all men criminals 
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who had recourse to such practices, and 
he wouid enforce the law on the sub- 
ject. True that on some occasions 
checks against insufficient funds were 
due to expectations of depositing money 
with the bank before the check should 
be presented for payment, but accord- 
ing to his iron rule no man should give 
his check in payment for goods or value 
received unless he had the funds in the 
bank at the time of drawing the check. 
Such men were the pests of the busi- 
ness community and threw out of gear 
the commercial machinery in the sphere 
in which they moved. He had missed 
the ball game in this particular instance 
and Mr. DeRoy ought to be sent to jail. 
He would quote the law to him and 
threaten him with its operation, or read 
him a lecture that he would not forget. 

In a crowded part of the city he left 
the car and walked down the main 
thoroughfare, which was intersected by 
narrow alleys named after different 
kinds of trees and called avenues. After 
crossing Willow Avenue, Laurel and 
Maple, he came to one more squalid 
than the rest, Birch Avenue, down 
which he turned. 

The jumble of tenements and flats 
roused his interest. His eves were more 
accustomed to green lawns, beds of flow- 
ers, shade trees and palms, with a shim- 
mer of cerulean water in the distance, 
where the skyline was cut by a low- 
lving line of hills beyond, and not 
broken into a series of angles marked 
by irregular roofs and gables. This 
was the setting of stories he had read 
in magazines, of life in big cosmopoli- 
tan cities, and he realized that San 
Francisco was such. . 

A paintshop under a flat was the ad- 
dress he sought. There was but one 
elderly workman present, and he was 
not communicative. The teller looked 
There were pots of paint of 
every color strewn over the floor and 
on benches and boxes. Brushes of all 


around. 


sizes and stages of wear were soaking 
in turpentine, and the air was heavy 
with its fumes. The walls were thick 
with paint and in places there were 
crude attempts at the classical in figure 


work. The man slouched here and there 
with his hands in his pockets, a medita- 
tive air, and a waiting attitude. He 
answered curtly in monosyllables. 
“Smoke?” said the teller, holding out 
his cigar case. He lighted a fresh one 
himself. The workman became more 
gracious with a good cigar between his 
teeth. Mr. DeRoy would be back al- 
most any minute. He'd been out col- 
lecting all day and had _ probably 
stopped at the hospital. His wife was 
to be operated on that day. The painter 
slouched out in front of the shop on 
the sidewalk under the stairs that led 
to the flat above. The teller, glad to 
get away from the fumes of turpentine, 


followed. 


“It beats hell how hard the times 
is!’ said the painter vehemently, as he 
looked up at the smoke ascending from 
his cigar. “When you try to collect 
they say money’s tight ‘count o’ the 
financial stringency and stand you off. 
But that don’t buy shoes for the baby. 
DeRoy has to pay for his paint ’n oil, 
and he has his men to pay, too, so he’s 
standin’ off his bills now so’s to have 
money for the men on pay day.” 

The man relapsed into gloomy medi- 
tation, but drew on the cigar with evi- 
dent relish and sent clouds of smoke 
into the atmosphere. The teller did not 
feel inclined to discuss capital and 
labor or the financial situation, but was 
pleased with the garrulous effect of a 
good cigar on the old man, which caused 
him to unburthen his mind. 

“T see you like a good smoke,” he 
said. 

“This is a real treat,” said the 
painter. 

“Take these to smoke over Sunday. 
I have a box of them at home,” and he 
emptied his cigar case in the man’s cal- 
loused hands. 

With reckless extravagance in his 
abundance, the old man serenely lighted 
another, and the teller waited in the 
hope that he would continue to relieve 
his troubled mind. 

“The landlords can’t be stood off, 
though,”’ he sighed, after the weed was 
well started. “They'll throw you into 
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the street every time if you don’t pay. 
DeRoy had to give his check for thirty 
dollars yesterday. His landlord’s rich, 
too. He owns the flat above, and that 
house for rent across the street.” 

The teller took mental note that the 
real estate agency whose sign was on 
the house had an account in the bank. 
From it he could obtain the address of 
the landlord, who was the endorser of 
the thirty dollar check he had in his 
pocket, and whom he could not find in 
the directory. He could ascertain from 
him to whom he had passed the check 
and in that way find out who had de- 
posited it without endorsement with the 
bank. 

It was foolish of DeRoy to issue the 
check when he did not have the money 
in bank, though he did it to save his 
ready cash for his men. It was only 
putting off to-day what he would have 
to do to-morrow, again face his land- 
lord, but this time an angry one. 

“DeRoy ’1l be back any minute now, 
sir, if you want to wait.” 

The teller decided to wait. 

It was now late in the afternoon. A 
drizzling rain began to fall out of a 
dull sky, and the basalt pavement began 
to glisten in the dreary street. The 
shopgirls were returning from their 
work, and called cheerily to each other 
across the alley, or greeted mother or 
sister awaiting at the threshold of tene- 
ment or flat. 

“It beats anything how little the 
California women care for the rain,” 
said the man. “They just walk along 
and look in at the shop windows as 
though the sun was shining.” 

The teller assented, but thought of 
the women of his acquaintance, who 
would be greatly perturbed if the rain 
fell on their feathers, or spattered their 
clothing. He became conscious of star- 
ing eyes from behind concealing cur- 
tains, but did not realize that a styl- 
ishly attired young man was an unusual 


fizure in that environment. He stared 


intently into a window across the alley. 
The curtains fell together and the figure 


of a girl retreated into the room. She 
came back again, this time resplendent 
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in her array of finery as she raised the 
shade and looked up and down the 
street. Then she disappeared. Soon 
the front door opened and she came out 
with her new hat, opened her umbrella 
and went up the alley to the thorough- 
fare. 

“Queer why that girl came out in the 
rain, now, ain’t it?” said the old man, 
looking knowingly at the teller. 

“Yes! I was wondering what could 
bring her out,” said the bankman. 

“T’ll tell you. It’s because there’s a 
fine looking young man on the street. 
You’ve got a good face, young fellow.” 

The teller was amused at the old 
man’s compliment. 

It was growing dark as the workmen 
began to return to the shop in twos and 
threes. “He must have a pretty big 
payroll,” thought the bankman as he 
watched them come in. With anxious 
faces they inquired for the “Boss.” 
They were wage workers and it was the 
end of the week. The butcher, the 
baker and the groceryman must be paid. 
He noted their air of uneasiness as they 
conversed in serious faced groups 
awaiting the return of their employer. 
They looked askance at him, unable to 
fathom the meaning of his well dressed 
presence. 

Owing to his business training, and 
attrition at the counter with characters 
of every variety, he had skill at read- 
ing men and sizing up situations, and it 
was with but little effort on his part 
that he understood the present case. 
Lorraine DeRoy was a poor man who 
had undertaken to carry on a business. 
He had plenty of work, but found that 
money cannot always be collected when 
due. Without a sufficient surplus of 
capital to carry him over the conting- 
ency of slow pay, he had felt the worry 
and responsibility of collecting enough 
for his workmen, who needed it. Per- 
haps he had not succeeded or had been 
prevented through attendance on his 
wife while under the surgeon’s knife, 
and feared to come back to the shop. 

The men were waiting for their 
money, to which they were entitled, and 
which they needed. What was he there 
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for? ‘The bank’s money to which it was 
entitled, but which it did not need. But 
how was the cash to balance? How was 
the cash to balance! 

A man with an apron on came into 
the shop. He was the proprietor of a 
restaurant in the neighborhood and had 
received a telephone message from De- 
Roy, who was at the hospital. His wife 
had just been operated upon. He re- 
quested that the letterer of the shop 
and one other man meet him there and 
receive the money for the payroll. 

Joy was depicted on the faces of the 
men, for it meant that they were to re- 
ceive their week’s pay. 

The teller followed the two men up 
the alley to the thoroughfare. 

“T wouldn’t trail those men to the 
hospital for a thousand dollars,’ he 
muttered as he boarded a homebound 
car, “but how in hell am I to balance 
the cash?” 

Monday morning he got down to the 
bank early and looked at the deposit 
slip of the real estate agents. He 
argued that as the landlord had not pre- 
sented the check at the bank on which 
it was drawn, he had cashed it at his 
agent’s, who had deposited it with their 
bank for credit of their account, along 
with other items, and had neglected to 
endorse it. In the list of checks on the 
slip was one for thirty dollars on the 


a 





same bank as the landlord’s check. H 
felt satisfied that it was the same, but 
as a matter of precaution he ’phoned to 
the real estate firm and asked from 
whom they had received the thirty dol- 
lar check deposited on such a day. The 
name received over the ’phone was the 
same as the endorsement on the check. 

“All I have to do now,” he solilo- 
quized, is to charge the check back to 
the real estate firm and let it find its 
way back to its source.” 

He pulled a pad of charge back 
checks out of his desk and flourished 
his pen preparatory to filling one out. 
“What's the hurry,” he growled, throw- 
ing the pad back in the drawer. “The 
fellow is likely to go to jail, but it cer- 
tainly will be particular hell if the 
cash doesn’t balance. This item will be 
thrown out to-night.” 

His assistants gathered around him 
in a group as, with an air of reflection, 
he arranged gold, silver and currency 
trays ready for the day’s business, and 
placed inkwell, pens and rubber stamps 
ready for use. 

“What luck, Billy?” they asked. 
“Did you get the dough?” 

“Tt’s all right, bovs,” he said, facing 
them with a smile, and tapping his 
pocket. “I’ve got the mazuma here. 
How did you enjoy the ball game?” 
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Chemical National Bank of New York 
to Pay Interest on Bank Deposits 





ANKERS throughout the country 
B will be interested to hear that 
the Chemical National Bank of 
New York, after nearly one hundred 
vears of a non-interest-paying policy, 
has decided to pay interest on balances 
of bank’s time deposits, and special and 
reserve accounts. 
The following announcement appears 
in the ““New York Times” for May 22: 
“In view of the financial situation 
brought about by the war, which will 
call for the placing of Government de- 
posits on an interest basis, this bank, 
after nearly one hundred years of a non- 
interest-paying policy, has decided to 
pay interest on bank balances, time de- 
posits, and special reserve accounts. 
“The strength of the Chemical Na- 
tional Bank and the conservatism that 
has always characterized its manage- 
ment have given it a place among the 
foremost financial institutions of the 
country. Through every crisis since its 
founding it has always met in full the 
requirements of its customers, including 
the payment in gold of its circulating 


notes.” 
“as GOOD AS THE CHEMICAL” 


No higher certificate of financial char- 
acter could be given anyone than to say 
of him that he is as good as the Chem- 
ical Bank. The strength of this insti- 
tution has long been one of the uni- 
versally accepted axioms of banking. 

The policy of always being consist- 
ently conservative has been maintained 
through the codperation of the share- 
holders with the management, illustrat- 
ing the desirability of having a bank 
wisely owned as well as wisely man- 
aged. From first to last those who 
have held the stock of the Chemical 
Bank have adhered to the belief that 
the thing of paramount importance was 





not the amount of dividends that could 
be earned nor the sum that could be 
exacted from the commercial com- 
munity; but that it was above all else 
desirable to maintain a_ thoroughly 
sound condition, and to deal with bor- 
rowers as persons entitled to fair treat- 
ment always. 

By making safety the primary con- 
sideration and profit secondary, the 
actual outcome has been that the bank 
has been one of the most profitable in 
the country. 


EARLY HISTORY 


Banking charters were very hard to 
obtain in the times when the Chemical 
Bank was founded, and it was only by 
making banking a subsidiary part of its 
operations that a charter was procured 
February 24, 1823. On that date in- 
corporation of the New York Chemical 
Manufacturing Company was obtained 
for a period of twenty-one years, the 
charter stipulating that the company 
“shall not engage in any banking busi- 
ness or transaction, excepting such as 
may be properly and necessary to carry 
into effect the declared objects of this 
act.” 

An office of deposit and discount was 
opened at 216 Broadway, August 2, 
1824. The population of New York 
was then 124,000, and twelve other 
banks were in existence. 

The first board of directors consisted 
of the following: Balthazar P. Melick, 
president; John C. Morrison, Mark 
Spencer, Gerardus Post, James Jenkins, 
William A. Seely (notary public), and 
William Stebbins, cashier of the bank 
and agent of the manufacturing com- 


pany. 

The salary of the cashier was $1,500 
a vear, with the use of the upper room 
of the bank. 
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On April 1, 1824, the charter was 
amended, granting full banking pow- 
ers, but with the stipulation that at least 
$100,000 of the total capital of $500,000 
must be employed in the making of 
chemicals. It was not until 1832 that 
the chemical part of the business was 
dropped and. attention devoted to bank- 
ing alone. 

The sure foundations of the bank 
were laid by John Mason, who, though 
not an organizer of the bank, became a 
stockholder in 1826 and virtually con- 
trolled its destiny as a director and as 
president from 1831 until his death in 
1839. 

Although the bank was exceedingly 
prosperous, it did not begin the pay- 
ment of dividends until 1849, allowing 
the profits to accumulate in the surplus 
fund, which then amounted to $225,000. 
This policy of keeping up a large sur- 
plus has been a marked feature of the 
Chemical’s management. In 1906, with 
a capital of $300,000, the surplus had 
grown to $7,000,000, the value of the 
stock was $4,325 a share, and the divi- 
dend rate 150 per cent. 

When the charter expired in 1844, a 
new one was obtained, the capitalization 
being fixed at $300,000 and shares $100 
each. 

Isaac Jones became president of the 
bank October. 1, 1839, and John Quen- 
tin Jones in 1844 While John Mason 
had been called the father of the bank, 
John Quentin Jones was declared to be 
the bank itself. 

In 1853 the New York Clearing- 
House Association was formed and the 
Chemical Bank became one of the origi- 
nal members. 

When the panic of 1857 swept over 
the country, the position of the Chem- 
ical Bank was so strong that it refused 
to join in the general suspension and 
kept on paying out gold, as it did in the 
panic of 1860. 


BECOMES A NATIONAL BANK 


On August 1, 1865, the bank came 
into the national system as the Chemical 
National Bank. It was the privilege of 
the bank to aid in sustaining the public 
credit through the trying period of the 
Civil War, and its patriotic attitude was 
reflected in a resolution offering leave 
of absence with full pay to its em- 
ployees who might be called into service 
in the field—an offer repeated in the 
Spanish-American War in 1898, and 
again at the declaration of the present 
war. 

As early as 1850 the Chemical Bank 
removed to 270 Broadway, where it oc- 
cupied a very modest building until in 
1906 the present modern structure was 
begun and was occupied by the bank in 
the spring of the following year. 

The present officers of the bank are 
as follows: Joseph B. Martindale, 
president; H. K. Twitchell, vice-presi- 
dent; Francis Halpin, cashier; James 
L. Parson, E. H. Smith, I. B. Hopper 
and J. G. Schmelzel, assistant cashiers. 

The following tables give an impres- 
sive story of the growth of the bank: 

DIVIDENDS SURPLUS 

Per Cent. 
1829.... $4,000 
1SS0..... 75,000 
24 1849 225,000 
36 =—-:1859 650,000 
1869.... 1,000,000 
1890.... 6,000,000 
of ei 100 1906.... 7,000,000 
1888 1907**.. 5,000,000 
1907**.... WW 1913.... G80G200 
1914.... 7,000,000 


SSO... 22 12 
ee 18 


**£2.000,000 from surplus fund and 
$700,000 from undivided profits added 
to capital, making capital $3,000,000 on 
February 28, 1907. 
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The Business Counselor—The New 
Factor in Banking 


Analysis of Conditions by an Engineering Expert as a 
Sound Basis for Making Loans 





By GEORGE KINGDON PARSONS 





On account of the recognized complexity of modern business and the broad scope of the 
data required by the banker, there is evident an ever-increasing necessity for employing business 
specialists to make scientific analyses of manufacturing and merchandising conditions, for the 


purpose of insuring the safety and earning power of capital. 
subject we have arranged with Mr. Parsons to write regularly for this department. 


EVERAL years ago my atten- 
tion was called to a very inter- 
esting case in which a manufac- 

turer who had applied to several bank- 
ers for a loan was refused because of 
a personal idiosynerasy. He had a 
hobby for beautifying cemeteries. It 
could not truthfully be said that this 
hobby actually went so far as to de- 
serve the title of a mania; nevertheless, 
its manifestations denoted him as a man 
of peculiar tendencies. On this ground 
the local banks declined to advance him 
the money needed to carry his business 
for a short time, until the selling season 
should bring him the necessary cash. 
He was accordingly forced to secure 
the money elsewhere at an exorbitant 
rate of interest. 

Yet this man had a thriving business, 
and the loan he asked for would have 
heen perfectly safe. The difficulty lay 
in the fact that he had no means of 
making an adequate exhibit of his re- 
sources to the local banks. Had he 
been able to do so, there is no question 
but that the idioscyerasy would have 


Recognizing the importance of this 
‘THe Eprror. 


had a minor importance, in view of the 
sound underlying foundation and _po- 
tentiality of the business. 

Here was an established, flourishing 
business .that needed only temporary fi- 
nancing. Because of the refusal of the 
local banks to accommodate him, the 
owner had to pay more money for his 
loan, and the local banks lost the busi- 
ness. Both the banker and owner suf- 
fered—a double economic loss. 

It is very safe to assume that this 
incident, which is authentic, represents 
only one of thousands in which money 
is refused to would-be borrowers be- 
cause of the personal equation. The 
personal equation is all very well in its 
way. There are, it is true, certain char- 
acteristics and traits which influence 
us against individuals we meet. You 
become instantly skeptical of the man 
with close-set, shifty eyes. There are 
also certain mannerisms of speech 
which breed distrust. By means of that 
world-old weapon, instinct, you combat 
world-old craft and cunning. 

But over and above the obvious in- 
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dications of undesirability there are 
many superficial evidences of personal 
peculiarity which should not always be 
thrown into the scales against the pro- 
spective borrower. Because you take 
a personal dislike to the man who of- 
fends the conventions by bad grammar, 





The banks refused him a loan because he had 
a hobby for beautifying cemeteries 


or who shows negligence in his attire, it 
does not necessarily follow that he is 
not a very worthy object for your con- 
sideration. Like the manufacturer 
with a penchant for the embellishment 
of burial grounds, his cause may be a 
fair and just one. 

On the other hand, there is a large 
class of would-be borrowers whose 
claims to consideration lie in plausible 
but specious representations which 
could not survive the test of analysis. 

All of which tends to the logical con- 
clusion that an advance of funds should 
be based on facts. But facts are not 
always easy to get. The banker, in 
dealing with figures which ostensibly 
represent the financial status of a con- 
cern requesting a loan, very frequently 
finds that these figures do not represent 
the facts they are supposed to repre- 
sent. The fault does not lie with the 
banker. Although gifted with excep- 
tional acumen by his training and the 
nature of his calling, it cannot be ex- 
pected of him that his powers of pene- 
tration and assimilation should extend 
to the intimate details of manufactur- 
ing. 

There was a time, while the manu- 
facturing industries of the country were 
in their infaney, when a banker could 





safely form his own conclusions of a 
business from personal investigation. 
In those early days manufacturing was 
carried on in “shops” which had not 
as vet attained to the dignity of fac- 
tories. A great manufacturing plant 
such as we have on every hand to-day 
would have been an extravagant chi- 
mera. The modern plant, together with 
its correlated merchandising functions, 
forms such a vast and complicated piece 
of industrial machinery that no one 
man, even among thosé who live in close 
daily contact with a specific industry, 
can master its details. 

This being the case it can readily be 
seen that the exacting duties of the 
banking profession, themselves leading 
to almost endless ramifications, make 
such a demand upon the banker’s time 
as to leave little opportunity for the 
acquisition of specialized technical 
knowledge in the diverse lines which he 
is called upon to consider. In one day 
the banker may be asked to advance 
loans to a shipbuilder, a manufacturing 
jeweler, a construction company, a pi- 
ano manufacturer or a munitions plant 
—a wide range of industrial activities. 
Each of these, in applying for a loan 
to the banker, will submit a report 





Business to-day is more complex than is was 
a hundred years ago 


which on the face is supposed to show 
the condition of the business. Granting 
that this report gives certain vital 
facts, it cannot, at best, enlighten the 
banker fully, for the simple reason that 
it does not cover certain phases which 
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have a material bearing on the stand- 
ing and welfare of that particular busi- 
ness. How, for instance, is this banker 
to know from a regulation cut-and- 
dried report, the market conditions of 
a particular line, whether raw products 
will not make a sharp advance, what 
the competitive situation is, and so on? 

These things, all of which have an 
indirect but very pronounced effect on 
any business as a whole, do not as a 
rule show up in figures, yet they are 
of paramount importance and should 
not be ignored in a transaction which 
contemplates a loan. 

There are other objections to reports 
which consist purely of figures. The 
figures, even if full and satisfying, do 
not visualize conditions as they really 
exist. To complete the picture there 
is needed a broad and comprehensive 
report covering not only the purely 
audit side of the business under scru- 
tiny, but facts pertinent to its morale, 
organization and potential possibilities. 
It has always been my contention that 
such facts can be supplied only by en- 
gineering experts, men who are fitted 
to the task of analyzing both the con- 
crete and abstract conditions existing 
in a business. The banker, as before 
stated, not being a business expert, is 
beginning to find a man of this type of 
great value. He plays the role of a 
business counsellor, forming the con- 
necting link between the banker and 
business. Engaged by the bank or at 
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the bank’s instance, the result of his 
investigations are embodied in reports 
which the banker can “see.” 

Here, in a nutshell, is the objection 
to the great majority of reports sub- 
mitted to the banker—although the 
figures are in themselves sufficiently 
plain they do not enable the banker to 
“see’’ the business. The reason for this 
is that such reports are largely super- 
ficial; they do not go far enough below 
the surface of the business. As a result, 
resources or assets which may look well 
on paper dwindle to insignificance when 
reduced to their ultimate values, under 
certain formulas designed to show them 
at their true worth. In some cases, the 
banker, satisfied with the showing, 
makes a loan when it should not be 
made; and in other cases, withholds it 
when it should be made. Both con- 
ditions—confidence on the one hand 
and skepticism on the other—operate to 
the injury of stable economics. The 
remedy is the engineering expert, the 
business counselor, whose function it is 
to translate business idiom into compre- 
hensive terms which represent real val- 
ues. Under the scrutiny of the engi- 
neer of business flamboyant figures and 
flattering representations are avoided, 
and incontrovertible facts alone pre- 
sented. And in determining a loan it is 
facts, and facts only, which should 
count. 

(Copyright, 1917, by George Kingdon 
Parsons. ) 





Banking and Commercial Law 





CASE COMMENT AND REVIEW 





Discharge of Cashier 


N the administration of banking in- 
stitutions it becomes the painful 
duty of the governing body to re- 

move executive officers who for one rea- 
son or another have incurred the dis- 
pleasure of the board. Such officers are 
usually appointed at the annual meet- 
ings, as a rule, for the “ensuing year,” 
and it is generally understood that the 
employment is to run during that period. 
The severing process may be unpleasant 
to both parties, and generally takes the 
form of a request for a resignation in 
order to make the odium as light as pos- 
sible; in other words, “to save his face,” 
as the Chinaman would put it. If the 
one to be retired takes no issue with the 
superintending powers, and gracefully 
retires, no question arises; but if he 
cherishes the position, as most men do, 
and dislikes to face the world with the 
stigma that such a dismissal brings, he 
cannot be expected to relinquish with- 
out an effort to protect himself. The 
question arises: Is the employment of 
a cashier, or other officer of a bank, 
under the above named conditions, a 
contract, that cannot be broken without 
the consent of both parties? May the 
board treat the officer so engaged as an 
ordinary employee and discharge him 
at their pleasure? 

Such a case arose in Missouri and is 
reported in this number. In this in- 
stance the cashier was elected for a 
year, was ready to serve the full year, 
but was asked to resign, and failing to 
do so, was removed. Whereupon he 
drew the balance of the salary due him 
and acquiesced in the demand of the 
board. 

Suit was brought for the sum so 
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taken, and defended on the ground that 
his engagement as cashier was a con- 
tract and that he was willing and com- 
petent to perform. But the bank’s po- 
sition was sustained under a Missouri 
statute that provides that bank direc- 
tors may appoint and remove a cashier 
at pleasure, and such statute prevents 
the employment of a cashier under a 
contract that will put it beyond the 
power of the board to remove him at 
their pleasure. It is obviously a just 
statute, for to place such an officer be- 
yond removal for just cause, would per- 
mit of permanent employment, if the 
one so employed could secure an annual 
appointment. On the other hand, such 
removal, unless for grave cause, often 
works unjust injury to the one removed, 
and the history of such cases proves the 
truth of the foregoing statement. Once 
out of a bank under a cloud re-employ- 
ment is difficult to obtain. “Once a 
bank man, always a bank man,” is a 
trite, but true saying, and those who 
have tried the experiment of quitting 
banking for other lines of commercial 
activity, especially if the individual has 
been so long in banking as to have his 
other instincts smothered, have found to 
their sorrow that it is no easy proposi- 
tion. 

Banking as a profession does not de- 
velop salesmanship. While the man 
who can sell one article can sell an- 
other—the selling principle being the 
same, whether in shoes or sugar, the 
banker’s training is along one line, ac- 
counting and administration, and he 
cannot readily turn his hand to other 
tasks. Moreover, the loss of such a 
position is apt to make one lose his 
nerve, without which he cannot succeed 
in any calling. It would seem but just, 
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that unless for some unforgivable rea- 
son a man is discharged, he should be 
given ample time to readjust his affairs 
and take up his new work with as easy 
a conscience as possible, the world be- 
ing all too ready to condemn and scorn, 
even those who have failed through no 
fundamental fault that could be easily 
corrected. 


& 


Stolen Certified Check 


A certified check is a dangerous in- 
strument—dangerous in the same sense 
that a bank note is dangerous, inasmuch 
as it will be readily accepted for its face 
value. But unlike money, which has no 
earmarks, it is open to attack if passed 
by one who has no title to the instru- 
ment, and is not lodged in the hands of 
an innocent third party, holder in due 
course. 

In the present number we present a 
case where a check was drawn to the 
order of the Empire Trust Company 
(which is fiscal agent for the State of 
New York, for the sale of revenue 
stamps) and drawn on the Bank of the 
Manhattan Company by a firm of stock 
brokers. The check was handed to the 
Manhattan Company for certification, 
and presumably returned to the one pre- 
senting, but inadvertently was handed 
to a third party who presented the check 
to the Empire Trust Company, with a 
forged order from the brokers for the 
emount in stamps. As soon as the clerk 
discovered the erroneous return of the 
check he hurried to the Empire Trust 
Company and was informed that the 
check had already been used. Suit fol- 
lowed. At the close of the trial the 
judge submitted the question as to 
whether the Empire Trust Company 
had acted in good or bad faith, and the 
jury found that it had acted in bad 
faith. 

The higher court doubted the finding 
of bad faith, but admitted that the trust 
company was not vigilant in accepting 
the forged order, and may have even 
been grossly negligent, but could not 
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consent to the finding of bad faith. But 
in spite of the foregoing questions, held 
that even though the check was ac- 
cepted in good faith, it could not re- 
cover. 

The check made by the brokers was 
never delivered to the payee (Empire 
Trust Company) and until delivery, the 
check had no legal conception. The 
thief never had any title to the check 
and therefore could give none. (See 
Empire Trust Company vs. President 
and Directors Bank of the Manhattan 
Company in this issue.) 


Leading Cases 





Employment of Cashier 


Missovurr 


Contract of Employment—Removal of 
Cashier 


Supreme Court of Missouri, Division No. 2, 
Dec. 6, 1916. 


CITIZENS BANK OF HAYTI VS. WELLS ET AL. 


Rev. St. 1909, section 1112, providing that 
the directors of a bank may appoint and 
remove any cashier at pleasure, prevents the 
employment of a cashier under a contract 
putting it beyond the power of the board to 
remove him at any time. 

The state has the right to prescribe the 
general policies which shall be observed in 
the conduct of a banking institution. 

Rev. St. 1909, Section 1112, providing that 
directors may appoint and remove any bank 
cashier at pleasure, does not violate Const. 
art. 2, sec. 15, denouncing ex post facto 
laws, where it was in existence when one 
was employed as such cashier. 

Such statute does not violate Const. art. 
2, sec. 15, denouncing laws impairing the 
obligation of contracts, where it was in ex- 
istence when one was employed as such 
cashier. (190 S. W. Rep.) 


Action by the Citizens’ Bank of Hayti 
against Charles Peter Wells, Jr., and 
the National Surety Company. Judg- 
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ment for plaintiff and defendants ap- 
peal. Affirmed. 


STATEMENT OF FACT AND 
OPINION 

Defendants have appealed from a 
judgment against them on the bond of 
defendant Wells given by him with his 
codefendant as his surety to secure the 
bank against any failure of Wells to 
properly discharge his duties as cashier 
of said bank. No point is made on the 
pleadings. 

The evidence shows that on February 
7, 1911, the board of directors of the 
plaintiff bank held a meeting, and the 
record of their proceedings at that meet- 
ing shows the following: 

“The members of the board elect of 
the Citizens’ Bank of Hayti, Hayti, 
Missouri, met at its banking house in 
Hayti, Missouri, for the purpose of or- 
ganization and the selection of officers 
for the ensuing vear.” 

Also the following: 

“The organization was then perfected 
by the election of the following perma- 
nent officers, viz., Fred Morgan, presi- 
dent; F. M. Perkins, vice-president; 
Chas, Peter Wells. Jr., cashier and 
secretary; Leo Greenwell, assistant 
cashier.” 

And this: 

“On motion of Mr. Perkins. duly sec- 
onded and carried, the salary of the 
cashier and assistant cashier were fixed 
at $75 and $25 respectively.” 

Thereupon the defendants executed 
the bond sued upon herein in the sum 
of $10,000 to secure the faithful execu- 
tion of the duties of Wells as such 
cashier. The record of the proceedings 
of said board of directors thereafter 
shows the following: 

“Hayti, Mo., 4/10/11. Upon motion 
of Mr. Perkins, seconded by Mr. Sturm, 
and duly carried, Mr. Wells was asked 
to place his resignation in the hands of 
the directors, such resignation to take 
effect not later than May Ist.” 

Also the following: 

“Hayti, Mo., April 12, 1911. Min- 
utes of the last meeting read with the 


following amendment by Mr. Ray, and 
were then approved. Following the 
words, ‘such resignation to take effect 
not later than May Ist,’ to insert the 
following words: ‘Mr. Wells refused 
to tender his resignation, saying that he 
had been retained for the year and was 
willing to continue his duties, thereby 
carrying out his part of the contract.’ 

“Motion by Mr. Sturem, seconded by 
Mr. Perkins, that the president inform 
Mr. Wells that his services as cashier 
would be no longer needed after the 3d 
of May, 1911.” 

On May 3, 1911, Wells owed the 
plaintiff on an overdraft $11.92, and on 
that day he drew a cashier’s check on 
plaintiff bank for $588.08, took that 
check over to the bank of Hayti, and 
“cleared” the two banks, in which clear- 
ing that check was placed to his credit 
in the other bank, and the plaintiff's 
account in that clearing was reduced 
by the amount of the check. Defend- 
ant quit the service as such cashier 
under protest on his part and only be- 
cause of such discharge. He testified 
that he considered himself engaged as 
such cashier for a year, and that he 
took the money as he did to pay him- 
self for the unexpired portion of that 
year. Defendant offered to prove that 
during the remainder of such year he 
tried but failed to find any similar em- 
ployment, and that he was during that 
time able to earn only a small amount 
of money by working out of doors in 
bad weather. The court excluded that 
evidence, and gave a peremptory in- 
struction te the jury to find for the 
plaintiff for $588.08, and the verdict 
was returned accordingly. 

Shepard, Reeves & McKay, of Ca- 
ruthersville, for appellants. A. Sloan 
Oliver, of Caruthersville, and Arthur L. 
Oliver, of St. Louis, for respondent. 

Roy, C. (after stating the facts as 
above). Appellants contend that the 
facts in evidence show an employment 
of Wells for one year, and they cite 
Davis vs. Insurance Co., 181 Mo. App. 
353, 172 S. W. 67, as authority for the 
proposition that under such employ- 
ment for a definite term the employee 
cannot be rightfully discharged during 











such term. It is sufficient to say that 
there was no special statute applicable 
in that case as in this. It may be con- 
ceded that the general rule was there 
well stated. But section 1112, R. S. 
1909, provides: 

“The directors may appoint and re- 
move any cashier or other officer or em- 
ployee at pleasure.” 

The evident purpose of that statute 
was to prevent the employment of such 
bank officers under a contract which 
should put it beyond the power of the 
board to remove at any time. 

The state has the right to prescribe 
the general policies which shall be ob- 
served in the conduct of such institu- 
tions: and, as was well said in Wells 
vs. National Surety Co. (App.) 184 S. 
W. 474, Wells entered into his employ- 
ment as such cashier with knowledge of 
that statute. 

Appellants say that the statute con- 
travenes section 15, art. 2, of our state 
Constitution, which denounces ex post 
facto laws and laws impairing the obli- 
gation of contracts. As our statute was 
in existence when Wells was employed 
as such cashier, the statute is not sub- 
ject to such objection. 

The judgment is affirmed. 

190 S. W. Rep. 314. 
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Certified Check 


New York 
Holder in Due Course—Negotiability— 
Title—Delivery—Stolen Check 


First De- 
1916. 


Supreme Court—Appellate Term 
partment.—December 29, 


EMPIRE TRUST CO. VS. PRESIDENT AND DIRECTORS 
BANK OF THE MANHATTAN CO, 


_ Where a certified check, payable to plain- 
tiff, was drawn by a depositor in defendant 
company, and was taken from the drawer’s 
possession, the thief never had any title to 
the check, and could not transfer title to the 
plaintiff, 
_ The payee of a negotiable instrument, de- 
vered by the maker to a third party, with 
tructions not to deliver to the payee, ex- 
pt on certain conditions, but which, in 
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fraudulent disregard of the instructions, is 
delivered to the payee for value, becomes 
a purchaser of the instrument for value. 
(162 N. Y. Supp.) 

Action by the Empire Trust Com- 
pany against the president and direc- 
tors of the Manhattan Company. From 


a judgment of the City Court, dismis- 
sing the complaint on the merits, plain- 


tiff appeals. Affirmed. 
STATEMENT OF FACT AND 
OPINION 
Lehman, J. The _ plaintiff has 


brought an action to recover from the 
defendant the amount of a check drawn 
by the firm of Homans & Co. upon their 
account in the defendant bank and cer- 
tified by it. It appears undisputed that 
on the 16th day of March, 1916, the 
stock brokerage firm of Homans & Co. 
drew its check for the sum of $1,990 
to the order of the plaintiff, and gave 
the check to one of their clerks, with 
instructions to take the check to the 
defendant bank for certification, and 
after certification to use the check for 
the purchase of $2,000 par value of 
revenue stamps from the plaintiff, 
which maintained a department for the 
sale of such stamps. The clerk handed 
the check at the defendant bank to the 
person whose duty it was to certify 
checks, and after waiting some time in- 
quired for his check. It then appeared 
that the check, after certification, had 
been taken by, or erroneously handed 
to, a third party. The clerk from the 
brokerage firm hurried over to the 
plaintiff's place of business, but the 
person who had wrongfully taken the 
check from the defendant bank had 
already used the check for the pur- 
chase of revenue stamps from the plain- 
tiff. In order to obtain such stamps, 
the purchaser was obliged to sign a 
requisition, and in the present case the 
party presenting the check of Homans 
& Co. to the plaintiff had also delivered 
to the plaintiff a forged requisition for 
the stamps, which purported to be 
signed by Homans & Co. 

At the close of the case the trial jus- 
tice submitted to the jury only the ques- 
tion of whether the plaintiff, in accept- 





674 


ing the check, acted in good faith or 
in bad faith, and reserved decision upon 
the defendant’s motion to dismiss the 
complaint until the coming in of the 
special verdict. The jury found that 
the plaintiff had acted in bad faith. 
Thereafter the trial justice dismissed 
the complaint, and in his opinion, which 
is part of the record, indicated that he 
had reached this decision, not only be- 
cause he felt that the verdict of the jury 
on the question of fact was justified, but 
also because he found as a matter of 
law “‘that the check has never been duly 
negotiated, and that the plaintiff is not 
a holder thereof in due course.” 


I have serious doubts whether the 
jury could reasonably find that the 
plaintiff was guilty of bad faith. The 
plaintiff was probably not vigilant 
when it accepted the check and forged 
requisition; possibly it may even have 
been in a sense grossly negligent; but 
there is grave question whether the neg- 
ligence is sufficient to indicate actual 
bad faith. However, I do not think 
that we need consider that question, for 
in my opinion, even though the plaintiff 
accepted the check in good faith, it can- 
not recover. 

The check made by Homans & Co. 
was never delivered by them to the 
payee, and until delivery an instrument 
has no legal inception. It was stolen 
from their possession. The thief never 
had any title to the check, and there- 
fore could not transfer title to the plain- 
tiff. If the plaintiff can maintain an 
action upon an instrument which was 
never delivered by the maker, and by 
virtue of a title received from a person 
who himself had no title to the instru- 
ment, then this result must be due to 
the peculiar rules of the law merchant 
governing negotiable instruments, now 
embodied in the Negotiable Instrument 
Law. Section 35 of that law provides: 

“Every contract on a negotiable in- 
strument is incomplete and revocable 
until delivery of the instrument for the 
purpose of giving effect thereto. As 
between immediate parties, and as re- 
gards a remote party other than a 


holder in due course, the delivery, in 
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order to be effectual, must be mad 
either by or under the authority of th 
party making, drawing, accepting or in- 
dorsing, as the case may be; and in 
such case the delivery may be shown to 
have been conditional, or for a special 
purpose only, and not for the purpose 
of transferring the property in the in- 
strument. But where the instrument is 
in the hands of a holder in due course, 
a valid delivery thereof by all parties 
prior to him so as to make them liable 
to him is conclusively presumed. And 
where the instrument is no longer in 
the possession of a party whose signa- 
ture appears thereon, a valid and in- 
tentional delivery by him is presumed 
until the contrary is proved.” 

There is no doubt that, by virtue of 
the rule embodied in that section, the 
rule of law governing ordinary contracts 
or instruments, that a contract becomes 
effectual only by actual delivery, is 
modified, at least to the extent that, 
where a negotiable instrument is in the 
hands of a “holder in due course,” a 
valid delivery thereof by all parties 
prior to him, so as to make them liable 
to him, is conclusively presumed. The 
real question in this case is therefore 
whether the plaintiff is “a holder in due 
course” within the meaning of that sec- 
tion. 

The defendant claims that the payee 
is an “immediate party” to the instru- 
ment, and that therefore, in an action 
brought by the payee, evidence is al- 
ways admissible to show that there was 
no valid delivery of the instrument. 
There seems to be some diversity of 
authority in the various states as to 
whether the payee of a negotiable in- 
strument can ever be a “holder in due 
course” within the meaning of the stat- 
ute. See Boston Steel & Iron Co. vs. 
Steuer, 183 Mass. 140; Liberty Trust 
Co. vs. Tilton, 217 Mass. 462, which 
hold that a payee is not necessarily a 
remote party, and may be a holder in 
due course. See, also, Vander Ploeg vs. 
Van Zuuk, 135 Iowa, 350; Long vs. 
Shafer, 185 Mo. App. 641, which hold 
that a payee is an immediate party, and 
cannot be a holder in due course, and 
does not take free from any defenses 
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which the maker could interpose if the 
instrument were non-negotiable. It is 
quite impossible to reconcile these deci- 
sions, but it seems to me that, even 
though we adopt the views expressed by 
the Massachusetts courts, the plaintiff 
has not established that in this case the 
payee is not an immediate party and is 
a holder in due course. 

In the case of Boston Steel & Iron 
Co. vs. Steuer, 183 Mass. 140, the facts 
were that the defendant, a married 
woman, delivered to her husband her 
check for $200, made payable to the 
plaintiff, and instructed her husband to 
apply it in payment of a debt which 
she personally owed to the plaintiff. 
The husband fraudulently delivered the 
check to the plaintiff, to be used in 
payment of his own debt to the plain- 
tiff. The court there held that the 
plaintiff, though the payee of the check, 
and therefore not holding through in- 
dorsement, was yet a holder in due 
course. The court there stated: 

“The fact that the plaintiff is the 
payee of a negotiable security does not 
prevent him from becoming a bona fide 
purchaser of it at common law, with all 
the rights incident to a purchaser for 
value thereof without notice.” 

And it cites various cases in the Eng- 
lish courts and in the Supreme Court of 
the United States as authority for this 
statement. These cases establish the 
proposition, I think, that where the 
maker of a negotiable instrument deliv- 
ers it to a third party, with instructions 
not to deliver it over to the payee of 
the instrument, except on certain con- 
ditions, and the party to whom the 
maker has delivered it fraudulently dis- 
regards his instructions and delivers it 
to the payee for value, the payee be- 
comes a purchaser of the instrument. 

In all these cases, however, there are 
really two transactions. The first 
transaction is one between the maker 
and the third party, by which the third 
party obtains possession of the instru- 
ment. The next transaction arises be- 
tween the third party and the payee, by 
which the third party delivers the in- 
strument to the payee for value. In 
other words, in these cases the maker 


has given to a third party an instru- 
ment, and has authorized the third 
party to transfer title to the payee by 
delivery, when certain conditions of 
which the payee has no notice are ful- 
filled. The third party thereupon pro- 
ceeds to sell the instrument to the 
payee, who takes without notice of the 
conditions. The payee’s transaction 
with the third party gives rise to no 
defense on the part of the maker; any 
defense which the maker might have 
would arise from the original transac- 
tion between the maker and the third 
party, to which transaction the payee is 
a stranger; consequently, where the 
payee purchases the instrument for 
value from the third party, he should 
be entitled logically to the same protec- 
tion which is afforded to any other pur- 
chaser of a negotiable instrument. 

There is, so far as I can see, no real 
difference between such a case and a 
case where the maker conditionally de- 
livers a negotiable instrument to a 
payee, and the payee sells it to an in- 
nocent purchaser and indorses the note 
to him. In both cases the maker has 
put into the hands of a party, upon 
secret instructions or conditions, an in- 
strument which that party can put into 
circulation. In both cases the holder 
has transferred the note to another man 
in such a manner as to make the trans- 
feree the holder of the note, and in 
neither case has the transferee had 
anything to do with the earlier transac- 
tion between the maker and the person 
to whom the maker delivered the note. 
There is little doubt that a payee who 
purchases the note under such circum- 
stances comes within the protection af- 
forded ordinarily to a purchaser for 
value, unless the Negotiable Instru- 
ment Law has changed the common law 
or law merchant. Even in the case of 
Vander Ploeg vs. Van Zuuk, supra, the 
court stated: 

“The conclusion which we reach is 
perhaps different from what it would 
have been, had the Negotiable Instru- 
ments Act not been passed.” 

There are, however, two important 
points of difference between the case 
we have under consideration and all the 
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other cases which have arisen either 
under the law merchant or the Nego- 
tiable Instruments Act. In the present 
case the maker never had any transac- 
tions with the party who attempted to 
transfer the note to this plaintiff. That 
party had merely stolen the note from 
the drawer or drawee. Moreover, that 
party never claimed to have the right to 
deliver the note to the payee, except as 
agent for the maker in payment of 
stamps sold to the maker. The plain- 
tiff sold these stamps to the person in 
possession of the check, knowing that 
the check was intrusted to some person 
for the sole purpose of paying for 
stamps requisitioned by the maker of 
the check. In other words, while it did 
not know that the check was in the 
hands of a thief, it did know that it was 
in the hands of a person who had no 
right to deliver the check, except for the 
purpose of paying for stamps sold to 
the maker. 

The defense in this case is that the 
check was delivered by a person having 
no authority to make the check effective 
by delivery. That defense arises, not 
from any transaction with the third 
party, by which a limitation unknown 
to the payee was imposed upon the third 
party’s right to deliver the check. It 
arises from the fact that the payee ac- 
cepted the check because it believed 
that the thief had authority to use the 
check in payment of stamps sold and 
delivered to the maker. It never sold 
any stamps to the maker, but was fooled 
by a forged requisition into the belief 
that the thief was buying and receiving 
the stamps for the maker. There was 
no delivery of the check, because, in 
the transaction to which the plaintiff 
was a party, the plaintiff failed to sell 
and deliver the stamps to the maker, 
although it was informed that the maker 
had authorized the delivery of the check 
only upon that condition. The payee in 
such a case is not a purchaser of the 
check, nor a remote party either to the 
instrument or to the transaction, but, on 
the contrary, its claim of title to the 
check rests upon a transfer of posses- 
sion from one who at best appeared tc 
have authority to deliver the check and 


make it a valid contract only for a con- 
sideration which the plaintiff has failed 
to deliver. I have found no case, either 
at common law or under the statute, 
which holds that the payee who receives 
the check under such circumstances is a 
“holder in due course,’ and I do not 
think that on principle he can derive 
any rights from such a transfer. * * * 

These views are somewhat strength- 
ened by the opinion of the Supreme 
Judicial Court of Massachusetts in the 
ease of Liberty Trust Co. vs. Tilton, 
supra, upon which the plaintiff seems 
largely to rely. In that case the payee 
of the note sued an accommodation in- 
dorser, who signed the note in blank, 
upon the express condition that the 
maker should fill in the note and deliver 
it only after certain conditions were 
met. The court there held that the payee 
was a purchaser for value. In that case 
the court again reviewed the authorities 
on the point of whether the payee of a 
note could ever be a holder in due 
course, and especially its earlier decision 
in Boston Steel & Iron Co. vs. Steuer, 
supra. It stated that: 

The effect of that decision was to hold 
that the words “immediate parties,” as 
used in the Mass. Negotiable Instru- 
ments Law (Rev. Laws, c. 73, section 
33). which is similar to our own statute, 
“did not necessarily include the payee. 
Hence ‘immediate parties,’ in that con- 
nection, excludes a party who is a holder 
in due course. In such case these words 
must be confined to parties who are 
‘immediate’ to the conditions or limita- 
tions placed upon the delivery, in the 
sense of knowing or being chargeable 
with notice of them. A payee, who is a 
holder in due course, is not an immedi- 
ate party in the sense of that section. 
This result follows from holding that a 
payee mav be a ‘holder in due course, 
as defined in section 69, because he 
could become such holder only on condi- 
tion. (4) ‘That at the time it was ne- 
gotiated to him he had no notice of any 
infirmity in the instrument.’ Thus he 
could not be such holder, unless the 
paper was ‘negotiated’ to him. There- 
fore the word ‘negotiated’ was held to 
describe the means by which a payee 
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might acquire a note. It was given its 
common legal significance of concluded 
by bargain or agreement. Palmer vs. 
Ferry, 6 Gray, 420, 423; Everson vs. 
General Accident, Fire & Life Assur- 
ance Co., 202 Mass. 169. A promissory 
note, complete as to form and payable 
to a named person may be negotiated to 
that person by being sold to him or 
taken by him for value. This is the 
commen and popular signification of the 
word. It was the sense in which it was 
used in the law merchant before the 
Negotiable Instruments Act. Its mean- 
ing has not been changed by the act. 
That was in substance the decision in 
Boston Steel & Iron Co. vs. Steuer, 183 
Mass. 140. 

The court also held that there had 
been a delivery by the indorser prior to 
the filling in of the banks and the de- 
livery to the payee within the meaning 
of section 31 of the act (section 33 of 
our statute). It seems to me that this 
decision rests upon three elements: 
First, that the defendant charged with 
liability in that case had made a condi- 
tional “delivery” within the meaning of 
the statute; second, that the payee was 
a stranger to these conditions; third, 
that the person to whom the defendant 
delivered the note transferred it to the 
payee by bargain or agreement, which 
would have been valid, except for con- 
ditions made by the defendant to which 
the payee was a stranger. In the pres- 
ent case, as shown above, no such ele- 
ments exist. There never was a deliv- 
ery of the check, conditional or other- 
wise, by any party to the note. It was 
feloniously taken. The payee was not 
a stranger to the conditions upon which 
the maker had authorized delivery to 
the payee, and, finally, the note was 
not “negotiated” to the payee by bar- 
gain or agreement, but was delivered 
to the payee, to become a complete and 
valid instrument only upon the payee 
selling to the maker the stamps for 
which this check was actually drawn. In 
other words, if there was a bargain or 
‘ereement made with the payee, it was 
" agreement with the maker to sell to 
the maker, and not to a thief, the 
stamps. In the absence of these ele- 
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ments, I do not think that even under 
the Massachusetts rule is this plaintiff 
a holder for value. 

It follows that the judgment should 
be affirmed with costs. 

162 N. Y. Supp. 629. 


& 
Cashier’s Checks 


New York 





Consideration—Stop Payment 
Supreme Court, New York—Appellate Di- 
vision—First Department—December 
15, 1916. 


BOBRICK VS. SECOND NAT. BANK HOBOKEN, 


Where cashier’s checks were issued at a 
depositor’s request, it is presumed that there 
was a consideration moving from the deposi- 
tor to the bank, and the want of considera- 
tion moving from the payee to the bank 
is immaterial. 

A bank, by issuing a cashier’s check in re- 
liance upon the sufficiency of the balance or 
credit of the depositor, who requested the 
issuance of the check, incurs a direct, pri- 
mary obligation to the payee that the drawee 
would pay the checks on presentment, and 
in default thereof that it would pay them. 

When a bank, at the request of its de- 
positor, and relying on his direction to 
charge the amount to his account, issues 
cashier’s checks drawn on another bank, and 
delivers them to the payee named therein, 
it is not acting merely as the agent of its 
depositor, whose authority is subject to 
revocation; but the transaction is a com- 
pleted one, and the rights of the payee can- 
not be affected by the bank stopping pay- 
ment on the checks at the request of its de- 
positor. (162 N. Y. Supp. 147.) 


Action by Gabriel A. Bobrick against 
the Second National Bank of Hoboken. 
Judgment for plaintiff, and defendant 


appeals. Affirmed. 
STATEMENT OF FACT AND 
OPINION 


Laughlin, J. This is an action by 
the payee against the drawer of three 
checks. There is no conflict in the evi- 
dence. It appears that one Mackenzie 
had a deposit account with the defend- 
ant. Mackenzie was traveling in the 
West. and he wired or wrote the de- 








fendant to issue the three checks to the 
plaintiff, “Trustee.” On the 18th day 
of August, 1914, pursuant to that di- 
rection from Mackenzie, the defendant 
issued three cashier’s checks, payable 
to the order of “G. A. Bobrick, Trus- 
tee’”’—two each for $1,000, and one for 
$500. The checks were drawn on the 
National Park Bank of New York, and 
were sent to the plaintiff at Los An- 
geles, Cal., evidently pursuant to the 
direction of Mackenzie. Before they 
were presented to the drawee for pay- 
ment, the defendant received notice 
from Mackenzie to stop payment, and 
it did so; and the National Park Bank, 
acting upon the notice it received from 
the defendant, refused payment, and 
the defendant was duly notified thereof. 

The defendant pleaded that it re- 
ceived no consideration from the plain- 
tiff for the checks, and it was permitted, 
over plaintiff's objection and exception, 
to show that it received no consideration 
from him therefor. The defendant, 
however, did not plead, or prove, or 
offer to prove, that there was no con- 
sideration for the issuance of the checks 
moving to it from Mackenzie, its de- 
positor, or from plaintiff to him. The 
evidence that the checks were issued at 
the request of Mackenzie carries with it 
a presumption that there was a consid- 
eration moving from him to the defend- 
ant; and it is immaterial whether or not 
there was consideration as between him 
and the plaintiff. Hamilton vs. Ham- 
ilton, 127 App. Div. 871; Rector, etce., 
vs. Teed, 120 N. Y. 583; Daniel on Ne- 
gotiable Instruments (6th Ed.), Vol. 1, 
§ 178: Id. Vol. 2, $ 1595a. 

The deposition of Mackenzie was 
taken in England at the instance of the 
defendant, which, however, did not read 
it in evidence. The plaintiff read in 
evidence Mackenzie's answers to four 
cross-interrogatories, to the effect that, 
when he instructed the defendant to is- 
sue the checks, he also instructed it to 
“reimburse itself to the extent” of the 
“out of the balance” of his de- 
posit account with the defendant, ‘‘or 
to charge the amount of’ the checks 
against him. It was not shown, nor was 
any evidence offered to show, the bal- 


checks 
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ance to the credit of Mackenzie in his 
deposit account with the defendant at 
the time the checks were issued; but his 
testimony so read by the plaintiff shows 
that he felt in honor bound to reimburse 
the bank, and that he so stated to its 
officers. The president of the defendant 
testified that he presumed that Macken- 
zie had a balance in his deposit account 
with the defendant at the time; but he 
did not know what the amount of such 
balance was. 

The checks were negotiable instru- 
ments (section 20, Negotiable Instru- 
ments Law (Consol. Laws, c. 38; Laws 
of 1909, c. 43); and by virtue of sec- 
tion 50 of the Negotiable Instruments 
Law there was a presumption that they 
were issued for value. That presump- 
tion was not overcome by evidence that 
the drawer of the checks received no 
consideration therefor from the payee, 
for, as already stated, that was not es- 
sential, and a presumption arises on 
the facts proved that it received a con- 
sideration from Mackenzie. 

The facts stated show that the de- 
fendant, in issuing the checks, relied 
upon the sufficiency of Mackenzie’s bal- 
ance to the credit of his account, or 
upon his credit. By thus issuing and 
delivering the checks to plaintiff, it in- 
curred a direct, primary obligation to 
him that the drawee would pay the 
checks on presentment, and in default 
thereof that it would pay them. Hiber- 
nia National Bank vs. Lacombe, 84 N. 
Y. 367; Riddle vs. Bank of Montreal, 
145 App. Div. 207. 

The learned counsel for the appellant 
predicates his principal argument on an 
erroneous construction of the evidence. 
He contends that this was not an exe- 
cuted transaction as between Macken- 
zie and the defendant, and that the de- 
fendant, having received no considera- 
tion from the plaintiff, was acting 
merely as Mackenzie’s agent, and that 
its only authority was to have the checks 
paid by the National Park Bank and 
then to charge the amount against his 
account, which authority was revocable. 
According to the testimony of Macken- 
zie, the defendant was authorized, im- 
mediately on issuing the checks, to 














charge them to his account; and there 
would have been implied authority so to 
do on issuing the checks at his request. 
The checks were not his obligations, but 
the direct obligations of the defendant 
to the payee. 

The checks having been issued and 
delivered to the payee, the transaction 
upon which the bank entered at his re- 
quest was a completed one, so far as 
the payee was concerned. It does not 
appear whether the checks were 
charged to Mackenzie’s account, but the 
rights of the payee could not be affect- 
ed by the failure of the bank so to 
charge them. Presumably, on these 
facts, Mackenzie, for a sufficient con- 
sideration moving from the plaintiff to 
him, had purchased the checks of the 
defendant for the plaintiff, and caused 
them to be delivered to him, and, if so, 
it was beyond the power of Mackenzie 
or of the defendant to stop payment 
thereof. See Baruch vs. Buckley, 167 
App. Div. 113; Carnegie Trust Co. vs. 
First Nat. Bank, 213 N. Y. 301; Stroh- 
meyer, etc., Co. vs. Guaranty Trust Co., 
172 App. Div. 20. 

It follows that the judgment is right, 
and should be affirmed, with costs. Order 
filed. All concur. 

162 N. Y. Supp. 147. 


& 
Surety Bond 


Missourt. 


Liability vs. Bond—Default Covered. 
Assistant Cashier. 
Springfield Court of Appeals—Missouri— 
December 16, 1916. 
CITIZENS TRUST CO. VS, FERGUSON ET AL. 
The bond of a bookkeeper or assistant 
cashier of a bank was conditioned that it 
should be void if he should well and truly 
account for all loss of money, or property, 
notes, or evidences of debt which might be 
occasioned or caused on account of his will- 
ful misconduct or failure to properly protect 
the property and interest of the bank. The 


bookkeeper was inexperienced when he ac- 
cepted the employment from the cashier of 
the hank, and, whenever he discovered a dis- 
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crepancy between a customer’s passbook and 
his ledger balance, the cashier directed him 
to another series of passbooks kept in a sep- 
arate drawer for the correct account. In 
fact, the cashier and other officers had for 
some time heen acting fraudulently, credit- 
ing deposits in full on passbooks, but not in 
full on the deposit ledger. The bookkeeper 
or assistant cashier was not a party to the 
fraud, and received none of the proceeds. 
Held, that the bookkeeper or assistant cash- 
ier and his bondsmen were not liable on 
the bond, since his conduct in permitting 
peculation by others must have been willful 
to come within the bond, while he had the 
right to assume that the directors of the 
bank had performed their duty to meet at 
least once a month and pass upon the busi- 
ness of the bank, as required of Rev. St. 


1909, sec. 1099, and that a committee of 
stockholders had examined its affairs at 


least once a year, as required by section 
1088. 

Action by the Citizens Trust Com- 
pany, a corporation, against L. A. Fer- 
guson and others. From a judgment for 
defendants, plaintiff appeals. Judgment 
affirmed. 


STATEMENT OF FACT AND 
OPINION 


Robertson, P. J. This is an 
tion on an indemnifying bond in the 
penal sum of $5,000 executed by de- 
fendant L. A. Ferguson as principal, 
and the other defendants as sureties, to 
the Pemiscot County Bank, October 8, 
1912, reading, except italics, added for 
the purpose of reference, so far as nec- 
essary to quote, as follows: 


ac. 


“The condition of the above and fore- 
going obligation is that if the said L. A. 
Ferguson as assistant cashier of the 
Pemiscot County Bank aforesaid, shall 
well and truly account for all money, 
property of whatsoever, belonging to 
said Pemiscot County Bank, and which 
shall come under his control or posses- 
sion, as said and such assistant cashier 
of and for said bank, or if he shall well 
and truly account for all loss of money, 
or property, notes or evidences of debt, 
which may be occasioned or caused on 
account of his willful misconduct or fail- 
ure to properly protect the property and 
interest of said bank, and shall at all 
times observe and fulfill the duties and 
requirements had or made of him by the 
board of directors of and for said bank, 
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and shall at any time deliver over to the 
directors of said bank, any, and all 
property, money, or evidences of debt, 
which may come into his possession, or 
under his control, during the time of his 
employment as said and such assistant 
cashier, then this obligation shall be 
void; otherwise to remain in full force 
and effect.” 

The following concerning the bond is 
in the finding of facts to which reference 
is hereafter made: 

“The minutes of the proceedings of 
the board of directors of said Pemiscot 
County Bank show that on March 27, 
1912, a motion ‘to instruct the cashier 
to employ temporarily any person that 
suited him to assist in the bank work’ 
was ‘duly seconded’ and unanimously 
carried. Later, probably in July or Au- 
gust, in the same year, one W. H. John- 
son was employed, and the bond sued on 
in this case was prepared for, but not 
signed by him. In October, 1912, Tin- 
dle spoke to defendant L. A. Ferguson 
about taking employment at the bank as 
bookkeeper, and agreed to put him in at 
ninety dollars per month, giving him, at 
this time, the bond sued on herein, to be 
filled. The bond was executed under 
date of October 8, 1912, by L. A. Fer- 
guson, as principal, and his codefend- 
ants, as sureties.”’ 

Ferguson worked in the bank, doing 
the work of a bookkeeper, until May 13, 
1913, when said cashier resigned. It 
was then discovered by the board ef di- 
rectors that the business of the bank 
had been so manipulated that said cash- 
ier, and other officers of the bank, had 
dissipated nearly one-half million dol- 
lars of the bank’s funds, and up until 
then had accurately entered the custom- 
ers deposits on their passbooks, but mak- 
ing the entry on the deposit ledger for 
a less amount, keeping an account of the 
difference in a separate place, a particu- 
lar drawer set apart for that purpose. 
When Ferguson entered upon his duties 
in the bank he was inexperienced in that 
line of work, and for that reason re- 
luctantly accepted the position. He 
would not discover the method of keep- 
ing the accounts of the depositors until 


he undertook to balance a_ passbook. 
When he did this and called the cash- 
ier’s attention to the discrepancy, he was 
directed to the drawer for the correct 
account, or duplicate passbook, of the 
particular customer whose account was 
to be balanced. This method applied to 
only the largest depositors, and it was 
a custom, as observed by Ferguson, that 
had prevailed for several years before 
he commenced work in the bank. There 
is no pretense that there is any evidence 
tending to show that Ferguson got any 
of the funds of the bank, or intended to 
assist in any fraud upon the bank, un- 
less such facts may be inferred by rea- 
son of his failure to report the cashier's 
conduct to a superior. Plaintiff alleges 
in its petition that it is the receiver of 
the Pemiscot County Bank, and that 
Ferguson colluded and worked together 
with the cashier and other named off- 
cers of the bank for the fraudulent pur- 
pose of taking from said bank large 
sums of money belonging to it and ap- 
propriating the same to their own use; 
that in carrying out said designs Fergu- 
son made the false entries on the bank 
books, so the other officers and directors 
were deceived and misled and the short- 
ages concealed. The petition then pro- 
ceeds to allege false entries, and naming 
the depositors, to the amount of over 
$100,000. After the issues were made 
up the trial court appointed Mr. J. M. 
Haw, a member of the Caruthersville 
bar, referee to hear the testimony and 
to report his findings of facts and con- 
clusions of law. The referee made his 
report accordingly, and recommended 
judgment for defendants. Plaintiff filed 
exceptions to the report, which were 
overruled, and judgment entered as sug- 
gested by the referee. The plaintiff has 
appealed. 

The report of the referee disposes of 
all the questions of fact and law sub- 
mitted to him in a concise and clear 
manner. The burden of the controversy 
here is on the question as to whether the 
conditions of the bond should be extend- 
ed to cover the acts of Ferguson in fall- 
ing into and carrying out the plan and 
methods of officers of the bank, in the 
active charge thereof, in keeping the de- 
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positors’ accounts. We shall assume, 
without so holding, that such acts were 
within the terms of the undertaking. The 
question then follows, and a correct de- 
cision of which properly disposes of this 
case, What portion of the conditions of 
the bond apply, and did Ferguson 
breach such portion? We italicized the 
portion of the bond applicable to the 
conduct of which complaint is made. 
This is clear because he did nothing ex- 
cept keep books, and a very few times 
waited on customers making small de- 
posits no way involved in this suit or 
questioned, so that it cannot be proper- 
ly said that any of the money lost ever 
came under his control or into his pos- 
session. The board of directors made 
no requirements, and he was completely 
under the dominion of the cashier whose 
wishes he complied with to the letter. 
But Ferguson’s conduct, in order to hold 
the bondsmen, must have been, accord- 
ing to the terms of the bond, willful, and 
this plaintiff recognizes by characteriz- 
ing his acts complained of as fraudulent. 

“Bonds frequently provide in effect 
that the principal shall well and truly 
or honestly, faithfully, and efficiently 
discharge the duties of his position. A 
condition of this kind in the bond of a 
cashier or an assistant cashier of a bank 
was held, not only to guarantee the per- 
sonal honesty of such officer, but also to 
guarantee his competency, efficiency, and 
diligence in the discharge of his duties. 
And while, within the scope of a bank 
cashier’s authority, and so long as he is 
apparently acting on behalf of the cor- 
poration, his directions may control the 
assistant cashier and teller, and the lat- 
ter may not be required to look beneath 
the surface of his superior’s acts, still 
when the assistant cashier is led to be- 
lieve that the cashier is violating his 
duty to the bank and is taking its funds 
for his own ends, irregularly and with- 
out authority from the directors, he has 
no right to aid in, or connive at, such 
misappropriation, and he is liable on his 
bond therefor.” 3 R. C. L. 481, section 
109. 

In the case of Cope vs. Westbay, 188 
\Io. 638, a quotation as to the high office 
of cashier is approved that shows that 


he has properly executed his trust when 
he has exercised “a reasonable degree 
of skill, care and diligence.” 

Considering the age and experience of 
Ferguson when he went to work in the 
bank with the cashier who hired him, 
and that nothing occurred to arouse any 
suspicion that the cashier was misap- 
propriating the funds of the bank, we 
think it going too far to assume that 
Ferguson was acting in bad faith. Be- 
sides, the cashier had held that position 
for years, and had other large interests 
there. Ferguson was born and grew to 
maturity in that city. He no doubt had 
a high regard for the cashier, and would 
naturally not do anything to question a 
custom that appeared to have been in 
vogue there for years and report to 
members of the board of directors who 
had ostensibly approved of it. The ref- 
eree found, and we think properly so, 
that there was no collusion by Ferguson 
with the cashier or the other defaulting 
officials. 

Suppose we argue that since Fergu- 
son undertook this work his bondsmen 
should be held to what an experienced 
person would likely do under the same 
or similar circumstances, but that would 
be answered with the suggestion that the 
employee had a right to assume that the 
directors had performed their duty, met 
at least once a month, passed ‘“‘upon the 
business of the bank back to the pre- 
vious meeting of the board,” as then re- 
quired by section 1099, R. S. 1909, and 
had observed and approved the manner 
of keeping a portion of some of the de- 
positors’ account elsewhere than on a 
ledger. He would also have had a right 
to assume that a committee of at least 
three stockholders of the bank had ex- 
amined its ‘condition and affairs, assets, 
liabilities and management” not less 
than once a year, as then required by 
section 1088, R. S. 1909, and found no 
reason for complaint as to the method 
of bookkeeping required of him by the 
cashier. We are mindful of the fact 
that the failure of some other officer to 
do his duty would be no excuse for Fer- 
guson being derelict, but we are discuss. 
ing what he had a right to assume when 
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we resort to presumptions of law for a 
rule by which to measure his conduct. 

The finding of facts in a case at law 
stands before us as a verdict of a jury 
(State ex rel. John P. Bell vs. United 
States Fidelity & Guaranty Co., 236 
Mo. 352, 375, and Commercial Bank vs. 
American Bonding Co., 187 S. W. 99, 
100), and from what we have said con- 
cerning the finding of the referee that 
Ferguson was in no collusion with the 
defaulting officers of the bank, it is evi- 
dent we cannot disturb his finding, and 
we think it is so clear that neither Fer- 
guson nor his bondsmen ean be held to 
account for anything he did while work- 
ing for the bank that we must affirm the 
judgment. It is so ordered. (190 S. 
W. Rep. 395.) 


co) 
Liability for Acts of 
Employee 


COTULLA STATE BANK VS. 
(No. 5745.) 


HIERRON ET AL. 


Court of Civil Appeals of Texas, San Anto- 
nio. Dec. 13, 1916. 


Where one deals with an officer or 
employee of a bank who at the time 
represents or holds out that he has au- 
thority to represent the bank in the 
being transacted, and _ the 
dealer in good faith and without notice 
of want of authority believes the act 
within the apparent scope of authority, 
he may enforce the contract against the 
bank, and where a mere clerk temporar- 
ily alone in the bank accepted by tele- 
phone a check on a specific fund and 
promised payment when presented, the 
bank was liable to the payee. 

When a customer makes a special de- 
posit in a bank of funds for the purpose 
of discharging certain of his liabilities 
which may be presented for payment, 


business 
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it becomes a deposit which cannot be 
used by the bank for any other pur- 
pose, and is held in the nature of a 
trust fund, and cannot be used to pay 
a note due the bank unless so intended 
at the time of deposit. 


& 
Certified Check 


CITY OF BRUNSWICK VS. PEOPLE’S SAVINGS BANK 


Kansas City Court of 
Nov. 27, 


Appeals. Missouri, 
1916. 


When a bank at the request of the 
drawer certifies a check before delivery 
to the payee, the certification does not 
discharge the drawer if the check is not 
paid on due presentment, but simply 
vouches for its genuineness and adds to 
its ease of negotiation. 

If the holder receives an uncertified 
check, but, instead of drawing the 
money, has it certified, he discharges 
the drawer. 

If the drawer gets the bank to cer- 
tify his check, and then delivers it to 
the holder, who neglects to present it 
for payment in due course, the drawer 
is discharged to the extent he suffers by 


the delay under Rev. St. 1909, Sec. 
10156, requiring presentment for pay- 


ment within reasonable time. 


CONNER VS. BANK OF BAKERSFIELD 
Supreme Court of California, Feb. 13, 1917. 


By certifying a check a bank becomes 
bound as a direct and original promisor 
to the payee. 

As the obligation of a bank on a check 
certified by it is one to pay money only, 
by the direct provision of Civ. Code, 
Sec. 3302, the measure of damages for 
breach of such obligation is the amount 
due by the terms of the obligation with 
interest thereon. 


au 























by WR MOREHOUSE 





Community or Group Advertising 





OMMUNITY or group advertis- 
+ ing is attracting considerable at- 

tention among bankers, not only 
because of what it has done in the short 
time it has been used, but more par- 
ticularly because of what it stands for. 
It is a step in the direction of coépera- 
tion among banks in the matter of pub- 
licity and new business. Until the in- 
troduction of community or group ad- 
vertising, the various new business and 
publicity activities carried on by banks 
had been competitive, each bank trying 
to outdo its competitor. In some cities 
this brought about a _ condition of 
scrambling for business that does not 
speak well for the banking institutions 
thus engaged. Under the pressure of 
competition, banks have been wasteful 
in the use of their publicity appropria- 
tion, launching schemes of doubtful 
character and using unnecessary quan- 
tities of newspaper space. Unfair com- 
petition has soemtimes resulted, which 
has had the effect of prejudicing the 
public against banking methods. 

Even though no appreciable amount 
of new business can be traced to group 
advertising, the fact that it tends to 
bring together our bankers in groups, 
unites them in purpose, and gives them 
one goal toward which they all move in 
a solid phalanx, is worth the cost alone. 

[f we admit without argument that 
our banks are the logical corporations 
to advocate thrift, a concerted effort in 
the form of publicity on the part of 


bankers is merely a step toward ful- 
filling that obligation to the people. 

Group advertising equalizes the ex- 
pense of a campaign among all banks to 
be benefited, which has an advantage 
over competitive advertising, in which 
banks that do not advertise are bene- 
fited, even if not to the extent of those 
advertising. 

The benefits which accrue to bankers 
disposed to use coédperative advertising 
multiply in number and importance as 
the question is studied from different 
angles. For instance, community ad- 
vertising is unimpeachable evidence to 
the public that the banks stand together, 
shoulder to shoulder, co-workers and 
not competitors. With every bank in a 
community united, the stronger bank 
supporting the newly organized one 
with its years of successful banking, the 
bank with large resources associating 
in business with the small suburban 
bank, the people will be inspired with 
greater confidence. 


A STUMBLING BLOCK TO GROUP 
ADVERTISING 


Community or group advertising has 
one big obstacle to overcome before it 
can be launched. Some bankers, when 
they begin to consider the adoption of 
group advertising, become suspicious of 
the real motives of other members of 
the group. 

Much as we dislike to admit it, some 
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bankers haven’t enough confidence in 
the sincerity of their associates to enter 
into a campaign with them. They fear 
that the other bank will receive larger 
benefits than they. 

Many a proposed campaign of com- 
munity advertising has tripped over the 
fact that not every bank in a community 
is favorable to advertising in any form. 
Such banks, of course, are not inter- 
ested. As a matter of fact, there is not 
as much inducement for them to sup- 
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port a campaign as there is for banks 


that advertise individually in addition 
to their group advertising. To reap 


the full benefits of a community adver- 
tising campaign it should be followed 
by individual advertising. 

At this writing, group advertising is 
in its infancy. Let us hope that it will 
eventually prove itself worthy of a per- 
manent place in the assemblage of ef- 
fective business-building mediums. 


President Wilson Replies to the A. I. B. 


The American Institute of Banking 
received a personally signed letter from 
President Wilson in answer to their 
telegram offering their services in the 


sale and distribution of the great war 


loan. President Wilson’s letter fol- 
lows: 
Tue Wuire Hovse, 

Washington. 


April 28, 1917. 
Mr. E. G. McWit.riaMm, President, 

I am very much gratified by the gen- 
erous offer made by you in your mes- 
sage of April 27th, and I thank you 
warmly for it. I appreciate most heart- 
ily this assurance of coéperation and 
support. 

Cordially and sincerely yours, 

(Signed) WOODROW WILSON. 


Mr. E. G. McWrtuiam, 
President, American Institute 
of Banking, 
New York City. 


The telegram to which this was a 


reply, said: 





TO THE PRESIDENT, 
Washington, D. C.: 


The American Institute of Banking, 
with a membership exceeding twenty- 
two thousand bankers and bank men of 
the country, desires to offer you its 
services for the purpose of assisting in 
the sale and distribution of the great 
war loan. This loan must be spontane- 
ously successful. We all realize that 
the people of this country as a class 
are not familiar with investment bonds, 
and that to insure this success, there 
must be a vast amount of education. 
One form of education can be by means 
of practical talks to men’s clubs, em- 
ployees of factories, department store 
employees and other similar groups of 
people. Members of the American In- 
stitute of Banking are equipped by sys- 
tematic education and by actual experi- 
ence, to make these practical talks. 
Through its seventy-five chapters, lo- 
cated in the principal cities of the coun- 
try, the institute quickly and simultane- 
ously can reach a very large percentage 
of our population. Should you care to 
make use of our services, we could pre- 
pare and start such a campaign imme- 


diately. E. G. McWILLIAM, 
President American Institute of 


Banking. 
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What the Service 


Means 





BVIOUSLY, the major part of 
the service which banks may 
render to women will in no wise 

differ from that rendered to men. But 
there are some special banking needs 
which women have, and by attending 
to these a bank may add quite materi- 
ally to its number of accounts and the 
volume of its business. 

To begin with, women need, in many. 
cases, to be shown how to transact their 
banking business. They may lack fa- 
miliarity with even the simplest opera- 
tions, merely because they have never 
made use of a bank’s facilities. 

The opening of an account is to many 
persons, women as well as men, a mys- 
terious process that requires explana- 
tion. One of the first things to be done, 
therefore, will be to show the woman 
depositor how easily and with what lit- 
tle ceremony an account may be opened. 
The purpose of the bank-book should 
be explained and the necessity of bring- 
ing it along when deposits are made, 
and also when desiring to make with- 
drawals if the account is a savings one. 
Helpful suggestions may be offered as 
to making out deposit tickets, and some- 
times it may be necessary for an em- 
ployee or officer of the bank to make out 
the ticket, though this is not a practice 
to be commended. The depositor will, 


ot course, be told how to deposit any 
iecks she may receive, the manner of 
king endorsements, ete. 
To the woman unaccustomed to bank- 
¢ the check-book presents many diff- 





culties, but the tactful representative of 
the bank will readily smooth these out. 
Suggestions may be given as to the 
method of drawing a check so as to 
avoid the charge of negligence, the sig- 
nature, and endorsements. The method 
of keeping the stubs will also be shown. 

These are some of the eclementary 
processes of banking, and they may well 
be supplemented by a more detailed ac- 
count of banking transactions in gen- 
eral. Some banks have neatly printed 
booklets giving clear instructions as to 
the different phases of banking with 
which depositors are concerned. 

Where a bank is affiliated with a trust 
company, the services of the latter may 
with propriety be brought to the atten- 
tion of women patrons. Women are 
called on to participate in the admin- 
istration of estates, to make wills of 
their own, to receive bequests, and in 
these relations they require the help 
which a bank or trust company can af- 
ford. If they have real or personal 
property the bank can furnish extremely 
valuable service in the management 
of it. 

A woman wishing to make invest- 
ments will consult the bank or trust 
company which has previously gained 
her good will and confidence as a de- 
positor. This is a service that women 
particularly need. If few men have 
the skill and judgment enabling them 
to invest wisely, this is even more true 
with respect to women. 

In addition to these ordinary helps 


685 





686 


which banks may offer to women, there 
are innumerable special services they 
can render them. The live bank man- 
ager will readily see such possibilities. 
They are not the same in all places and 
the service will undergo some modifica- 
tion according to the size of the city in 
which the bank does business and its 
own particular location. A bank in the 
great shopping district of New York, or 
at Washington, Palm Beach or Los An- 
geles, would have opportunities which 
need not. be enumerated. The service 
may go far beyond the usual banking 
routine and comprise a large variety 
of courtesies, extended to visitors as 
well as to those resident in the bank’s 
own town or neighborhood. Women are 
perhaps more appreciative than men of 
the polite attentions that cost little or 
nothing, but often save a great deal of 
time and trouble to others. To proffer 
a service willingly rather than to wait 
to be asked and then only grudgingly 
consent, should be the rule. Whatever 
power may be exercised by telling ad- 
vertisements and attractively furnished 
quarters, after all the real element that 
draws and holds women to the bank is 
service, and banking service at that. 

The views of an experienced woman 
banker on the service banks may ren- 
der to women were thus set forth in 
THE BANKERS MaGazine by Mrs. E. B. 
B. Reesor, in an article on “Women as 
Bankers:” 

““*T am greatly in need of some money 
this morning, but I do not know how to 
ask for it in a business way,’ a lady said 
to the manager of the women’s depart- 
ment in one of our banks shortly after 
the department had been organized. 

“*Tell me about it, and I may be 
able to help you,’ the manager advised, 
stopping her work and looking as inter- 
ested as she felt in the woman with a 
money difficulty. 

“The matter was explained. It took 
nearly an hour, for all the family rela- 
tions, shopping, what one said and an- 
other did, were some way woven into 
the recital. But at the end of the time 
a few words were on a slip of paper: 

** *Mrs.——— has purchased a house. 
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Each payment has been met. Another 
is due to-day; she lacks ninety dollars. 
Two hundred and fifty dollars is com- 
ing to her on the first of the month.’ 

“The woman manager knew intu- 
itively that this customer was worthy of 
accommodation. She took the slip with 
particulars and placed it before the head 
official of the bank. A few telephone 
inquiries, and a note was made out, al- 
lowing the customer ninety dollars for 
one month. Her thanks were profuse. 

“The obligation is ours,’ said the 
woman manager. ‘We are glad that you 
came to us, and we should like to have 
your account and enter your name on 
our books.’ 

“That was three years ago. That 
customer now owns her $15,000 room- 
ing house and is buying another. She 
brought much custom to the bank, and 
understands methods 


now banking 
thoroughly. 
“There are thousands of women— 


hundreds of thousands—wishing to do 
their business through a bank, but they 
dread the first interview. That is one 
reason why nearly every large bank in 
Canada and the United States has (or 
is on the lookout for) a capable busi- 
ness woman, manager of its woman’s 
department. It brings business. A 
woman is quick to grasp what another 
woman wants to tell, but who does not 
know exactly how to put it into words. 
A busy business man seldom reads be- 
tween the lines. He knows what a cus- 
tomer says, but not always what she 
means. Women have a way, when wor- 
ried, of saying just what they don't 
mean, and meaning the very thing that 
they neglect to say. 

“As yet, comparatively few women 
go to banks for accommodation, but, as 
they enter into greater business enter- 
prises, they will naturally ask for all 
the banking privileges that business 
men enjoy. 

“Miss Harriet E. Morehouse, super- 
intendent of the Women’s Department 
of the Portland Trust Company, Port- 
land, Ore., in a letter telling about her 
department, says: ‘The results have 
been more than satisfactory. A woman's 
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department in a bank appeals to every, 
class of woman, from the one of wealth 
to the maid in the house. Each needs 
a place where she can talk over busi- 
ness matters in confidence and in an in- 
formal way with one of her own sex; 
where she can be frank; where she can 
display what she thinks is ignorance 
(and many of them feel it keenly) 
without embarrassment. She would 
hesitate to go to the window, stand in 
line and ask questions that a busy clerk 
could only answer briefly, and, in all 
probability, in a way that she would not 
comprehend—not being familiar with 
business and business terms. Many 
women, who have wholly depended upon 


their husbands, or some male relative to 
do their banking, are suddenly left to 
their own resources and find themselves 
almost helpless in their ignorance of 
business method, and to this class, a 
woman’s department of a bank most 
strongly appeals.’ ”’ 


The bank renders an extremely valu- 
able service to men in advising them 
about their business affairs, and women 
having the responsibilities of caring for 
property are perhaps in even greater 
need of such assistance. 

Upon the ground of practical useful- 
ness the woman’s department has ample 
opportunities for justifying its exist- 
ence. 


The Pin Perforator 


An Instrument Used at the Check Desk of the National 
Bank of Commerce in New York as a Means of Iden- 
tifying Checks of Clearing House Banks 





By JOHN J. O’NEILL 





HE handling of the ever-increasing 

volume of bank work is, perhaps, 
one of the biggest problems in financial 
circles to-day. Banking institutions are 
always eager to improve the methods 
pursued in order to facilitate the hand- 
ling of the work; systems are constantly 
being revised ; new departments created 
and new devices experimented with, all 
towards the main objective of complet- 
ing the work in the quickest and most 
accurate manner. 

One of the foremost of the labor sav- 
ing devices is the Pin Perforator which 
has been in use, since its invention, in 
the National Bank of Commerce in New 
York, an instrument which though sim- 


ple in its appearance has proved itself, 


of invaluable assistance in the handling 


of the large amount of checks daily re- 
ceived from the Clearing House. 

The reader is undoubtedly familiar 
with the enormous number of checks 
daily handled by the National Bank of 
Commerce. The bulk of this work 
comes through the New York Clearing 
House in the morning exchanges. The 
items are received in large envelopes 
bearing the number of the bank through 
which the clearing is made. Before 
sending the items through the exchanges 
the clearing bank places its stamp on 
the back of each check, which, prior to 
the introduction of the Pin Perforator, 
was the only means by which the clear- 
ing bank could be identified, although 
in some instances the prior endorse- 
ments might indicate from whence it 
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came. This made it necessary to ex- 
amine each individual item at the time 
of receipt, and before mixing the checks 
with those from other banks, to see that 
the bank stamp was present, whereas 
with the Pin Perforator the items are 
removed in bulk and perforated, thus 
making it possible to sort down to ac- 
counts and make the examination for 
bank stamp at the same time as the 
other endorsements are verified. 

The perforation consists in marking 
the checks with pin pricks according to 
a code, with which the clerks on the 
Check Desk are familiar. The follow- 
ing illustration represents a full punch 
with every pin in operation. 


g. R. D. 
g. sl 2 B 
H g. 4 5 6 
PY | 8 9 


The pins marked “g” are the guide 
pins and always appear in every punch, 
and indicate the position of the punch 
on the check. “R” is punched in con- 
nection with every single number to 
make 10, 20, 30, 40, ete., and also to 
indicate “Reverse,” or that the figures 
should be read backwards. “D” is 
punched in connection with any single 
number to indicate its double with 1, 
2, 3, 4, etc., to indicate 11, 22, 33, 44, 
ete. The group of punches on the right 
of the guide pins is used to indicate any 
number from 1 to 99 and their group, 
therefore, stands for units and tenths. 
The letter “H” at the left of the guide 
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pins is added when the number is 100 
or over. 

The numbers of the Clearing House 
Banks run from 1 to 119. We shall 
take, for the purpose of illustration, 
No. 45. Only the punches 4 and 
5 and the guide pins would appear on 
the check. If, however, the bank was 
54, the same punches would appear, 
also the punch marked “R,” to indicate 
that the number 45 is reversed to 54. 
If the number of the bank is 33, num- 
ber 3 would be punched together with 
the letter “D,”’ which would indicate 
that the number is used twice, or 33. 
Should we wish to signify the National 
Bank of Commerce in New York, whose 
Clearing House number is “23,” the 
“pin-pricks” 2 and 3 would appear with 
the guide pins. Numbers over 100 are 
indicated in the following manner: The 
letter ““H” would appear together, as 
usual, with the guide pins, and the num- 
ber of the bank to be stamped; for ex- 
ample, with No. 119, “H” with the num- 
ber 1 and 9 would be the arrangement. 

From the foregoing illustration it is 
plainly evident that this appliance is 
invaluable in the saving of time and 
labor, without in the least manner mu- 
tilating the appearance of the check, in 
fact, the perforation is not apparent, 
except upon a very close scrutinization. 
As a proof of the efficiency of this ap- 
paratus the National Bank of Commerce 
in New York have purchased three ad- 
ditional machines from the American 
Perforator Company to add to those al- 
ready on hand. 














Advising the Banks 





IMES like the present are apt to 

call forth an unusual amount of ad- 
vice from public officials charged with 
the supervision of the banks of the coun- 
try. Most of this advice is good and 
calculated to make the banks more pru- 
dent in conducting their operations, and 
no one can deny that the greatest pru- 
dence is desirable in these days. But 
this quality is one which most bankers 
have acquired as a matter of experi- 
ence. The rule of thumb, the text book 
and official counsels of perfection must 
all be adapted to the time, the place, 
the circumstances, and especially to the 
conditions and peculiarities of the mani- 
fold clients of the banks. They are a 
numerous lot. Some of them haven’t a 
dollar's worth of bonds, stocks or any- 
thing else to put up as collateral, and 
they might come to New York and wan- 
der through the great banks in search 
of a loan with no success whatever. But 
out at Hickory Run or Grigsby’s Cor- 
ners they can get all the bank “accom- 
modation” they want. Maybe their 
loans are not entirely liquid—if their 
banker told them that he must keep his 
loans “liquid” they probably wouldn’t 
know what he meant—but they do pay 
a little on their loans (sometimes) and 
many of them are good as gold, and 
better. 

The Commissioner of the Department 
of Insurance and Banking of the State 
of Texas has recently addressed an ad- 
visory letter to the banks and bankers 
of that state, which contains many ex- 
cellent suggestions. They are thus sum- 
marized by the Commissioner himself: 

“Do not rock the boat. 

“Do not try to do all the business, 
uit permit your neighbor to share the 
same, realizing that if he shares the 
vusiness, he also shares the responsi- 
bilities and liabilities thereof. 

“Do not be too free with credit. By 

‘lowing this rule you may be less 

pular, but you will have more money 


} 


‘ people will have more respect for 
u 


} 


“Do not expand the volume of your 
loans, but rather contract them, remem- 
bering ‘safety first.’ 

“Make no loans without ample, sol- 
vent and realizable security. 

“Make no long time loans, but keep 
your money where you can get it if vou 
want to within a reasonable time. 

“Make no loans for capital purposes 
or any other purpose that means per- 
manent investment, but on the con- 
trary, keep your loans in the greatest 
possible condition of liquidity. 

“Do not permit speculators to do 
business with your bank. Drive them out. 

“Do not pay high rates of interest 
for deposits, as such encourage loose- 
ness in granting credit in order to em- 
ploy such deposits profitably. 

“Do not borrow or rediscount if you 
can possibly help it, and if you are 
forced to do this, do as little of it as 
possible. It is dangerous as tending to 
encourage undue expansion of your own 
loans, and besides you can’t pay six per 
cent. for money and lend it at eight and 
ten and make any profit out of the 
transaction. 

“Familiarize yourself with the bank- 
ing laws, and live strictly within them, 
for they will be strictly enforced by 
this department against all men with- 
out fear or favor.” 

This is generally excellent advice and 
the banks of Texas and all other states 
might follow it with profit and safety. 
As to the suggestion to contract loans 
rather than to expand them, some doubt 
may be felt. It is difficult to see how, 
under present conditions, a considerable 
expansion of bank loans can be avoided. 
Business must be done under pressure 
from now on, and this will call for a 
greater volume of bank credit. Under 
the circumstances, would not a wise and 
sound policy of expansion be better 
than a policy of contraction? This is 
a matter which the bankers of the coun- 
try, acting in concert with their dealers, 
will no doubt determine for the best in- 
terests of all concerned. 
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Governor of the Bank of England 
Talks About the War 





HE Governor of the Bank of Eng- 

land, Lord Cunliffe, has been visit- 
ing the United States with the British 
Commission, and while in New York 
was entertained at luncheon by the 
Chamber of Commerce. In the course 
of a brief talk on this occasion, Lord 
Cunliffe said: 


“In my opinion London should not 
now depend entirely on the United 
States. They should continue, as far 
as they are able, and to the end of their 
bent, to ship you gold, to sell you se- 
curities, and try by every means in their 
power to pay fairly and squarely the 
debts that they have incurred in this 
country. (Applause.) That will at 
any rate be my endeavor, and I think 
that for our own sakes it is most im- 
portant that we should strive as far as 
possible to keep money here cheap, in 
order that we may borrow it from you. 

“TI did not intend to smile. I was 
quite serious. Cheap money means good 
trade, if it is not too cheap, and al- 
though I do not believe in a great war 
like this in the saying, taken literally 
of business as usual. I do not think 
that as far as you are able and it is 
possible you should strive to carry on 
the great trade of this country, again 
not only for your own sakes, but for 
ours. I will be very sorry, as far as 
our financial problems are concerned, if 
we do anything to reduce or curtail the 
trade of this great nation. 

“T arrived in Washington just before 
the taking in of the Federal Reserve 
Bank of this vast $200.000,000 a fort- 
night ago. They were good enough to 
go through with me the means they had 
taken not only to withdraw the money 
from the market, but to replace it on the 
market without delay. Gentlemen, the 
arrangements were so complete that I 
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had not a word or a hint of a sugeg 
tion to give. 

“It proves how extraordinarily « 
plete those arrangements were that 
money rate here in New York in 
morning was two per cent., in the m 
dle of the day it rose to four per c 
and in the evening it went back to 2 
per cent. What more splendid fin: 
cial transaction could be accomplishe 

“Now, I am afraid I have delay: d 
you a long time, but I would make tl 
remark, gentlemen: Do not fall i: 
the error which we did at home of 
derrating our foe. 
so at the beginning. Financially I 
certain that we did. Our foe was w 
prepared. They had all their ecor 
mies well cut out, planned, and ever 
thing ready, meat tickets and br 
tickets. 

“If we had only taken the thir 
boldly up during the first few mont! 
of the war we should be in a vastly be 
ter position to-day. Of course the san 
thing does not apply to you here i 


I am afraid we d 


America, because you support your 
selves and more than support yourselv: 
with foodstuffs and the other neces 
saries of life. We have to buy it al 
from you and from other countrie 
Therefore, it is very much more im 
portant for us to economize than 


for you. 

“Still, I would venture to remind yo 
that nobody knows how long this war 
is to continue, and that if you are to 
put up the notice, ‘Business as Usual, |! 
would suggest that 
should not be as usual. 

“From the beginning of this war | 
tried to gauge the American mind, that 


extravagancies 


sooner or later we should all be to 
gether. At times when that awful bug 


bear, the exchange, was going against 
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us, and I hardly knew what to hope, I 
must say that there were times when I 
asked myself, Could I be wrong? Could 
I have wrongly gauged the American 
heart? No, gentlemen, I am thankful 
that I was right, that we are here and 
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here we are to remain, not only the 
business people, but our soldiers and 
sailors, fighting shoulder to shoulder 
with one great object; namely, to bring 
this terrible war to a glorious and defi- 
nite termination.” 


Book Reviews 





AccOUNTING MeETHODS FoR 
By Clinton E. Woods. 


Ronald Press Co. 


UL NIFIED 
INDUSTRIALS. 
New York: 


This book presents a unified method 
0: accounting which, it is thought, will 
furnish an accurate instrument for 
measuring results. 

“Tt is in the form of 


counting system,” says the author, “‘fit- 


a detailed ac- 


ted to every element in a business, gov- 
erned in turn by a set of controlling 
‘counts—no more expensive to install 
ind operate than the fragmentary sys- 
tems used in most factories to-day, but 
with benefits a hundred-fold 


any manufacturer who will study them 


more, as 


can understand for himself.” 

Mr. Woods, who is advisory engineer 
of the Remington Arms Union Metallic 
Cartridge Company, has written this 
book after an twenty 
vears with concerns employing from 
half a dozen men to twenty thousand. 


expe rience of 


Making Monty Make Money, or A 
Primer oF INvestinc. By H. L. 
Barber. Chicago: A. J. Munson & 
Co. 


“Money makes money, and the money 
that money makes, makes more money,” 
so said Benjamin Franklin, and _ in 
“Making Money Make Money,” 
and means are set forth. 

This book is interested not only in 


ways 


the banker's making money for his 
bank, but also in his encouraging and 
assisting his clients to make money 
not only in making money through the 
operation of their enterprises, but also 
by making money by so investing their 
savings, or surpluses, that such money 
may make more money. 

To such it affords an abundant source 
of information of how they can serve 
both bank client. add to 
the economic wealth of the nation. 


and and so 


ELEMENTs oF Bustness Law. By Ernest 
W. Huffeut. Revised by George G. 


Bogert. Ginn & Co., Boston. 


This book purposes to state as con- 
cisely and clearly as possible the lead 
ing and fundamental principles of busi- 
ness law, and in place of extended ab- 
stract explanations of them to substi- 
tute simple concrete examples showing 
them in their actual application to busi- 
ness transactions. 

Original edition published 1905. Re- 
vised and enlarged by George Gleason 
Bogert, 1917. 


Tue Business or TRADING IN STocKs. 
By J. T. Brand. Magazine of Wall 
Street, New York City. 


The volume is not entirely new, but 
has lately been revised by the author 
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had not a word or a hint of a sug 
tion to give. 

“It proves how extraordinarily « 
plete those arrangements were that 
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us, and I hardly knew what to hope, I 
must say that there were times when I 
asked myself, Could I be wrong? Could 
I have wrongly gauged the American 
heart? No, gentlemen, I am thankful 
that I was right, that we are here and 
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here we are to remain, not only the 
business people, but our soldiers and 
sailors, fighting shoulder to shoulder 
with one great object; namely, to bring 
this terrible war to a glorious and defi- 
nite termination.” 
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Book Reviews 
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By Clinton E. Woods. 
Ronald Press Co. 


L NIFIED 
INDUSTRIALS. 
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This book presents a unified method 
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instrument for 


furnish an accurate 


neasuring results. 
“Tt is in the 
uunting system,” says the author, “‘fit- 


form of a detailed ac- 


~ « 
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a set of controlling 
no more expensive to install 


‘ned in turn by 
accounts 
and operate than the fragmentary sys- 
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with hundred-fold 
any manufacturer who will study them 
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can understand for himself.” 
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Cartridge Company, has written this 
book after an twenty 
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savings, or surpluses, that such money 
may make more money. 

To such it affords an abundant source 
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and so 


ELEMENTS oF Bustness Law. By Ernest 
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Bogert. Ginn & Co., Boston. 
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so as to meet the conditions brought 
about by the war markets. 

The point of view adopted is that 
stock trading is a special technical 
branch of speculation, capable of being 
discussed as a serious business proposi- 
tion and conducted along sound business 
lines. 

These views represent the conclusions 
arrived at after more than thirty vears’ 
trading experience. 


GrasPinc Opportunity. By Nathaniel 
C. Fowler, Jr. New York: Sully 
& Kleinteich. 


This book is written for the employee 
rather than for the employer. Sug- 
gests what the employee should do to 
better his condition, to gain promotion, 
to receive an increase in salary. 

It not only tells one how to achieve 
success, but also warns against the 
many pitfalls which may prove a detri- 
ment. 


SeLLinG Your Services. By The Sales 
Service Co., New York. 


Suggestions are given for strengthen- 
ing the entire “approach,” as it is called 
in selling, and for “closing the sale” if 
the position seems to promise a_busi- 
ness connection mutually satisfactory 
to employer and employee. 

It is believed that by following the 
suggestions given the average man will 
improve his chances of getting a hear- 
ing and finally, of securing the job for 
which he is best suited. 


PRINCIPLES OF ACCOUNTING. By 
Stephen Gilman. La Salle Exten- 
sion University, Chicago. 


The purpose of the book is not to 
promulgate the specialized treatment 
of any particular phase of the subject, 
but rather to present the basic prin- 


ciples of the science of accounting in 
graphic and comprehensible manner. 

While it is not believed that any t 
on accounting principles would pri 
inappropriate for the layman, the b 
has been written primarily for th 


having some training or experienc 
the art of accounting. 


VALUATION. By Ho 


Houghton Miti 


RAILRoaD 
Bews Vanderblue. 
Co. 


The volume details the value of 
plant from the physical viewpoint, 1 
cost of the land and of its preparati: 
The value of “capital goods” is cons 


ered, including contingencies, exp: 
opinion, overhead charges and depre« 
tion. Some space is devoted to “ma 
tenance of the investment,’”’ the val 


of “good will,’ ete. Summarizes 

conclusion the different elements 

prot in “Return to the Railroad.” 
A scientific study of one of the m 


pressing problems now before the | 


terstate Commerce Commission. S% 
ond prize essay in the Hart, Schafti 


& Marx contest in economics 
An 8-page bibliography and index. 


Woot Inpustry. By Paul T. Chi 
ington. A. W. Shaw & Co., Chicag 


The book strikes into the very heart 
of marketing and purchasing problems 
It discusses conditions in the distribi 
tion of cloth and the interaction between 
these market conditions and the pro! 
lems of the mill. Similarly the cond 
tions of raw-material buying are exan 
ined and the tendencies in purchasing 
outlined. Manufacturers, wool mer 
chants, dry goods jobbers, department 
store executives and many others cor 
nected with the wool industry céoper 
ated to make this investigation a com 
plete and accurate survey of the con 
mercial problems and tendencies of tli 
whole industry. 
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International Banking and Finance 





Emancipated Russia 
By Ropney Dean 


Events in Russia have of late’ attracted unusual attention and interest, and in view 
of the present situation that country has become of exceptional importance to the 
banking and commercial interests of the United States as a field for investment and 
trade. Preliminary to a consideration of purely business aspects, it has been thought 
he to study briefly general conditions in Russia. Fortunately, Mr. Dean writes from 

t-hand information, having been in Russia for some time as a representative of 
the National City Bank of New York.—Ebrror. 

I THE COUNTRY AND climate of Petrograd, that part of th 


THE PEOPLE 


for the South at Petrograd one 
evening summer. The next 
in Moscow, the Heart 
of Russia, and former capital of the 
Then for two days the train 


] BOARDED the Kislovodsk express 


lasi 


morning we were 


Tsars. 
sped southward, through the manufac 
turing towns of Tula, Orel (pronounced 
Arvol), Kursk, Kharkoff ; 


hundreds of miles of fertile prairie, 


and past 


down to Rostov-on-Don, at the head 
of the Sea of Azoff. In a few more 
hours I saw from the car windows 
the snow-capped peaks of the Cau- 


easian Mountains, and knew I had 
travelled to the southernmost boundary 
0 European Russia. These peaks were 
the first marked change in the appear- 
ance of the country I had seen in fif- 
teen hundred miles. For with the ex- 
ception of a few such narrow strips of 
mountain range along its boundaries, all 
Russia is practically one vast plain. 
varving only in character according to 
latitude. In the far north are tundras 

frozen, desolate marshes: then comes 
a great timber belt: and in the south 
a fertile grain country. 

The climate, too, varies remarkably 
little, considering the country’s great 
range of latitude. In all sections of 
Furopean Russia, except the extreme 
south, the winter is long and cold and 


the summer hot. Unfortunately, the 


Empire best known to foreigners, is 
unpleasant, being cloudy and rainy fo 
a large part of the vear. Dur 





A. F. KERENSKY 


Minister of War, formerly Minister of Justice 


ing certain months of the fall and 
spring the sun hardly ever appears. 
But, contrary to general belief abroad, 


it is very seldom uncomfortably cold 
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out of doors, as the extreme tempera- 
ture is usually unaccompanied by wind. 
The wind-swept streets of New York 
or Chicago in winter are far less bear- 





A. J. SHINGAREFF 
Minister of Finance, formerly Deputy from Petrograd 


able than the still, dry January cold of 
Petrograd or Moscow. in general, the 
“dangers” of the Russian climate are 
much exaggerated. 

However, in spite of all the guide- 
books I had read, which spoke reassur- 
ingly of the “overheated” Russian 
houses, I never found one Russian inte- 
rior that could be called heated, accord- 
ing to the effete American standard. 
There were double windows, sealed 
tight in midwinter ; and enormous white- 
tiled Russian stoves, which gave the im- 
pression that one was warming one’s 
self at a shower-bath. But the rooms 
invariably had a piercing chill, and 
necessitated wearing the warmest pos- 
sible clothing in order to approximate 
any degree of comfort. 

On my several trips to and from 
Russia I have always gone via Scandi- 
navia. Since the war there have been 





but three transportation routes to Rus- 
sia: (1) via the port of Archange!, on 
the White Sea, which is ice-bound in 
winter; (2) via the Pacific Occan, 
Vladivostock, and the Trans-Siberian 
Railroad; and (3) this Scandinavian 
route, by rail from Stockholm around 
the northern end of the Gulf of Botlinia, 
almost up to the Arctic Circle, an 
then down through Finland to Petro- 
grad. This last route has been per! aps 
the most popular, but recent interna- 
tional developments have so disor; an- 
ized the steamship and railroad favili- 
ties as to make it almost impractica»le. 
In the ordinary course of events, th re- 
fore, the only safe door into Russia next 
winter for men or merchandise weald 
have been Vladivostock. 
Russian Government has since the cut 


I loweve r, he 


N. V. NEKRASOFF 


Minister of Ways of Communication, Russiar 
Provisional Government 


break of the war constructed a rail- 
road to an ice-free port on the Arctic 
Sea, and this Murman Railroad is now 
in operation for the transport of muni- 
tions and other supplies. At the end 
of the war, of course, normal transpor- 
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The extensive international busi- 
ness of the Irving National Bank 
enables it to maintain important 
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ation routes will be resumed, and it 
vill again be possible to travel by ex- 
ress train to Petrograd via the Con- 
tinent. Moreover, it will be possible 
or ocean liners to sail direct from New 
York to Petrograd, which has been de- 
aved in its development as a seaport 
by the war. 


OUTLINE OF RUSSIAN HISTORY 


A slight knowledge of Russian his- 
tory is essential to an understanding of 
present conditions in that country and 
the future possibilities there. For a 
thousand years Russia has been under 
in iron despotism. In the ninth cen- 
tury, says the legend, the people who 
inhabited the great and chaotic country 
invited three brothers from the neigh- 
boring land of ‘‘Rus” to rule over them 
and establish order. From that year to 
this Russia has been crushed by a suc- 
cession of tyrannies. It is true that 
in the earliest period of Russian history 
the ruling princes of Novgorod, a town 
it the head of one of the independent 
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principalities, had a hard time of it at 
the hands of the democratic citizens. 
But unfortunately for Russian democ- 
racy, it was not republican Novgorod, 
but monarchical Moscow, which was to 
take the lead in Russian history, and 
so the spirit of Russian liberty was 
stifled in its infancy. 

This earliest period was brought to 
a close by the invasion of a “Golden 
Horde” of Mongolian Tartars in the 
early part of the thirteenth century. 
For over two hundred years they ex- 
acted tribute from the unfortunate Rus- 
sian princes, whom they compelled to 
make perilous pilgrimages to their own 
Tartar towns far in the East, from 
which they maintained a sort of absen- 
tee rule. Finally, however, these in- 
vaders were definitely defeated and ex- 
pelled by the army of Ivan III, the 
founder of the Tsardom of Muscovy. 

Russia was now freed from the tyran- 
nies of the foreigner, but not from those 
of her own rulers. The succeeding pe- 
riod of Russian history, which contained 
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the reign of terror of the infamous 
Ivan the Terrible, was perhaps the 
darkest and bloodiest of that oppressed 
empire. This Tsardom of Muscovy (so 
called because of the establishment of 
Moscow as its capital) was nevertheless 
brought to a close by the reign of Peter 
the Great, who wrought far-reaching 
changes in Russia’s internal and exter- 
nal affairs, and made a beginning of 
the modern empire. 

Only a little over two hundred years 
ago Peter, as a climax to the reforms 
he forced on an unwilling people, built 
the city of St. 
capital, a 
The site he chose, however, was in many 


Petersburg as a new 
“window toward Europe.” 


ways not an ideal one fer a_ great 
metropolis, situated as it was on the un- 
healthy marshes where the River Neva 
flows into the Gulf of Finland. Enor- 
mous numbers of piles had to be driven 
into the unstable ground for founda- 
tions, and the cathedrals and other 
large buildings literally rest on forests. 
There is not a building in the city to 
day over seven stories high. 

The building of St. Petersburg, now 
Petrograd, marked the beginning of the 
modern empire, which collapsed last 
March after two more centuries of ter- 
ror and assassination. 

Russia has now freed herself, how- 
ever, by one of the most remarkable and 
bloodless revolutions the world has ever 
The revolt itself was a surprise 
“gotten under 


known. 
to no one who had really 








the skin” of Russian affairs. The con- 
flict between the bureaucratic, pro-G: r- 
man government and the democra'ic, 
patriotic Russian people had become | 50 
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Premier and Minister of the Interior 


sharp. When I arrived in Petrograd in 


September, 1915, it was daily expected 


that the Tsar would prorogue the Dum», 


and that if he did, rioting and possib 
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The 
Juma was duly prorogued, but nothing 
nusual happened. At that time the Im- 
erial Russian Government still had its 


volution would certainly follow. 


finger too closely on the pulse of popu- 
lar feeling to make a mistake. Again, at 
one time during the war the government 
establishing the old iron 
of the Russian 


considered 
preliminary censorship’ 


press. Popular indignation ran high. 
The conflagration was smoldering. 


Whereupon the issued a 


proclamation denying the “malicious ru- 


government 


mors’ of a preliminary censorship, and 
averted. So 


the erisis was once more 
that to me the surprising feature of the 
recent events of Russian history is that 
the bureaucracy for once mistook the 
temper of the people and exhibited such 
fatal obstinacy. The Tsar must 
been grossly misled by his advisers. 


have 


WHAT OF THE FUTURE? 


Now that Russia has dethroned her 
tyrants, what form will her freedom 
take? Until the remarkable circum- 
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stances surrounding the recent abdica 
tion of the Tsar Nicholas, I should 
never have believed a republican form 
of government possible for Russia. | 
had been too deeply impressed with the 
religious veneration which the peasants, 
the great mass of the Russian people, 
felt for their ruler, and I should have 
supposed that a constitutional monarchy 
was the logical outcome, with a figure- 
head Tsar. So that to me it was of the 
deepest significance to read in the cable 
dispatches from Russia that at the 
Tsar’s farewell to his empire at Tsars- 
koe-Selo (“Imperial Village’), none of 
the troops drawn up cheered their de 
posed monarch. If the attitude of the 
people—and the Russian army is now 
of the Russian indeed 
changed to such an extent, it must be 
attributed directly to the educational in- 
fluence of the war, which has taken them 
out of .their peasant villages and 
brought them into democratic contact 
with countless western 
manners and ideas. 


people has 


innovations in 
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For the Russian peasant is not, as is 
generally imagined, unintelligent. II- 
literate he has been, indeed, because of 
insufficient opportunity afforded for 





M. V. 


President of the Duma 


RODZIANKO 


education. But he has an active mind, 
which, once freed from the stupefying 
influence of vodka, is quick to grasp new 
principles. 

The Russian masses are above all de- 
vout. Religion with them is not a thing 
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of Sunday observance alone, but a pa-t 
of their daily life. 
are the ikons, or sacred pictures «f 
Christ or the 
head and hands of the subject showing 
through a layer of gold, often thick 

studded with jewels. A Russian’s rit 

al demands that he remove his hat an | 


Everywhere the 


Virgin, with only t 


cross himself many times whenever | 
passes one of these ikons, or a chure 
and he performs this rite conscientiou 
ly even when riding on a tram-car. A 
“jzvorschik,” or droshky driver, will do 
his hat and make several rapid motio1 
across his breast as he is speeding pa 
a eathedral, deftly 
and reins with the other hand 

This religious quality of the Russia 


manipulating bh 


naturally involves a strong strain of s 
perstition. As to the ikon again. yo 
may not be so disrespectful as to tur 
your back on it. On no account ma 
Whistlin 


under any circumstances, moreover, 


vou whistle in its presence. 


frowned upon as bringing the worst o 
luck. Only the most Europeanized o 
the upper classes indulge in it. A new 
ly-arrived American friend of min 
once came out of his hotel and in his 
vouthful exuberance whistled for a eal 
All the in sight 
diately whipped up their horses and 
drove off at top speed, leaving him 
gasping in astonishment on the curb. 
Needless to say, a people at once si 
religious and superstitious are prima 
rily simple and childlike. These quali 
ties are very lovable ones. I think th: 
following incident is an excellent illus 
tration of the Russian temperament 


“izvorschiks” imme 
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Once, while driving at top speed along 
a side street, my izvorschik suddenly 
turned his horse’s head toward a group 
of voung girls who were standing chat- 


ting near the curb. Of course, they 
hastily seattered—but all laughing 
heartily at the amusing trick. I tried 


to imagine the same thing as happening 
in \merica, but failed utterly. 

The newcomer to Russia finds a 
smattering of the language essential. At 
first glance this seems a superhuman 
tasx. The Russian language, which be- 
longs to the Slavonic group, has an al 
phabet of thirty-six letters, and is high 


ly inflected. It has several dialects 


chicfly the official language, or “Great 
Russian,” and “Little Russian,’ which 
is spoken in parts of the south and 


southwest. However. it is not so diffi- 


cult as is generally supposed. It is 
easy to acquire enough stock phrases 


to make one’s way around town easily, 
ba*gain but to 


learn to speak Russian fluently takes a 


with izvorschiks, ete., 


verv long time. I know of Englishmen 
an Americans who have lived in Russia 
for ten or fifteen vears and studied the 
language diligently all of that time, and 
wo do not consider that they can speak 
it vet. Though it might be called with 
justice harsh and guttural, it has a 
rather pleasant sound. 

['o go back to the ethnical type in 
North Russian Slay 


type has been maintained with striking 


Russia, the same 


uniformity throughout the empire for 
over a thousand years. This is prob 
ably due to a variety of causes, chiefly 
the Slav numerical superiority over the 
races with which they have come in con- 
tact, and also certain tribal customs dis- 
miscellaneous with 
The Russian peasant 


couraging mixing 
foreign elements. 
is almost always a magnificent physical 
specimen—six feet or more in height. of 
the rangy, powerful type. It is the 
testimony of those who have nursed 
these Russian peasant-soldiers back to 
health, when wounded, that never before 
have they seen such rugged constitu- 
taint. Thus 


equipped in mind and body, who can 


tions, so free from any 
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doubt that an era of marvelous deve lop 
awaits the Russian nation, freed 


the shackles of the 


ment 


from past? 


+ 
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American and Japanese Co- 
operation in China 


I N the editorial section of this number 
of Tue Bankers MaGazine_ the 
suggestion is made that Japan and the 
United States might act together with 
advantage in the development of China. 
A contrary opinion was expressed by 
Professor Jeremiah W. Jenks in a re- 
cent address at Milwaukee, from which 
the following quotation is made: 
“The China of to-day is a modern, 
The rate of 
progress in China is easily equal to that 


very progressive country. 


in the Philippines, which I visited on 
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two trips to China. While we have affairs, even if they have the money 
been justly admiring and praising the “The people in China who know ‘he 


Japanese on their recent development, Chinese best are of the opinion that. if 
the progress of China in the past dozen Japan and the other foreign nations will 
vears has been as great as that of Japan — stop their acts of aggression and inter 


at her very best. China is no longer ference in Chinese policies and in t! 


in leading-strings; she is as awake as making of Chinese laws, the Chines 


any nation on earth. She is truly re- will have the strength and ability to 
publican in spirit, even more so than manage most of their own affairs. Even 
in form, and is determined to run her now if they need assistance they ar 
own affairs along modern lines. fully competent to choose and need not 
aaryr all _ . . 
The Japanese have been making accept dictation. 
especial efforts for the past few vears “Americans need not act through the 
to make themselves well known and ad- Japanese, but should help the Chinese 


mired by Americans. Their campaign directly to develop their country unless 
has been well financed and skilfully they themselves wish Japanese aid. It 
conducted, so as to emphasize their good — is the universal testimony of those who 


qualities. It is a wise and proper’ know both intimately that the Chinese 
policy; but in connection with it they are fully as capable and as intelligent 
have tried to persuade American busi- as the Japanese. The main difference 


ness men to help them to develop China, has been that the Japanese have had a 
asking us to furnish the money while powerful army and navy. They have 
they provide the knowledge of China, used threats and force to compel China 
the assumption being that the Chinese to yield. Where the Japanese are in 
have not the ability to manage their own control in Manchuria, despite treaties 
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ind assertions, they have not maintained hamper themselves needlessly. Ameri- 


tl 
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and are suspicious of her motives. For Far East: 


\ 


ie ‘open door’ as Americans and Eng- cans have a remarkable opportunity to 
sh business men understand that ex- help China with profit to themselves and 
ression. The Chinese dislike Japan benefit to all nations interested in the 


they should take it promptly 


mericans to deal through Japan is to and firmly.” 
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The New York Land Bank Act 


A Law That Failed, That Has Impaired Safeguards of 
Savings and Loan Associations, and That Ought to 
be Repealed or Tested as to Its Constitutionality 





By R: 


INGALLS 





NE of the most ineffectual pieces 
O of legislation enacted for rural 
credits during the past four 
years is the act creating the New York 
Land Bank. 


vantages usually accorded only to re 


This concern enjoys ad 


ligious, benevolent or charitable institu- 


tions, while Deputy Superintendents of 


Banks voluntarily work as its publicity 
agents. So it has become the most 
highly privileged corporation operated 
for profit in the state. Its capital, ir 
reducible below $100,000, may be in- 
definitely increased above that figure. 
Only savings and loan associations can 
hold the shares, and only members of 
such shareholding associations can serve 
as directors or officers. It was organ- 
ized by a small minority of existing as 
sociations under an unjust provision of 
its act, which authorized the Superin- 
tendent of Banks to give its charter to 
ten or more of them having $5,000.000 
of aggregate resources. 

The powers of this peculiar corpora- 
tion are: ‘To receive money or prop 
erty from any association, corporation 
or individual within or without the state 
and to repay or return the same, with 
any increase thereof, at any time fixed 
or uncertain, i. e., apparently to receive 
deposits and to do a sort of trust-com- 
pany business; to invest its capital and 
funds in first mortgages of real estate 
situated within the territory in which 
its stockholders are authorized to make 
loans, i. e.. within the State of New 
York, and that part of New Jersey 
lving inside of fifty miles of New York 
city; to lend money to savings and loan 


702 


their 
collateral; anc 


associations upon promissory 


notes, with or without 
to issue bonds upon the security of first 
mortgages taken from such associations 
and trusteed with the State Comptrol 
ler. The bonds may have a circulation 
of twenty times the capital and be re- 
deemed at a premium. 

Such powers do not, of course, have 
true 


any connection whatever with the 


loan asso- 


make the 


functions of a savings and 
ciation. But whether they 
Land Bank an ordinary bank, a sav- 
ings bank, a trust company, an invest- 
ment company, or a jp rsonal loan com- 
clear, although it would 
seem to be similar in some respects to 
each the S¢ Without 
doubt, however, it is a private corpora- 


tion engaged in a private undertaking 


pany, is not 


one oft classes. 


and exceptional privileges 
Among these are non-taxability, both as 


to itself and to its bonds, capital and 


possesses 


funds: 
tain circumstances; the 
State Comptroller as a 


preference as a creditor in cer- 
services of the 
of the 
the participa- 


trustee 
collateral for its bonds: 
tion of the Superintendent of Banks in 
framing and amending its by-laws; the 
requirement that the by-laws of all sav- 
ings and loan associations hereafter in- 
corporated shall contain a clause about 
membership in it; and the legalizing of 
its bonds as an investment for such as- 
sociations and savings banks. 

The only apology for this extraor- 
dinary legislation was that it would af- 
ford farmers a steady volume of forty- 
vear money at three or four per cent. 
Although ample time has elapsed for a 








THE BANKERS MAGAZINE 


New York Land 


twenty-six 


Bank has 
the 
New York, saying 


trial, the 
but 


215,597 farms in 


made loans on 
nothing of the number of farms in its 
New Jersey territory, while the period 
of mortgages has not been lengthened 

all, nor has the interest rate on farm 
Not until after it 
had thus failed to subserve its real pur- 
pose did the Land Bank set itself up as 

central bank for the savings and loan 
Only forty-six of these. 


loans been reduced. 


ssociations. 
however, have joined it and they are 
ostly located in the metropolitan dis- 
trict. 

So the Land Bank attained 
iecess in either its intended or assumed 
ole. This being the it might be 
ell to consider to extent it is 
flected by State 
onstitution: 


has not 


Casc, 
what 
these clauses in the 
bill 


hall embrace more than one subject. 


“No private or local 


nd that subject shall be expressed in 


he title. Art. ILI, Sec. 16.) 
“The Legislature shall not pass a 
yrivate or local bill * eranting 


0 any private corporation, association 
r individual any exclusive privilege. 
ndemnity or franchise whatsoever: 
sranting to any person, association, firm 
x corporation any exemption from 
taxation. (Art. III, See. 18.) 


“The Legislature shall have no power 


to pass any act granting any special 
charter for banking purposes. (Art. 
VIIT, Sec. 4.) 

“The Legislature shall by general 


law conform all charters of savings 
banks and institutions for savings to a 
uniformity * * and all charters 
hereafter granted for such corporations 
shall be made to conform to such gen 
eral law; and no such corporation shall 
have any capital stock, nor shall the 
trustees thereof, or any of them, have 
any interest direct or in- 
direct, in the profits of such corpora- 


whatsoever. 


tion, and no director or trustee of any 
for 
shall be interested in any loan or use 


such bank or institution savings 
of any money, or property of such bank 
or institution for savings. (Art. VIII. 
Sec. 4.) 


A bill or law is private when it ap- 
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plies only to one or more designated 
persons. Was the act creating the 
“Land Bank of the State of New 
York,” according it high privileges, and 
granting the charter for it to certain 
savings and loan associations, designated 
by the Superintendent of Banks, passed 
upon a private bill? If so, the 
by the force of these clauses clearly 
unconstitutional because the Land Bank 
and the per 
sons, while the charter is an exclusive 
franchise for the that no 
corporations can legally have the same 
identity, 


act is 


associations are private 


reason two 
name or naturally the same 
and tax 
granted. 


exemptions are expressly 
Some say no, because the bill 
was embodied in the bill that was passed 
in 1914 as the general revision of the 
banking law. Others sav ves, because 
the subject-matter treated is what de 
termines whether legislation is general 
or private. If the latter contention is 
correct, then the legislature in this case 
would seem to have done exactly what 
the constitution forbids, that is to sav. 
passed a private act under cover of a 
It may be noted that the 
bill for the general revision has a titl 
that made no mention of the Land Bank 
and that this defect, if 
remedied by construing subhead to Ar 
ticle X of the revision as a part of it, 


because that subhead expresses two sub 


general law. 


any, can not be 


jects—savings and loan associations 
and the Land Bank. 

That the charter is special is beyond 
dispute. That it is for banking pur 
poses is indicated by the powers granted 
and by the fact that the act gives the 
Land Bank the name of a bank, places 
it among banks, and subjects it to the 
supervision of the Superintendent of 
Banks. Indeed, the act not only does 
this, but also refers to it as an “institu 
tion for Nevertheless, the 
Land Bank has a special and peculiar 
charter, not conforming at all to those 
More- 
de- 
in fact, 
divided 
into shares entitled to dividends. Also 
every director is necessarily liable to 


savings.” 


obtainable under general laws. 
fund 


fines as a capital and which is, 


over, it has a which the act 


a capital stock, because it is 


be interested in loans and _ profits, be- 











704 


cause of the provision requiring him to 
be a member of some association which 
holds shares and whose only object for 
buying the shares is to qualify itself to 
borrow money from the Land Bank to 
lend to his fellow members. It may be 
noted here that the involve 
double liability, while the constitution 
expressly declares that the shares of a 
bank shall have a liability equal only 
to their face. 

The term ‘bank’ as defined in the 
banking law is “any domestic moneyed 
corporation, other than a trust com- 
pany, authorized to discount and nego- 
tiate promissory notes, drafts, bills of 
exchange, and other evidences of debt; 
to receive deposits of money and com- 
mercial paper; to lend money on real 
or personal security; and to buy and 
sell gold and silver bullion, foreign coins 
or bills of exchange.” That is to say, 
this is what the legislature has defined 
a bank to be. But the courts are not 
bound by definitions made, as this one 
was, by the legislature after the adop- 
tion of the constitution. Otherwise, 
they would be surrendering their own 
especial right and be permitting the 
legislature to define any clause out of 
In construing the constitu- 


shares 


existence. 
tion. the courts are guided by the gen- 
erally accepted meaning of the English 
language. and use such subsequent statu- 
tory definitions only as they serve to 
throw light upon intentions. However, 
the question is not whether the Land 
Bank is a bank or not, but whether any 
banking purposes were granted by its 
If the charter grants even one 
the constitution would 
seem to be violated. The definition in 
the banking law may be helpful in set- 
tling this point. 

Besides these major points, there are 


charter? 


such purpose, 


others arising from the clauses in the 
constitution that forbid the credit or 
money of the state to be used in aid of 
any private persons or undertaking. 
They seem to be violated by obliging 
the State Comptroller, who is a govern- 
ment official and paid by the state, to 
use his office, time and services as a 
trustee for the bondho.ders. The act 
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shows by its title that it was passed by 
three-fifths, instead of by a two-thirds 
vote, that is to say, by one-fifteenth less 
than the constitution requires for laws 
granting the use of public funds or 
credit to. private persons. 

The Banking Department is aware of 
all these points and of the fact that the 
act has failed of its purpose and made 
a questionable alteration in the law for 
savings and loan associations. Never- 
theless, without having first submitted 
the matter to the Attorney-General, cer- 
tain deputies in the department are 
using their influence in behalf of the 
Land Bank, although they have no more 
right or duty to help this bank than 
any other private corporation under the 
department’s supervision. They were 
especially active in amending the act so 
as to legalize the bonds as an invesi- 
ment for savings banks and, if report 
be true, in advising savings banks to 
buy the $450,000 bonds that have been 
issued. 


The constitutional point has been 
raised that this amendment confers a 
special privilege on the Land Bank, 


without making mention of this fact or 


the bank in the title. Nobody, of 
course, can at this stage say that the 
act or the amendment is unconstitu 
tional. But where would the bondhold 


ers be if the courts should sustain an 
of the objections? And any 
member of an_ affiliated 
bring the suit to test the lawfulness of 
using the trusteed mortgages for pay 


cannot 


association 


ing either the principal or interest of 
the bonds? This offers rather too wide 
a field for 
litigation, when it be considered that 


multifarious and vexatious 
any depositor of a savings bank, hold 
ing the bonds, might also be able to 
raise a question as to the legality of 
the investment. So a movement is now 
afoot to have the legislature remove 
doubts. But this would better be left 
to contract among the parties directly 
interested. 
ciations ought to be warned against any 
further tamper with their 
law. 

If there be more legislation, it should 


The savings and loan asso 


efforts to 
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be directed to repealing the act and 
restoring the law for savings and loan 
associations to what it was before 1914. 
The act is useless and confusing as re- 
gards rural credits, in view of the Fed- 
eral Farm Loan Act, while as to savings 
and loan associations it stands as a 
menace tempting them to depart from 
true coéperative principles and conserv- 
ative methods. This results from. cer 
tain changes which authorize such asso- 
ciations to contract debts and guarantee 
bonds up to 100 per cent. of their mort- 
gage securities and to lend on lands not 
improved or fit for human habitation. 
Their law, as it formerly existed, went 
the limit in these particulars, but it was 
made worse. A savings and loan asso 
ciation is no longer required to finance 
self solely by members’ shares. It 
may seek money from outside sources, 
vramid on its credit, and entirely do 
way with its savings and home-build- 
ing features. 


Thus vital essentials and statutory 
safeguards were abolished. And, in- 
stead of remaining local and adhering 
to the business of encouraging thrift and 
of building homes for members, these 
associations are now legally able to be- 
come large and unwieldy and to repeat 
the practices which led to such bitter 
experiences twenty-five vears ago when 
the rage for big associations and “‘na- 
tionalism” had the upper hand. 

The bonds of the Land Bank already 
issued are said to bear the indorsement 
of the Comptroller of the State, certi- 
fying that they are secured according 
to law. Such certification is not author- 
ized, much less required, by the act. If 
made, it is an unjustifiable use of the 
State’s name and credit that cannot but 
be lief 
that they are buying securities guaran- 
teed by Government. So it ought to be 





mislead investors into the fals« 


forbidden by the proper public authori- 
ties without any further delay. 
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Brooks, T , cashier, The Guaranty Trust and 
Savins Bank, Jacksonville Fla 

Brown, R \ assist 





, tant cashier Citizens Na- 
tional Bank, Raleigh, N. C 








Buchanan, J \.. Guaranty Trust ¢ Lancas- 
Pa 

Bunch, F. |! ashi Merch s a irmers 
Bank, Stat vill N. 

Bu I ‘ vic presid I National 
Bank, Chester, Pa 

Burwe Stephen. L vice-president First Na- 
ior Bank, Jack Miss 

Bush, A Jr Ladd & Busl bankers, Salem, 
(or 

( 
Cit ns Bank and Trust Co., Tampa, Fla 








s National Bank, Oconto, Wis 











Commercial Bank, Midway, Ker 
Hi Reed, assistant advertising manager, 
Old Colony Trust Co., Bostor Mass 
ry Arthur 8., Chehal National Bank Che- 
hallis, Wash. 
4 David Tr esmen's National Bank, 
4 Iphia é 
I s blicity manager Guaranty 
st ¢ New York City 
s ‘larence cashier, Home Banking 
Co Point, N. C 
‘ulbreth gene E Commercial National 
Bank iz a. < 
‘Surrey, Bradley, c/o Fourth and First National 
Bank, Nashville nr 
D 
Dalby, H. A., Naugatuck Savings Bank, Naugue- 
tuck, Conn 
Davenport, C. M., manager new business de- 
partment, Bank of Italy, Los Angeles, Cah 


Dexter Horton National Bank, Seattle, Wash, 
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Durham, R., assistant cashier, Chattanooga 
Savings Bank, Chattanoc Tenn 

Dysart, W. R., assistant cashier, First National 
Bank, Ripon, Wis 





E 


Eherspracher, J. C., assistant cashier, First Na- 
tional Bank, Shelbyville, Ill 

Ekirch, A A., secretary North Side 
Bank, New York City. 

Ellsworth, F. W., secretary, Guaranty Trust Co 
New York City 


Savings 


Farmers’ and Mechanics’ National Bank, Phila- 
delphia, Pa 

Finch Kk. W assistant cashier Birmingham 
Trust and Savings Co Birmingham, Ala. 

First National Bank, Lead, S. D 

Franklin 38 Park Row, New York City 

Frieden, Ben W., 334 Davidson Building, Sioux 
City, lowa 





G 
Gavere H cashier, Scandinavian 
American Grand Forks, N. D 
rerman-American Bank, Springfield, Mo 





rooden, B. P., Mercantile Bank of the Americas, 
New York City. 
iroves, J. W., advertising manager, Minnesota 


Loan and Trust Co Minneapolis, Minr 
H 
Hamsher, C. F., First National Bank, Los Gatos 
‘al. 

Hann, Victor F., manager publicity department, 
The Fifth Avenue Bank, New York City 
Hansen, J. W cashier, Citizens State Bank 
Sheboygan, Wis 

I 


Hardee ) L. publicity manager, Wachovia 
Bank and Trust Co Winston-Salem, N. C 

Harper. W \ Lumberman’s National Bank, 
Houston, Tex 

Hatton, E A., cashier First Nationa Bank 


el Rio, Tex 

Hill, John R., Barnett National Bank, Jackson 
ville, Fla. 

Hoagland, Jessamine G., publicity manager, Na- 
tional City Bank, Chie l 

Hokanson, N. M., State Bank of Chicago, Chi- 
cago, Ill 

Howard, L. M., vice-president, Continental Bank 
and Trust Co., Shreveport, La. 

J 

Jarvis, Charles D., c/o Savings Bank of Utica 
Utica, N ! 

Jenkins, W 








Farmers and Mechanics Trust 


Co., West Chester ¢ 





Jessup, Theodore, Woodlawn Trust and Savings 
Bank, 1204 E. 63rd Street, Chicago, Il 

Jones, W. P., assistant cashier; First 1 
Bank of Commerce, Hattiesburg, Miss 

K 

Kahn A = vice-president, Commercial Na- 
tional Bank, Shreveport, La. 

Kankakee County Trust and Savings Bank 
Kankakee, III. 

Kay WwW t Jr advertising manager, Sacra 

mento Bank, Sacramento, Cal 

Keller, C. B., Jr., assistant cashier, Stroudsburg 
National Bank, Stroudsburg, Pa 

Keyton, Grover, New Farley National Bank 
Montgomery, Ala 

Knauft M R cashier, Merchants National 
Bank, St. Paul, Minn. 


Zz 





Lindhjem \. E., assistant cashier, Scandina- 
vian-American National Bank, Minneapolis 
Minn 

Logan, John, cashier, Columbus State sank, 
Columbus, Mont 

Lovell L. W assistant cashier, The Lovell 


State Bank, Monticello, Iowa. 
McDowell, J. H., c/o American Trust and Bank- 
ing Co., Chattanoo Tenn 





M 


Mann, Ralph H., Park Trust Co., Worcester, 
Mass 

Marvel, Charles S., The First-Second Savings 
and Trust Co., Akron, O 

Matthews, Dave S., assistant cashier, Farimers 
and Merchants Bank, Stockton, Cal 

Matthews, H. B., S. W. Straus & Co., Straus 
Building, Chicago, Ill 


Merrill, Frank, advertising manager, The 
Northwestern National Bank, Minneapolis 
Minn. 


Meyer, A. J., Union Trust C« 





’ Rochester, N 


Muirhead G Cc ic president The Sto 
Growers State Bank, Worland, Wyo 


Mulcock, E R Commercii 


Syracuse, N. }¥ 








il National Bar 








Northwester Trust Co R I Sherer vi 
president, St au Minn 
Norton, W. W treasurs Re ins Burrall Tr 
Co., Lak Cor 
o 
Old Sta Na I Dank I insvi I 
Overton J \ < I N I nk 
Smith \V br = tht Brat 
i tke 
Pr 
Parish, I I cast I ld Bank, Bluefi 
W Va 
Poole Jo res I National sal 
ID. ¢ 
pr ident Broadway Natior 
su I} Federal Tit ul 
r | s 
, officer The K I 
t me ire Pa 
! Ss Louis Unio Bar 
St. Loui Mo 
R 
Ruff, William J cashiet Luzerne County Na 
tional Banl Wilkes-Bar Pa 
Russell, W M cashier First Nati 11 Banl 
White River Junctior Vt. 
s 
Schaller, Ge Fa, J sl} r Citizens Nationa 
g3ank, Storm Lak lowa 
Schlenker Almot issistant cashier First Na 


tional Bank, Brenham, Tex 











Schulz Paul T., assistant ashier, Stat Banl 
of La Cross La Crosse, Wis 
Shepherd, Geor W ( International Trust 
Co Bostor Mas 
Simpson, E. P Jr issistant cashier, First Na 
tional Bank, Toccoa, Ga 
Smith \ C vice-president City National 
Bank, Clinton, Iowa 
Smith, T. K manager, Gimbe Brothers 
bankers, New York City 
Spangler, J. G ca icr, The Mesa City Bank 
Mesa, Ariz 
.E rou D ings, Jeffers 
d oO 
he I es Nationa 
is t Indiana v 
i io South Bend 1 
T 
Taylor ( E r ! si Wilmington Sav 
ings and T1 Co Wilmington N. < 
t 
Union Trust Co. of D. ¢ Washingtor D. C 
Vv 
Van m, Wessels sistant cashier, Second 
il Bank iterson, N. J. 
Vai Miss M I 1 Stephen Girard 





Building, Pt! idelphia, P: 


Wadden, John W Lake Cou 
Ss. D 


Williams, F. H.. assistar 


tre 


t 
Savings Institution, Albany, 


- 
= 
t 


y issistant « 
tional Bank, Scrantor 
Wilson, C. C c/o Continent 
Trust and Savings Bank 
Z 
Zimmerman, Frank A., Chan 
Chambersburg, Pa 
Zimmerman, Paul E., cashie 
and Savings Bank, Oak I 


Pa 


nty Bank, Madison 
asurer, Albany City 
ishier, Third Na- 


al and Commercial 
Chicago, Ill 


ibersburg Trust Co 


r. Oak Park Trust 
ark, Ill 





NEW NAMES 


Mil 





W. C., Publicit 
Trust Co., 60 W: 
Scott, Walker, vice-president 
Richmond, V: 
Stephenson, J E., Atlantic 
Jacksonville, Jacksonvill 
Withers, K. K publicity ma 
ings Bank, Scranton, Pa 


y depart 
ill Street 





ment, Metropolitan 
ew York City 


Virginia Trust Co., 

National Bank of 
Fla 

nager, County Sav- 
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T is the aim of this department to make better 
known to each other the progressive banking 
and industrial institutions of the country. 

This Magazine believes that by industry and 
economy, and by co-operation between all inter- 
ests and sections of the country, the prosperity 
and happiness of the people of the United States 
may be advanced more rapidly, and to a greater 
extent, in the years lying immediately before us, 
than at any other time in the country’s history. 

How often the banker feels the desire and 
necessity for “getting out on the road” and mak- 
ing a grand tour of the banks of the country so 
as to get in touch with his contemporaries and 
broaden his outlook. Unfortunately, such an un- 
dertaking is generally impossible. 

This Department seeks to take the place of 
such a trip by presenting to its readers instruc- 
tive articles about banks and industrial institu- 
tions. 
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New Home of the Franklin National Bank, Philadelphia 
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The New Home of the Franklin 
National Bank 





LTHOUGH it is only nine years 

since the Franklin National Bank 

bought and occupied the large of- 
fice building at the corner of Broad 
and Chestnut streets, Philadelphia, 
these quarters have already been out- 
grown and the bank has just taken pos- 
session of its own building on 
Chestnut street—west of Broad, a build- 
ing which for beauty of design and 


new 


completeness of equipment is surpassed 
by few in the country. 

The prevalent belief that a street cor- 
ner site is essential for any important 
banking institution finds refutation in 
this building, situated as it is in the mid- 
dle of a block. A marble paved portico 
recessed fourteen feet from the building 
line, with two marble pillars extending 
forty-five feet to the cornice, attracts in- 
stant attention to the building and serves 
to make the entrance to the banking 
room fully as distinctive as a corner lo 
cation could be. In fact, the distinctive- 
ness and beauty of the architecture ar 
such as to attract the attention and ad 
miration of the passerby even in a city 
so famous for its beautiful buildings as 
is Philadelphia. 

Although the facade is of classic de- 
sign, the composition is such as to subt- 
ly suggest the architecture of the Co- 
lonial period, so closely associated with 
the man whose name the _ institution 
bears. The crown of the pediment is 
ninety feet from the sidewalk, a feature 
being the beautiful medallion of Ben- 
jamin Franklin, in low relief, 
which floats the flag of the nation in 
the creation of which he played such a 
glorious part. The area of the site, 54 
by 230 feet, and the requirements of the 
bank presented rather an unusual prob- 
lem to the architects which was solved 
by placing the entrance on the east side 
of the building where access is had to 


above 


the public space, about eighteen feet 
wide, extending through the elevator 
hall of the adjoining office building. 
The main banking-room is fifty feet 
wide by 120 feet long and has a beau- 
tifully coffered ceiling and skylight, 
the crown of which is sixty-eight feet 
above the floor. The walls to the gal- 
lery level are of soft 
tones of which form a pleasing combi- 
nation with the and 
bronze of the banking screen and the 


Travertine. the 
Botticino marble 
Cireassian walnut woodwork. 

At the Chestnut street 
ends of the banking-room are galleries, 
feet 


and Sansom 


nineteen above the banking-room 


floor level, for the clerical forces of 
the bank. These have groined ceilings. 
The north and south walis of the 


banking-room above the gallery level 
are supported by columns and arches of 
Travertine and a similar arch treatment 
is carried on the side walls in pilaster 
effect. 

The directors’ 
across the Chestnut 


extends 
front 


room, which 
street 
the portico, is reached by an electric 
It is 
Formosa marble and 


above 


elevator from the banking-room. 
ornamented with 
molded plaster, the spirit of the detail 
being that of Colonial days. 

The vault, eighteen by twenty-seven 
feet in size, is located in the basement 
and is constructed of Harveyized steel, 
beautifully finished and fully protected 
by all of the most modern devices. It 
is reached by two elevators from the 
working space on the banking floor. 

The remainder of the 
taken up with the book and filing vaults, 
locker rooms and the boiler and engine 
equipment for the building. Every 
modern appointment necessary for the 
comfort and health of the employees has 
been provided in this building and the 
working conditions are such that the 


basement is 
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daily operations of the bank can be ecar- 
ried on with the highest degree of effi- 
ciency and promptness. 

In the office building, fifty-four by 
sixty-seven feet, located on the San- 
street end. there are, above the 
banking room, fifteen stories of offices. 
The general arrangement of these is so 
desirable that they were practically all 
leased before the building was com- 
pleted, making a record for the renting 
of offices in Philadelphia. 

Above located the 
kitchen and dining-rooms for the bank 
and on the roof a recreation cage has 
been provided for the employees. 

The tenants of the office building have 
from Chestnut street to their 
offices during banking hours through the 
main banking room, as well as from a 
direct entrance on Sansom street. 


som 


these offices are 


access 


HISTORY OF THE BANK 
Seventeen years pass so quickly that 

one would searcely think that short pe- 

riod sufficiently long to record the in- 


ception and growth to strong maturity 





a: ww 


Offices of the Official Staff, Franklin National Bank, Philadelphia 


of a national bank in a city of century- 
old banking institutions, but this has 
been accomplished in the history of the 
Franklin National Bank. 

Starting in July, 1900, with a capi- 
tal of one million dollars and having 
paid in dividends $2,190,000, its sur- 
plus and profits are now $3,800,000, and 
resources over $60,000,000. ‘This has 
been achieved without mergers or ab- 
The dividend return to the 
shareholders is twenty per cent., paid 
semi-annually. 

The growth in deposits and profits of 


sorptions. 


the bank is shown on another page in 
the table of figures taken from the daily 
statement of the bank on each anniver- 
sary period. 

The dividend record of the bank is a 
In 1901 a dividend of 
six per cent. was paid out of the earn- 


remarkable one. 


ings of the first year of the bank’s ex- 
istence. In 1902 the rate was increased 
to nine per cent. For three years it 
was ten per cent.; in 1906 it was eleven 
per cent., and in 1907 and 1908 it was 
increased to twelve per cent. The 
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View Toward Chestnut Street Front, Main Banking Room 


Franklin National Bank, Philadelphia 
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1900 
1901 
1902 
1903 
1904 
1905 
1906 
1907 
1908 
1909 
1910 
1911 
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Surplus 


and Profits. 


1,073,257.41 
1,263,012.21 
1,422,641.35 
1,558,611.95 
1,638,885.58 
1,921,441.33 
2,162,598.85 
2,276.850.04 
2. 388,666.26 
2,633,193.42 
2.79603 1.31 
2,928,271.07 
135,239.96 
7,650.91 
if 


308.45 


] 

‘ 

oe] 
3.632.756.50 


> 
> 

teas im tee 
3.856, 170.76 


yresent rate, as previously 


wenty per cent. 


In 1904 the Franklin purchased the 
ntire foreign business of the long-es- 
tablished house of Peter Wright & Sons. 


Deposits. 

$3,404,231.47 
11,879,082.16 
15,407,109.51 
19,434,352.08 
22,332,710.78 
333,032.83 
25,428,077.24 
27,686,556.77 
32.805,054.05 
35,282,499.05 
33, 123,873.88 
36,320,586.12 
36,842,606.97 
3.5,533,417.89 
35,612,740.93 
38.682.958.21 
14,191,918.78 


34,839,523.67 


29, 





Loans, 
$2,067,496.14 
10,862,146.30 
11,665,380.56 
13,099,516.79 
14,124,422.69 





18,265,442.61 
21,372,487.55 
25,486,141.91 
22,712,419.66 
24.845,666.61 
26,493,127.45 
24,062,970.66 
25,651,840.21 
27,622,216.66 
33,879,785.98 


58,103,810.18 


713 


Book Value. 
200.00 
207.32 
226.30 
242.26 
255.86 
263.88 
292.14 
316.25 
327.68 
338.86 
363.31 
379.60 
392.82 
£13.52 
421.76 
148.73 
463.27 


185.61 


is tance at the present time when Amer- 
ican banks are being called upon to fi- 


since which time it has had direct cor- ment 


respondents in all the important cities 
The foreign connections 
of the bank are of the greatest impor- 


of the world. 








tinuing 





The Directors’ Room, Franklin National Bank, Philadelphia 


nance a greatly increased yolume of 
foreign trade. 

The remarkable growth and deve lop- 
of this bank must 


attributed 


in large part to the wisdom shown in 
the selection of the original and con- 


directorate. A glance at its 
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personnel discloses names of men who 
are known to have been eminently suc- 
cessful in the management of their own 
affairs and the business and profession- 
al interests with which they are affil- 
iated. Even such men, however, could 
not have wrought so great a measure 
of success in so short a time to a bank 
in such a keenly competitive community 
without the daily intensive direction of 
unusually well equipped officers. 

In this connection high tribute must 
be paid to the administrative officers 
of the bank and their assistants. Their 
names are well known throughout the 
country and it is generally recognized 
that it is largely through the efforts 
and, ability of these men that the Frank- 
lin National Bank has grown to its now 
predominant position. 

J. R. McAllister, the president, rose 
through his own conspicuous merits 
from a clerical position to the presi- 
dency of the bank. His management 
has been distinguished by a forceful, en- 
ergetic and yet conservative policy, by 
which the bank has forged to the front 
like a young giant. With the responsi- 
bility of management upon him, he has 
had the knack of adjusting the burden 
so that it does not chafe, and the esprit 
de corps that pervades the bank is but 
the natural reflection of his own in- 
tense energy, vigor and good will. 

In fact, the whole official staff is a re- 
markably well-balanced one, and each 
member is well adapted to the particu- 
lar share of the work of the bank that 
falls to his lot. The complete list fol- 
lows: J. R. McAllister, president; J. A. 
Harris, Jr., and E. P. Passmore, vice- 
presidents; J. Wm. Hardt, cashier; FE. 
E. Shields, assistant cashier. 

The present directorate is composed 
as follows: Samuel T. Bodine, presi- 
dent, United Gas Improvement Com- 
pany, director, Lehigh Valley Railroad 
Company, Pennsylvania Company for 
Insurances on Lives and Granting An- 
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nuities, Fidelity Trust Company ; Henry 
Tatnall, vice-president, Pennsylvania 
Railroad Company, director, Girard 
Trust Company, Commercial Trust 
Company; J. Rutherford McAllister, 
president, director, Commercial Trust 
Company; Frederick L. Baily, of 
Joshua L. Baily & Co., dry goods com 
mission merchants; Effingham B. Mor 
ris, president, Girard Trust Company, 
director, Pennsylvania Railroad Com- 
pany, United Gas Improvement Com- 
pany; Perey C. Madeira, president, Ma- 
deira, Hill & Co., trustee, Northwestern 
Mutual Life Insurance Company; Ellis 
Pusey Passmore, vice-president; J. An- 
drews Harris, Jr., vice-president; John 
Hampton Barnes, lawyer; Morris L. 
Clothier, Strawbridge & Clothier, direc- 
tor, Lehigh Valley Railroad Company, 
Commercial Trust Company, United 
Gas Improvement Company, trustee, 
Penn Mutual Life Insurance Company ; 
C. S. W. Packard, president, Pennsylva- 
nia Company for Insurances on Lives 
and Granting Annuities, trustee, Penn 
Mutual Life Insurance Company; 
Charlton Yarnall, director, commercial 
Trust Company; W. W. Atterbury, 
vice-president, Pennsylvania Railroad 
Company, director, Philadelphia Trust 
Company; Edgar C. Felton, director, 
Girard Trust Company; Edward F. 
Beale, president, John T. Lewis & Bros. 
Company; Daniel B. Wentz, of J. S. 
Wentz & Co., president, Virginia Coal 
and Iron Company; Arthur W. Sewall, 
president General Asphalt Company; 
Joseph Moore, Jr., president, Pennsy] 
vania Salt Manufacturing Company: 
Lewis Lillie, vice-president, United Gas 
Improvement Company. 

The whole history of the Franklin 
National Bank shows that new enter- 
prises founded on sound principles and 
managed ably along constructive lines 
are bound to succeed even in the face of 
long-established competition. 











Main Entrance to Banking Room from Corridor in Singer Building 
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The Chatham and Phenix National Bank 
of the City of New York 





N the streneth of its management, in 
experience gained throughout its 

more than one hundred vears of safe 
and efficient banking service. the Chat- 
ham and Phenix National Bank of New 
York stands among the worthiest bank- 
ing institutions of the United States. 
Under its present executive direction 
this bank has wisely and rapidly devel- 


oped upon the solid foundations laid 
during the past century, has kept full 
stride with the requirements of modern 
banking, and in actual gain in volume of 
business has established an enviable rec- 
ord even for these days of rapid bank- 
ing growth. 

Very careful attention has been paid 
of late to providing the most complete 
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Partial View of Executive Offices 
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The Board Room 


facilities for handling the rapidly in- 
creasing business which has developed 
from total 1911 of about 
twenty million to the present figures of 
over ninety million dollars 


resources in 


There has 
also been a substantial increase in the 
number of out-of-town bank 
handled, bearing practical witness to the 
efficient service rendered. 


accounts 


But the bank is also especially well 
adapted to local business, and probably 
there is no bank in New York better 
known to the public at large than the 
Chatham and Phenix National with its 
branches in all parts of the citv. No 
matter what New York 
you happen to be in, you can’t wander 


section of 


about very long without coming upon 
the familiar sign and trade-mark of this 
bank. By means of these branches, 
twelve in all, the Chatham and Phenix 
is able to offer complete banking fa- 
cilities and service in any section of the 
city. 

The head office from which all of 
these branches are operated is located 


‘in the city. At the 


149 Broad- 
Here in the heart of the financial 
district, in beautifully equipped quar- 


in the Singer building at 
way. 


ters, the organization centres. 


These new quarters were opened only 
last January and for completeness of 
equipment and beauty of architectural 
design are not exceeded by any bank 
location the 
feet 
of floor space as compared with 6,000 in 
the old and 
Broadway. 


new 
bank occupies over 26,000 square 
street 


quarters at John 


There are two entrances to the bank 
from the main corridor of the building. 
One of these, just at the left of the 
leads to the offi- 
cers’ quarters and the credit depart- 
ment. frontage on 
Broadway and Liberty street. 


Broadw av entrance. 


This section has a 


Entering from the officers’ quarters is 
the main corridor of the bank which has 
a depth of about 220 feet on Liberty 
street. On the left of the corridor are 
the loan and discount departments and 
the note and collection tellers. In the 
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Public Space in Main Banking Room 
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Mail and Transit Department 


rear are the transit and mail depart 


ments. 


The main banking room is reached by 
the other entrance from the main corri- 
In the rear are 
located the vaults in front of which are 
the receiving and paying tellers’ cages. 


dor of the building. 


The pillars throughout the quarters are 


of polished Tavernelle marble and the 


walls of Caen stone cement, giving a 
lighting effect very pleasing to the eye. 
On each pillar is placed the insignia 
of the bank in bronze. 
are of bronze and the officers’ desks 


The cages also 
are of solid mahogany. The president’s 
room is furnished in Italian walnut and 
attractive 


is one of the most private 


offices in New York. 


MAKE thrift fashionable once more. Re- 

store this normal attribute of respectable 
independence to its rightful place in the esteem 
of our world of society as well as business. 


F. C. Mortimer 











MERCANTILE qu 


TRUST 
DEPOSIT 
COMPANY 








Mercantile Trust and Deposit Company, New York 


Mercantile Trust and Deposit Company 
of New York 





RIEF mention was made in last 
B month’s issue of THe BANKERS 

MaGazine of the opening in New 
York on May 1 of the Mercantile Trust 
and Deposit Company, but an event of 
such importance in the financial world 
merits more than the passing reference 
it received in our May issue. 

A eareful examination of the list of 
directors will show that this institution 
starts under exceptionally favorable 
conditions, for it is managed by men 
who have made enviable records in in- 
dustry, trade and finance. Indeed, the 
directorate represents some of the very 
strongest financial interests in the 
United States, as may be seen from the 
names of directors given below, with 
their affiliations: 
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Chellis A. Austin, president of the 
company; Elliott Averett, vice-presi- 
dent United Cigar Stores Company; 
Edward J. Barber, vice-president Bar- 
ber and Company, Inc.; Henry S. 
Bowers, Goldman Sachs and Com- 
pany, bankers; Frank N. B. Close, 
vice-president Bankers Trust Com- 
pany ; Delos W. Cooke. viee -presi 
dent Erie Railroad; C. G. DuBois, 


comptroller American Telephone and 
Telegraph 

Fitzpatrick, 
Spring Company; Harvey D. Gibson, 
president Liberty National Bank; Wil- 
liam Giblin, president Mercantile Safe 
Deposit Company; Thomas Hildt, vice- 
president Bankers Trust Company; AIl- 
fred R. Horr, treasurer Equitable Life 


Frederick F. 
Steel 


Company: 


president Railway 
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Officers’ Quarters, Mercantile Trust and Ceposit Company, New York 
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CHELLIS A. AUSTIN 


President Mercantile Trust and Deposit Company, 
New York 


Assurance Society ; Herbert P. Howell, 
vice-president National Bank of Com- 
N. D. Jay, vice-president Guar 
anty Trust Company; James W. John- 
Western 
pany; Bertram Lord, foreign financial 


merce 5 


ston, treasurer Electric Com 
manager Wells Fargo and Company; 
Elgood C. Lufkin, president The Texas 
Company; John McHugh, vice-presi- 
dent Mechanics and Metals National 
Bank; Theodore I’. Merseles, vice- 
president and manager Na- 
tional Cloak and Suit Company; 
Albert G. Milbank, of Masten -& Nich- 
Samuel H. Miller, vice- 
National Bank; Sher 
burne Prescott, treasurer Anglo-Ameri- 


gene ral 


ols, lawyers; 
president Chase 


can Cotton Products Corporation; 
Jackson E. Reynolds, vice-president 
First National Bank of New York; 


Charles S. Sargent, Jr., Kidder, Pea- 
body and Company, bankers. 

The identification of this 
stamp with any institution constitutes 


men of 
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CHARLES D. MAKEPEACE 
Vice-President and Secretary Mercantile Trust and 
Deposit Company, New York 


in advance assurance of large success, 
and makes it certain that the Mercantile 
Trust and Deposit Company will soon 
take rank among the very large finan 
York. 

Besides having a most notable board 
of directors, the Mercantile 
Deposit Company is oflicered by men of 


cial institutions of New 


Trust and 
wide experience and marked achieve 
ment in the banking world. At the 
head of the company is Mr. Chellis A 
Austin, who has won advancement to his 
present position by efficient service in 
the other places he has occupied. 

West Berk 


and at an 


Mr. Austin was born at 
shire, Vermont, in 1876, 
early age moved to Canton, St. Law 
rence county, N. Y., where he was edu 
cated in public schools and at St. Law 
rence University, finishing his college 
course at Columbia University in th 
class of 1898. 
entered a brokerage office as messenger. 
In 1899 he began service with the Erie 


After leaving college he 
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Railroad as clerk in the president's of- 
fice. In order to obtain a practical edu- 
cation in the operation of railroads, he 
wave up a clerical position in the general 
iftices, and became night yard clerk in 
the Erie yard at Hornell, N. Y. He 
vas promoted to the position of night 
vard-master, and from that 
gradually up to be trainmaster of the 


worked 


Jersey City Terminal Division of the 
Lehigh Valley Railroad. In the fall of 
1911 Mr. Austin gave up railroading 
ind entered the Columbia Trust Com 
pany of New York as a solicitor of new 


business. He was successively pro 
moted to credit man, assistant treasurer, 
assistant secretary, and was _ elected 
vice-president in December, 1916. He 


left the Columbia Trust Company to 
the Mercantile 
Company, 


become president of 
Trust Deposit 
won his promotion at the age of forty 
to the 
important institution. 

Charles D. 
lent and secretary, was born in Barn 


and having 
chief executive position in this 


Makepeace, 


vice presi- 
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stable, Cape Cod, Mass., in 1875. He 
was educated at Worcester Acad my, 
Massachusetts, and graduated from Wil- 
1900. After gradua 
spent several New 
York banks and trust companies, not- 
ably with the Garfield National Bank, 
the Manhattan Trust 
He is interested actively in large agri 


liams College in 


tion he vears in 


and Company. 
cultural developments in southern New 
He also organized, and is now 
president of, First National Bank, 
Mays Landing, N. J. 
Murray is 
treasurer and John A. Burns assistant 
of the Mercantile Trust 
Deposit Company. 

The advent of the Mercantile Trust 
and Deposit Company into the ranks of 


Jersey. 


Cornelius J. assistant 


secretary and 


New York’s already long and imposing 
list of banks and trust companies af 
of the 
and 
additional 
may be 


fords another welcome evidencs 
city’s increasing financial power 
its readiness to provide 


banking facilities as they 


it ede d. 


Charters Asked For and Charters Granted During Four 
Months Ending April 30, 1917 


1917, the 
Currency re 


N the first four months of 
Comptroller of — the 


ceived 135 applications for charters for 


new national banks, with capital of 


$7.815,000, as compared with 61 appli 


cations received during the correspond 


ing’ period in 1916, with capital of 
Ss? 605.000. 
In these four months of 1917, 52 


charters were granted, capital, 33, 


165.000, as compared with 33 charters 
granted during the corresponding period 
in 1916, with capital of $2,060,000. 

In this period of 1917, 
banks increased their capital stock in 
the sum of $11,604,990, 
banks increasing their capital by $3,- 
250,000 during the same period in 1916. 


83 national 


against 42 


the ir capital 
1917, 


During the same period last 


Seven banks reduced 


during the 


S4ESS.O00. 


first four months of 
vear seven banks reduced their capital 
*262,.500. 
Twenty-eight national banks went 
into voluntary liquidation (exclusive of 
those consolidating with other national 


banks) during the first four months of 
1917. their aggregate capital being 43,- 
107.500, as compared with 40 banks 
liquidating during 
1916, with an agg 
S98 .000. 


During the first four months of 1917 


the same period in 


regate capital of $3, 


OF 


the Comptroller of the Currency re- 
fused nine applications for charters for 
new national banks. 

















Old State National Bank Building, Evansville, Ind. 


























Interior, looking from Entrance, Old State National Bank, Evansville, Ind. 


The Old State National Bank of 
Evansville, Indiana 





HE origin of the Old State Na- 

j tional Bank of Evansville was 

in 1834, when the State Bank of 
Indiana was organized. Evansville at 
that time was a village with a popula- 
tion of 1,000, but nevertheless it was 
one of the ten points in which branches 
of the State Bank were organized. The 
aggregate capital of the State Bank of 
Indiana was $1,600,000, divided equally 
among the ten branches. 

The first directors’ meeting of the 
bank was held November 11, 1834, at 
which John Mitchell was elected presi- 
dent and John Douglas, cashier. These 
officers continued serving until the death 
of Mr. Mitchell. when Mr. Samuel Orr, 


grandfather of Samuel L. Orr, now a 
director of the Old State National Bank, 
became president. The paid-in capital 
stock held by the state and individuals 
was $80,000. 

Before the State Bank was estab- 
lished, currency conditions in Indiana 
were deplorable and the banker assorted 
his bank notes into two parcels, current 
and uncurrent. In the first he placed 
the notes issued by solvent banks of his 
own city; in the other the notes of other 
banks. Upon the latter there was a dis- 
count, varying according to the location 
and credit of the bank which issued 
them. The discount-charged was from 
one per cent. upwards, according to the 
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rating given the issuing bank in the 
“Bank Note Reporter.” “Currency 
sharks” took advantage of this state of 
affairs and established banks in remote 
places for the purpose of issuing cur 
reney, which was practically irredeem 
able. This unsatisfactory state of af 
fairs continued until the establishment 
of the Suffolk bank system in 1824, 
upon the principles of which the State 
Sank of Indiana was founded. Many 
of its principles were afterwards incor 
rated into the National Banking Act. 

In 1835-36 the Indiana Legislature 
assed the internal improvement bill 
ind Evansville was made the southern 
erminus of the Central, and the Wabash 
ind Erie canals. This was Evansville’s 
irst boom and as a result, in Decem 
er, 1836, the lot on which the former 
iistoric home of this bank stands to 
lay in a well-preserved state, was pur 
thased. Just before the building was 
‘completed the capital stock was in 
‘reased by $20,000, making the total 
‘apitalization $100,000, and a_ short 
time afterwards it was further increased 
wv $40,000. The erection of the new 
building was a great stimulus to busi 
ness. 

The original safe, which was pur 
chased in 1834 of Hall & Dodds, of Cin 
cinnati, was used by the bank for stor 
ing valuables of secondary importance 
until its removal to the new building. 
The weight of its three keys was one 
and one-half pounds, and one must feel 
sorry for the cashier who had to carry 
them around. A collection of all kevs 
then in use weighs about as much as the 
ordinary tool equipment a modern mo 
torist carries in his ear. 

The bank was also a factor in the 
financing of the Mexican War. In June. 
1846, it made a loan to the State of 
Indiana, for clothing and equipping vol 
unteers for that war. 

The State Bank continued to operate 
successfully until its charter expired in 
1855. Its Evansville branch became 
the Branch Bank of the State of In- 
diana, commencing business May 23, 
1856, with a paid-in capital stock of 
$100,000. In the minutes of January 
5. 1858, appears the following state- 


ment by President Rathbone of the 
Branch Bank: “During the late crisis, 
this bank, in its very infancy, stood a 
redemption such as no bank in this 
country ever stood, a redemption which 
no other bank in this country could 
have borne; for the redemptions since 
the first of September have been over 
#3,000,000.”) At that meeting the capi 
tal stock was increased to %200,000. 
The total assets amounted to *560,000. 

In 1864 the Bank of the State of In 
diana was compelled to liquidate because 
of the ten per cent, tax imposed on its 
circulation. The stockholders of the 
Evansville Branch then organized the 
Evansville National Bank and took over 
the business of the Branch Bank. In 
April, 1866, the banking home of the 
State Bank was bought at auction by 
the Evansville National Bank. 

In 1872 Mr. Henry Reis became con- 
nected with the Evansville National 
Bank as teller, having previously been 
with the Lowry Bank. Mr. Reis re- 
mained with the bank during its suc- 
ceeding changes and rose step by step to 
the position of president. Although he 
is along in vears he performs his daily 
duties with all the vitality and energy 
of aman twenty vears his junior, and he 
appears fifteen vears younger than he 
really is. 

In 1885 the charter of the Evansville 
National Bank expired and that bank 
was succeeded by the Old National 
Bank. The capital stock was $200,000. 
but in a few months it was increased 
to $500,000. Twenty vears later its 
charter expired and the Old State Na 
tional Bank succeeded it. The capital 
stock of the last-named bank was and 
continues to be $500,000. 


DESCRIPTION OF THE BUILDING 


The new Old State National Bank 
building, together with the site and 
equipment, cost in round figures a half 
million dollars. In portraying the 
building from an architectural point of 
view, one sees in it, above all, character 
which is expressive of the security and 
solidity of the institution it houses. But 
the character has been molded into this 
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President's Room, Old State National Bank, Evansville, Ind 


structure in such manner that its style 
becomes permanently acceptable. Its 
architecture represents American ideas, 
based on precedents of Imperial Rome ; 
it is adapted and composed in such 
manner that it expresses the strictly 
modern, aesthetical, utilitarian and ideal 
requirements of a bank and office build- 


ing. It was designed by the architec- 
tural firm of Adolf Scherrer of Indi- 


anapolis. 
The building has a very interesting 


and attractive front of polished red 
granite. This material was selected be- 


cause it implies unusual strength, due to 
its imposing massiveness. The structure 
is eight stories in height and four im- 
mense columns of the Corinthian order 
extend from the second to the sixth 
floors on the front facade. 

Although only eight months old, the 
building is one hundred per cent. under 
lease and houses a list of tenants so 
diversified that for the bank 
building and the bank is assured. In 
the list of tenants is a restaurant, car- 


success 


other shops and 
The 


entire eighth floor is occupied by the 


pet and drapery store, 
stores and oices ot every nature. 


Chamber of Commerce. 
Entering the 
through a vestibule executed in marble, 


bank, one passes 
the floor being a combination of marble 


and mosaic. On the left one passes a 
door which permits private egress from 
the president’s room. Passing through 
the second set of double-acting bronze 
doors into the main lobby, one passes 
the officers’ platform on the left, which 
is equipped for six officers and one sten 
ographer, and then nine tellers’ wick 
At the end of the lobby one sees 
through which the 
imposing and picturesque facade of the 
strong vaults is displaved. A_ night 
view from the street through the exte- 


ets. 


the massive grille 


rior bronze gates and the two sets of 
double-acting bronze and glass doors of- 
fers a most charming effect and the 
beautiful vault grille and massive vault 
facade are portrayed in all their splen- 
dor. 








THE 


Passing along on the opposite side, 
me passes the safe deposit department 
window. the saving and thrift club win 
lows, the men’s room, the ladies’ room, 
ind then the entrance from 
he public elevator lobby. 

The banking-rvom is fleoded with an 
bundance of pleasant and mellow nat- 
iral light which comes through the ten 
large rectangular windows on the west 


comes to 


rn side. The artificial light is provided 
by fourteen large Travertine indirect 
diffusers. each having four 100-watt 


lectric lamps. Various smaller diffusers 

are seattered over the mezzanine floor 
and in the various private rooms. ‘This 
method of lighting casts no shadows and 
the effect is so similar to daylight that 
an excellent photograph was taken at 
night without flashlight. 

The interior of the banking-room was 
designed and executed by Weary and 
Alford Company, architects, of Chicago, 
who are specialists in this class of work. 
The bank occupies the entire first floor 
and part of the base 


and mezzanine 
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ment, some 15,000 feet in all. 
The interior of the banking room is of 
Travertine stone and Tavarnelle Claire 
marble, which produces a soft and pleas- 
The officers and direc- 


square 


ing atmosphere. 
tors decided to give 
thing original and in doing so they devi- 
ated from the well established idea of 
producing an interior too strictly archi- 


the public some- 


tectural and too severe in character. 

The officers’ and directors’ rooms, the 
officers’ quarters and the public rooms, 
are furnished exquisitely and in a mod- 
ern and convenient manner. All wood- 
work and furniture in the banking-room 
is of frontiera (brown) mahogany ex 
cept in the ladies’ room, where it is of 
prima vera (vellow) mahogany, and fur- 
nished with Reederaft wicker furniture. 
That part of the building above the bank 
floor is finished in solid Tabasco (red) 
mahogany. 

Between the spanning beams of Tra- 
vertine stone, the ceiling is modeled in 
plaster and the beam facings and relief 


moulding are pleasingly decorated in 





Officers’ Quarters, Old State National Bank, Evansville, Ind. 
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Ladies’ Room, Old State National Bank, Evansville, Ind. 


hand-painted gold leaf and oriental de- 
signs. All wicket work and the number 
and uame plates which designate the de- 
partments and the officers-and employees 
are of bronze and are heavily gold- 
plated. 

The banking-room represents a com- 
posite of the good features of a number 
of prominent banks in the United States. 
The floor is a combination of Grueby 
and Mueller mosaic and marble. The 
mosaic has a brown cast and harmonizes 
perfectly with the bronze, gold and 
frontiera mahogany. It is set in insert 
panels to convey the idea of large rugs. 

The series of vaults are constructed 
on the unit plan, the cash, safe deposit 
and book vaults being on the bank floor 
and the trunk storage in the basement. 

The cash vault is equipped with a 
thirty-ton circular door, twenty-three 
inches thick, and the safe deposit vault 
with an eighteen-ton rectangular door. 
The vaults are further protected by an 
A. D. T. burglar alarm system. The 
grille door leading to the vault vestibule 


operates electrically by pushing a but- 
ton from the safe deposit office. 

One of the most noticeable features in 
the bank’s service is the unit system in 
the tellers’ department. This is used in 
a number of the greater banks in the 
West and is considered a marked ad- 
vance over the old system. It is alto- 
gether practical and it greatly expedites 
the work because the customer deals 
only with one teller, who handles both 
paying and receiving accounts. The en- 
closures for the cages are so constructed 
that there are no obstructions to a full 
and clear view over the entire banking 
room. 

Nearly all of the money is kept under 
lock and key in compartments and safe- 
omnibuses provided in the enclosures. 
The omission of the cage and barred ef- 
fect over the tellers’ enclosures adds 
warmth to the atmosphere of the bank 
because the customer is made to feel 
that he is not looked upon with distrust 
or suspicion by the teller and the bank 
organization. 
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The separate public building entrance 
is very unique in itself, being equipped 
with a number of small show-windows 
on both sides to serve the stores and 
shops on the upper floors. Building di- 
rectories are in this entrance, on the 
separate floors, and on the outside of the 
building. 

BIOGRAPHICAL 


In modern advertising you often read 
of a bank “with a personal touch.” In 
no bank in the United States is the truth 
of this expression more exemplified than 
in the Old State National Bank of 
Evansville. 

On the officers’ platform are to be 
found six officers, who are always acces- 
ible to the bank’s customers, friends and 
visitors. If you are ever in Evansville 
and want to feel at home for a time, just 
step into the fine banking-room of the 


“Old State National.” Mr. Henry Reis, 


the president, will probably be the first 
man to shake hands with you. Mr. 
Reis, by the way, has been in the bank- 


ing business in Evansville with the Old 
State National Bank and its predeces- 
sors for over fifty years and is well 
known nationally. You will say he is 
one of the most courteous, resourceful, 
democratic gentlemen you ever met. Mr. 
Reis knows so many faces, first names 
and good characteristics of people that 
if it were put in print it wouldn’t go 
between the covers of an India paper 
volume. At the bank’s recent banquet 
he even described minutely the first 
checks deposited by prominent pioneers 
of Evansville. When it comes to say- 
ing the right thing at the right time and 
place, Mr. Reis is a past master, and the 
rich, the poor and the crippled are all 
treated by him with equal cordiality. 

Henry Reis is a representative type 
of an American self-made man. Start- 
ing with only a rudimentary education, 
and a desire for achievement by hard 
work, he rose steadily from the position 
of messenger to the highest in the bank- 
ing profession. 

Next to Mr. Reis sits Mr. Alexander 





Men’s Room, Old State National Bank, Evansville, Ind. 
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Directors’ Room, Old State National Bank, Evansville, Ind. 


Gilchrist, vice-president, who is ad- 
dressed by some of his many friends as 
Major and by others as Judge. The 
title of Major was earned through serv- 
ice in the Union Army of the Civil War, 
and the title of Judge on the Superior 
Court bench of Vanderburgh County, 
Indiana. 

Mr. Frank R. Wilson, vice-president, 
will be found nearest the entrance and 
will be the first to greet you with a smile 
of welcome. Mr. Wilson inherits his 
banki:g ability from his father, with 
whom he was associated in the Cumber- 
land County National Bank of Neoga, 
Illinois. The senior Mr. Wilson is still 
president of that bank. Mr. Wilson 
thereafter became connected with the 
Shelby Bank of Shelbyville, Indiana, 
which he converted into the Shelby Na- 
tional Bank. In May, 1911, he became 
cashier of the Old State National Bank, 
and after three years’ service he re- 
signed to become secretary and treas- 
urer of the Hercules group of compa- 
nies. In January, 1916, he again be- 


came connected with the bank as vice- 
president. Mr. Wilson is actively en- 
gaged in many of Evansville’s leading 
civic and business enterprises. 

Next to Mr. Wilson sits Mr. John O. 
Davis, vice-president and cashier, who 
undertook the greater part of the con- 
struction details of the new building. 
Mr. Davis is a full-fledged banker, but 
judging from results, he probably would 
have made a good architect. He de- 
voted fifteen hours of quite a number 
of days to the solving of the numerous 
details and finer arts, and the excellent 
arrangement and practicality of the en- 
tire structure demonstrate that he de- 
serves no little praise. 

Mr. Davis was born in Owenton, Ken- 
tucky, in 1872. He began his banking 
career in 1890 as messenger in the 
Farmers’ National Bank of Owenton, 
Kentucky, in which bank he remained 
until 1892. He next went to the Peo- 
ples’ National Bank of Washington, In 
diana, as manager of the collection de- 
partment. In 1894, when but twenty- 
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two years old, he organized the Pike 
County State Bank of Petersburg, In- 
diana, and was made its cashier. That 
bank bears the distinction of being the 
first bank in the United States to be 
converted into a national bank under the 
Federal act authorizing a national bank 
with a capital stock of $25,000. 

In 1907 Mr. Davis assisted in the or- 
ganization of the Bankers’ National 
Bank of Evansville and became its 
cashier, serving until June, 1914, when 
he was elected cashier of the Old State 
National Bank. In January, 1916, he 
was elected vice-president and director 
in addition to cashier. Mr. Davis’ abil- 
ity to make friends has won for the 
banks with which he has been connected 
much new business and his financial 
ability is amply reflected by this bank’s 
rapid and conservative growth. 

Mr. Harry J. Reimer, the assistant 
cashier, is a native of Evansville and a 
graduate of the local high school. He 
entered the employ of the bank as mes- 
senger in March, 1894, and rose step 
by step through the various departments 
to his present position. His love for 
work, his energy and his aggressiveness 
won for him the position of assistant 
cashier in January, 1912. Mr. Reimer 
knows the Old State National from A 
to Z, and if you want to know anything 
about its past or present he can tell you. 

To the board of directors and to the 
building committee, the stockholders of 
the Old State National owe many 
thanks. Without their untiring efforts 
this fine new structure, which is now en- 
tirely occupied, and the phenomenal 
growth of the bank, would be mere 
dreams. The building committee was 
composed of Mr. Wm. H. McCurdy, 
chairman, and Messrs. Sidney L. Ichen- 
hauser, Samuel L. Orr, Henry C. Kley- 
meyer and Marcus S. Sonntag. 

If there ever was a directorate which 
believes in united action, it is that of the 
Old State National. The management 

f the bank is regarded as part of their 
‘aily affairs and in the whole body there 
not a misfit gear. When meeting time 
mes, all are present, although they 

e all busy men of large interests, and 

is not necessary to resort to a series 


o 


of preliminary telephone calls and oral 
or written requests. Each member has 
taken the welfare of the bank to heart 
and will go out of his way to render 
service. Even the loan committee meets 
unfailingly every business day. 

The following are the present officers 
and directors: 


Officers: President, Henry Reis; 
vice-presidents, Alexander Gilchrist, F. 
R. Wilson; vice-president and cashier, 
J. O. Davis; assistant cashier, H. J. 
Reimer. 

Directors: Alexander Gilchrist, vice- 
president; Wm. H. McCurdy, president 
Hercules Buggy Co.; Marcus S. Sonn- 
tag, president American Trust and Sav- 
ings Bank; James T. Walker, attorney 
and counselor-at-law; Sidney L. Ichen- 
hauser, Ichenhauser Co.; George Brose, 
Sunnyside Flour Mills; Henry Reis, 
president; Samuel L. Orr, Orr Iron 
Company; F. R. Wilson, vice-president ; 
Henry C. Kleymeyer, general manager 
Standard Brick Mfg. Co.; G. A. Trim- 
ble, Vulean Plow Co.; Louis A. Daus, 
president Anchor Supply Co.; John O. 
Davis, vice-president and cashier; J. L. 
Igleheart, Igleheart Bros. 


GROWTH OF BUSINESS 


Since building operations first became 
the topic of discussion in the beginning 
of 1914, the deposits of the Old State 
National Bank have made phenomenal 
strides. The following is the three-year 
deposit record: 


March 5&, 1914........... $2,500,000 
March 5, 1915........... 3,100,000 
March 5, 1916........... 3,600,000 
Maree &, BONT.:......6-5 4 5,600,000 
ee er 6,000,000 


During the last year the bank and 
savings deposits more than doubled, the 
thrift club deposits quadrupled and the 
total deposits increased sixty-five per 
cent. 

The statement of April 17, 1917, 
gives the bank the following standing: 


Report of the condition of the Old 
State National Bank of Evansville, In- 
diana, at the close of business, April 
17, 1917: 
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RESOURCES 


Loans and Dis- 

eee $4,163,514.65 
Overdrafts ........ 3,236.77 
Other Bonds = and 


Securities . $757,169.74 


$4,923,921.16 


U.S. Bonds (par value)........ 545,000.00 
a re 465,000.00 
Other Real Estate............ 5,400.00 
Stock in Federal Reserve Bank. 22,500.00 


Due from U. S. Treas.......... 25,000.00 
Cash and Due from Banks..... 1,422,902.47 


$7,409,723.63 


THE BANKERS 


MAGAZINE 


LIABILITIES 


Capital Stock...... $500,000.00 
ee eye ee 250,000.00 
Undivided Profits... 93,980.73 
Circulation 
WN ibs daces:s 550s <w sie oa 
Dividends Unpaid.............. 
Reserve for Taxes.............. 





$843,980.73 
500,000.00 
6,047,006.93 
802.00 
17,933.97 


$7,409,723.63 
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Main Lobby and Grill, Customers’ Raom in Rear, The First National Bank, Troy, Pa. 


New Home of the First National 
Bank, Troy, Pa. 





HE business of the First Na- 
tional Bank of Troy, Pa., hav- 
ing grown to such proportions 

that it was necessary to have larger and 
more commodious quarters, the directors 
decided to secure a building, which 
vould not only furnish satisfaction in 
‘very detail as far as the clerical work 
f the bank and the service rendered to 
‘s customers was concerned, but which 
ould also stand as a monument to the 
fe, sound and progressive manage- 
ent of the bank and be a pride to the 
ople of the community. 


THE BANK’S NEW BUILDING 


_ With this aim in view the First Na- 
‘ional Bank purchased about one year 


ago the Newberry Peck building, corner 
of Main and Exchange streets. This 
building has been rebuilt and complete- 
ly remodeled, until to-day there stands 
a finished three-story structure of 
pressed brick and granite stone—a 
structure significant of strength and se- 
curity. 

The front is massive and impressive 
with its Onondaga litholite granite 
stone. Two massive stone columns ex- 
tend above on each side of the main en- 
trance through the second and third 
story, the whole making a graceful tow- 
ering structure which stands as a monu- 
ment to the enterprise of the builders of 
the financial institution it houses. 

The main purpose in the arrangement 
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Directors’ Room, The First National Bank, Troy, Pa. 


of the building is service. The aim was 
to meet the needs of its progressive 
community. How the bank has carried 
out this idea is well attested. 

Entering the bank through the main 
vestibule finished in marble and ma- 
hogany, we find at the right a ladies’ 
room containing desk, writing materials, 
stationery, toilet articles, lavatory, ete. 
This is for the convenience of ladies 
when in town, whether customers or not. 

At the left as you enter the main lob- 
by are the officers’ quarters, which are 
open and accessible to all, and a consul- 
tation room which is enclosed for pri- 
vacy when desired. 

At the farther end of the lobby is the 
customers’ room designed for the use of 
anyone for a business conference or 
meeting place. This room is always 
open and can be used at any time. The 
directors’ room is beautifully finished 
in mahogany with mahogany furniture 
to match. 

The screen or grill work is also beau- 
tifully finished in Honduras mahogany 
with Cipolin marble wainscoting. There 


are three tellers’ windows finished in 
bronze and deposits are received and 
checks paid at the same window, which 
saves the time of depositors and, permits 
a closer relationship between the cus- 
tomers and the bank. 

The wainscoting of the lobby is also 
Cipolin marble and the two check desks 
which stand in the lobby are carved out 
of solid marble. The top is solid plate 
glass. All working space is covered 
with battleship linoleum, the public 
space with red Tennessee marble and 
the officers’ quarters, ladies’ room and 
directors’ room with quartered oak, rugs 
being laid in these rooms. 

The artificial illumination is gained 
by indirect lighting. The lighting fix- 
tures are of bronze. 


VAULT 


The vault on the inside is 9 feet wide, 
9 feet high and 12 feet deep. It is 
built of concrete 18 inches thick, rein- 
forced by 34-inch high carbon steel 
bars, staggered from center to center. 
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The floor and the roof of the vault are 
reinforced by 14-inch steel bars six 
inches apart. There is over 1,600 
pounds of steel used in the work, so 





Officers’ Quarters and Consultation Room, The First 
National Bank, Troy, Pa. 


that the vault in itself is practically 
impregnable. As an extra precaution 
the inside of the vault on all six sides 
is lined with drill proof, burglar and 
fireproof steel plates, riveted together 
into one solid whole. The steel plates 
are of different degrees of hardness to 
prevent drilling, cutting or cracking by 
any tool. 

The vault can well be said to be bur- 
glar and fireproof, and offers to the 
people of the community the very best 
protection. 

In the vault there are a large number 
of safety deposit boxes which the bank 
rents at a very reasonable price. 


FOUNDING OF THE BANK 

The history of the success of the First 
National Bank during its existence of 
more than twenty years is very impres- 
sive and contains many striking facts. 

The bank was the first bank to or- 
ganize in Troy under the National Bank 
Act and opened its doors for business 
in February, 1895, occupying rooms in 
what is now the Van Dyne Civic Build- 
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ing, the splendid gift of E. Everitt Van 
Dyne to the school district of Troy. 

In February, 1900, five years after its 
organization, the First National Bank 
consolidated with the private banking 
firm of Pomeroy & Mitchell and moved 
into their quarters in Main street. Under 
the name of Pomeroy Brothers this 
widely known firm had successfully con- 
ducted a banking business for nearly 
half a century. In fact the Pomeroys 
were the pioneer bankers of this sec- 
tion. And it is interesting to note that 
Henry P. Davison of J. P. Morgan & 
Co., and Daniel E. Pomeroy of the 
Bankers Trust Company, are of this 
family and both started their careers in 
the banking business in the building 
which the First National are now leav- 
ing. 

During this time the bank has paid 
out $115,000 in dividends to its stock- 
holders and over $200,000 in interest to 
its depositors. 

The policy of the bank always has 
been for safe, sound, conservative bank- 
ing. The interests of its depositors in 
the safety and security of their deposits 
and the service which can be rendered 
them has always been and is now the 





Ladies’ Room, The First National Bank, Troy, Pa. 


foremost thought in the mind of its offi- 
cers and directors. 

During its existence the bank has 
faced, without wavering, several of the 
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Main Vault Door, The First National Bank, 
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country’s greatest financial crises. It 
has an unbroken record of success in 
uninterrupted dividends—steady growth 
in deposits—and an accumulated sur- 
plus which has been entirely earned. 

The present officers of the bank have 
had long experience in the banking busi- 
ness and have the respect and confidnce 
of the whole community. 

The directors comprise some of the 
most successful and influential business 
and professional men of this section. 
The list which follows readily attests 
the strength which has characterized the 
management during its existence and 
promises a future even greater than the 
past. 

The officers are: A. B. McKean, presi- 
dent; John A. Parsons and R. E. Van 
Syckel, vice-presidents ; W. W. Beaman, 
cashier. 

The board of directors comprise the 
following: A. B. McKean, John A. 
Parsons, R. E. Van Syckel, L. H. Oli- 
ver, Liston Bliss, B. B. Mitchell, H. C. 
Carpenter, F. L. Ballard and H. K. 
Mitchell. 


Fourth-Atlantic National Bank, Boston 





URING the recent rapid develop- 

ment of the banks of this country, 
particularly in the prominent business 
centres, many institutions have reached 
national prominence by reason of the 
growth of their resources and their abil- 
ity to finance big business. One of these 
is the Fourth-Atlantic National Bank of 
Boston. 

This bank was formed by the merger 
in 1912 of the Fourth and Atlantic Na- 
tional Banks, but is operating under the 
charter of the old Atlantic National, 
which dates back to 1828. For three- 


quarters of a century this bank played 
an important part in the business life 
of Boston and at the time of the merger 
in 1912, 


after having taken over the 





Metropolitan National, had reached a 
total of assets of around $5,000,000. 

The Fourth National was a much 
younger institution, having been estab- 
lished as a “Market” bank in 1875, 
with capital of $250,000, which was in- 
creased by successive stages to $1,000,- 
000. It was located in the midst of Bos- 
ton’s famous “Market” district, at the 
corner of North and Blackstone streets, 
until 1902, when it moved to the newly 
erected Board of Trade building. A. W. 
Newell, who lost his life when the Ti- 
tanic went down, was president of the 
Fourth previous to the merger. Its de- 
posits at that time were in the vicinity 
of $8,000,000. 

The consolidation proved a popular 
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Banking Room, Fourth-Atlantic National Bank, Boston 





Officers’ Quarters, Fourth-Atlantic National Bank, Boston 
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and successful move. Mr. Herbert K. 
Hallett, president of the Atlantic, be- 
came president of the combined institu- 
tion and, having already proved an offi- 
cial of sound judgment and marked abil- 
ity, brought to the enlarged institution 
just the qualities necessary to insure 
its success. 

Mr. William N. Homer, who had been 
cashier of the Fourth for many years, 
became vice-president and cashier; Ar- 
thur W. Haines, formerly cashier of the 
Metropolitan, became a vice-president ; 
and Edgar F. Hanscom, assistant cash- 
ier of the Fourth, and Nathan N. Deni- 
son, cashier of the Atlantic, became as- 
sistant cashiers. Gustave A. Bleyle has 
also recently been added to the list of 
officials as assistant cashier. The direc- 
tors include business and professional 
men of prominence in various lines of 
trade and commerce. 

While business conditions have fa- 
vored the growth of the banks during 
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the past few years, the rise of the 
Fourth-Atlantic has been none the less 
remarkable. In June, 1913, after the de- 
tails of the merger had all been worked 
out, the deposits stood at $13,861,000. 
By June 30, 1914, they had reached a 
total of $15,266,900; December 31, 
1915, they stood at $18,622,000; No- 
vember 17, 1916, they were $22,550,- 
000; March 5, 1917, $25,269,000, and 
May 1, 1917, $28,409,000. 

During the same four-year period, the 
surplus and profits increased from 
$1,200,000 to $1,846,000, in addition 
to the payment of regular dividends 
amounting to a total of $480,000. 

With this growth in deposits and re- 
sources the Fourth-Atlantic comes into 
line with the other leading Boston bank- 
ing institutions and by reaspn of its abil- 
ity to serve its customers in operations 
of any magnitude may reasonably ex- 
pect a further steady increase in size 
and prominence in the banking world. 
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Equitable Trust Co., Boston 





HE success of the Equitable 
Trust Co., Boston’s newest 
banking institution, has been 

most gratifying to its officers and direc- 
tors. It was organized in 1916 and 
opened for business Nov. 6 of that 
year with a capital of $200,000. Since 
that date there have been three official 
calls for statements of condition and tlie 
showing of the company on those dates 
was as follows: 

Nov. 17, 1916, the deposits were 
$932,997.53 and the assets $1,176,082; 
March 5, 1917, deposits totaled $1,- 
379,620.88, and assets $1,625,536.53, 
and on May 1, 1917, deposits had 
reached $1,636,347.16, and total assets 
$1,882,247.16. 

Considering that the new company is 
an independent institution, without out- 


side affiliations, this growth has been 
very satisfactory and it is expected that 
the end of the first year of business will 
find the deposits at least $2,000,000. 
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Banking Room, Equitable Trust Co., Boston 
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The Equitable Trust Co. was organ- 
ized by Charles B. Strecker, formerly 
publisher and owner of the Boston 
Financial News, and for twenty years a 
successful man of affairs in Boston. He 
was appointed assistant treasurer of the 
United States by President Wilson, a 
position which he now holds. He is a 
trained newspaper man who has always 





CHARLES B. STRECKER 
President Equitable Trust Co., Boston 


devoted himself to financial affairs. In 
this new undertaking he has associated 
with him Joseph M. Herman and John 
E. Thayer, Jr., as vice-presidents ; Wal- 
lace H. Pratt, treasurer, and James H. 
Turnbull, secretary, and the following 
prominent Boston business men as di- 
rectors: Chas. F. Adams, president 
John T. Connor Co.; William H. Bur- 
gess, Burgess, Lang & Co., bank- 
ers; Ralph C. Emery, treasurer John 
S. Emery Co.; Sidney E. Farwell, 
treasurer American Zine, Lead and 


Smelting Co.; R. M. H. Harper, 
Cochrane, Harper & Co., bankers; 
Joseph M. Herman, president Joseph 
M. Herman & Co., shoes; Albert W. 





Officers’ Quarters, Equitable Trust Co., Boston 


Kaffenburgh, I. Kaffenburgh & Sons, 
leaf tobacco; Lewis I. Prouty, vice- 
president Carr Fastener Co.; Frank H. 
Purington, president Henry W. Savage 
Co., real estate; George Putnam, Rich- 
ardson, Hill & Co., bankers; J. E. 


Thayer, Jr., secretary Punta Allegre 





Directors’ Room, Equitable Trust Co., Boston 


Sugar Co.; James H. Turnbull, secre- 
tary; Chas. E. Wyzanski, M. C. & C. E. 
Wyzanski, real estate. 

The company has established con- 
venient and commodious quarters at 35 
Congress street, in the heart of the 
financial section. 
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A Unique Banking Institution 





HE comparative ease with which 
new banks are started at the 
present time is in marked con- 

trast to conditions existing in this coun- 
try in 1791, when the Providence Bank 
was established in Providence, R. I. 
As former President Goddard pointed 





Original Home of the Providence National Bank 


out in his historical address on the oc- 
casion of the bank’s 100th anniversary 
in 1891, at that time Providence con- 
tained but 6,380 inhabitants, mails for 
New York and the South were sent out 
and received but twice a week, and it 
took two days to receive news from 
Boston. ; 

Moreover, such credits as were neces- 
sary for the ordinary transaction of 
business were provided by one merchant 
to another. The currency was in a very 
unstable condition and strong preju- 
dices against banks existed in most 
quarters. However, by arousing public 
sentiment through public meetings a 
subscription to the capital stock of 
*180,000 was provided, which was not 
increased until thirty-one years later. 

The Providence Bank, which thus 
‘ame into being, has been a unique in- 
stitution. Since 1801 it has occupied 
lie estate on South Main street, where 

is at present domiciled, and where at 


one time the cashier had his residence, 
as was frequently the custom in those 
days. This old residence is equally 
unique in these modern days. The beau- 
tifully proportioned rooms, with their 
fine moldings and cornices, the hand- 
some staircase and other features of 
colonial days still exist and are a fre- 
quent object of interest to visitors in 
Providence. 


The house was built in 1774. It is 
related that at one time when many 


French officers were quartered in Provi- 
dence, one of these gallant officers, 
doubtless after a good dinner and per- 
haps on a wager, rode his spirited 
charger up the flight of. steps shown in 
the view of the old mansion, and into 
the spacious hall that leads through the 
house. The horse was unwilling to make 
the descent of the long, steep flight of 
steps and was therefore taken through 
the great rear door of the hall into the 
grounds adjoining, where then stood a 
superb old pear tree, under which Gen. 
Washington once sat and regaled him- 
self with the luscious fruit. 





Colonial Mansion, built in 1774, Present Home of 
the Providence National Bank 


Another unique feature of this unique 
institution is the fact that for nearly 
the entire 126 years the bank has been 
in existence the presidents have been 
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One of the original stock certificates of the Providence Bank, showing an engraving of the present 
building, with the flight of steps leading to the second floor 


drawn from one illustrious Providence its old traditions. Its career has been 


family. These officials have been as 
follows: 


one of the highest honor and integrity, 
and when in 1915 a radical change of 
policy was inaugurated in the payment 


eee 1791-1803 of interest on deposits, business came 
John Innes Clark.......... 1803-1808 to it rapidly and it has shown a growth 
Gov. Jabez Bowen......... 1808-1811 in the latter item from less than 
Thomas Poynton Ives...... 1811-1835 $1,000,000 to nearly $3,000,000 in this 
Moses Brown Ives......... 1835-1857 short space of time. 

BS See. BOOMs cc ccccnsve 1857-1869 The present officials are: President, 
William Goddard.......... 1869-1905 William Gammell; vice-president, Wil- 
Robert Ives Gammell.......1905-1915 liam Gammell, Jr.; cashier, Earl G. 
Robert H. Ives Goddard. ...1915-1916 Batty. 

William Gammell.......... 1916- The directors are: John Carter 


Brown Woods, William Gammell, John 
Ormsbee Ames, William Gammell, Jr., 
Harry Parsons Cross, John B. Lewis, 
Paul C. DeWolf, Richard S. Aldrich. 


Needless to say, this institution, 
which became the Providence National 
Bank in 1865, has always maintained 


wy 


What the War Taught England 


BEFORE the war we had a good many 
short-comings in our business, our com- 
merce, our industry. The war is setting them 


all right in the most marvelous way. 
—Davin Lioyv' Georce 














Interior View of Vault of the Guaranty Safe Deposit Company, New York. This Vault was Constructed of 
Hydro-Crete by the Hydrolithic Waterproofing Co.. Inc. 
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A New Concrete for Bank Vaults 





vault construction have reached a 

marvelous state of development, so 
that such devices are to-day far in ad- 
vance of the early types of such mech- 
anism in security against the arts of 
the safe blower. The demand, how- 
ever, for still greater security, for the 
modern burglar is a scientific crafts- 
man, resourceful and proficient in the 
use of devices that can eat a way 
through tons of Harveyized steel bar- 
riers, such as would be capable of stop- 
ping an armour-piercing projectile if 
fired from a naval gun. 

The electrical arc, or small flame of 
an oxy-acetylene torch, easily hidden 
nd almost noiseless, has a piercing 
ower that armour plate would be in- 


Osa siianeiion made in bank 


capable of resisting, so such plates, 
though of a thickness that a battleship 
might not float, are no better than a 
retarding medium to delay the progress 
of the invader. They are no longer an 
insurmountable barrier. 

Something else is wanted, something 
else indeed is demanded, and it must be 
not only something that cannot be 
drilled, but it must also be infusible and 
unfriable — in a word — impregnable. 
This is no new demand, either, for it 
has existed since vaults and safes were 
first made. It has been most elusive, 
however, almost as much as has been 
the principle of perpetual motion. If 
ever found, it is agreed that the yegg- 
man will have to seek another occupa- 
tion, for concocting his felonious little 
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Interior View of Vault of the Federal Reserve Bank, New York City 


“plans” will be no longer profitable to 
him. 

As we write, we read in the newspa- 
pers that Uncle Sam has found a man 
among his naval experts whose invent- 
ive genius has brought forth a device 
that seals the doom of the submarine. 
Everything to-day is progress. We are 
told that the world’s war of to-day is 
bound to destroy civilization. However, 
we will discover, when the clashing 
is all ended and normal ways are again 
resumed on land and sea, that knowl- 
edge, the possession of which is civiliza- 
tion, has been revealed and added to 
the world’s stores; that the human 
race will profit by the economics, the 
sciences and the humanities this awful 
war will have taught. In time we may 
understand the origin of the power that 
perpetually encircles the sun. Nothing 
seems improbable for time to reveal 
even with regard to impregnable bank 
vaults. 

The past year has witnessed the ar- 
rival of a new kind of concrete, that, 
used for the construction of bank vaults, 
has revealed a most remarkable capacity 


for circumventing the burglar’s art. Mr. 
Frederick S. Holmes, the prominent 
vault engineer of New York city, has 
made some exacting tests of this con- 
crete, with several representative bank- 
ers and engineers present, and such re- 
markably yood results were obtained 
that no more fitting closing of this 
article could be made than to describe 
them. 

This new concrete (Hydro-Crete is 
the registered trade mark, owned by the 
Hydrolithic Waterproofing Co., Inc., of 
New York city) is composed of cement, 
sand and a glass slag, a by-product of 
certain plate glass manufactories, which 
is specially treated to make it harder 
than plate glass itself. This aggregate 
ranges in size from one inch down to 
one-quarter inch. To gain still greater 
strength chemicals are added to the mix- 
ture, and these chemicals, acting upon 
the cement, increase its adhesive prop- 
erties, the result being an extremely 
hard and tough concrete. 

For the first test a block of Hydro- 
Crete was made, three feet square by 
one foot thick in the proportion of one 
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part cement, two parts of sand and four 
parts of glass slag, and after final crys- 
tallization had taken place, a torch flame 
of Blau gas, developing about 5,000 to 
6,000 degrees Fahrenheit, under a pres- 
sure of 105 pounds, was directed upon 
the flat surface of the Hydro-Crete 
block for fully fifteen minutes, making 
the specimen fiery red. The torch was 
then removed and upon inspection it 
was found that the cement of that por- 
tion of Hydro-Crete directly in contact 
with the flame had calcined to a depth 
of two inches, but the glass slag showed 
no sign of having melted. A drilling 
test made immediately on_ this 
heated portion and after the drill had 
penetrated two inches of the top sur- 
face, which was found very hard, no 
further progress could be made, the drill 
rebounding under the stroke of the 
heavy sledge. A second application of 
the torch was applied for another fif- 
teen minutes on the same spot as in the 
first test, but after removing and cutting 


was 


out all the calcined cement of the first, 


test. showed as before that calcination 
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of the cement extended to a depth of 
two inches. 

To ascertain what the effect of a sud- 
den change of temperature would be, 
cold water was applied immediately on 
the red hot surface after the torch was 
removed. It resulted in a hair line crack 
across the top of the slab, one-quarter 
inch in depth, which showed that expan- 
sion and contraction, even under such 
sudden extreme changes in temperature, 
was very little, due to the fact that the 
aggregate glass slag occupied during 
and after the experiment the identical 
same space it occupied before expan- 
sion. 

In an endeavor to melt the slag a 
three-minute application of the torch on 
the glass itself caused it to bubble, but 
it did not run, and after the torch was 
removed it immediately showed the 
same tough hardness as before. A like 
test by the same torch and pressure, 
applied to a three-inch square steel bar 
produced a one and one-half inch hole 
through the bar in forty seconds and 
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The 45-ton Door and Main Entrance of the Federal Reserve Bank Vault 








THE BANKERS MAGAZINE 





Attacking the heated concrete immediately after removing the torch 


cut the bar in two pieces in seventy 
seconds. 

At a later date further tests were 
conducted for the purpose of ascertain- 
ing the ratio of resistance to intense 
heat of stone concrete compared with 





Applying the double torch 


glass concrete and also to pursue the 
method that would probably be used by 
burglars in attacking a vault. These 
specimens corresponded in size and mix- 
ture to each other and to the block used 
in the first test. 

The heat was produced by means of 
an oxy-acetylene double torch and set 
to play on the centre of both slabs of 
concrete for twenty minutes. The heat 
was then shut off and men attacked the 
burned portion, while hot, with a bull 
point chisel and a twenty-four pound 
sledge. In fifteen minutes they had cut 
a hole in the stone concrete approxi- 
mately six inches deep and eighteen 
inches in diameter and conical in shape. 
In the same time a hole was made in the 
glass concrete two inches deep and nine 
inches outside diameter. By striking 
the slabs with a twenty-four pound 
sledge, it required four blows to cause 
the stone concrete to crumble while ten 
blows were required to break a corner 
off the glass concrete slab. 

The result of these tests have shown 
that this glass concrete, which is 
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Interior View of the Two Story Vault of the Sixty Liberty Street Corporation before the installation 
of the interior steel work 


trade-named Hydro-Crete, will offer 
greater resistance than stone concrete 
to fire, water, the intense heat of oxy- 
acetylene, to drilling and mob attack. 

Comparing the cost of the two ma- 
terials, Hydro-Crete increases the cost 
of a bank vault from one to three per 
cent., depending upon the size and loca- 
tion of the vault. This is insignificant 
compared to the increased efficiency 
which is not less than forty to fifty per 
cent., and the prestige it gives a bank 
to have vaults which are more com- 
pletely fire and burglar proof. 

The estimation in which Hydro-Crete 
is held appears from the fact that it 
has been used in the construction of the 
vaults for the Federal Reserve Bank, 
Equitable Building, New York city (the 
latter building requiring nearly seven 
hundred tons), the new vault for the 
Cruaranty Trust Co., at 43d Street and 
“ifth Avenue, and the two-story vault 
‘or the No. 60 Liberty Street Corpora- 
ion. All work has been executed under 
he supervision of the Hydrolithic Wa- 

rproofing Co., Inc., of New York, 

onsors for this new material. 


Every tested expedient for rendering 
money and securities in the custody of 





Section of the above Vault showing double row of 
steel rail reinforcement 
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financial institutions less liable to suc- 
cessful depredations by burglars c»n- 
tributes to that safety which is a prime 
essential of banking. The tests to which 
Hydro-Crete has been subjected, and 
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the fact that it has been used by banks 
like those just named, speak most 
strongly in its behalf as a protection 
against the assaults of the bank 
burglar. 
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Banking and Financial Notes 





ASSISTANT TREASURER FOR GUAR- 

ANTY TRUST COMPANY 

At a meeting of the executive com- 
mittee of the Guaranty Trust Company 
of New York, held last month, Arthur 
B. Hatcher was appointed an assistant 
treasurer of that company. 

Mr. Hatcher for more than ten years 
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was secretary to C. H. Sabin, president 
of the company. On September 20, 
1916, he was appointed assistant to the 
president. 

Mr. Hatcher was born in Rensselaer, 





A. B. HATCHER 


Assistant Treasurer Guaranty Trust Company of 
New York 


N. Y., December 2, 1888. After com- 
pleting his education he entered the em- 
ploy of the National Commercial Bank 
of Albany in 1906, and was soon pro- 
moted to a position of responsibility 
with Mr. Sabin, who was then vice- 
president and general manager of that 
institution. Mr. Hatcher accompanied 
Mr. Sabin when he came to New York 
in the spring of 1907 to assume the 
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MERCANTILE 
Trust & Deposit Co. 


opened May Ist, at 


115 Broapway 


New York 


for the conduct of a 


General Banking and Trust Business 


Capital 
Surplus 


CHELLIs A. AUSTIN 
CHARLES D. MAKEPEACE 
CoRNELIUs J. MURRAY 
JoHn A. BuRNs 


$1,000,000 
500,000 


: President 
Vice-Pres. and Secretary 
Asst. Treasurer 

Asst. Secretary 


HIS institution will be glad to place its complete banking and 
trust company facilities at the service of banks, corporations, 
firms and individuals, whether located in New York or elsewhere. 


‘THE company is equipped 


to handle Trust 


business in both its 


Individual and Corporate Trust departments. 


S the success of any banking institution rests fundamentally on the 
character of its Directorate, especial attention is called to the men 
under whose inspiration and guidance the Mercantile Trust & Deposit 


Company starts its business life. 


DIRECTORS 


Chellis A. Austin, President of the 
Company 

Elliott Averett, Vice-President United 
_Cigar Stores Co. 

Edward J. Barber, Vice-President 
Barber & Co., Inc. 

Henry S. Bowers, Goldman Sachs & 
Co., Bankers 

Frank N. B. Close, Vice-President 
Bankers Trust Co. 

Delos W. Cooke, Vice-President Erie 
Railroad 

C. G. Du Bois, Comptroller American 
Tel. & Tel. Co. 

Frederick F, Fitzpatrick, President 
Railway Steel Spring Co. 

Harvey D. Gibson, President The 
Liberty National Bank 

William Giblin, President Mercantile 
Safe Deposit Co. 

Thomas Hildt, Vice-President Bankers 
Trust Co, 

Alfred R. Horr, Treasurer Equitable 
Life Assurance Society 











Herbert P. Howell, Vice-President 
National Bank of Commerce 

N. D. Jay, Vice-President Guaranty 
Trust Co. 

James W. Johnston, Treasurer Western 
Electric Co. 

Bertram Lord, Foreign Financial Man- 
ager, Wells Fargo & Co. 

Elgood C, Lufkin, President The Texas 


Co. 

John McHugh, Vice-President Mechan- 
ics & Metals National Bank 

Theodore F. Merseles, Vice-President 
and General Manager National Cloak 
& Suit Co. 

Albert G. Milbank, Masten & Nichols, 
Lawyers 

Samuel H. Miller, Vice-President Chase 
National Bank 

Sherburne Prescott, Treasurer Anglo- 

American Cotton Products Corp, 

Jackson E. Reynolds, General Attorney 
Central R. R. of N. J. 

Charles S. Sargent, Jr., Kidder, Peabody 
& Co., Bankers 























JULIAN P. FAIRCHILD, 
WILLIAM HARKNESS, 
D. W. McWILLIAMS, 
WILLIAM J. WASON, JR., 


ACCOUNTS INVITED. 


Vice-Presidents 





presidency of the National Copper 
Bank, and was with him when the Na- 
tional Copper Bank was absorbed in the 
Mechanics and Metals National Bank. 
In 1910 he came with Mr. Sabin to the 
Guaranty. He has a wide acquaintance 
in the financial district. 


NEW YORK CHAPTER SUBSCRIBES TO 
LIBERTY LOAN 


The board of governors of New York 
chapter of the American Institute of 
Banking at its May meeting decided to 
make a cash subscription to the Liberty 
Loan. This action by the board is in 
keeping with the recent telegram of E. 
G. MeWilliam, president of the Ameri- 
can Institute of Banking, to President 
Wilson, offering the services of the mem- 
bers of the institute throughout the 
country in helping educate the public 
regarding the loan. W. H. Koniffin, 
chairman of the chapter’s public affairs 
committee, also announced at the same 
time that his committee is prepared to 
furnish at least ten men on short notice 
to tour the country speaking on behalf 
of the loan. 


MORTGAGE & TRUST CO. ABSORBS 
FIDELITY BANK 


The United States Mortgage & Trust 
Co. of New York has announced the 
purchase of the assets of the Fidelity 
Bank, Madison Avenue and Seventy- 
fifth Street, which it will operate under 
the name of the Madison Avenue 
Branch. The bank was organized in 
1900, has a capital, surplus and un- 
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THOMAS BLAKE, Secretary 

HOWARD D. JOOST, Assistant Secretary 
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divided profits of $391,000, and indi- 
vidual deposits of approximately #1,- 
700,000. 

By the acquisition of this bank, the 
United States Mortgage & Trust Co., 
whose main office is at 55 Cedar Street, 
will now have three uptown branches, 
the others being located respectively in 
the Ansonia Building on Broadway at 
Seventy-third Street, and One Hundred 
and Twenty-fifth Street, at Eighth 
Avenue. The company was chartered 
in 1871, has a capital and surplus of 
$6,000,000, and resources of nearly 
$100,000,000. The Seventy-third Street 
Branch was opened in 1902 and the One 
Hundred and Twenty-fifth Street 
Branch in 1907. 

E. W. Dutton, formerly cashier of 
the Fidelity Bank, has been appointed 
manager, and E. A. Henderson, assist- 
ant manager. The new branch also has 
safe deposit and storage vaults which 
will be continued under the manage- 
ment of the United States Safe Deposit 
Company, affiliated with the Trust com- 
pany. ' 


EXECUTIVE COUNCIL OF THE A. B. A. 
MEETS AT BRIARCLIFF 


From any point of view the 1917 
spring meeting of the executive coun- 
cil of the American Bankers Associa- 
tion, held at Briarcliff Lodge, Briar- 
cliff Manor, N. Y., May 7, 8 and 9, was 
easily the most important of its long 
and not uneventful career. In discus- 
sion of matters of national moment, as 
well as of vital interest to the members 
of the association, and in the number 
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of council members in attendance, the 
meeting surpassed all records. There 
were only nine absentee council mem- 
bers, a total of eighty-five present in 
addition to the members of executive 
committees of sections, ete. 

First in importance was the relation 
of the council meeting to the nation’s 
war financing and more specifically to 
the “Liberty Loan of 1917.” The pres- 
ence of Governor Harding and F. A. 
Delano of the Federal Reserve Board 
gave an official cast to the deliberations 
of the meeting and also went far to 
straighten out the conflicting views of 
the board and the state banks with 
reference to their joining the Federal 
reserve system. Patriotism was the 
dominant note throughout. 

The presence of members of the Fed- 
eral Reserve Board also bore fruit in 
the adoption of the following resolution 
by the executive committee of the State 
Bank section: 

“Whereas, The amendments to the 
Federal Reserve Act covered in Bill S. 
1796, and its accompanying changes as 
further amended by this committee in 
conjunction with Governor Harding 
and Mr. Delano of the Federal Reserve 
Board, successfully eliminate most of 
the principal objections to the Federal 
reserve system made to this committee 
vy the state banks of the United States 
‘m answer to its questionnaire; There- 

re, be it 

“Resolved, That this committee 
recommends to the state banks of the 
‘nited States that they consider care- 

illy the Federal Reserve Act and its 


amendments after the amended bill re- 
ferred to has become law, with the 
thought of joining the system (if they 
feel warranted in doing so) in order 
to strengthen the banking power of the 
United States of which they are so im- 
portant a part.” 

The insurance situation came in for 
considerable discussion, which resulted 
in the passage of the following motion: 
“That an expression from the members 
of the American Bankers Association 
be had by referendum as to the advis- 
ability of forming either a stock com- 
pany or a mutual company, controlled 
by the members of the American Bank- 
ers Association, to protect its members 
on the insurance risks of bankers, mem- 
bers only; and that an auxiliary com- 
mittee to be appointed by the president 
of the state secretaries section of the 
association be authorized to secure this 
expression from the membership and 
report at the next annual convention, 
to be held at Atlantic City.” This ac- 
tion does not bind the association in 
any way and is solely for the purpose 
of ascertaining the sentiment of the 
membership on this important question. 


LIBERTY BONDS SHOULD BE TAKEN BY 
THE PEOPLE AT LARGE 


“The Liberty Loan will be placed 
and the banks will do whatever may be 
necessary to insure its success,” says 
James S. Alexander, president National 
Bank of Commerce in New York. “To 
facilitate the purchase of bonds, bank 
credit will be made freely available and 
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Choosing An Alliance 


Alliances for mutual advantage are as 
inevitable as they are legitimate. 


Banks throughout the country find the 
Liberty a worthy and valuable ally. Our 
policy from the beginning has been one 
of active co-operation with our depositors 
and correspondents. 


To this policy we attribute in part the rapid 
rise of the Liberty to its present rank among 








The next time you 
are in the city give 
us an opportunity to 
explain in detail our 
methods, and to 
show you our greatly 
enlarged facilities. 
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120 Broadway, N.Y. 
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should be freely used. It is desirable 
that a substantial part of the issue be 
taken, not by banks as an investment 
on their own account, but by the people 
at large, to be paid for by money now 
unemployed and from the savings of 
the future. 

“Bonds of the United States Govern- 
ment are prime collateral, and if bor- 
rowers arrange to make payments from 
time to time as they may be able from 
income not required for living expenses, 
loans will be gradually reduced and 
ultimately liquidated. 

“With the entry of the United States 
into the war our Government decreed 
full coéperation with our allies and that 
every resource of the United States in 
men, material and money should be used 
to the fullest extent needed, and our 
people throughout the length and 
breadth of the land have endorsed the 
stand taken by the Government. To 
do our part will require enormous sums 
of money, which must be raised by levy- 
ing taxes and by bond issues. 

“If the taxing program of the Gov- 
ernment is to produce revenue to the 
extent estimated, business must be 
fostered and be continued on a profit- 
able basis, and the incentive to do busi- 
ness, namely, profits, must be main- 
tained. Any substantial curtailment of 
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banking credits results prompily in les- 
sened business activity, and during the 
period of radical readjustment now in 
process it is essential that no problem 
of adequate supplies of money to con- 
duct legitimate business should exist. 
Ample assurance should be had that 
banking credits will not be curtailed 
from necessity or otherwise. 

“It is a fact that the resources of the 
Federal Reserve Banks will be more 
than sufficient for all business demands 
and for the purposes of the Liberty 
Loan. It is not improbable that the 
banks will be seeking commercial pa- 
per, now the most desirable because the 
most liquid character of investment, in 
aggregate amounts in excess of the sup- 
ply. There is no reason for business 
interests to fear that their activities 
may be curtailed by a lack of banking 
credit. 

“The banks may also buy reasonable 
amounts of Liberty Loan bonds for their 
own investment, and should, and doubt- 
less will, lend freely to facilitate the 
purchase of United States Liberty Loan 
bonds by others, who should be encour- 
aged to borrow for that purpose and 
thereby do their share in the great work 
of supplying the Government with the 
funds it must have if the war is to be 
successfully prosecuted.” 








Boots and Shoes 
in Cuba 


An interesting report on the Market for Boots and Shoes 
in Cuba has just been published by the Department of 


Commerce of the United States. 


The report also con- 


tains a summary of the opportunities in Cuba for American 


business in general. 


We have obtained a limited supply of these booklets for 


distribution among our clients and friends. 


Copies will be sent on request 


GITIZENS NATIONAL BANK 
OF NEW YORK 


Capital, Surplus and Undivided Profits $5,000,000 
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GARRARD COMLY, Vice-Pres. 
JAMES McALLISTER, Asst. Cashier 
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CHANGES IN THE NATIONAL BANK OF 
COMMERCE IN NEW YORK 


The National Bank of Commerce in 
New York has recently added to its 
force two men who are well known in 
financial circles in New York. They 
are Adolph F. Johnson, recently a state 
bank examiner, and B. S. Miller, first 
vice-president of the New York Chapter 
of the American Institute of Banking. 

Mr. Johnson for a number of years 
was with the Irving National Bank be- 
fore he became a bank examiner. He 
came to the National Bank of Commerce 
in New York to fill the newly created 
position of special examiner. Mr. John- 
son also has been active in the American 
Institute of Banking, especially in de- 

ting. 

Mr. Miller was with the Chemical 
‘«tional Bank for fifteen years before 
coming to the National Bank of Com- 

rece in New York as a member of its 

liting department. 


THE BANKER’S PART IN FLOATING THE 
LIBERTY LOAN 


“There is some confusion of thought 
regarding the part the banks are to play 
in floating the loan,” says Gates W. Mc- 
Garrah, president of the Mechanics and 
Metals National Bank of New York. 
“It is perfectly right that the people of 
the United States should expect that 
the banking machinery be used to the 
utmost to facilitate the bond sale, and 
that the Government should ask for 
every ounce of energy which our bank- 
ers can exert in its behalf. 

“But the Liberty Loan is funda- 
mentally a popular one, to be taken by 
people. It is the wage earners who 
are to be reached, not the banking in- 
stitutions. The importance of this can- 
not be emphasized too strongly; to pre- 
serve the industrial and commercial sta- 
bility of the nation, the banks must not 
be expected to tie up any large part of 
their resources in the Government loan. 
They will, of course, be expected to ex- 
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tend their credit to those customers in 
good standing who desire to subscribe 
to the loan, all this at a time when 
deposit items are being disturbed by 
direct subscriptions. 

“This duty will not be an easy one, 
for if only half the bond issue calls for 
the extension of credit at the banks, 
there will be necessary an immediate 
increase of the loan items of the coun- 
try’s national and state banks and trust 
companies of a billion dollars, which is 
equal to a large fraction of their present 
loan item. 

“The $2,000,000,000 Liberty Loan 
represents the greatest single financial 
operation that has ever been attempted 
in this country; indeed, it represents 
an issue of securities equal in amount to 
the securities the entire world required 
a full twelve month to absorb, less than 
a generation ago. So that the opera- 
tion will not be a simple one. Many 
problems in connection with the loan 
confront the bankers—problems of 
maintaining adequate reserves, of ne- 
gotiating huge transfers of credit with- 
out dislocating business, of maintaining 
a discount market for the commercial 
interests of the country. These prob- 
lems will be met as they arise. They 
will best be met by those who study now 
what is going on and prepare themselves 
for what is ahead.” 


GUARANTY TRUST HAS NEW PARIS OFFICE 


The Guaranty Trust Company of 
New York opened recently its new office 
in Paris, located on Rue des Italiens. 
Alexander Phillips has been appointed 
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manager of the new office; William G. 
Wendell, sub-manager, and R. P. 
Staigg, assistant secretary. 


BOOKLET ON THE WAR LOAN ACT 


A reprint of the War Loan Act has 
been prepared by the Bankers Trust 
Company of New York for free dis- 
tribution. 


BOOKLET ON WAR BOND ISSUE 


The American Exchange National 
Bank of New York have compiled a 
booklet which gives the War Bond Act 
and is being distributed free of charge. 


“MOBILIZING MONEY FOR WAR” 


The Guaranty Trust Company of 
New York has issued a booklet in which 
is emphasized the importance of recruit- 
ing the nation’s resources for the $7,- 
000,000,000 Government War Loan. It 
is pointed out that in the United States 
not one person in five hundred owns a 
government bond, while in both France 
and England eleven persons in every 
one hundred have helped individually 
to finance those countries in performing 
their part in the present war. It has 
an appeal not only to patriotism, but to 
reason and to business sense, and en- 
treats that those who have never pur- 
chased bonds become investors in this 
issue. 

PAMPHLET ON WAR LOAN ACT 

An analysis of the War Loan Act has 

been prepared by the Mechanics and 


Metals National Bank and is being dis- 
tributed to those requesting it. The 
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booklet contains a short introductory 
explanation which discusses the vari- 
ous interesting points of the act. 


J. G. WHITE COMPANIES 


The annual statement of the J. G. 
White Companies of New York was 
submitted to the stockholders recently 
for the year ending December, 1916. 
The amalgamated balance sheet for all 
of the companies shows total current 
assets of $1,478,238.57, which was 
composed of $504,945.80 cash on hand 
and the remainder accounts receivable 
after ample provision had been made 
for bad and doubtful accounts. The 
total debts of the companies, exclusive 
of the dividends on preferred stock 
which were paid before that date, were 
*+83,976.81. The amalgamated ac- 
count balances at $5,444,479.40. The 
J. G. White Company, Inc., shows as- 
sets of $4,268,670.60. The J. G. White 
iugineering Corporation $1,833,484.29, 
while the J. G. White Management Cor- 
poration shows assets of $893,682.42. 





NAMED AS DEPOSITARY 


The Mercantile Trust and Deposit 
Co. of New York was recently ap- 
pointed the depositary for the Denver 
and Salt Lake Railroad first mortgage 
thirty-year bonds. 


MR. FAUST STILL WITH IRVING 


The many friends of Richard J. 
Faust, Jr., assistant cashier of the Irv- 
ing National Bank of New York, and 
for many years connected with that in- 
stitution, will be glad to learn that he 
has reconsidered his determination to 
make his future home in Boston and is 
again back at his old desk in the Irving. 


WRITES ARTICLE ON WAR FINANCE 


The May number of the “System 
Magazine” contains an article by James 
S. Alexander, president of the National 
Bank of Commerce in New York, on 
principles that are involved in war 
finance. This article has also been 
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printed in pamphlet form and is being 
distributed by the bank. 


IRVING BANK’S BOOKLET ON TRADE 
ACCEPTANCES 


The address on trade acceptances in 
national preparedness by Mr. Lewis E. 
Pierson, chairman of the board of the 
Irving National Bank of New York, de- 
livered before the Joint Machinery 
Dealers Associations at Memphis, 
Tenn., April 13, 1917, has been pre- 
pared in pamphlet form and is being 
distributed by the Irving. 


NEW SECRETARY FOR NATIONAL FOREIGN 
TRADE COUNCIL 


O. K. Davis has been appointed sec- 
retary of the National Foreign Trade 
Council with offices in the India House 
at Hanover Square, New York. Mr. 
Davis succeeds Robert H. Patchin, who 
resigned to become affiliated with W. R. 
Grace & Co. 


DESCRIBES ORGANIZATION OF A FOREIGN 
EXCHANGE DEPARTMENT 


Recently the National Bank of Com- 
merce in New York published a highly 
interesting and helpful article on the 
organization of the foreign exchange 
departments in large banks. The ar- 
ticle appeared in the “Commerce 
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Monthly,” which is the official bank 
publication, and was accompanied by a 
very complete and well mapped out 
chart showing the relation of sections 
of the department to each other, and 
outlined in considerable detail the 
duties of each. 


PARK BANK CLUB BANQUET 


The third annual banquet of the 
Park Bank Club of New York was held 
at the Hotel McAlpin on April 18, 1917. 
The affair was a great success, and the 
excellent feast and program of enter- 
tainment afforded great enjoyment to 
all. The club is composed of over two 
hundred officers and employees of the 
National Park Bank. The officers of the 
club are F. A. Randel, president; F. 
P. Ashley, vice-president; W. J. Ma- 
dill, treasurer, and H. M. Truslow, sec- 
retary. 


MECHANICS AND METALS BUSINESS 


LETTER 


With regard to apportioning the war's 
burden, the Mechanics and Metals Na- 
tional Bank of New York in its May 
business review points out that it has 
already been made plain that loans are 
not to furnish the only means of secur- 
ing funds for the United States. Broadly 
speaking, there are four methods of 
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paying for war—loans, taxes, conscrip- 
tion of labor and property, and the 
issue of paper currency. All these 
methods have been used abroad. All 
have their merits. All have their limi- 
tations. Loans are limited by the 
credit of a nation. Taxes are limited 
by the taxable capacity. Wealth con- 
scription is limited by the degree of 
liberty possessed by a people and their 
rejection of the principle of servitude 
to state omnipotence. Paper money 
issues are limited by the soundness of 
the economic doctrine of a people and 
the ability of a nation to retain a gold 
basis against the alluring method of 
printing paper money for the payment 
of contractors and soldiers alike. 


BANK OPENS WAR BOND OFFICE 


The National Bank of Commerce in 
New York on Thursday, May 10, 
opened an office devoted exclusively to 
the sale of Liberty Loan War Bonds. 
The office is located on the ground floor 
of the bank building at 31 Nassau 
Street and is supplied with a competent 
force for furnishing information to 
prospective war bond subscribers. 

The National Bank of Commerce was 
the first banking institution to call at- 
tention with large signs to its facilities 
for taking subscriptons to the war bond 
issue. 


GUARANTY TRUST HAS EMPLOYEES WAR 


BOND PLAN 


A unique partial payment plan which 

will put the war bonds within the reach 
of every wage earner is offered to em- 
ployers by the Guaranty Trust Co. of 
New York. To assist in securing the 
widest possible distribution of the Lib- 
erty Loan, this company has set aside 
. large fund to enable the bonds to be 
arried by the employers for the indi- 
vidual subscribers. The Trust com- 
pany’s plan enables every earner, no 
‘natter how small his income, to buy 
hese bonds and to pay for them a little 
t a time. 

A letter, which the Trust company 

‘is sent to thirty-one thousand banks 

roughout the United States with an 
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outline of this plan, points out that, in 
soliciting subscriptions to the Liberty 
Loan, every effort should be made to 
avoid transferring bank balances from 
one locality to another, and that the 
Trust company is therefore using its 
plan only in New York City. It fur- 
ther points out that, should any bank 
in the United States care to employ this 
method in connection with its efforts to 
increase subscriptions in its own local- 
ity, it is free to do so, and will be fur- 
nished all necessary information. 

In New York City copies of the plan 
are being sent to employers especially. 
The plan provides that the employer 
subscribes for the bonds in behalf of 
his employees. He secures a bank loan 
sufficient to pay for the bonds sub- 
scribed for by his employees. The sub- 
scriptions are made through the bank 
which lends the money, the bank retain- 
ing the bonds as collateral, and credit- 
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BOND YIELDS OF THE UNITED STATES 
a“ 
GOVERNMENT 34%- 15-30 YEAR LIBERTY 
nm 
LOAN WAR BONDS AT SEMI-ANNUAL INTEREST 
AT PRICES WITHIN TWO POINTS OF PAR ON 
3A% June 1S Dec IF | dune lis DeEciIS 
STocK« 1917 1717 1717 1917 
PRICE Divi- MATURING IN MATURING IN 
DEND 30 27% is 14% 
YieLto YEARS YEARS YEARS YEARS 
102 3.431% | 3.392% | 3.392% | 3.330%] 3.325% 
1o17 3.436 3.400 3.399 3.340 3.336 
lol 3.440 3.407 3.406 3.350 3.347 
lo} 3.444 3.414 3.413 3.361 3.358 
10142! 3.448 3.420 3.419 3.372 3.368 
101% | 3.452 3.427 3.426 3.382 3.380 
101% 3.457 3.433 3.432 3.393 3.370 
101% 3.461 3.440 3.439 3.404 3.40! 
101 3.465 3.447 3.446 3.414 3.412 
100%| 3.470 3.453 3.452 3.425 3.423 
100% | 3.474 3.460 3.459 3.436 3.434 
100%| 3.478 3.466 3.466 3.446 3.445 
100 4| 3.482 3.473 3.472 3.457 3.456 
100% | 3.487 3.480 3.480 3.468 3.467 
100%] 3.491 3.486 3.486 3.479 3.478 
100% | 3.496 3.493 3.493 3.489 3.489 
100 3.500 %| 3.500% | 3.500%] 3.500% | 3.500% 
99% | 3.504 3.507 3.507 3.512 3.512. 
99% | 3.509 3.514 3.514 3.522 3.523 
99 3.533 3.521 3.52! 3.533 3.534 
9942| 3.518 3.527 3.528 3.544. 3.545 
99% | 3.522 3.534 3.535 3.554 3.556 
99 & 3.526 3.541 3.542 3.565 3.567 
99% | 3.531 3.548 3.548 3.576 3.578 
99 3.535 3.555 3.555 3.587 3.589 
98% | 3.640 3.56! 3.562 3.598 3.600 
98 % 3.544 3.568 3.569 3.609 3.6/2 
98% | 3.549 3.575 3.576 3.620 3.623 
98 4 3.553 3.562 3.583 >SG3/ 3.634 
98 % 3.558 3.589 3.590 3.642 3.646 
978 % 3.562 3.596 3.597 3.653 3.657 
98 % 3.567 3.603 3.604 3.664 3.668 
98 B.571% | 3.610% | 3.611% | 3.675% | 3.679 % 

















; The accompanying table of bond yields has been prepared for the Liberty Loan 
Committee by Seymour Knight, of New York, to give the investing public some idea of 
the per cent. yield of a 3% per cent., 15-30 year semi-annual interest bearing bond at 
prices within two points of par, and also the comparative dividend yield of a 3% per 
cent. stock at the same prices, 

After the first bond issue of two billion dollars has been subscribed, and before the 
second bond issue is offered for subscription, bonds of this first issue may be resold at 
prices varying slightly from par. The table of bond yields is given out at this time, in 
order to show clearly the small change in the yield at probable maximum and minimum 
prices. Now is the time to buy the Liberty Loan bonds, at par, from bankers and 
brokers, as an investment, and in loyalty to the Government, and eliminating entirely 
the idea of buying for speculation. 

Any change in the yield basis will probably not be over one-tenth of one per cent., 
a negligible factor to consider. This, in money, is one mill on every dollar invested, 
five cents a year on a $50 bond, or ten cents a year on a $100 bond. In case the second 
bond issue is at a higher rate of interest, the investor of to-day is protected in being 
able to exchange his bonds, par for par, for those of the higher rate. 
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ing the purchaser with interest on the 
bonds. 

The employees pay a small amount 
each week on their subscriptions. These 
sums are deposited with the bank mak- 
ing the loan, and are credited against 
the total subscription. As fast as pay- 
ments are completed the bonds are de- 
livered. 

A printed schedule of payments for 
those receiving weekly wages or income 
varying from $10 up is enclosed. On 
the reverse side of this card the em- 
ployee is urged to take advantage of this 
opportunity to show his patriotism. The 
plan makes it as convenient as possible 
for earners to save and subscribe. 


MONTGOMERY HALLOWELL WITH 
NATIONAL BANK OF COMMERCE 


Montgomery Hallowell, formerly of 
the editorial staff of the “Chicago 
Tribune,” and recently eastern manager 
of the foreign advertising of the “New 
York Times,” has joined the new busi- 





MONTGOMERY HALLOWELL 
National Bank of Commerce in New York 
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ness department of the National Bank 
of Commerce in New York. Mr. Hal- 
lowell has a wide acquaintance both as 
a newspaper writer and as an advertis- 
ing specialist and is equally well known 
in the East and the Middle West. 

Mr. Hallowell is a native of Kansas 
and was a student at the University of 
Kansas. He later studied law and was 
admitted to the Bar. He deserted the 
legal profession, however, for journal- 
ism, when he went to the “Chicago 
Tribune” as a writer in the editorial 
department, where he remained for six 
years. 

Mr. Hallowell later went into the ad- 
vertising agency business and became 
manager of the New York office of Lord 
and Thomas and remained with them 
for three years. He was later adver- 
tising manager for the United States 








DJORUP, EDWARDS & McARDLE 


Bank, Commercial, and Foreign 


Exchange Audits and Systems 


42 BROADWAY 


Motor Company and then took charge 
of the foreign advertising department of 
the “New York Times” for the eastern 
division, in which capacity he was serv- 
ing when he accepted the position with 
the National Bank of Commerce in New 
York. 


MERCANTILE BANK TAKES ANOTHER NEW 
YORK CHAPTER MAN 


The announcement has just been 
made of the addition of another New 
York Chapter man, B. P. Gooden, to 
the staff of the Mercantile Bank of the 
Americas. 

Mr. Gooden has been with the New 
Netherland Bank for the last nine years, 
four years of which he was in the credit 
department of that institution, and for 
the last two years has been assistant to 
the president. He is a graduate of New 
York Chapter of the American Institute 
of Banking, and during the past season 
served as first vice-president. He 
is also chairman of the Chapter’s educa- 
tional committee, and is a member of its 
board of governors. 

In view of the recent announcement 
of the election of J. A. Seaborg, who is 
president of New York Chapter, as as- 
sistant treasurer of the Mercantile 
Bank of the Americas, it is a striking 
recognition of the value of institute 
work that this one institution should 
claim both the president and vice-presi- 
dent of the Chapter within a few weeks 
of each other. 


NEW YORK CHAPTER ELECTS OFFICERS 


At a recent meeting of the New York 
Chapter of the American Institute of 
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NEW YORK 


Banking the following officers were 
elected: 

President, A. F. Maxwell, National 
Bank of Commerce in New York; first 
vice-president, B. S. Miller, National 
Bank of Commerce in New York; sec- 
ond vice-president, I. H. Meehan, 
Farmers Loan & Trust Co.; treasurer, 
L. H. Ohlrogge, National Park Bank; 
chief consul, F. M. Totton, Farmers 
Loan & Trust Co.; librarian, C. M. 
Mead, Bowery Savings Bank. 


TRUST COMPANY A REGIMENT 


The Metropolitan Trust Co. of New 
York City has a large number of trained 
fighting men among its officers and em- 
ployees, so that as far as fighting ability 
is concerned the company might be con- 
sidered on a par with one of Uncle 
Sam’s regular regiments. The president 
of the company has trained for seven 
years in the New York State National 
Guard, the vice-president has received 
military training at the Peekskill Mili- 
tary Academy. The second vice-presi- 
dent served in the SpanishAmerican 
War, and a number of other officers and 
employees have had military training, 
eight of the latter are already in active 
service. 


ISSUES NEW BOOKLETS 


The National Bank of Commerce of 
New York City has issued two book- 
lets, one of which, “Gold,” treats of 
the problem presented by the accumula- 
tion of surplus gold reserves, the other 
“The Principles Involved in War 
Financing,” suggests methods for 
financing the war. Both of these book- 
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lets the bank is offering for distribu- 
tion. 


BANKERS AND ASTOR TRUST MERGE 


Arrangements have been completed 
for the merging of the Bankers Trust 
Co. and the Astor Trust Co. of New 
York. It has been voted to increase the 
capital stock of the Bankers Trust Co. 
from $10,000,000 to $11,250,000, which 
will be for the conversion of Astor Trust 
stock into Bankers Trust stock, and also 
to increase the number of directors of 
the Bankers Trust Company from 
twenty-two to thirty. 


FIRST NATIONAL BANK OF COOPERSTOWN, 
N. Y¥., ANNOUNCES CHANGES 


At a recent meeting of the board of 
irectors of the First National Bank, 
‘ooperstown, N. Y., Melvin C. Bundy, 
‘ler, and John F. Moakler, auditor, 
ere each appointed assistant cashiers. 
The last statement of the First Na- 
onal shows deposits of nearly a mil- 
on and one-half and resources approxi- 
tating two million dollars. 


CONDITIONS IN THE PITTSBURGH DISTRICT 


The Peoples National Bank of Pitts- 
burgh in its last monthly financial let- 
ter reports that Pittsburgh industries 
are prepared and are upon a war basis 
to meet Government requirements. The 
experience of the various industries 
during the past two years in furnishing 
the raw and finished materials entering 
into munitions sent abroad, and the ad- 
ditional facilities provided to meet the 
abnormal demands for structural ma- 
terial, railroad equipment, etc., at home 
and abroad, are available to-day for 
their home government. One change 
that will be felt to some degree as a re- 
sult of the entrance of the United States 
into the great war will be the incon- 
venience of private consumers. Last 
year when our naval program was com- 
pleted and appropriations authorized 
therefor, steel manufacturers announced 
to the trade that contracts for 1917 and 
subsequent delivery would be booked 
subject to delay in filling government 
needs. Some time before the events of 
April a census of the country’s facili- 
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ties was taken, and when the diplomatic 
break was seen to be inevitable, Ameri- 
can makers of munitions and army sup- 
plies generally who had completed for- 
eign contracts and who contemplated 
dismantling the works erected to expe- 
dite delivery on such contracts, were 
notified to keep their new plants and 
facilities unimpaired for possible use 
by the home government. As a result, 
this country has escaped the plight 
which suddenly overwhelmed Great 
Britain on the advent of the war, and 
industrially at least we are in as com- 
plete a state of preparedness as was the 
German Empire three years ago this 
month, and far superior to all the Cen- 
tral Powers combined as they approach 
the beginning of the fourth year of the 
struggle. 


PEOPLES NATIONAL BANK STATEMENT 


The Peoples National Bank of Pitts- 
burgh, Pa., organized in 1864. in its last 
statement, taken at the close of busi- 
ness May 1, shows total resources of 
$31,511,974.74 and deposits of $27,- 
533,920.11. The bank has a capital 
stock and surplus of $1,000,000 each. 
One of the interesting and striking fea- 
tures of the statement as the bank pub- 
lishes it is that one page is devoted to 
a reproduction of a letter from Mar- 
wick, Mitchell, Peat & Co., certified 
public accountants of New York, in 
which they give the results of their ex- 
amination of the bank’s books as at 
February 10. This examination showed 
total resources of $27,267,514.88 and 
deposits of $22,429,680.67. 


NEW ASSISTANT SECRETARY FOR GIRARD 
TRUST CO. 


The Girard Trust Company of Phila- 
delphia, Pa., has appointed F. Lewis 
Barroll as an assistant secretary of the 
institution. Mr. Barroll has for the 
past eleven years been connected with 
the company. 


NEW ASSISTANT CASHIER FOR PENN 
NATIONAL 


William B. Ward has been elected 
an assistant cashier of the Penn Na- 
6 
















Resources 
$ 15,000,000.00 







If intelligent hand- 
ling of items and low 
rates appeal to you 
send us your Buffalo 
business 










THE 


PEOPLES | 
BANK 
BUFFALO 





Try our Service 


and you will be entirely 
satisfied 








A. D. BISSELL, President 
Cc. R. HUNTLEY, Vice-Pres. 
E. H. HUTCHINSON, Vice-Pres. 
E. J. NEWELL, Vice-Pres. 
HOWARD BISSELL, Cashier 
Cc. G. FEIL, Asst. Cashier 
A. J. ALLARD, Asst. Cashier 
G. H. BANGERT, Asst. Cashier | 

























UNION 
NATIONAL 
BANK 
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SERVICE 


PHILADELPHIA 
Resources over 


$11,000,000 





tional Bank of Philadelphia. Mr. Ward 
has made a large circle of friends and 
acquaintances who extend to him hearty 
congratulations. 


UNION NATIONAL BANK STATEMENT 


The Union National Bank of Phila- 
delphia, popularly known as “the neigh- 
borhood bank,” in its last statement of 
condition, shows total resources of $12,- 
986,494.62. Deposits are $10,329.- 
151.60. This bank has been established 
for nearly sixty years and has a capital 
of $500,000 and a surplus and net 
profits of $400,000. 


HELPING THE PUBLIC TO SUBSCRIBE 


William A. Law, president of the 
First National Bank of Philadelphia, 
has sent the following letter to the cus- 
tomers and friends of the bank sug- 
gesting a plan which enables the public 
at large to subscribe from their earnings 
to the Liberty Loan: 

The success of the Liberty Loan now so 
prominently before the nation will depend not 
so much upon the large subscriptions of 


banks and great corporations as on the will- 
ingness of the public at large to subscribe 
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from their earnings and economies to an 
amount of the issue commensurate with their 
needs. 

To assist in this work, we are coéperating 
with many business houses among our friends 
in the organization of Liberty Bond Clubs 
which enable persons of small means to buy 
a $50 bond in fifty weekly payments of $1 
each or a $100 bond in a like number of pay- 
ments of $2 each. We enclose herewith a 
sample of the cards used by such clubs and 
furnished by us without charge. The opera- 
tions of the plan are as follows: 

A member of your force is designated as 
treasurer to receive the payments of your 
subscribing employees and to keep the neces- 
sary records. Upon making the initial pay- 
ment, the subscriber signs the enclosed cards 
in duplicate and creates a contract between 
the subscriber, your company and ourselves. 
The card is then punched to show the date 
of issuance and the amount paid. The mem- 
ber’s card is issued to the subscriber and the 
office card is kept by the treasurer as the 
record of the payment. As cards are issued 
the treasurer notifies this bank, on blanks 
furnished for this purpose, and a $50 bond is 
purchased if a $1 a week card is issued or 
a $100 bond if a $2 card is given. Each 
week subscribers present their cards and 
payments to the treasurer, who punches both 
the member’s and the office card simultane- 
ously, thus giving a receipt and making the 
bookkeeping record. The treasurer will de- 
posit the funds received in this bank in a 
special account opened by him for that pur- 
pose, on which interest at three per cent. 
will be allowed. When fifty payments have 
been made the member will surrender his 
card to the treasurer, who will draw a check 
on the special account here and will receive 
in return the United States Government 
bond. There will of course be a small ac- 
erual of interest on the bond and the sub- 
scriber pays this, but gets it back when he 
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collects his first coupon. You will find that 
nearly all questions which will arise are an- 
swered by the rules on the back of the cards. 


— If you are interested in installing this Lib- 
erty Bond Club we shall be glad to furnish e 
the equipment without cost, provided the 


treasurer deposits the funds with us. If ! 
there are other questions which you desire f th H 
to have covered we wou!d welcome an oppor-  @) e our ® 
tunity of taking up the matter with you. 
To encourage this movement of thrifty pa- 
triotism, will you not endeavor to interest 
the members of your staff in organizing such War conditions today re- 
a club? P . ~ . 
quire public confidence. 


PHILADELPHIA BANK COMMENTS ON 
ECONOMY 


All loyal bankers are help- 
ing to maintain and rein- 


The last business and financial let- force business prosperity. 


ter of the First National Bank of Phila- Powerful publicity eviden- 
delphia contains an interesting discus- ces strength. 

sion on economy. The bank states that 
there is danger of pressing the economy Build up your Institution’s 
campaign too far. It is highly neces- business through the in- 
sary that the public should cut out tensive publicity of Collins 
waste and make better use of its food Service. 

supply. But the situation will not be Write for folder ‘‘ The 
=! helped by forcing undue economies in Call of the Hour.”’ 
clothing, merchandising and other forms 
of household and various branches of 


personal expenditure. In cases where COLLINS PUBLICITY SERVICE 




















-_ income has been reduced, such econo- , : 

mies are called for as a matter of com- Philadelphia, Pa. 

an mon sense. But it stands to reason, that 

eir general trade and the country’s manu- 

ing facturing machinery can be badly upset 

ibs by a sudden decline in the demand for 
uy such merchandise as has been in re- forms, hats, underclothes and socks for 
- quest for a year or more. our coming army of a million, or two 
a3 ‘ million, or three million men, than any 


other place in the United States. 
“The most vital thing back of and 

behind the necessary heavy munitions 
The fact that Philadelphia is able to and guns, which this war demands in 

furnish more than any other section of unprecedented quantities, is the ma- 


BANK LAUDS WAR RESOURCES OF 
PHILADELPHIA 








i: the country in the waging of the war is chinery to make those very necessities. 
> the statement of the Corn Exchange In this particular field Philadelphia 
he National Bank of Philadelphia in its stands entirely alone and it turns out 
= last issue of “The Advance.” nearly all those gigantic lathes for bor- 
bod 7 “Throw out a chalk line sixty miles ing the mammoth guns that are used in 
ch long from the City Hall tower and from _ this countrv. 

. the end of it draw a circle around Phila- “Philadelphia also manufactures a 
e- delphia,” says “The Advance.” “Inside vast quantity of other machinery down 
e- A that ring will be found the greatest can- to the most delicate instruments, such 
- i non producing factory on the American as range finders, and apparatus to meas- 
oo continent, the greatest arms producing ure the velocity of shells as they are 
is factory, the largest explosive and pow- projected into space.” 

sen ier works on earth, our country’s lead- 7” 

nt ing shipyards and an immense navy PATRIOTIC CEREMONY ON BANK ROOF 
b- | vard. Not long ago the First National Bank 


“Philadelphia can make more uni- of Berwick held a unique flag raising 
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N TRUST Co. 


40 STATE STREET, BOSTON, MASS. 
MAVERICK SQUARE, EAST BOSTON, MASS. 


Assets, $4,535,000 


J OFFICERS 

CHANDLER M. WOOD, President WALTER S. CRANE, Vice-President 

WILLIAM H. STICKNEY, Vice-Pres. & Treas. FRANK F. COOK, Sec. & Asst. Treas. 
HERBERT T. GREENWOOD, Asst. Sec. 
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ceremony on the roof of the bank. While . present officers are: President, W. J. 
the bank quartet sang the “Star Stephens; vice-president, C. N. Payne; 
Spangled Banner” W. H. Hehl, the as- cashier, F. C. Wheeler; assistant 
sistant cashier, raised the flag. Preced- cashier, J. P. Crossley. 

ing the flag raising a patriotic address ; 

was made by J. G. Jayne, which, while cAsHIER OF NATIONAL SHAWMUT BANK 
only heard by a few, was given with 
great earnestness. The ceremony ended 
with a rousing three cheers for the flag 
and a volley of five shots. 


Following the resignation of Benja- 
min Joy as cashier of the National 
Shawmut Bank of Boston, W. A. Burn- 
ham, Jr., has been elected to that office. 
TITUSVILLE BANK BUILDING TO BE Mr. Burnham has served the bank suc- 

MODERNIZED 


Active work of remodelling the Sec- 
ond National Bank building, contract 
for which has been awarded to Hoggson 
Brothers, New York, is scheduled to 
commence at once. 

When completed the Second National 
Bank expects to have one of the finest 
banking homes in the oil district of 
Pennsylvania. The remodelling includes 
alterations to the one-story building on 
Spring Street, immediately adjoining 
the bank, and also to the Barbeau build- 
ing, with the result that the new home 
of the bank will be fifty-two feet wide 
and ninety feet deep. The architecture 
of the modernized structure will be of 
the Gothic period, Hoggson Brothers 
following the design of the present 
structure in the remodelling. 

The Second National Bank was 
founded half a century ago by Charles 
Hyde, who had acquired great wealth 
in the oil and lumber business. Louis 
K. Hyde succeeded to the presidency 
in 1901, John Fertig, in 1905, and W. W. A. BURNHAM, JR. 

J. Stephens in 1911, all of whom have Recently Elected Cashier National Shawmut Bank, 
continued the policy of the founder. The Secten 
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185 DEVONSHIRE STREET. 





NORWOOD TRUST CO., 
A MODERN BANK BUILDING NOW BEING COMPLETED FROM PLANS BY 


THOMAS M. JAMES 
ARCHITECT 


NORWOOD, MASS, 
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cessively as secretary and assistant 
cashier. Other changes at the Shaw- 
mut include the election as directors of 
Thomas Jefferson Coolidge III and 
Bayard Tuckerman, Jr., of Obrion, 
Russell & Co. The latest statement of 
this bank showed assets in excess of 
$156,000,000. 


BOSTON BANK HAS NEW PRESIDENT 


H. V. Cunningham was elected 
president of the Union Institute for 
Savings at the annual meeting of the 
corporation held last month. The 
other officers elected were: Georfrey B. 
Lehy, vice-president; Thomas J. Kelly, 
treasurer; Thomas W. Murray, assist- 
ant treasurer. The following-named 
were elected members of the corpora- 
tion: Dr. John Bapst Blake, John J. 
Sullivan, Joseph A. Cummings, Victor 
M. Pelletier and Dr. John C. Bossidy. 


TORRINGTON NATIONAL BANK HOLDS RE- 
CEPTION IN ITS NEW BUILDING 


The Torrington National Bank, Tor- 
rington, Conn., held last month a public 


reception in honor of the opening of its 
new bank building, which has been 
erected for it by Hoggson Brothers, 
New York. The formal opening for 
business took place on May 28. 

The Torrington National Bank 
building follows the Colonial style of 
architecture in design. The exterior of 
the structure is constructed of Hy-Tex 
brick, relieved by and ornamented with 
white marble trim resting on a granite 
base. 

The interior of the spacious banking 
room carries out the intention of the 
design of the exterior in all respects 
as to taste, proportions and well-ar- 
ranged details, all modern appliances 
that go to make the modern banking in- 
stitution having been installed. 

The Torrington National Bank was 
incorporated in the fall of 1899 with a 
capital of $100,000. The strong char- 
acter and excellent judgment of the or- 
ganizers proved a foundation for a 
sound business which has always been 
conducted along most conservative lines. 
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ADRIAN H. MULLER & SON 


55 WILLIAM STREET, Corner of Pine Street, NEW YORK 


AUCTIONEERS 


The Business of Banks, Bankers, Investors and Dealers in Securities 
generally, receives prompt and careful attention. 


STOCKS AND BONDS AT AUCTION 


REGULAR AUCTION SALES OF ALL CLASSES OF STOCKS AND 
BONDS EVERY WEDNESDAY 


Real Estate at Public and Private Sale 


Prompt Returns on all business entrusted to us 











Its rapid and steady development is 
best evidenced by the fact that in Janu- 
ary, 1900, its deposits amounted to 
$34,843, while in January, 1917, they 
were $2,704,172, an increase of over 
two and a half million dollars in six- 
teen years. The present officers are: 
John F. Alvord, president; F. F. Fues- 
senich, vice-president; John H. Seaton, 
cashier; Frank M. Baldwin, assistant 
cashier. 


NEW 


Work has been started on a new 
building for the Dorchester Trust Co., 
555 Columbia Road, Boston. It will be 
built from the plans of Hutchins & 
French, Boston architects, and will be 
60x85 feet, one and two stories in 
height, to be occupied exclusively by 
the company. The cost will be some- 
thing over $100,000. The growth of 
the business of the company has ne- 
cessitated the erection of the new build- 
ing, which also called for an increase 
of capital from $200,000 to $300,000, 
the new stock being sold at 120. 


BOSTON BANK BUILDING 


LEE, HIGGINSON & CO.’s FINANCIAL 
LETTER 


The last regular financial letter of 
Lee, Higginson & Co., Boston, Mass., is 
devoted to war economics and observa- 
tions are made in regard to the busi- 
ness policies and methods likely to pre- 
vail in the conduct of the war. The let- 
ter deals exceptionally well with the 
question of detrimental economy and 
states that thrift and saving should be 
encouraged and extravagance should be 
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checked, but too abrupt change in the 
demand for commodities, whether re- 
garded as necessaries or not, may do 
more harm than good. The cost of the 
war should be paid out of the country’s 
prosperity instead of by exactions which 
cut off the very sap on which that pros- 
perity depends. A reasonable tax on 
excess profits and heavier taxes on the 
diffused wealth accruing to the commu- 
nity from the operation of successful in- 
dustries will be cheerfully endured as 
has been the case in England. 

Those in authority are beginning to 
deprecate propaganda and _ activity 
which under an exaggerated sense of 
national peril or necessity are creating 
apprehension, unsettling business and 
undermining credit. It is undoubtedly 
to the advantage of the country that 
labor and material which can be spared 
from industries relatively inessential to 
the national defence and the well-being 
of the community should become avail- 
able for more urgent uses; and wise 
economy in both public and private ex- 
penditures will doubtless tend toward 
making capital and labor thus avail- 
able. But it is unwise and unnecessary 
that the needs of the country in this re- 
spect should be anticipated to the ex- 
tent of throwing and keeping vast num- 
bers of men out of employment. As an 
extreme case of misguided economy 
may be mentioned the proposed dis- 
charge of trained nurses who were to 
have been employed in New Jersey dur- 
ing the coming summer to deal with the 
possible continuance of the infantile 
paralysis epidemic. 
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Stand Behind the Men Behind Behind the Men Behind the Guns 


Buy 
A LIBERTY LOAN BOND 
and 
HELP WIN THE WAR 
Interest Three and One-half Per Cent. 
Issued by the United States Government 
Denominations—$50, $100, $500, $1,000, $5,000, 
$10,000, $50,000 and $100,000 


First payment as low as One Dollar 
You have until August 30, 1917, to pay in full for your bonds 


Ask any Banker, Postmaster, Express Company or 
Merchant for an Official Application Blank and 


APPLY FOR YOUR LIBERTY LOAN BOND TO-DAY 


A Tribute to the Flag 
and 
The Safest Investment in the World 


“Wars cannot be conducted without money. It is the first thing to be 
provided. In this war it is the most immediate help—the most effective help 
that we can give. We must not be content with a subscription of two billion 
dollars—we must oversubscribe this loan as an indication that America is 
stirred to the depths and aroused to the summit of her greatness in the cause of 
freedom. Let us not endanger success by complacent optimism. Let us not 
satisfy ourselves with the reflection that some one else will subscribe the required 
amount. Let every man and woman in the land make it his or her business 
to subscribe to the Liberty Loan immediately, and if they cannot subscribe 
themselves, let them induce somebody else to subscribe. Provide the Govern- 
ment with the funds indispensably needed for the conduct of the war and give 
notice to the enemies of the United States that we have billions to sacrifice in 
the cause of Liberty. 

Buy a Liberty Bond to-day; do not put it off until to-morrow. Every 
dollar provided quickly and expended wisely will shorten the war and save 
human life.” — 


SECRETARY W. G. McADOO 
May 14, 1917. 


A Liberty Loan Bond is Uncle Sam’s Promise 
to | ae ee ee ee and He is Worth $225,000,000,000 











‘* ANALYSIS OF FINANCIAL STATEMENTS ” q 
By PAUL HAVENER, C. P. A. 


An exceptional, lucid treatise on this important subject. We have a few copies left. 
Write for copy ; sent free, 


ROBINSON, HAVENER & CO., Certified Public Accountants, New Orleans 














CELEBRATES FIFTIETH ANNIVERSARY 


The Boston Safe Deposit and Trust 
Company of Boston, Mass., celebrated 
the fiftieth anniversary of its organiza- 
tion on May 1, and the directors of the 
company elected F. J. Burrage as secre- 
tary; A. W. Collins, assistant secretary, 
and L. H. Allen, assistant trust officer. 


CONSOLIDATED NEW HAVEN BANKS TO 
HAVE NEW QUARTERS 


Work of remodeling the present 
quarters of the First National Bank of 
New Haven, Conn., as well as on the 
new addition to be erected by Hoggson 
Brothers to serve the purposes of the 
consolidated First and Yale National in- 
stitution on Crown street, is progressing 
rapidly. The new home will be a splen- 
did example of modern bank architec- 
ture and will be equipped with all de- 
vices and appliances that make for effi- 
ciency and convenience. 

The architecture of the new structure 
will follow that of the lower portion 
of the present First National Bank 
building. The entire front will be rock 
granite trimmed with dressed granite. 
The lower windows will be protected 
with bronze grilles. 

The banking room is designed in the 
renaissance period, with massive 
columns, pilasters and heavily orna- 
mented beamed and paneled ceilings. 
The countersereen will be of marble 
and bronze, having a Botticino die and 
Formosa marble base and counter ledge 
supporting the beautifully designed 
bronze screen with plate glass panels 
pierced by the tellers’ wickets, which 
are designed with elliptical and tele- 
scopic grille. The walls of the public 
space will be decorated to harmonize 
with the marble railing to the same 
height as the counterscreen itself, and 
the floor will be of grey Tennessee 
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block marble. A room will be fitted up 
in soft grey enamel for the exclusive 
use of women patrons, the directors’ 
room will be trimmed and furnished in 
rich mahogany, while the remaining 
rooms will be finished in oak. 

The officers of the First National 
Bank are Thomas Hooker, president; P. 
N. Welch, vice-president; Fred B. Bun- 
nell, cashier; F. L. Trowbridge, assist- 
ant cashier. 


ANOTHER CHAPTER PRESIDENT 
PROMOTED 


George E. Stirlng, for many years 
with the First National Bank of New 
Haven, has been elected an assistant 
cashier of the Yale National Bank, 
which will later be merged with the 
First National Bank. Mr. Stirling is 
president of the New Haven Chapter of 
the American Institute of Banking and 
has been active in the work of the chap- 
ter since its inception. 

George E. Tester, another active 
member of the New Haven Chapter, 
has also been elected an assistant cash- 
ier of the same bank. 

The same qualities which these men 
have evidenced in their chapter work 
have contributed towards their present 
promotion. 


RICHMOND TO SUBSCRIBE $7,000,000 


The activity and patriotism of Rich- 
mond banks is shown in the organiza- 
tion of liberty loan clubs in every bank 
and trust company in the city. Bonds 
are sold by the banks on the weekly 
payment plan of $1 a week for each 
$50 bond. The clubs were opened May 
21 and hundreds of workingmen and 
clerks were enrolled as members. 

Richmond has been asked to sub- 
scribe to $7,000,000 of the liberty bonds 
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Is It Not Sound Policy 


to send your Baltimore business to the bank 
whose half century of experience gives assur- 


equipped. 


visionary. 


CLINTON G. MORGAN, Asst. Cash. 


WALDO NEWCOMER, President 
SUMMERFIELD BALDWIN, Vice-Pres. 


48 A ke a em 


: ance of efficiency and strength? 


For the handling of collections and all other 
banking business, this institution is admirably 
Large capital, surplus and resources enable q 


a 
this bank to offer you complete banking facili- 


ties and services which are real and not 


The National Exchange. Bank 


Baltimore, Md. 


Capital & Surplus, $2,463,000 Resources, $11,444,000 


R. VINTON LANSDALE, Cashier 
JOSEPH W. LEFFLER, Asst. Cash. 











and it is expected the amount will be 
taken at once. 

One hundred million dollars was al- 
lotted as the share the Fifth Reserve 
District should take in the liberty bonds 
and Governor Seay of the Federal Re- 
serve Bank of Richmond is confident 
that the district will measure up to all 
requirements. 

A great deal of enthusiasm is being 
manifested here in the sale of the lib- 
erty bonds and it is expected that every 
citizen of any means at all will become 
a subscriber, if only for one bond. 


RICHMOND BANK CLEARINGS 


Bank clearings continue to grow, 
showing the excellent business condi- 
tions that obtain in Richmond. On May 
22 the total clearings of the Richmond 
Clearing House Association for the 
month amounted to $75,242,121, and 
for the corresponding period last year 
the amount was $51,262,067, showing 
an increase of $23,980,054. 


BANKER’S SON YOUNGEST RICHMONDER 
TO ENLIST 


John M. Miller, Jr., president of the 
First National Bank of Richmond, Va., 
has granted his approval to his fifteen- 
year-old son, P. O. Miller, who desired 
to enlist in the navy. The youth had 
to gain the consent of Government naval 
officials in addition to his father’s con- 
sent. 


NEW HOME FOR FEDERAL RESERVE BANK 
OF RICHMOND 


Designs for the new home of the 
Federal Reserve Bank of Richmond 
have been submitted and turned over to 
the jury award, in accordance with the 
conditions of the American Institute of 
Architects. Eight architects submitted 
plans, and it is possible the jury will 
make its award early in May. 

The jury that will select the winning 
design is composed of George J. Seay, 
governor of the bank; Caldwell Hardy, 
Federal Reserve agent; Colonel John F. 
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Ask Your Stationer for 


Bankers Linen. Bankers Linen Bond 


Made in Flat Papers, Typewriter Papers and Envelopes 


They are fully appreciated by the discriminating banker desiring high-grade 
serviceable paper for correspondence and typewriter purposes 


SOLE AGENTS 


F. W. ANDERSON & CO. 


INCORPORATED 


34 Beekman Street, New York 




















Burton of Wilson, N. C.; Bert L. Fen- 
ner of New York, and T. J. D. Fuller 
of Washington. 

On the site for the new banking house 
a force of men are at work razing the 
old buildings and by the time the con- 
tract for the new structure is awarded 
the ground will be cleared and ready for 
the new work. Governor Seay said it 
was impossible to give any approximate 
idea as to when the new building will 
be completed. 


TO HEAD VIRGINIA BANKERS ASSOCIATION 


W. Meade Addison, vice-president of 
the First National Bank of Richmond, 
and vice-president of the Virginia Bank- 
ers Association, will be elected presi- 
dent of the organization at the annual 
meeting in June. This meeting will be 
held June 21-23 in the Chamberlin 
Hotel, Old Point Comfort. An elab- 
orate program is being arranged for 
the occasion. 


HANDSOME NEW BANKING HOME FOR LA 
GRANGE NATIONAL BANK 


Hoggson Brothers have commenced 
active work on the new bank building 
which they have designed and will erect 
and equip for the La Grange National 
Bank, La Grange, Ga. 

The structure will be a handsome 
two-story building following in design 
the classic Ionic type of architecture, 
and will be a worthy addition to the 
civic development of La Grange. 

The building will be forty-two feet 
wide by eighty feet deep, constructed 





of Indiana limestone, with massive col- 
umns of the same material, and will 
present an appearance of great dignity, 
strength and beauty. 

Neither expense nor effort will be 
spared by the bank to make its new 
quarters equal to those of any financial 
institution in the South. Owing to its 
rapidly expanding business the direc- 
tors have arranged for Hoggson Broth- 
ers to provide for them ample accom- 
modations not only for present needs, 
but to take care of future requirements. 
The bank expects to take possession of 
its new home on January 1 next. 

The La Grange National Bank was 
organized in 1905 with a capital of 
$150,000. Its present officers are: Ful- 
ler E. Callaway, president; C. V. Tru- 
itt and F. M. Longley, vice-presidents ; 
R. C. Key, cashier; H. G. Traylor, as- 
sistant cashier. 


INVESTMENT BANKERS CONVENTION 


The sixth annual convention of the 
Investment Bankers Association of 
America will convene in Baltimore Oc- 
tober 1, 2 and 3. The committee in 
charge of the program and other ar- 
rangements will soon start active prepa- 
rations on what is expected to be the 
association’s most successful conven- 
tion. 


NASHVILLE BANK GIVES COTTON 
CONDITIONS 


In its May business forecast the 
American National Bank of Nashville, 
Tenn., gives some interesting statistics 
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DEVELOPING 
MAN-POWER 


IN 


BANKING 





Some men, like machines, are replacable at cost, or less. Others 
are indispensable as the power which propels the modern super- 
dreadnought. 


Modern banking needs these power men, men who can solve in- 
telligently the intricate banking problems of today, who can create 
and develop new business, and who are capable of forming sound 
banking judgments. And there is a way of developing executive 
bankers, for the complex problems of present-day banking. 


The New La Salle Course in Banking and Finance 


offers for the first time, practical and fundamental training in bank- 
ing—not merely for clerical work, but for the real brain work of 
modern banking. It makes a concrete appeal to bank officers, 
directors, cashiers, and bank employees, who have a spirit for the 
better things in banking. 


A Few of the Noted Authorities in Banking and Finance Who 
Have Made this Course Possible 


Elmer H. Youngman, Editor, The Bankers Maga- O. Howard: Wolfe, Cashier, Philadelphia National 
zine, New York City Bank, Philadelphia. 
H. Parker Willis, Ph. - , Secretary, Federal Reserve Walter D. Moody, Managing Director, Chicago 
Board. Washingto: Plan Commission. 
George E. Roberts, National City Bank, New York R. 8. White, Collection Manager, American Steel 
ity. and Wire Company. 
Arthur B Hall, A. B., Real Estate Expert, C. M. Cartwright, Menaging Editor, Western 


Chicago. Underwriter, Chicag 
Louis Guenther, Editor, Financial World, New Warren F. Hickernell, i B., Former Editor Brook- 
York Cit mire Economic Servic 
Frederick Vierling, Trust Officer, Mississippi Irving R. Allen, Sales ‘and yvn ertising Counselor, 
Valley Trust Company, St. Louis. Chicago. 


Edward M. Skinner, General Manager, Wilson 
Brothers, Chicago. 

William Bethke. M.A., Director, Department of Business 
Administration, La Salle Extension University. 

Samuel D. Hirschl, S. B., J. D., Member Illinois Bar, 
Chicago. 

Frederick Thulin, LL. B., Formerly of the Union Trust Com- 
pany, Chicago. 


60-Page Book “ Banking and 
Finance” FREE upon Request 


This publication will be mailed free and post-— 
paid to any bank officer or individual inter- 
ested. It contains useful information on 
modern banking questions and shows clearly 
what this course can do for the individua] 
or fora bank. You owe it to yourself and 
your business to know about this work. 
Write for your copy today. 
Address 


LaSALLE EXTENSION UNIVERSITY 7 


** The World’s Greatest Extension University’’ 


B. 4312-D Chicago, Illinois 
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776 THE BANKERS MAGAZINE 


“STORY OF THE 
AUTOMOBILE ” 


By H. L. BARBER 
Economist and Financial Writer, Author of 
**Making Money Make Money.” etc. 


M terl First authentic story ever 
ues e y written from the investor’s 
Treatise standpoint on the third 


largest industry in the United States, analyz- 
ing the motor car and accessory industry 
from its inception, giving earnings, profits 
and dividends from the first—a complete 
analysis of present conditions, a forecast of 
the future growth, and expansion of the 
automobile, truck and tractor. 
sia. A chapter by EDWARD G. 
aoe _ WESTLAKE, one of Ameri- 
OW ca’s foremost Automobile 
Editors—another by one of the highest au- 
thorities, BUSINESS BOURSE, New 
York, balance of over 250 pages written 
from the author’s practical experience in 
financial and industrial work for more than 
25 years. Lists all makes of cars with prices, 
illustrated with Charts, Cloth Bound, Gold 
Stamped, sold by A. C. McClurg & Co., Chi- 
cago; Baker & Taylor Co., New York and 
other leading booksellers, or $1.50 direct 
from publishers. 
A. J. MUNSON & CO., Publishers 
Dept. DLS, 20 W. Jackson Bivd., Chicago, Ill. 








in regard to the cotton trade. It seems 
that domestic consumption of cotton in 
March amounted to six hundred and two 
thousand bales compared with six hun- 
dred and fourteen thousand bales in 
March a year ago. March cotton ex- 
ports aggregated three hundred and 
forty-five thousand bales compared with 
four hundred and sixty-four thousand 
in March of last year, while imports 
totaled forty-eight thousand bales com- 
pared with sixty thousand bales a year 
ago. Stocks of cotton in consuming es- 
tablishments on March 31 totaled two 
million and forty-nine thousand bales 
compared with one million nine hundred 
and eighty thousand bales last year, and 
stocks in public storage and in ware- 
houses were two million nine hundred 
and six thousand bales compared with 
three million four hundred and seven 
thousand on March 31, 1916. There 
were thirty-three million two hundred 
and thirty-three thousand spindles in 


operation in March compared with thir- 
ty-two million and twenty-nine thou- 
sand active in March of last year.. The 
final report on cotton ginning places 
the amount of cotton ginned from the 
crop.of 1916 at eleven million three 
hundred and fifty-seven thousand bales, 
which compares with eleven million and 
sixty-eight thousand bales in 1915 and 
fifteen million and nine hundred and 
six thousand bales in 1914. 
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The American Exchange National Bank, Dallas, Tex. 


One of the strongest banks in the entire south- 
west. has just started its new building, which 
it intends to make one of the show buildings of 
the State of Texas. 

The entire exterior is to be of Indiana lime- 
stone and the office building section is inten- 
tionally set forward so as to leave a large top 
light over the main banking room. 

The building will be seventeen stories high 
and fitted with every one of the latest improve- 
ments. The banking room will have a very 
handsome gallery or mezzanine extending all 
around it and be treated in the San Saba marble 
which is found in Texas, and which is similar 
to many of the Italian marbles. 

Architecturally the effort has been made to 
make the building symbolize the substantial, 
progressive conservatism for which the bank is 
famous. The building will be finished in ten 
months from date. 

Alfred C. Bossom of New York and Lang & 
Witchell of Dallas are the associated architects. 
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Each payor \¢ 
writes 
one cheque 


GEORGIA BANKERS ASSOCIATION 


The annual convention of the Georgia 
Bankers Association was held May 2, 3 
and 4 at Columbus, Ga. Among the 
entertainments were group dinners at 
the Columbus Country Club, a ball 
game and a barbecue at Goat Rock Dam. 
The convention committee consisted of 
W. H. Young, chairman; T. A. Wil- 
liams, W. H. Hunt and H. E. Weathers. 


REPORTS CONDITION OF TEXAS BANKS 


The Department of Insurance and 
Banking of the State of Texas report 
that eight hundred and forty-eight state 
banks and trust companies doing busi- 
ness in Texas making report to Com- 
missioner of Insurance and Banking for 
the official call of March 5, 1917, show 
the following condition: 

Loans and discounts, $107,660,607.85, 
an increase over previous call of De- 
cember 27, 1916, of $11,420,689.21, or 
11.8 per cent. 


The Bank With ‘The 


BUDGET 
QUE SYSTEM 


The equipment for this economical 
banking system is sold by 


The Budget Cheque Corporation 
124 S. Michigan Ave. Chicago 


one 


Overdrafts are reported in the amount 
of $442,390.61, a decrease over previ- 
ous statement of $303,153.75, or 40.6 
per cent. 

Capital stock account shows an in- 
crease of $412,500. 

Permanent surplus fund shows an in- 
crease of $581,094.29, or 8.3 per cent. 

Total deposits are $153,007,164.04, 
a decrease over previous statement of 
$7,409,787.61, or 4.6 per cent. 

Total cash reserves amount to $66,- 
941,204.82, or a decrease over previous 
statement of $14,940,587.34, or 18.6 
per cent. 

The percentage of cash reserve to 
demand deposits is 47.4 as against 54.6 
at the last call, showing a decrease in 
ratio of reserve to demand deposits of 
7.2 per cent. The general condition of 
the banks at the present time appears 
to be most excellent. The slight de- 
crease in deposits and cash reserve and 
increase in loans and discounts only re- 
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The &% Bank 
of Chicago 





We make a specialty of the 
collection of bill of lading drafts. 
We guarantee prompt, accurate 
and intelligent handling. This is 
one feature of our varied service 
offered correspondent banks. 

We solicit correspondence re- 
garding par collection of Western 
items for Eastern banks, and of 
Eastern items for Western banks. 


UNION TRUST COMPANY 
Chicago 

An old, conservative bank doing strictly a 

commercial business—Established 1869 








flects the natural change of business con- 
ditions from the harvesting to the grow- 
ing seasons. The state banks have never 
been in better condition than at present. 


COMMERCIAL NATIONAL BANK, NEW 
ORLEANS, LA. 


At a meeting of the board of directors 
G. Ad. Blaffer was elected president of 
the Commercial National Bank of New 
Orleans, La., to succeed J. H. Fulton, 
resigned. At the same time W. J. 
Mitchell was elected vice-president ; W. 
W. Messersmith, cashier, and Charles 
Collins, assistant cashier. 

P. H. Saunders was elected president 
of the Commercial-Germania Trust & 
Savings Bank to succeed J. H. Fulton, 
resigned. G. Ad. Blaffer continues as 
vice-president, and G. Owen Vincent as 
vice-president and cashier. 


NEW VICE-PRESIDENT FOR CENTRAL 
TRUST COMPANY 


L. H. Schroeder has been appointed 
vice-president of the Central Trust 
Co. of Chicago, Ill. Mr. Schroeder is 
also manager of the bond department. 


WILSON W. LAMPERT PROMOTED 


At a regular meeting of the board of 
directors of the Continental and Com- 
mercial National Bank of Chicago, held 





WILSON W. LAMPERT 


Cashier Continental and Commercial National 
Bank, Chicago 


Tuesday, May 1, the resignation of 
Nathaniel R. Losch, cashier, was pre- 
sented and accepted. Wilson W. 
Lampert, formerly assistant cashier, 
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ANKS ORGANIZED, FINANCED, 

BOUGHT AND SOLD, everywhere; 
ample funds always on hand for good new, or 
old dividend paying bank stocks, carrying 
official positions. Highest class, confidential 
selling and buying service rendered banks, 
bankers and investors. JOHN P. JONES, 
Monadnock Block, Chicago, Ill. 
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Established 
1857 


60 Years of Con- 
servative Banking 


Mechanics-American 


National Bank 


of St. Louis 
Capital, $2,000,000 ‘ 


Surplus, $2,500,000 


Resources, $40,574,000 


A STRONG BANK WITH THE EQUIPMENT, THE EXPERIENCE AND 
THE STRENGTH TO GIVE THE BEST SERVICE 


ACCOUNTS INVITED 
WALKER HILL, President 


FRANK O. HICKS. . 
JACKSON JOHNSON 
EPHRON CATLIN. . 


- Vice-President 
. Vice-President 
- Vice-President 


JOSEPH 8S. CALFEE Cashier 
CHARLES L.ALLEN . . Asst. Cashier 
JAMES R. LEAVELL. . Asst. Cashier 


WILLIAM H.HETTEL . Asst. Cashier 


was promoted to fill the vacancy thus 
created. 

Mr. Lampert is forty years of age 
and a native of Illinois, having been 
born in Chicago. He entered the em- 
ploy of the American Trust and Sav- 
ings Bank in 1894, held various posi- 
tions with that institution until January 
1, 1909, when he was elected assistant 
cashier. When the American Trust and 
Savings Bank was consolidated with the 
Continental National Bank later in the 
same year, he was elected an assistant 
cashier of the latter institution, and has 
held that position continuously with the 
Continental National Bank and its suc- 
cessor, the Continental and Commercial 
National Bank. 


CHICAGO BANKERS TO SOLVE LIVING 
COSTS 


The employees of the First National 
Bank of Chicago have formed a coédp- 
erative plan to reduce their living costs. 
Hight hundred employees have adopted 





the plan, which is, to buy their food- 
stuffs wholesale. 


NATIONAL BANK OF THE REPUBLIC 
COMMENTS ON WHEAT OUTLOOK 


In its May review of business the 
National Bank of the Republic of Chi- 
cago reports that the excessive demand 
for flour by individual consumers has 
been a potent influence in the extraor- 
dinary demand for cash wheat. This, 
together with the scarcity of supplies 
and insistent export buying, has resulted 
in sending prices to record levels. The 
reciprocal removal of wheat duties be- 
tween this country and Canada, which 
action was initiated by the latter be- 
cause of her difficulty in making export 
shipments, has so far had little influence 
on the cash wheat situation, principally 
because Canada’s visible supply is rela- 
tively as short as our own. It has been 
estimated that our own surplus for ex- 
port and carry-over on April 1 
amounted to 54,000,000 bushels, which 
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The National Stock Yards National Bank 


AND 


The National Cattle Loan Company 


ST. LOUIS NATIONAL STOCK YARDS, ILLS. 


Are the largest cattle financing institution in the Eighth Federal 
Reserve District 


WIRT WRIGHT 
President 


compares with slightly over 55,000,000 
bushels exported in the last three 
months of the 1915-16 season. The un- 
expectedly low condition of the winter 
wheat crop on April 1, on the basis of 
average acreage abandonment seems to 
forecast a production of only 430,- 
000,000 bushels. It is apparent, there- 
fore, that to make up the deficiency, we 
shall have to look to the spring crop 
which, fortunately, starts under auspi- 
cious circumstances and with a some- 
what enlarged acreage assured. 


NATIONAL CITY BANK’S MONTHLY 
LETTER 


Commenting on the influence upon 
trade of the German submarine cam- 
paign, the National City Bank of Chi- 
cago in its May financial letter, states 
that publication of the government’s 
foreign trade figures, covering transac- 
tions in the month of March, throw in- 
teresting light upon the actuai effect of 
the German submarine activity upon 
American shipping. The country’s im- 
port trade in March was the largest 
ever reported in a single month, the 
total being $270,484,439. The export 
trade in the same month was the largest 
on record, except for the January total, 
amounting to $551,278,328. This was 
a gain of $156,000,000 over February, 
when the present submarine campaign 
really started. These figures offer con- 
clusive evidence of the failure of ‘the 
German campaign as a paralyzing influ- 
ence upon the trade between this coun- 
try and Great Britain. A portion of 
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0. J. SULLIVAN 
Vice-President 


ROBERT D. GARVIN 
Cashier 





the increase may be explained by the 
higher prices which prevail for all 
classes of material, so that the gain in 
quantities involved may not be as im- 
pressive. But the fact to remember 
is that, allowing for whatever havoc 
was wrought by the submarines, a suf- 
ficient tonnage escaped them to break 
all import records for the United States, 
while the total foreign trade business 
done aggregated $821,700,000 for the 
month, a record only surpassed by the 
January total of $854,000,000. Al- 
though March was a longer month than 
February, it is highly significant that 
the average daily trade, taking in both 
imports and exports at the port of New 
York, was $13,100,000 in March as 
against $11,800,000 in February. The 
foreign trade balance in favor of this 
country was increased during March in 
the sum of $280,893,889, making the 
total net balance for the first nine 
months of the fiscal year $2,816,- 
544,102. In the same period new gold 
imports amounted to $651,108,102. 


BANK REPORTS FINANCIAL FEATURES 


The National City Bank of Chicago 
reports that unusual activity prevails 
in trade in spite of the war. In the 
steel trade conditions are extraordinary 
with demand far in excess of supply. 
The railroads are short of rails and 
some carriers are placing orders for 
1919 deliveries. France and Italy are 
among the countries to make such de- 
mands. Government work has side- 
tracked a certain amount of important 
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business, but collections are good and 
sentiment is generally favorable. The 
Middle West will take its quota of the 
war loan with eagerness and the belief 
prevails here that the financing will be 
highly successful. 


GYMNASIUM FOR BANK 


The Mississippi Valley Trust Com- 
pany of St. Louis is building a fine gym- 
nasium and rest room for its employees 
which will also be used as a drill hall 
for those employees who are preparing 
themselves for military duty. 


ST. LOUIS BROKER DIES 


J. D. Davis, vice-president of the 
Mississippi Valley Trust Company, and 
president of the Lindell Real Estate 
Company, died recently at his home in 
St. Louis. 


BANK OFFERS PRIZE FOR SLOGAN 


John G. Lonsdale, president of the 
National Bank of Commerce of St. 


Your St. Louis Account— 


Reserve System, we are prepared to 
offer you additional facilities in the 


handling of your St. Louis account. 


Real Estate, Safe Deposit, Savings 


and Farm Loan Departments. 


and Profits. 


Mississippi Valley Trust Co. 














Being a member of the Federal 


Complete Financial, Trust, Bond, 


Over $8,000,000 Capital, Surplus 


Over $21,000,000 Deposits. 


ST. iLOUIS 


Louis, offers a prize of one thousand 
dollars to the man, woman or child in 
St. Louis or within twenty-five miles of 
the corporate limits for a fitting slogan 
for the bank. This offer is made in 
compliment to the Advertising Club of 
St. Louis and their aid in bringing the 
annual convention of the Associated Ad- 
vertising Clubs of the world to St. 
Louis in June. 


ADDRESSES BANKERS ON VALUE OF 
ADVERTISING 


M. E. Holderness, assistant cashier 
of the Third National Bank of St. 
Louis, recently addressed the convention 
of the Arkansas State Bankers Asso- 
ciation, on the subject of bank adver- 
tising. 


ST. LOUIS BANK PUBLICATION HAS 
PATRIOTIC NUMBER 


The patriotism number of the Missis- 
sippi Valley Trust Company’s bi- 
monthly publication service was mailed 
to ten thousand St. Louisans May 8. 
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SEND YOUR BUSINESS 


ON THE 


Twin Cities 


AND 
THE 


Northwest 
TO THE 
CAPITAL AND SURPLUS 
TEN MILLION DOLLARS 


AND 


SECURITy 


NATIONAL 
BANK 


We are prepared to meet your most exacting 
requirements and cordially invite you to write to us 


Not even the company’s name appears 
on the front cover of the magazine, 
which is devoted to a four-color picture 
of two soldiers in khaki raising Old 
Glory over the parapet of a fortress 
with a squadron of battleships in the 
background. 

Under the flag appears the name of 
the publication, with an exclamation 
mark after it, Service! 

The title page shows the well-known 
fighting portrait of President Wilson, 
beneath which are his words, “The su- 
preme test of the nation has come. We 
must all speak, act and serve together.” 

The leading article announces the 
company’s offer of free service in sev- 
eral of its departments, to any man or 
woman of St. Louis or St. Louis county 
who leaves the city in the present crisis 
for service in the United States Army, 
the United States Navy or the Ameri- 
can Red Cross. 

Other articles discuss “A Unique 
System of Making Farm Loans,” “Bet- 
ter Credit Machinery,” “Ninety-Nine 
Year Leases,” “The Reliability of the 
Human Brain,” “Five New Directors,” 
“Three Years’ Progress” and “A Legal 
Opinion on Wills.” 

A page is devoted to an account of 
the celebration at which wrist watches 
were presented with the company’s 
compliments to five employees who have 
joined the army and navy. 


SOCIAL AFFAIR FOR ITS ENLISTED MEN 


The Mississippi Valley Trust Com- 
pany of St. Louis, Mo., recently enter- 
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tained the men who have resigned to 
join the army and navy: The guests 
of honor were Thomas Pointeck, John 
Bowlin, Harold Parrett, C. J. Duston 
and L. B. Gray. 


BANK OBJECTS TO FORM OF 
WARRANTS 


STATE 


Objecting to the form of the warrant 
used the National Bank of Commerce 
of St. Louis, Mo., recently refused to 
pay $750,000 state warrants which had 
been issued by the state auditor. As 
a result of this the auditor was forced 
warrants and recall the 


to issue new 
others. 
MISSISSIPPI VALLEY TRUST COMPANY 


JOINS FEDERAL RESERVE SYSTEM 


In announcing its membership in the 
Federal Reserve System the Mississippi 
Valley Trust Company of St. Louis 
sent the following letter to its corre- 
spondents: 

“The Mississippi Valley Trust Com- 
pany has this date been admitted to 
membership in the Federal Reserve 
Bank of St. Louis. 

“We have taken this step because we 
believe in the Federal Reserve System. 
We are convinced that it stands for sta- 
bility, solidity and immeasurable useful- 
ness for our country. Whatever reluc- 
tance we may have felt in the past at 
the thought of entering the system 
while imperfections existed, that legis- 
lation could easily remedy, is counter- 
balanced by the recognition of the pos- 
sibilities it affords for banking coépera- 





A Business Course, including banking, ac- 
counting, business management, commercial 
law and other practical subjects, which 
forms an admirable substitute for a college 
education and saves from two to three years 
of time. 


Special Courses in banking and business 





of 





ESTABLISHED 1865 


administration 
one or more years in college. 

Secretarial Courses for those desiring to 
prepare themselves for secretarial work. 

The school is known throughout the United 
States for the excellence and thoroughness 


for students who have had 


its business training. Its graduating 


classes have been addressed by ex-Presidents 
Taft, Roosevelt, Harrison and Cleveland. 
One of the best school buildings in the 
country; large gymnasium. 
Students may enter at any time during the 
school year. 
Fifty-second 
Booklet will be mailed upon application. 


Catalogue and _ Illustrated 


PEIRCE SCHOOL 


OF BUSINESS ADMINISTRATION 


Pine Street, West of Broad 


tion and for the coérdination of all fi- 
nancial interests. 

“We recognize that oyr nation’s posi- 
tion is unassailable as long as the spirit 
of self-sacrifice 4nd of active construc- 
tive effort is displayed by our citizens. 
We feel that the development and con- 
servation of our national resources is 
the task that confronts our banks and 
trust companies in greater degree than 
has ever before been the case. We be- 
lieve that entrance into the system 
means that we are strengthening our- 
selves so that we can serve our custom- 
ers more advantageously; we also be- 
lieve that by taking this action we are 
in a measure enlisting in the ranks so 
that we can better do our share in our 
country’s progress. 

“We will continue to operate under 
our state charter and complete service 
to our customers will remain our motto. 
We appreciate the close relations which 
we have enjoyed in the past with our 
banking friends and hope that the added 
facilities given by the Federal Reserve 





PHILADELPHIA 


System will intensify and extend those 
relations.” 


NEW BUILDING FOR BARTLETT TRUST 
COMPANY 


The formal opening of the new build- 
ing of the Bartlett Trust Company, St. 
Joseph, Missouri, took place recently. 
The trust company, which was organ- 
ized eleven years ago, and has expe- 
rienced a remarkable growth, will oc- 
cupy the entire first floor of its new 
edifice. 

The building is five stories high, con- 
structed of white enameled terra cotta 
in English renaissance design. All the 
lobbies and corridors have Botticino 
marble wainscots, terrazzo floors and 
mosaic borders. 

The structure was designed, erected, 
and equipped by Hoggson Brothers, 
the Chicago and New York builders, 
under their single contract plan. 

The main banking room to be occu- 
pied by the Bartlett Trust Company is 
arranged with the counterscreens and 
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officers’ space conforming to the lines 
of the exterior walls. The counter- 
screens are of Italian Botticino marble 
in rich buff color with panels and wick- 
ets in handsome bronze grilles. The 
wicket openings are furnished with 
black Carrara glass deal plates. 

The four office floors have been care- 
fully arranged, every factor being con- 
sidered in its relation to the convenience 
of the tenants. There are ten offices 
on each floor with fireproof partitions 
removable to suit tenants’ convenience. 
A high-speed Otis elevator, drinking 
fountains on the second, third, fourth 
and fifth floors, letter drops, vacuum 
cleaners, and other modern skyscraper 
equipment, have also been installed. 

The Bartlett Trust Company was 
incorporated in 1906. Its officers are 
David L. Bartlett, president; Louis 
Huggins and John S. Logan, vice-presi- 
dents; Charles A. Frazer, treasurer; 
Lloyd A. Walker, assistant treasurer ; 
Marmaduke B. Morton, secretary, and 
Waldo B. Goff, assistant secretary. 
PRESIDENT FOR BANKERS 
ASSOCIATION 


NEW 


It will be of interest to bankers and 
friends of John W. Staley to learn that 
he has been elected president of the 
Reserve City Bankers Association of 
Detroit, Mich. Mr. Staley was one of 
the men who organized the association, 
and he is also vice-president of the 
People’s State Bank of Detroit and sec- 
retary of the Bankers Club of Detroit. 





Accurate News of Pacitic Northwest 


Have You Business or Investment Interests 
in Washington, Oregon, Montana, Idaho, 
Alaska or British Columbia ? 

The authoritative commercial and financial 

publication of this section is BUSINESS 
HRONICLE OF THE PACIFIC NORTH- 

WEST issued every ween | Morning. It 

tells what you need to know of banking, invest- 

ments, lumber, fish, apples, agricultural pro- 
ducts, mining, foreign trade, railway and ma- 
rine transportation, commercial and business 
affairs generally,and analyzescurrent progress 
and development. You may rely upon what 
you see in its columns. 

Send for free samplecopy. There isno paper 
like it anywhere. 


BUSINESS CHRONICLE 


EDWIN SELVIN, Editor 
Alaska Building SEATTLE. U.S. A. 
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JOINT MEETING OF SOUTH DAKOTA 
BANKERS ASSOCIATION 


A joint meeting of groups one and 
two of the South Dakota Bankers As- 
sociation was held in Madison on May 
16. The program consisted of a busi- 
ness session, a banquet, and a grand 
ball in the evening. J. S. Thompson is 
president of group one and J. W. Wad- 


den is president of group two. 


REPORTS CROP CONDITIONS IN NORTH- 
WEST 


With regard to increased crop acre- 
age in the Northwest, the Northwest- 
ern National Bank of Minneapolis 
states in a recent trade review that the 
majority of its correspondents assert 
that there will be an increase in their 
sections, though there is a very notice- 
able sprinkling of exceptions. 

Late plowing and wet ground will 
cause some decrease. In some older 
sections all available area is already 
producing. Even without the patriotic 
impulse, the high prices obtained for 
every product will compel the enlist- 
ment of nearly every square yard of 
fallow field. In the less developed 
country, many farmers are expecting to 
plant new breaking to flax, which will 
release the old land to wheat and other 
grains. 

In Wisconsin territory (western Wis- 
consin) the season is very late and the 
increase in acreage, which will probably 
be small, will run chiefly to corn, this 
being largely a dairying country. There 
is no doubt that Minnesota will show 
a substantial increase. The exceptions 
are chiefly in districts that are already 
cultivated to the capacity point, or in 
the few that are being hampered by ex- 
cessive moisture and delayed plowing. 
The grains favored by the increase will 
be wheat, corn a close second, oats and 
some barley. This statement is based 
on the reports received from seventy- 
five Minnesota bankers. 

In the Dakotas there will also be a 
generous addition to the acreage, al- 
though sixteen bankers in as many lo- 
calities, out of fifty-three reporting, be- 
lieve not, or are doubtful. The in- 
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crease in North Dakota will go chiefly 
to wheat and flax, though there will be 
some barley, oats and corn. The longer 
the season is delayed, the more feed 
grains will be planted. In South Da- 
kota, corn and feed grains will be bene- 
fited by the added acres. In Montana, 
wheat is being largely favored, and flax 
to a smaller extent. 


CALIFORNIA BANKERS ASSOCIATION 
CONVENTION 


Announcement is made that the 
twenty-third annual convention of the 
California Bankers Association will be 
held at Sacramento May 17, 18 and 19, 
and a cordial invitation is extended for 
all members to be present. 


BANKS TO CONSOLIDATE 


The Farmers and Merchants Bank of 
Stockton, California, and the Commer- 
cial State Bank of Oakdale, California, 
are about to consummate a transaction 
whereby the two institutions will be 
consolidated. The directors and officers 
of both banks have approved the plan 
and all that remains to complete the 
same will be the endorsement by the 
stockholders, which is practically as- 
sured. 

The officers of the Farmers and Mer- 
chants Bank are: 

Frank A. Guernsey, president; John 
M. Perry, vice-president; Will E. Mor- 
ris, cashier; E. F. Davis, assistant cash- 
ier; Charles A. Baker, assistant cashier. 

The directors: Frank A. Guernsey, 
John M. Perry, Will E. Morris, E. F. 
Davis, Geo. Finkbohner, D. N. Gilmore, 
H. E. Welch, Frank Cox and S. B. 
Coates. 


AGRICULTURAL OUTLOOK IN CALIFORNIA 


In the last issue of the monthly busi- 
ness letter of the American National 
Bank of San Francisco is an interesting 
local report of agricultural conditions. 
The bank reports that the agricultural 
outlook in California is none too good 
this year. Unusually cold weather and 
late frosts have retarded grains and 
grasses, and caused considerable dam- 
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age to deciduous fruits. The season, as 
a whole, has been backward—possibly 
three weeks late—and if it were not for 
the fact that a largely increased acre- 
age is under cultivation, the situation 
would be far from promising. 


BANK CLERK WINS PRIZE 


The Old National Bank of Spokane, 
Washington, has awarded a Remington 
automatic rifle to J. Stephens, a clerk 
in the bank, who won the adding ma- 
chine contest of a chapter of the Amer- 
ican Institute of Banking not long ago. 


BROADWAY CENTRAL BANK SHOWS 
PROGRESS 


The Broadway Central Bank, which 
was established on the upper west side 
of New York on May 7, 1914, has just 
completed its third year of existence 
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1917 Convention 
American Bankers Association 
Sept., 24th-29th. 


First class accommodations will be at a 
premium. Make your reservation now 


HOTEL ST. CHARLES 


12 stories of solid comfort (fire proof) 
directly on the beach. Noted for cuisine 
and service. Booklet, 
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and the directors have availed them- 
selves of the occasion to issue a circu- 
lar calling attention to the fine growth 
of the institution. From the figures 
given, it is shown that the deposits in- 
creased during the past year from 
$1,006,863.98 to $1,517,099.75 and the 
number of depositors from 2,633 to 
3,331. 


UNION TRUST COMPANY'S STATEMENT 


The last statement of the Union Trust 
Company of Chicago shows total re- 
sources of $40,201,652.87 and deposits 
of $36,900,822.85. The bank has a 
capital stock and surplus all earned of 
$1,500,000 each. The growth of de- 
posits fer the past five years has been 
as follows: 

DL ilies adits $21,167,649.69 


PEED shee tdsusewnes 20,074,489.32 
on ne Pere 21,200,623.62 
PP Siceecewamewes 29,341,332.03 
errr rr Teer ere 34,134,768.11 


FEDERAL RESERVE BANK OF RICHMOND 


Handling $8,916,660 in securities 
during the week ending May 19, a rec- 
ord was established by the Federal Re- 
serve Bank of Richmond for the Fifth 
District. For the past month or more 
the rediscounts of this bank have been 
very heavy, averaging considerably in 
excess of $5,000,000 a week. Southern 
banks were requested to be liberal with 
farmers who desired money to aid in an 























Paine’s Analysis 


OF THE 


Federal Reserve Act 


and Cognate Statutes 


By Hon. Witus S. Paine, LL.D. 


Price $5.00 
Postpaid 


Carefully Indexed 
Over 400 Pages 
With Maps and Charts 


THE BANKERS PUBLISHING CO. 
253 Broadway, New York. 


The four books, Paine’s National Bank- 
ing Laws (7th Editon), Paine’s New 
York Banking Laws (7th Edition), and 
Supplement, the Summary of Failed Sav- 
ings Banks (2nd Edition) and Paine’s 
Analysis of the Federal Reserve Act, de- 
livered, $12.00 if ordered together. Pub- 
lisher’s price, $13.50. 





1 this book the distinguished au- 
thor of Paine’s National Banking 
Laws and Paine’s New York Bank- 
ing Laws, completely analyzes the 
Federal Reserve Act and records 
chronologically the various rulings 
and interpretations which have af- 
fected it since its enactment. The 
book is the standard treatise on the 
development and operation of this 
exceptionally important statute. 
Finished analyses of the Bill of Lad- 
ing Act and the Farm Loan Act are 
also incorporated. 
This volume shows that the banker 
may well be termed the Atlas of the 
business world. He is the manufac- 
turer, the wholesaler, the retailer, 
the farmer, the exporter and the im- | 








porter for mankind. 











increased planting of food products and 
it is possible that this has in a measure 
accounted for a part of the heavy han- 
dling of securities by the big federal 
financial institution. 

The excellent condition of the Fed- 
eral Reserve Bank of Richmond is 
shown in the following report issued by 
Governor Seay: 


RESOURCES 


Gold coin and certificates.... $7,565,297.00 
Gold settlement fund ........ 13,090,000.00 

Total gold reserve .......$20,655,297.00 
Legal tender notes, silver cer- 


tificates and subsidiary coin. 172,340.55 





Total reserve ............$20,827,637.55 
ka ae 124,398.31 
eee 15,000.00 
U. S. bonds, including accrued 

EEE LE 5,136,856.19 


Bills discounted and bought.. 15,575,777.26 
Due from other Federal Re- 








CEU CREE Siceesincs§ wedsunce 
Items in transit—Deferred ... 9,727,331.60 
All other resources .......... 163,072.43 

$51,570,073.34 


LIABILITIES 

CRE OE ON kan ceweencous $3,440,050.00 
Profit and loss 11,664.70 
Reserve deposits—Net 
U. S. Government deposits... 
Due to other Federal Reserve 
Banks—Net 
Federal Reserve notes in circu- 
lation—Net 
Items in transit—Deferred ... 
All other liabilities 


3,236,197 .62 


10,029,660.00 
8,910,563.22 
159,945.41 
$51,570,073.34 

Gold reserve against all liabili- 
ties 
Cash reserve against all liabili- 
ties, after setting aside 40% 
gold reserve for Federal Re- 
serve notes outstanding...... 








54% 


59% 
FEDERAL RESERVE NOTES 
ee ee errs 











NII i Schick ico Sa cy ta ish whoa ed oe 656,425.00 
PD, avecncatennwan es $16,251,595.00 
Gold with Federal Reserve 

DNS Shek expen TER Eii 6,221,935.00 
eee $10,029,660.00 


Plans for a new home for the reserve 
bank have been adopted and it is ex- 
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pected that work on the building will 
begin in the very near future. It is 
understood the new building will cost 
about $300,000, and will be one of the 
handsomest structures of the kind in the 
South. The new building will be lo- 
cated on Ninth street at the corner of 
Franklin and will have a frontage of 
about 100 feet looking toward the Capi- 
tol Square Park. It is very near the 
postoffice and the banking section of 
the city and is considered one of the 
most valuable building sites for a bank 
in Richmond. 


CONFERRED ON DIRECTOR 
CANADA 


KNIGHTHOOD 
OF UNION BANK OF 


The conferring of a knighthood upon 
Major General Sir John W. Carson, of 
Montreal, and a director of the Union 
Bank of Canada, which lately estab- 
lished a New York agency at 49 Wall 
street, is of wide interest to Canadian 
bankers. The honor is in recognition 
of Sir John’s services in organizing the 
Canadian overseas forces. 

This signal distinction which has 
come to another Canadian bank director 
draws attention to the fact that there 
are now one baron and nineteen knights 
serving on the directorates of Canadian 
banking institutions. Seven knights are 
presidents of Canadian banks. 

The Bank of Montreal has Lord 
Shaughnessy, K.C.V.O., as a director; 
Sir H. Vincent Meredith, Bart, as presi- 
dent, and Sir Frederick Williams-Tay- 
lor as the general manager. Sir Wil- 
liam Macdonald, an octogenarian and 
reputed to be Canada’s wealthiest indi- 
vidual, is also a director of the Bank 
of Montreal. 

The remainder of the list of knights 
who are on bank directorates follows: 
Canadian Bank of Commerce, Sir Ed- 
mund Walker, president, and Sir John 
M. Gibson; Dominion Bank, Sir Ed- 
mund B. Osler, president, and Sir John 
C. Eaton; Bank of Hamilton, Sir John 
S. Hendrie, president; Imperial Bank, 
Sir James Aitkins; Merchants Bank of 
Canada, Sir Montagu Allan, president ; 
Bank of Ottawa, Sir Henry N. Bate, 
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Sir Henry K. Egan and Sir George H. 
Perley; Northern Crown Bank, Sir D. 
H. MeMillan, president, and Sir D. C. 
Cameron; Banque Provincial, Sir Alex- 
andre Lacoste (board of censors chair- 
man); Royal Bank of Canada, Sir 
Herbert S. Holt, president; Union 
Bank of Canada, Sir William Price, 
honorary president, and Major General 
Sir John W. Carson. 


Statement of the ownership, management, cir- 
culation, etc., required by the Act of Congress 
of August 24, 1912, of The Bankers Magazine, 
published monthly at New York, N. Y., for 
April 1, 1917. 

State of New York, County of New York. Be- 
fore me, a notary public in and for the State 
and County aforesaid, personally appeared J. R. 
Duffield, who having been duly sworn according 
to law, deposes and says that he is the busi- 
ness manager of The Bankers Magazine and 
that the following is, to the best of his knowl- 
edge and belief, a true statement of the owner- 
ship, management, etc., of the aforesaftd publi- 
cation for the date shown in the above caption, 
required by the Act of August 24, 1912, em- 
bodied in section 443, Postal Laws and Regula- 
tions: 

1. That the names and addresses of the pub- 
lisher, editor, managing editor, and business 
managers are: Publisher, Bankers Publishing 
Co., 253 Broadway, New York; editor, E. H. 
Youngman, 253 Broadway, New York; manag- 
ing editor, E. H. Youngman, 253 Broadway, 
New York: business manager, J. R. Duffield, 
253 Broadway, New York. 

2. That the owners are: Bankers Publishing 
Co., 253 Broadway, New York; G. T. Lincoln, 
253 Broadway, New York; W. C. Warren, 253 
Broadway, New York; W. H. Butt, 253 Broad- 
way, New York; E. H. Youngman, 253 Broad- 
way. New York; J. R. Duffield, 253 Broadway, 
New York; K. F. Warren, 253 Broadway, New 
York. 

3. That the known bondholders, mortgagees, 
and other security holders owning or holding 1 
per cent. or more of total amount of bonds, 
mortgages, or other securities are: one. 

4. That the two paragraphs next above, giv- 
ing the names of the owners, stockholders, and 
security holders, if any, contain not only the 
list of stockholders and security holders as 
they appear upon the books of the company, but 
also, in cases where the stockholders or se- 
curity holder appears upon the books of the 
company as trustee or in any other fiduciary 
relation, the name of the person or corpora- 
tion for whom sueh trustee is acting, is given; 
also that the said two paragraphs contain 
statements embracing affiant’s full knowledge 
and belief as to the circumstances and condi- 
tions, under which stockholders and security 
holders who do not appear upon the books of 
the company as trustees, hold stock and securi- 
ties in a capacity other than that of a bona 
fide owner; and this afflant has no reason to 
believe that any other person, association or 
corporation has any interest direct or indirect 
in the said stock, bonds, or other securities than 


as so stated by him. 

J. R. DUFFIELD, 
Sworn to and subscribed before 
me this 21st day of March, 1917. 

HENRY G. FRITSCHB, 
Notary Public. 
My Commission expires March 

30, 1918. 
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Last year over 16,000 
retail merchants failed 


Bankers are interested in these figures. For they 
lose when their borrowers fail. 


They should advise their merchant clients to use the 
cash register and, indeed, should help them to buy it. 


Our up-to-date registers stop losses—save time, 
labor and money. They promote careful bookkeeping. 


And they will give the banker reliable information 
on his client’s business. 


National Cash Registers are sold on small pay- 
ments. 5 per cent. off for cash. Old ones taken in 
part payment for new ones. 


Bankers should study the cash register. 
Write for literature. Address Dept. 26. 


THE NATIONAL CASH REGISTER CO. 
Dayton, Ohio 



































The Bankers Magazine Classified List of 
American Banks, Bankers and 
Trust Companies 














ALABAMA 





W. R. RISON BANKING CO. 
HUNTSVILLE, ALA. 
Gatteh. cccccccccs . $100,000 
BERIEEB cccccccccece - 50,000 
Undivided Profits. . 60,000 
A L. Rison, Pres. 
Harry M. Rhett, Cash. 


Collections will receive prompt 
attention and be remitted for on 
day of payment. Established 1866. 





ARIZONA 





BANK OF ARIZONA 
(Incorporated 1877) 
PRESCOTT, ARIZ. 


Surplus and Undi- 
vided Profits...... 185,000 
Ed. W. Wells, Pres. 
M. B. Hazeltine, Vice-Pres. 
C. A. Peter, Cash. 
F. A. Hathaway, Asst. Cash. 


Oldest bank in Arizona. All sorts 


of ‘collections at fair prices, with | 
Deposits one million | 


quick returns. 
dollars. We serve others—we want 
to serve YOU. 








GEORGIA RAILROAD BANK 


AUGUSTA, GA. 


Undivided Profits.. 490,000 


Jacob Phinizy, Pres. 
Wm. A. Latimer, Vice-Pres. 
Rufus H. Brown, Cash. 


Capital paid up. Careful atten- 
tion to all business entrusted to us. 
Special care given to investments. 
Correspondence invited. 





NATIONAL BANK OF BRUNSWICK 


BRUN6WICK, GA. 


Capital ............4 $150,000 
Surplus and Profits 165,000 


E. H. Mason, Pres. 
Albert Fendig, Vice-Pres. 
C. H. Sheldon, Cash. 
J. H. Parker, Asst. Cash. 


Special attention given collec- 
tions which are actually presented 
and remitted for on day of payment. 
Write us for terms on accumulated 
balances. 











GEORGIA HAWAII 
ATLANTA NATIONAL BANK 
| THE BANK OF HAWAII, LTD. 


ATLANTA, GA. 
The oldest National Bank in the 
Cotton States 


ne $1,000,000 
Surplus & Profits 1,400,000 
Deposits.......... 14,000,000 


E. Currier, Chairman of Board 
Robt. F. Maddox, Pres. 
F. E. Block, Vice-Pres. 
Jas. S. Floyd, Vice-Pres. 
Geo. R. Donovan, Vice-Pres. 
T. J. Peeples, Vice-Pres. 
8. Kennedy, Cashier 
T. D. Leitner, Asst. Casb. 
D. B. DeSaussure, Asst. Cash. 
R. B. Cunningham, Asst. Cash. 
J. F. Alexander, Asst. Cash. 


HONOLULU, HAWAII. 
Cable Address, “‘ Bankoh.”’ 


Capital, Surplus 

and Undivided 
en $1,300,000 
Total Resources. 8,700,000 


Cc. H. Cooke. res. 
A. Lewis, Jr., Vice-Pres. & Mgr. 
F. B. Damon, Cash. 


Encashment of Letters of Credit 
Through close connections on 
each Island, collections promptly 
executed, 





BISHOP & CO. 
Established 1858, 
HONOLULU, HAWAII. 


Cable Address, ‘‘Snomad.” 


Capital & Surplus. ...$1,037,222.64 
re 10,714,285.79 


S. M. Damon, 
A. W. T. Bottomley, Partners 
J. L. Cockburn, 


Collections anywhere in the Is- 
lands promptly made and remitted 
for at most favorable rates. 





ILLINOIS 





ALEXANDER CO. NAT. BANK 


CAIRO, ILL. 


E. A. Buder, Pres. 
Chas. Feuchter, Jr., Vice-Pres. 
J. H. Galligan, Cash. 
Frank Spencer, Asst. Cash. 
Send us your Cairo items. Satis- 
a tion guaranteed 








LOUISIANA 





OPELOUSAS NATIONAL BANK 


OPELOUSAS, LA. 


I a caccctccncces 


E. B. Dubuisson, Pres. 
J. B. Sandoz, Vice-Pres, 
Chas. F. Boagni, 2nd Vice-Pres 
A. Leon Dupre, Cash. 
P. D. Pavy, Asst. Cas 


Charter No. 6920. Began buasi- 
ness October 1, 1903. Collections 
solicited. 








Ie- 
ted 


si- 
ns 
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MARYLAND 





FIRST NATIONAL BANK 


CUMBERLAND, MD. 


i cdcscccnnim 150,000 
Undivided Profits. 55,000 


Henry Shriver, Pres. 
J. L. Griffith, Vice-Pres. & Cash. 


Transacts a general banking busi- 
ness. Prompt attention given to 
collections and correspondence. 





NEW JERSEY 





CITIZENS’ NATIONAL BANK 


(Chartered 1890) 
ENGLEWOOD, N. J. 


i iitescscnenss $50,000.00 
Surplus...... hetinune 100,000.00 
Undivided Profits. 52,000.00 
Deposits............ 1,350,000.00 


Albert I. Drayton, Pres. 
S. 8. Campbell Vice-Pres. 
J. B. Lewis, Cash. 





MASSACHUSETTS 





PARK TRUST COMPANY 
Park Building, 511 Main Street 
WORCESTER, MASS. 


Gis andiescccces $300,000 
i cnvsscscncss 86,250 


George M. Wright, President 
J. Lewis Ellsworth, Vice-Pres. 
Ralph H. Mann, Vice-Pres. 
and Treas. 








MISSOURI 





MISSISSIPPI VALLEY TRUST CO. 


8T. LOUIS, MO. 


a 3,500,000.00 
Undivided Profits 2,041,733.97 
(Statement May 1, 1917) 


Julius S. Walsh, Chairm’n of Board 
Breckinridge Jones, Pres. 
John D. Davis, Vice-Pres. 
William G. Lackey, Vice-Pres. 
Frederick Vierling, Vice-Pres. 
and Tr. Officer 
J. Sheppard Smith, Vice-Pree. 
William M. Fitch, Vice-Pres. and 
Farm Loan Officer 
R. F. McNally, Vice-Pres. 
Charles F. Herb, Vice-Pres. 
James E. Brock, Sec. 
Henry C. Ibbotson, Asst. Sec. 
C. Hunt Turner, Jr., Asst. Sec. 
Edwin J. Kropp, Asst. Sec. 
Robert W. Fisher, Asst. Sec. 
Edward A. Haight, Asst. Sec. 


Transacts a general financial 
bond, real estate, safe deposit and 
fiduciary business. Correspondence 
invited. For further particulars 
see page 781. 





Colleeti solicited. Remittance 
on day of payment at lowest rates. 
Send us your business. 








NEW YORK 





PEOPLES BANK 


BUFFALO, N. Y. 


Surplus and Profits. 748,000 
Deposits. .........13,371,000 


A. D. Bissell, Pres. 
CR. Huntley, Vice-Pres. 
E. H. Hutchinson, Vice-Pres. 
E. J. Newell, Vice-Pres. 
Howard Bissell, Cash. 
C. G. Feil, Asst. Cash. 
A. J. Allard, Asst. Cash. 
G. H. Bangert, Asst. Cash. 


The most careful supervision 
given our collection department 
and especial attention to drafts 
with bills of lading. 


SOUTH CAROLINA 


BANK OF CHARLESTON N. B. A. 


CHARLESTON, 6. C. 


Surplus and Profits. .563,000 


E. H. Pringle, Pres. 
E, H. Pringle, Jr., Vice-Pres 
M. W. Wilson, Vice-Pres. 
G. W. Walker, Cashier 
J. H. Lucas, Asst. Cashier 


Special attention given to city 
collections. Drafts on Charleston 
drawn with exchange remitted 
without charge. 


GERMANIA SAVINGS BANK 


CHARLESTON, 6. C. 





Henry Schachte, Pres. 
J. H. Jahnz, Vice-Pres. 
Walter Williman, Cash. 
H. J. Bollmann, Asst. Cash. 








VIRGINIA 





NATIONAL STATE 
AND CITY BANE 


RICHMOND, VA. 


Undivided Profits 978,000 


Wm. H. Palmer, Pres. 
Wm. M. Hill, Vice-Pres. 
J. W. Sinton, Vice-Pres. 
Julien H. Hill, Cash. 
R. E. Cunningham, Asst. Cash 
W.S. Ryland, Asst. Cash. 
Collections remitted for on day of 
payment. Correspondence solicited 








RHODE ISLAND 





INDUSTRIAL TRUST CO. 
(Pawtucket Branch.) 


PAWTUCKET, R. I. 


John N. Eaton, Mgr. 
Chas, L. Knight, Asst. Mgr. 


Collections on this city and vicin- 
ity solicited and promptly remitted 
for at lowest rates. (Succeeded 
First National and Pacific National 
Banks of Pawtucket). 











WISCONSIN 





WISCONSIN NATIONAL BANK 


OF MILWAUKEE. 


L. J. Petit, Pres. 
Herman F. Wolf, Vice-Pres. 
Walter Kasten, Vicc-Pres. 
J. M. Hays, Cashier 
Franz Siemens, Asst. Cash. 
Wm. K. Adams, Asst. Cash. 
F. K,. McPherson, Asst. Cash. 
A. V. D. Clarkson, Asst. Cash. 


Charter No. 4817. Accounts of 
banks and individuals solicited. 
Prompt attention to collections. 
Correspondence invited. 
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TRUST COMPANIES 


Their Organization, Growth and Management 





NEW EDITION 
By CLAY HERRICK 


Price $4.00 delivered 


HIS is a new edition of Mr. Herrick’s valuable book on trust com- 
panies, first published in 1909. The text has been thoroughly 
revised and brought up to date in every particular, and is unques- 
tionably the last word on this important subject. In it Mr. Her- 

rick has covered in detail the management and operation of every depart- 
ment of a modern trust company and has interspersed his text with such 
a variety of tables, charts and fac similes as to make the book abselutely 
indispensable for every trust company officer, actual or prospective. 


This volume is not only of great theoretical value but it is a work 
practical in every sense of the word. The actual working problems of 
every department of the trust company are discussed with the greatest 
minuteness of detail and clearness of illustration. It is a complete and 
authoritative presentation of every phase of the trust company’s field, 
function and machinery. 








“Trust Companies” was written by an acknowledged expert, a man 
who has for years been a close student of trust company methods and 
requirements. Mr. Herrick knows the trust company business from the 
bottom up, having been for many years connected in important capacities 
with the Cleveland Trust Company of Cleveland, one of the largest and 
best-known trust companies in the United States. He is now manager 
of the research department of Ernst & Ernst, certified public accountants 
in Cleveland. 


A glance at the table of contents will show the broad field covered 
by the book. It is helpful to anyone connected with a trust company or 
the trust department of a bank, discusses matters of practical importance 
to both officials and employes, takes up in detail the forms and records 
needed, treats of duties and liabilities of trust companies acting in various 
capacities, and deals with such matters as fees, examinations, advertising, 
etc. It contains a brief history of trust companies in the United States, 
statistics regarding same, summaries of the trust company laws of the 
several states and a sketch of trust companies in foreign lands. 


If you are connected with a trust company now, either as officer or 
employe, or if you are thinking of organizing or becoming an employe or 
officer of such an institution, you cannot afford to try to get along without 
a copy of this complete work of Clay Herrick’s. Here within the covers 
of one 500-page book is to be found the answer to any and every question 
that may come up in regard to the organization, equipment or manage- 
ment of an up-to-date trust company. 


THE BANKERS PUBLISHING COMPANY 


258 Broadway : - - - New York City 
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Do Business by Mail 
Specie ances dpe 


- Also pri and 
mailing Lists, 999, 
























|E PAG ES 


HANDY 
'e] RS) = BOTTLES 
FOR EMERGENCIES 10¢ 


Druggists Farmers, Etc. 
Write for this valuable reference book; also 








prices and samples of fac-simile letters. 
Have us write or revise your Sales Letters, 


Ross-Gould 1009-F Olive St. 







Send for our new catalogues ‘‘Booxs 
Tuat Bankers Neep’’ and ‘‘ Books 


ror Betrer Business.”’ Book Dep’t., R os 4 = G re) Ba ' d 


Bankers Publishing Co,, 253 Broadway, Mailing 
New York. - 
RastS St.Louis 

























The House of Taylor 


HOTEL MARTINIQUE 


Broadway, 32d St., New York 
One Block from Pennsylvania Station. 


Equally Convenient for Amusements, Shopping 
or Business. 


157 Pleasant Rooms, with Private Bath 
$2.50 PER DAY 
257 Excellent Rooms, with Private Bath, 
facing street, southern exposure 
$3.00 PER DAY 
Also Attractive Rooms from $1.50. 
The Restaurant Prices are Most Moderate. 

















ATLANTIC 
tHe TRAYMORE “23° | 
THE LARGEST FIREPROOF RESORT HOTEL IN THE WORLD 




















The Spirit of America at Play : Magnitude and Cheerfulness 


Belvedere Submarine Grill Restaurant Traymore 
The Promenade in the Marble Exchange 
Three Decks Fronting the Boardwalk and the Ocean 
Library Tower Two Golf Courses Evening Musicales Cloister Garden 








DANIEL 8S. WHITE, PRESIDENT JOSEPH W. MOTT, MANAGER 





























XLVIII 





Atlantic City, N. J. 








Atlantic City’s Newest and Most Luxuriously 
Appointed Fireproof Hotel 
On Ocean Front with unobstructed view of the Sea 


American and European Plans 


500 Rooms connected with Private Baths, supplied with 
Hot and Cold Sea and Fresh Water , 


PALATIAL EGYPTIAN RESTAURANT ON ROOF 


Concerts by Superb Orchestra 


Souper Dansante in Restaurant 
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BETHLEHEM STEEL COMPANY 


SOUTH BETHLEHEM, PA., U. S. A. 


VAULT ENGINEERS 


MANUFACTURERS OF 


MODERN ARMOR PLATE VAULTS 


MOB PROOF, FIRE PROOF, BURGLAR PROOF, WATER PROOF. 


BUILT COMPLETE ON THEIR FOUNDATIONS READY FOR USE. 


BRANCH OFFICES 


NEW YORK—111 BROADWAY 
CHICAGO—PEOPLES GAS BUILDING 
PHILADELPHIA—MORRIS BUILDING 
PITTSBURG—FIRST NATIONAL BANK BUILDING 
SAN FRANCISCO—CROCKER BUILDING 
BOSTON—141 MILK STREET 
CLEVELAND—1264-68 ONTARIO STREET 
DETROIT—MAJESTIC BUILDING 

OKRA AN 


NTN 








Depositors balance : Total of checks ted 
ascertained Depositors ledger posted eacertalned 
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Auditors debit and credit Total of deposits posted 
journal made ascertained 























Depositors statement made 

















Total of new balances on Total of old balances on 
“touched” accounts ascertained “touched” accounts ascertained 
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These eight operations in Bank Bookkeeping performed at 
one time are highly desirable. 

Most are absolutely necessary—and even if you don’t have 
all these particular ‘‘ highly desirable operations’’ in your 
own bank, you have others corresponding to them which are 


essential. 

Consider the list carefully. 

All of these operations are performed at one and the same time on 
Elliott-Fisher Bank Bookkeeping Machine without the sacrifice of an 
absolute double check. 

No other machines can combine them. 

None can give you such complete results so quickly and easily. 

And with Elliott-Fisher you get not only this remarkable combination 
of operations, but absolute safety as well. 

The full efficiency of your present double check system is maintained. 

You get complete proof of the work from every angle the same day. 

In short, you get complete accounting control while making big savings in time 
and bookkeeping costs. 

You are interested in such results. It doesn’t place you under any obligation 
to write and ask us more about how they can be secured. 

Our bank department is at your service. Address 


Elliott-Fisher Company, 621 Cameron Parkway, Harrisburg, Pa., U. S. A. 
Offices in all principal cities 
SA AAAAAAAAAAAAAAAAAAAAAAAAADAAAAAAAAAAAAAAAAAAAAAAAAAADAAAAAAAAAAAAAAAADAAAAAAAAA AAA AAA 
Elliott-Fisher Company, 621 Cameron Parkway, Harrisburg, Pa. 


Gentlemen:— 
Kindly send information about the results obtained with Hiliott-Fisher Bank Book- 


keeping Machine. This does not place me under any obligation. 


Name 





Name of Bank 
Address- 
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Backing Up Your Advertising 
By May Selley 


WONDER if all bankers 

realize the importance of 
standing behind the advertis- 
ing manager and delivering 
the goods as he has promised 
in his messages to the public. 
This is absolutely necessary 
to satisfactory results. The 
farmer sows his seed in the 
spring, which is only a be- 
ginning of his work, for the 
young plants must be culti- 
vated and made ready for the 
harvest. His reward comes 
with the harvesting accord- 
ing to the quality of his seed 
and the attention he has giv- 
en the young plants. So it is 
with advertising, the adver- 
tising manager, however, 
is more helpless, for it is 
impossible for him to do the 
cultivating. He can only 
sow the seed and depend on 
the bank itself to take care 
of the young business that 
comes as a result of his sow- 
ing. With clever advertising 
he can attract much new 
business to his bank, but it is 
up to the bank itself to keep 


it. 
Oo 
\ HAT -can a bank do to 


hold these accounts, 


ithe spirit of that particular 
institution, and they should 
not allow anything to go into 
the advertisements that they 
do not expect to do. Adver- 
|tisements should not be idle 
boasting. They should be 
statements of facts which 
are, or are to be; and the 
\statement that it is giving 
'perfect service must be true 
‘before a bank can expect the 
public to be influenced by it. 
While it is the bank officials 
that must see that these 
promises are kept, sifted 
down it is really the ‘bank 
clerk that must do the keep- 
ing of them. Service, that 
which the bank sells, is after 
all for the most part made up 
of the work of clerks, both 
large and small, the least 
jamong them being very im- 
portant. Even a tiny screw 
loose in any machinery will 
seriously impair the service. 
The problem for the banker, 
then, is, how to get the best 
lservice out of his clerks, and 
how to keep his clerks inter- 
ested so that they will ex- 
press the true spirit of the 
jbank in all their dealings 
| with the public. To the av- 
| erage bank customer the man 


. { . . . 
and what can it do to de-| he transacts business with is 


velop them and other small} the bank. That is, the teller, 


accounts into profitable busi-|bookkeeper, or collector, to 
ness? There is but one way |whom he comes with his busi- 
for any bank to keep the ac-|ness are the only means he 
counts that it wants, and that |has of knowing the spirit of 
is through SERVICE—a lit- |the bank itself, and one im- 
tle word with a big mean-|patient or indifferent clerk 
ing. The directors and offi- |can run more customers away 
cials of a bank show forth|from the bank than many 


dollars’ worth of advertising 


can bring to it. 


& 
E VERY important item to 


consider is the proper 
placing of clerks—the right 
man in the right place. A 
man who would make an ex- 
cellent bookkeeper might 
make a very poor teller, or 
vice versa. Happily located 
according to talents and 
abilities, they are in position 
to give the best service. Here, 
as everywhere, one must 
avoid the friction caused by 
the putting of square pegs 
into round holes. If a man 
loves his work he will do it 
well. Along this line also it 
might be said that it pays the 
banker to be kind to his 
clerks—it pays in dollars and 
cents. If a clerk feels that 
his employer has his interest 
at heart, and if he receives 
sufficient salary for his work, 
and if his environment is 
comfortable and pleasant, he 
is more than likely to develop 
a loyalty and personal inter- 
est that will bring out the 
best in him. This is but a 
trait of human nature. 
Having seen that his 
clerks are properly placed, 
and that they are justly 
treated in every respect, a 
banker has only to organize 
them to bring the bank’s 
service up to the highest pos- 
sible point. Indeed a body 
of loyal and efficient men, 
working collectively and in- 
dividually with one end in 
view, is a great asset to any 
bank. Each bank has a corps 
of clerks, always citizens of 
good standing and not with- 


(Conttnued on page 4) 
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Banking Publicity 


Monthly Publicity Section 
THE BANKERS MAGAZINE 
253 Broadway, New York 


JANUARY 1917 


N every hand nowadays 
we hear of the crying 
need for greater business 


efficiency. We are told 
that the future economic 
welfare of the nation 
calls for industrial  pre- 


paredness in no less degree 
than military organization. 
Statistics of business mor- 
tality point to the fact that 
every thousands of 
firms go to the wall through 
lack of proper knowledge of 
business principles. The so- 
lution of the problem is 
business education. 

Many factors are contrib- 
uting to this process of edu- 
eation—the school, the uni- 
versity, the trade journal, 
trade and 
the Government. But there 
is another agency in every 
community which is es well 
if not better equipped than 
any one of these to carry on 
the work in question, name- 
ly, the banks. 

The banker is, of neces- 
sity, concerned with the 
business problems of every 
one of his clients. He is the 
father-confessor to every 
business man that comes to 
him for a loan. He knows 
the strength and weaknesses 
of every man’s business. He 
knows his problems. He 
knows the tendencies which 


year 


organizations 


have made for failures and 
those which have made for 
success. He has, in the na- 
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ture of his business, accu- 
mulated a vast fund of 
knowledge and experience 
about business and about 
business methods which 
should be put at the service 
of the man whose problems 
are as yet unsolved. 

The St. Louis Union 
Bank, as is told elsewhere in 
these pages, has conceived a 
plan for doing this very 
thing—and for doing it in a 
very definite and _ efficient 
manner. This is accom- 
plished through its business 
building bureau which is “a 
clearing house of successful 
practice, a library of fact 
and accepted theory, all on 
one 
profit to retail merchants 
and increased efficiency in 
retail merchandising.” 

There is no doubt that 
many banks have been ren- 
dering more or less similar 
services to depositors. Hav- 


Another One of the Series of Folders on New England Industries Issued by the 


American Trust Co., Boston, 


subject—increase of 


|ing extended credit to a 
business man, it was a 
;natural corollary that a 
‘bank should have some 
lvoice in the way in 


which this credit should be 
jemployed. But the St. Louis 
bank has gone one step fur- 
ither. It not only furnishes 
this service to its depositors; 
‘it goes out into the highways 
‘of business and actively 
|preaches the gospel of busi- 
|ness efficiency and places its 
\knowledge and_ experience 
|within the reach of all who 
leare to use them. The busi- 
|ness man is made to realize 
that the banker can and will 
‘help him. 

Under a banner emblaz- 
joned with “The Bank of 
| Usefulness to St. Louisians” 
‘the St. Louis Union is con- 
|ducting a crusade for better 
|business which other institu- 
tions would do well to emu- 
late. 





They are the Work of B. F. Nichols, 


Manager of the Company’s New Business Department 


es 
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Banking Fuiblicity 


A BUSINESS BUILDING |ple who go into business fail 


BUREAU 
HE St. Louis Union 


Bank, the same bank | 
that originated the plan for | 
Bank-Life Insurance Adver- 
tising, has announced a new 
plan of service to its cus- 
tomers—a business building 
bureau. This bureau will | 
aim to be a clearing house 
of successful business prac- 
tice, a library of fact and ac- 
cepted theory, all on one 
subject—increase of profit 
to retail merchants and in- 


creased efficiency in retail 


merchandising. Perhaps the | 


scope of the plan can best 
be explained by quoting from 
the newspaper advertisement 
which contained the original 
announcement: 


It is our purpose to publish in | 
this paper a series of advertise- 
ments in which we will set forth 
some things of importance to 
those engaged in other lines of 
business, especially to those en- 
gaged in Retail Merchandising. 

The next advertisement is en- 
titled, “Do You Know the Fig- 
ure Facts 
ness?” 

Please do not misunderstand 
our motive in publishing adver- 
tisements like this. 

We do not care to run any-| 


hody’s business but our own. | 


However, we are anxious to see 
every St. Louis enterprise enjoy 
the greatest possible success. 
If we can contribute to that | 
end we shall be happy. 

A realization of the fact that 


About Your Busi- 


sooner or later has resulted in a 
nation-wide search 
jedge that will prevent this high 
}commercial death rate. 


The business-building adver- | 


|tisements which we shall pub- 
jlish set forth in a general way 
ithe best things that have been 
learned about commercial af- 
| fairs. 

Regardless of the size of his 
jestablishment or the amount of 
|his balance in the bank, we hope 
to prove ourselves useful to 
every retail merchant in St. 
Louis who will call upon us for 
|information on a business or fi- 
nancial problem. Remember 
that we are governed by a de- 
termination to be useful—not 
officious. 

Watch for our advertisements 
and talk to us about any of 
them that interest you. 


The startling fact that 
ninety-five per cent. of all 
Ipe -ople who go into business 
fail made it evident to the 
lofficers of the St. Louis 
|Union Bank that there was 





‘an important field for edu- | 


cational work among _ busi- 
‘ness men, especially retail- 
‘ers and small manufactur- 
ers. 

“From our point of view, 
said a representative of the 
bank, ‘‘a good business man 
is a better patron than a| 
poor one. He is a safer 
risk, handles his accounts in 
such a way that a profit can 
be made on it, and does not | 
‘make necessary the carrying 


lof questionable risks in or- | 


for knowl-| 


: 


cating business men to adopt 
better methods is, therefore, 
a legitimate function of a 
bank, and can be most wide- 
ly and quickly accomplished 
through the medium of ad- 
vertising, backed up by ac- 


tual service in the way of 
counsel,” 
With this purpose and 


ideal in mind the campaign 
has been launched by the 
new business department of 
the bank under the able 
leadership of Griffin McCar- 
thy, manager of the depart- 
ment. The plan calls for 
the publication of twelve ad- 
vertisements at intervals of 
one week apart. Each one 
\of these advertisements will 
take up some _ particular 
business problem; each one 
will call attention to the 
Business Building Bureau 
and its service to the busi- 
ness man. 

The headings of the first 
three advertisements will 
igive an idea of the kind of 
problems taken up. These 
were: Do You Know the 
Figure Facts About Your 
‘Business? What Cost Fig- 
ures Show; How to Keep Up 
with the Rising Cost of Re- 
tail Merchandising. 
| The slogan, “The Bank of 
Usefulness to St. Louisans” 
which the St. Louis Union 
has adopted is no empty 
phrase. It is a truism am- 


ninety-five per cent. of the peo-|der to keep him afloat. Edu-'ply backed by the facts. 








Corporate Trusts 


ORPORATIONS cuntemplating the muance of 
Cr bonds of gutes reyuire the services ull 
. =: Trustee to act in roname interest 
‘of both the montgagur aud the excurity bulders 





‘Ths Company's Corporate Trust Depart meo! 
pared to undertake such work, and tovites 
cowcerrning rates aod detads of edi ussty 


Philadelphia Trust C ompany 
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Investment Advice 
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Real Estate Managed 
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Philadelphia Trust Company 
415 Chesteut Sueet = 1616 Chestout Street 


Philadelphia 








Every Advertisement of the Philadelphia Trust Company Tells a Real Story About Some Particular 
Service Which the Bank Renders its Clients 
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Backing Up Your 

Business 

(Continued from page 1) 
out influence in their commu- 
nity. Then, why should it 
not use these men as business 
getters? 

One bank has organized its 
clerks into an association, 
meeting monthly in the eve- 
nings. The bank officials are 
associate members of this as- 
sociation, but the executive 
officers of the association 
must be elected from the 
clerks themselves. The bank 
officials come to the regular 
meetings of this association, 
where clerks are invited to 
give their opinions openly as 
to methods of handling each 
item of the bank’s service. 
New ideas are always wel- 
come. The clerks are made 
to know that each one is a 
vital factor in the institution, 
and that wherever they are it 
is their duty to be loyal to 
their bank. This organiza- 
tion serves a double purpose. 
It brings the clerks together 
in a social and friendly way, 


Panking Riblicity 


and it arouses ambition in the 
individual, keeping each one 
out influence in their commu- 
spurred up to do his best to 
develop himself and his bank 
in every possible way. One 
young fellow belonging to 
this institution failed to hold 
a promotion on account of his 
handwriting. At the very 
next meeting of the clerks’ 
association a class in pen- 
manship was organized. In 
this way they keep them- 
selves efficient. Flaws in the 
bank’s service are brought up 
at these meetings and report- 
ed to the bank officials, who 
have them corrected imme- 
diately. Also speeches and 
papers are heard on subjects 
of interest to banks, which is 
a source of education and de- 
velopment. 
& 


HE advertising man has 
only to appeal to this 
body of clerks to get his ad- 
vertising backed up, and they 
only can back it up. 
Think what it would mean 


How Banks Are Advertising 


In these columns each 


month current publicity 


matter will be reviewed and criticized 


@The statement folders of 
the Union National Bank of 
Philadelphia are attracting 


great interest among bank 
advertising men. Besides 


giving the necessary infor- 
mation about the bank's 
condition, its officers, direc- 
tors, ete., each folder 
forth in graphic manner 
some one feature of the bank 
in which the prospective de- 
positor would be interested. 
This is generally accom- 
plished by the use of charts. 
For example, one is entitled, 
“How This Bank Can Help 
68 


sets 


You.” A central circle la- 
beled ““This Bank’s Service” 
\is surrounded by a group of 
smaller circles each contain- 
ling one of the following cap- 
Loans; collections: 
advice and _ information; 
courtesy; depositors;  re- 
sources over ten million; for- 
eign exchange; safe deposit 
vaults; saving fund. An- 








tions: 


other statement contains a 
map showing the conven- 


ience of the bank’s geograph- 
ical location. Still another 
folder shows the emblem of 
the bank surrounded by the 











to a bank if each clerk 
brought on the average of 


one new account a month, 
Not to mention how much 
business the bank would 


keep and how many friends 
it would make by this per- 
sonal interest and codpera- 
tive work. 

The individual bank 
clerk, working in unison with 
his fellow bank clerks, 
backed by the officials, and 
by the _ institution itself, 
must finish the work of the 
advertising man who has 
set out to get new busi- 
ness for his bank. If 
a bank sees fit to spend its 
good money for advertising, 
it should also see that the 
whole task is performed, 
and not say that advertising 
does not pay until it has had 
a fair and honest trial. If 
you promise the public 
something, you must deliver 
the goods or lose their con- 
fidence. And what bank 
ean thrive without the peo- 
ple’s trust? 


following words arranged 
|like the hub of a wheel: 
Merchant, manufacturer, re- 





tailer, importer, — broker, 
|wholesaler, jobber, wage 
learner. Underneath is the 


| caption, “All interests cared 
lfor and solicited by ‘The 
|Neighborhood Bank.’” It is 
lencouraging to see that banks 
lare awakening to the adver- 
itising value of their state- 


jment folders. 


'GThe People’s National 
‘Bank of Waynesboro, Pa., 
|has the civic interests of that 
itown close at heart. It has 
ibeen distributing with its 
jregular statement folder a 
very attractive booklet en- 
titled ‘“Waynesboro, Penn- 
svlvania—A Town of Op- 
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Union National Bank 


A Firm's 
Banking Connections 
have more influence on its 
standing in the Community 
thaa would seem possible 
Have you the right 


connection? 


Capital and Surplus, $973,000 


Banking Fiblicity 


“The Neighborhood Bank” 


THIRD AND ARCH STREETS 





STATEMENT 


of November 17th, 1916 


RESOURCES 


Loans and Investments 

Due from Banks . 

Exchanges for the Clearing House 
Cash and Reserve 


$8,249,600 29 
1,601, 7 





LIABILITIES 





Capital . > * ° ° $500,000.00 
Surplus and Net Profits . . 473,888.98 
Circulation ie 455,197.5 
Deposits 


Bills Payable (Federa! Reserve Bank) 
$11,735,854.83 





The Union National Bank of Philadelphia Appreciates the Advertising Value of its Statement Folders. 
Every One Issued Graphically Illustrates some Particular Feature of the Bank’s Service 





portunity — A Progressive 
Municipality — a Pleasant 
Place to Live.” 


@The Security Trust and 
Savings Bank of Los An- 
geles has a real ideal of serv- 
ice and hospitality as is 
shown by the following let- 
ter recently sent to the 
bank’s correspondents. The 
fact that such an arrange- 


ment is mighty good pub-| 


licity for the bank is no 
reflection on the sincerity of 
its motive. The letter fol- 
lows: 


Anticipating that sooner or 
later some of your customers 
will be contemplating a visit to 
Los Angeles, I am taking this 
liberty to tender our good offices 
in facilitating that service 
which naturally you are anxious 
to render those who may consult 
you in regard to such a trip. 

We shall be most happy to 
furnish you with any desired 
information in regard to this 
section of the country and are 
in a position to make the best 
hotel reservations obtainable at 
any desired rate, which service 
we will gladly render. 

To complete this service I am 
enclosing identification cards, 
the use of which will obviate 
any possible inconvenience to 
the bearers in the matter of ob- 
taining funds while in this vi- 


cinity, | 
Assuring you of our pleasure | 
in serving any of your friends | 


or customers whether their stay 
with us be brief or extended, I 
am, etc., 


@ Among the most attractive 
cards of Christmas greeting 
sent out by banks this last 
Christmas were those of the 
following institutions: The 
Bank of Pittsburgh N. A.,, 
The International Trust 
Company of Denver, The 
First Bank and Trust Com- 
pany of Cairo, Ill., The 
Third National Bank of St. 
Louis, the Federal Title and 
Trust Company of Beaver 
Falls, Pa. The card of the 
Third National of St. Louis 
had a particularly cordial 
ring to it: “Out of banking 
relations some of the warm- 
est friendships grow. We 
are therefore thankful for 
this period of the year when 
we can put aside all thought 
of business and send out our 
Christmas Greetings with 
the genuine wish that the 
New Year may bring you 


continued success and happi-| 


9 
ness. 


@ The Cleveland Trust Com- 


pany is publishing a series | 


of pamphlets under the gen- 


leral title: “The Cleveland 


Trust Company Library of 
Banking.” Volume I 


called “What is Money?” It 
gives a brief explanation of 
the development of money 
and the various kinds of cur- 
rency employed in_ the 
United States. One of the 
big problems which a bank 
has to deal with in its rela- 
tions with the public is the 
latter’s ignorance and mis- 
conception of the primary 
functions of banking. Any 
campaign which tends to 
educate the public in these 
mysteries is not only a good 
thing for the bank which in- 
stitutes the campaign, but is 
also a very real service to 
the entire business of bank- 
ing. 

@The First National Bank 
of San Francisco has ampli- 
fied on the stereotyped ex- 
pression “Collections  In- 
vited,” by getting up a very 
attractive circular entitled 
“Collection Service.” It 
contains a great deal of use- 
ful information about the 
collection department of the 
bank and also throws out 
some helpful suggestions in 
regard to handling drafts, 
|bills of lading, notes, etc. 
|Q The “human interest” bank 
jadvertising which C. M. 


is|Davenport has been getting 
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out for the Citizens Trust 
and Savings Bank of Los 
Angeles has attracted so 
much interest among bank 
advertising men that the en- 
tire series has been repro- 
duced in booklet form and 
copyrighted by Mr. Daven- 
port. ‘The bank advertising 
man who wishes to keep in 
touch with the latest schemes 
for effective financial adver- 
tising will do well to send 
for a copy of this booklet. 


@‘The Advance,” published 
by the Corn Exchange Na- 


tional Bank of Philadelphia, 
is always up to the minute in 
its selection of editorial ma- 


terial. It is easy to sur- 
mise that this publication 
is eagerly read because 
every issue contains some 
article of genuine  inter- 
est and timeliness for the 


Philadelphia business man. 
For example, a recent issue 
contained an article entitled 
“The Importance of a Prop- 
er Cost System’’—not vague 
and theoretical, but specific 


Banking Fiblicity 


and practical, showing how 
costs should be calculated 
and their importance in mod- 
ern business. 


@Believing that cattle rais- 
ing developed along practical 
lines will bring permanent 
prosperity to the Northwest 
the First National Bank of 
St. Paul, Minn., has pub- 
lished an illustrated volume 
entitled “Cattle for the 
Northwest.” The book was 
written by Howard R. Smith 
of the live stock department 
of the bank and is designed 
primarily as an aid to the 
farmers of the Northwest 
who wish to engage more ex- 
tensively in the raising of 
cattle. 


@ Here is a good safe deposit 
advertising letter recently 
sent out by the Safe Deposit 
Department of the National 
Park Bank of New York: 


Recently a gentleman stated 
that he had received from us six 
good reasons why he should rent 
a safe deposit box in this vault, 











with this strong National Bank is a progres 
sive Trust Company, combining under one 
management a complete Banking and Trust 


service for the convenience and benefit of the 


Naticnal Bank 





The Chain Border Serves to Graphic. 
ally Express the Solidarity of these 
two Kindred (Richmond, Va.) 
Institutions 


and facetiously inquired if we 
had found the seventh. 

The six which had impressed 
him were: 

That the vault is of the most 
modern burglarproof construc- 
tion. 

That it is waterproof as well 
as fireproof. 

That it is the 
and lighted. 

That our accommodations are 
unsurpassed, yet our _ prices 
moderate. 

That we are in a most central 
and convenient location. 

That we have been in business 
forty-five years without a loss. 

The seventh, which we sup- 
plied, is—Privacy. Access is 
only through the banking room, 
therefore, no one on the street 


best ventilated 





























VOL ' 





TRAMP IS ‘GIVEN COAT 
WITH $350 IN LINING 
Redonda Beach, California— 
Mrs. Camp, « widow, saved up 
$350, profite derived from the sale 





of butter and eggs. She hid the 
money im the lining of her de- 
ceased husband's coat. During hee 


absence, her niece felt sorry for a 
tramp and gave him the coat. She 
should have placed her money in a 
bank 


THE BEST WAY 


“Pay by check,” said a well 
known business man to a friend. 
5 business-like and the 





Bank invites checking accounts. 
— —.—_—__——. 


HOW IT FIGURES OUT 


Interesting Facts About Saving 
Five or Ten Cents a Day 








A Nickel a day! What 8 trivial 
sum! Yet, saved and banked at4 


amount in ten years to $182.50 of 
principal a 4 of interest, mak- 
ing the neat little sum of 80. 


. 
& 


me a day. In 
ten years you will have accumu- 








lated three 1+ Seal six hundred 
fifty of them, and they in the 
meantions will have attracted in in- 
terest, eight hundred aid three 
dimes more, and we wil have to 
your — Vho coulda'’t 
save a dim a day, a nd who in the 
light of thene naan. worldn’t? 
Start a savi nt at the 
Farmers ts and Merch Roots Bank. 


US ABOUT OUR 
CHRISTMAS CLUB. 
———_——— 


CLIMBING 


“Never stop on a hill.” 

The right way to climb Is to 
start with a certain speed and 
maintain it. 

f you sn, pi olives much 
energy to sta 
ep on t= 

Don't withdraw year money and 

ae back. 

Keep — and yout | reach 

the top where you will command 6 

view of the opportunitios cwendhed 
fore you. 





Se 
ign OUR CHRISTMAS 
CLUB. 

— 


CLASSIFIED ADS 


WANTED—Young men and 
young women to start savings ac- 











Baek of] FARMERS & MERCHANTS BANK | 4: tne 
Service —NEWS—— Sevions 


counts. A ASI deposit will start an 
account at the Farmers and Mer- 
chants Bank 


LOST—By a young man who 
had lived up to all he earned—an 


ing business. 
saved a small part of his salary 
made it impossible for him to se- 
cure the necessary capital. 





FOUND—A good way to save 


deposit your savings regularly at a 
‘ood bank wel the Farmers and 
frerchan ts Ban 





JOIN OUR 
CHRISTMAS 
CLUB 


IT HELPS YOU SAVE 


Ask for one of our Home Safes 
Made to help people save. 
FREE to Savings Depositors. 
$1.00 starts an account. 


FARMERS AND 
MERCHANTS BANK 
Service.” 





“Bank of Good 

















Here's a Unique Bank 


Merchants of Stockton, Cal., 


House Organ Published by the Farmers and 


in the Local Paper. 


It is Inserted 


as a Regular Newspaper Advertisement but has many of the 
Features of a Small House Organ 
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| DENVER CLEARING HOUSE BANE 


| 





Ag NATIONAL BANK. 


ra ae 
Hevn, “Anet Costior an? Auditor; ; Orlaude 





j COLORADO. NATIONAL BANK. 
CAPITAL 8 504.000 
| SUK 000 


ei iarokt Reuaten, 
Bo 





| Costin: Tous we 
Folrclotn, Asst. " Cashier: 
‘ ter. 





a| UNITED STATES NATIONAL BARK. 
e e| Seertan 
RPLC 300.000 
j '* aA. Hover. Cosirmse of the” Board 
jones. President: Weary 
j | aS oe Binenia. “Canbter 
“4 s“eshler Alor. Andtivor, 








* 
Sire c 
Weekvech, B chat cesbiers * oT Atebions 
Avaistant Cashier. 











“How Denver Banks Are 
Advertising”’ 
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can know your business when 
you enter the building. 

Do any of these reasons ap- 
peal to you? 

We extend a cordial invitation 
to call and have us show YOU 
all these reasons, for we are sure 
that what you will see will be a 
revelation to you. 


| 


@In a series of newspaper | 


advertisements the First Na- 
tional Bank of Smithfield, 
Ohio, is running an illustrat- 


ed story of its new building. | 


In this series the latter is de- 
scribed and the reasons for 
its erection outlined. When 
a bank puts up a new build- 
ing it certainly has some- 
thing definite to talk about. 
The interest of the public is 
easily aroused and a cam- 
paign of publicity finds a 
more than usually receptive 
audience. The very fact 
that a bank finds it neces- 
sary to provide for itself 
new and larger quarters 
shows that business is ex- 
panding and it is well to call 
attention to this fact. 


@It is remarkable the way 
banks are constantly discov- 
ering new methods of service 
to their clients and continu- | 


One thousand and 
fourteen new accounts 
were opened at this 
bank last week. Sav- 
ing is no longer some- 
thing to apologize for. 
It is a public and 


for its safety, courtesy 
and y. 


convemence. 


legeland 
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Third and Arch Streets 


A Commercial Convenience 
in a Commercial Commanity 


RESOURCES 
Loans and Investments. . — 000,00 
Due from Banks 080,000.00 
Exchanges Clearing House 000,000.00 
Cash and Keserve....... 000,000.00 


SEs 


$0,000,000.00 


J. 8. McCULLOCH 
; President 
THEUDORE H. CONDERMAN 
Vice-President 
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This is the Permanent Advertising Layout Adopted by the Union 


National Bank of Philadelphia. 


The Lower Part is Mortised to 


Allow Change of Copy Whenever Desired 


ally justifying their high | 
place in the community. The | 
Fifth 
| York has announced that its 
‘income tax department is at 
the service of its depositors. 


Here all blank forms may 


the latest | 
regulations of the Treasury 
Department concerning the 
administration of the law. 


@The International Trust 
Company of Boston is a com- 


Avenue Bank of New|pany which on the accession 


of the present management 
adopted an entirely new pol- 
icy. This policy is frankly 
stated and its results shown 
in this “human interest” an- 
nouncement, published in the 
Boston papers: 


AN INTIMATE WORD 
PUBLIC 

Something less than three years 

ago the consolidation of the Inter- 


TO THE 
















Your own key, your own safe, a 
B nmneg room for the examination 
f papers and valuables, and 

ule protection against fire, theft 
and other risks—enjoy this safety and 
convenience by renting a Safety Deposit 
box now—here 
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Trust 
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Striking Layouts are Features of the Advertising of the Cleveland 


Trust Company. 


The Two Reproduced Akove are no. Exceptions. | 


led. 


| fulness 


national Trust Company and the 
Lincoln Trust Company was effect- 
At that time the deposits of 
International Trust Company 
less than seven million dol- 


the 
were 


| lars. 


The 
elected 
should 
banking 
more 


ctors then 
the institution 
occupy a larger place in 

circles, and become a 
important instrument of use- 
to the community. A 
broad general policy was agreed 
}upon on the following lines: 

1. The respect and confidence of 
all other banking institutions 
should first be deserved and then 
secured to the fullest degree. 

2. Every facility required by a 
varied and increasing clientele 
should be provided. 


° 


3. Intelligence, 


board of dir 


felt that 


efficiency and 
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ABANK OF 
STRENGTH» CHARACTER 


nda ne Co emcaee 


A Striking Cover for a Statement 


Folder. ‘‘Strength and Char- 
acter’’ are Successfully 
Depicted 


courtesy on the part of every mem- 
ber of the organization should be 
insisted upon, with absolutely no 
discrimination on account of race, 
color, creed or any other thing— 
except character. 

Complete co-operation by direc- 
tors, officers and assistants to carry 
into effect the foregoing policy has 
produced most satisfactory results. 

Our deposits now average over 
nineteen million dollars. 

Our safe deposit, transfer and 
trust departments are all showing 
a satisfactory gain, and we ar: 
through the best of connections, 
able to care for a constantly in- 


creasing domestic 


Banking Fiblicity 





and foreign ex- 
change business. 

The savings department, which 
was opened less than two years 
ago, already has over two million 
dollars on deposit. 

At this time we 
our appreciation 
which has been shown by bank 
officials and by customers and the 
public generally. 

We hope before January 1, 1917, 
to increase our deposits to twenty 
million dollars, and if you approve 
our methods ask your co-operation 


wish to express 
of the goodwill 


to that end. Boston is most for- 
tunate in its financial institutions | 
and in the character of the men 


prominent in their management. 
The International Trust Company 
can offer nothing more than is 
given by many of the best of these, 
but it hopes that a genuine desire 
to serve the public in a broad and 
liberal way may bring a continua- 
tion of the prosperity it already 
enjoys 

CHARLES G. BANCROFT, 

President. 


“ R. Reed Copp, formerly 
head of the advertising and 
publicity department of the 
Old Colony Trust Company, 
Boston, has recently taken a 
similar position with the Na- 


tional City Bank, New York, 


where he will be connected 
with the new business de- 
partment. E. H. Kittredge | 


will succeed Mr. Copp with 
the Old Colony Trust Com- 


|pany, with J. J. Greer as as- 


sistant. 


“Carroll Ragan has been | 
appointed publicity manager 
of the United States Mort- 
gage and Trust Company, 
New York, to succeed L. A. 


} 
| 



















HE BANK OF ENGLAND 1s well 
Laown as the most iaflecstial single 
banking institution in the world. 

Ie hes eccupied this position daring on 

exceedingly long period, having been 

chartered in 1694, or more than two 
centuries ago. However, other banks 
are larger in amount of deposits than 
the Book of Eagleal, whith diene 
£143,615,000 on a recent statement. 
While not as large as the Bank of 

England, this Bask pursues policies 

— under conditions existing in this 

are as conservative as 

chuaiaes in England, thus giving it a 

strength which is unassailable. 


Oe ee on 
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This Bank is Running a Series 
Entitled “Famous Banks of the 
World.” No. 2 in the Series 





Merebon, who has_ become 
secretary of the trust com- 
pany section of the Ameri- 
can Bankers Association. 
Mr. Ragan has had consid- 
erable experience in newspa- 
per and general publicity 
work. At one time he was 
one of the correspondents of 
the “Chicago Record-Her- 
ald.” 
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Co-operation With the Public 
By A. H. Lewis 


Of the Los Angeles Trust & Savings Bank 


O-OPERATION with 

the public will accom- 
plish more for a well-man- 
aged banking institution 
than any other line of at- 
tempt to obtain and build 
up large deposits. The per- 
interest taken in a 
depositor, be he large or 
small, is ofttimes much more 
appreciated by him, and 
productive of profitable re- 
sults, than the cold semi- 
annual interest credit of so 
many dollars and cents. A 
bank without depositors 
would be a rather peculiar 
proposition, almost like a 
man without friends, and it 
therefore follows if a bank 
has the desire for a large 
and lasting clientele it must 
every consistent 
manner a dignified yet per- 
sonal and helpful interest in 
the almost daily financial 
problems that perplex its 
friends. 

In these strenuous days. 
with the “daily bread” ex- 
penses seemingly reached 
only by the high angle guns 
of a generous income, hun- 
dreds of thousands of citi- 
zens in our great country 
are brought face to face 


sonal 


evince in 


with the necessity of some | 


method for meeting with the 
least burden possible the ex- 
penses for various annual 
needs. Among these there is 
none more important, affect- 
ing a larger number of de- 
pendent loved ones, than the 
life insurance premium. 
What a wonderful and satis- 





fying field for codperation 
| therefore exists between the 
great banking institutions 
and the equally great insur- 
ance companies of our nation 
to-day—codperation by the 
| banks in encouraging their 
|depositors to carry a suffi- 
|cient protection consistent 
with their income for their 
| families; codperation by the 
life insurance companies by 
|a constant drilling of their 
field men to encourage their 
| present and prospective pol- 
\icy holders to always have a 
systematic method of regu- 
‘larly laying aside in the sav- 
ings bank, entirely aside 
‘from all other funds, a sufli- 
cient sum to promptly meet 
their premium payments as 
they become due. 
Illustrating how a_ wise 
agent might have handled a 
prospective client for in- 
surance, a short time ago a 
man appeared at the new 
account teller’s window with 
$5, to open a savings ac- 
count, and announced that 
he was going to carry his 
own life insurance protec- 
tion, putting aside per week 
‘or month that sum of money. 
What a rosy view to take of 
life, all sunshine, long life, 
and never any shadows or 
clouds to dim or extinguish 
the balance on his passbook 
—maybe, but altogether un- 
likely. Presumably he had 
some imagined prejudice 





against life insurance com- 
panies, undoubtedly through 
ignorance, but if he could 
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have come in contact with a 
right-minded agent he could 
have been shown very easily, 
and probably convinced, 
where it was _ perfectly 
proper to have a savings ac- 
count, and one that would 
really protect him, by tak- 
ing a proper proportion of 
his savings and obtaining a 
reasonable protection, and 
one which the bank in which 
he was depositing his money 
would recognize as an addi- 
tional credit rating for him. 
In former days the life in- 
surance agent was looked 
upon almost as a pest, using 
any and all methods to get 
the business, and as much as 
he could load the person 
with, feeling that so long as 
he obtained his commission 
out of the first year’s pre- 
mium that was as far as his 
interest went, a_ practice 
which is not now knowingly 
tolerated by any respectable 
life insurance organization. 
Imagine a banking institu- 
tion adopting such tactics in 
handling its customers—ob- 
taining their deposits and 
then treating them with ut- 
ter indifference. It there- 
fore follows that both the 
insurance companies and the 
banks must bear the interests 
of their mutual clients in 
mind and endeavor to throw 
around them in every way 
possible protection for the 
man earning the wage and 
the little family if suddenly 
bereft of their support. 
One of the most prac- 
tical means to enable a bank 
to codperate with its custom- 
ers and the public in general 
along the lines suggested 
(Continued on page 3) 
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HE country _ banker 
bears to the people of 
almost the 
same relation as the country 
doctor, the lawyer and the 
minister. In all things per- 
taining to money and _ busi- 
ness he is, or should be, the 
confidential advisor of the 
people. They look up to 
him as one well qualified to 
hear their troubles and 
problems and to prescribe 
remedies and offer solutions. 
The measure of a country 
bank’s success depends 
largely upon the confidence 
of the people in their bank- 
er's judgment in such mat- 
ters. 

The Planters Bank of 
Farmville, Va., does not 
shirk this responsibility. Its 
cashier, Walker Scott, in a 
preface to a little pamphlet 
entitled “A Young Man’s 
Year,” so exactly expresses 
the attitude which a 
scientious and big-hearted 
should bear to his 
community that we believe 
that its repetition below will 
be of value: 


his community 


con- 


banker 


‘LT have written to many 
people—to mothers, fathers, 
boys and girls, business men 
and farmers, working men 
and working women, but sel- 
dom have | had anything to 
say to voung men. 

“Somehow I have always 
a reluctance 
to write anything for young 


felt a shyness 


men. I am a young man 
myself. I still remember 
how young men feel. I 


7A 
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keenly disliked sermons 
from my elders. I do not 
think young men care for 
sermons—especially sermons 
from bankers. As a young 
man I didn’t myself. 

“And yet I feel the time 
has now come when I must 
say something to the young 
men of Southside Virginia. 
Not in any sense of the word 
am I going to preach a ser- 
mon. 

“Rather I am going to 
give you an Illustrated Talk 
a Talk illustrated by living 
examples — examples of 
young men who are living 
right in your own country, 
perhaps in your own com- 
munity. 

“T have seen much of life 

much of its sunshine— 
something of its shadow. In 
my position here I come into 
contact with all sorts and 
conditions of men and from 
them I have learned many 
lessons; am learning daily. 
That is how all of us can 
advance in life, by learning 
lessons from others. None 


lof us know it all. Every 
jone we meet has some lesson 
ito teach  us—something 
worth our knowing. 

“And in the experience [ 
shall give you in this booklet 
you can find something that 
will benefit you—something 
worth while for you to 
|know—something that will 
save vou heartache in the 
future and enable you to 
avoid many mistakes in that 
future career which is now 
opening up before you. 

“IT am going to ask you 
young men of Southside Vir- 
ginia to read this booklet. I 
‘really want you to like it. I 
hope it will help you and I 
want vou to feel, my dear 
boys, whenever you have 
any problems in life to come 
and see me and talk them 
over with me. Perhaps I 


can help vou solve them and 
lift you over many a rough 
spot. 

l'o help every one in our 
power is the earnest, sincere 
endeavor of the bank I rep- 
resent.” 
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This Rare Lithograph by the CelebratedjPeter Maverick was Hand- 
somely Reproduced by the Metropolitan Trust Company of the 
City of New York, and Distributed Among its Clients as a 
Christmas Greeting. The Original Recently Sold at 
an Auction Sale for $3,950 
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Co-operation With The 
Public 


(Continued from page 1) 


above is now being used by 
the Los Angeles Trust and 
Savings Bank. This _ is 
known as the System Thrift 
Book, a most clever and 
practical plan devised by 
the author, and which has 
proved to be satisfactory in 
every way to both bank and | 
customer. This book is so 
arranged as to allow its be- | 
ing issued for a weekly pay- | 
ment of fifty weeks of either | 
25 cents, 50 cents, $1, $3 or | 
$5, and is intended to be 
used for the accumulation of 
funds for meeting life insur- 
ance premiums, Christmas 
expenses, taxes, vacation 
needs, etc. Funds so de-| 
posited are not withdraw- | 
able until the end of fifty 
weeks from date of initial 
deposit, and are entirely 
separate and without rela- 
tion to any other funds of 
the customer on deposit with 
the bank. At the end of the 
fifty weeks a cashier’s check | 
is mailed with a congratula- 
tory letter to the owner of 
the book, thus placing at his 
disposal the funds accumu- 
lated for the intended pur- 
pose. The arrangement of 
the system is such that regu- 
lar tellers receive the pay- 
ments on the books with 
rapidity, and the clerical 
work in connection with 
same is likewise reduced to 
the minimum. 

An immense number of 
policy holders pay their pre- 
miums quarterly or semi-an- 
nually, and when bankers 
are able to offer their cus- 
tomers a method similar to 
the above it means practic- 
ally a saving of eight to ten 
per cent. per annum for 
them by paying their pre- 
mium annually, well worth. 
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saving considering the usual 
‘term of years that a policy 
is carried. Not only is the 
difference saved to them, but 
the plan whereby they ac- 
complish such saving is such 
as to inspire confidence in 
their ability to also save 
systematically and easily for 
‘many other purposes. 

The coéperation field open 


3 


to bankers and life insur- 
ance men is an unlimited 
one, pleasant and profitable. 
The satisfied client who 
is a regular depositor with a 


-bank and the holder of a 


policy in a good life insur- 
ance company is a codperat- 
ing link that helps assure 
the success of both institu- 
tions. 


Small Capital is Not 
a Handicap 


If it is managed properly it may turn 
out to be a blessing in disguise. 


Many a retail merchant who has built up a suc- 
cessful business on a small capital knows that his 
success is due to the fact that he has been forced 
to buy for quick turn-over or fail. 


bought ten pairs of shoes at $3 a pair, selling them 
A Shoe Dealer at $4.50 a pair, costing him $30 and selling for $45. 
He turned his capital once at 336% Gross Profit on the selling price. 
bought a wheelbarrow for $3 and sold 
An Implement Dealer it for $450. Then he bought another, 
and sold it, and another, and so on until he had bought ten costing him $30 
and selling for $45. 
He turned his capital fen times at 33/5% on the selling price at each turn. 





The first merchant makes 334% on his investment and the other makes 
333%. The first man makes $15 on an investment of $30; the second makes 
$15 on an investment of $3. 


This circular is about “Turn-over.” The advertisement of the Business 
Building Bureau in the Globe-Democrat tomorrow will also be about turn- 
over. Do not fail to read it. 

What intensive farming is to the truck gardener and the small farmer, 
quick turn-overs are to the retail merchant More profits in the same space 
—more profits on the same capital. 

Intensive retailing we call it. Our Business Building Bureau has 
information on five distinct methods of increasing turn-over. Perhaps 
one or two of them are unfamiliar to you. 

One of the objects of the Business Building Bureau is to tell you what 
these five methods are, endeavor to show you how to put them in operation, 
and to give you any other business or financial information it may have in 
its files, without obligation of any kind and in absolute confidence. 


FILL OUT THE CARD NOW BEFORE YOU FORGET IT. 


WE WILL BE GLAD TO TALK TO YOU. 


Business Buitpinc Bureau 


ST. LOUIS UNION BANK 
Fourth and Locust 





The Business Building Bureau of the St. Louis Union Bank 
is Being Consistently and Continually Advertised 
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How Banks Are Advertising 


In these columns each 


month current publicity 


matter will be reviewed and criticized 


QThe architectural features 
of the Casco-Mercantile 
Trust Company of Portland, 
Maine, are effectively and 
pleasingly portrayed in a 
booklet recently distributed 
by that company among its 
clients. 


@QWhen little Eleanor Voll- 
man, aged three, came in to 
deposit her savings in the 
savings department of the 
Farmers and Merchants 
Bank of Stockton, Cal., Pub- 
licity Man D. S. Matthews 
was quick to see the adver- 
tising value of photograph- 
ing this human-interest oc- 


casion. Subsequently the 
photograph with suitable 


caption and story appeared 
in the local paper, making 
an interesting news item for 
the latter and an effective 
advertisement for the bank. 
@The last issue of ‘“Wood- 
land Bank Notes” is entitled 
“The Book of the Bank,” 
and contains the portraits of 
all of the officers and em- 
ployees, several interior 
views of the building, and a 
description of the bank’s 


@ The Union Trust Company 

lof Rochester has issued a 
booklet entitled ““A Money- 
‘message,’ which features the 
company’s “banking by 
imail” service showing “how 
|to deposit dollars by mail.” 
| 


‘QUnusually artistic 
\readable is the booklet pub- 
‘lished by the Guardian Sav- 


| 


lings & Trust Company of 


|Cleveland in commemoration 
|of its twenty-second anniver- 
sary and the occupancy of 
|its new home. All the va- 
rious architectural features 
of the new building and 
its equipment are pictured 
and every member of the 
bank’s organization — offi- 
cers, directors and employ- 
ees—is portrayed. The in- 
troduction of personalities 
into banking literature, while 
objected to by a few ultra- 
conservative banks, seems to 
be in line with the most pro- 
gressive ideas. The public 
in its relations with a bank 
deals entirely with individu 
als. To the bank’s customer 
the officer or employee with 
whom he transacts his busi- 
ness is the bank. So why 
not feature these individuals 


-11-:A'M- 11-715: A:M- 








and | 


rather than regard the bank 
as a non-personal institu- 
tion? 


@ The advantages of a check- 
ing account are effectively 
summarized in the following 
from a piece of literature 
sent out by the Fidelity 
State Bank of Chicago: 


If you have a checking account 
the bank does your bookkeeping 
free of charge and renders you a 
statement of your receipts and ex- 
penditures whenever you ask for it. 

Your cancelled checks are re- 
ceipts for the bills you have paid. 
You need never pay a bill twice if 
you pay by check. The check is 
positive proof that you paid the 
money. 

You cannot be robbed if you 
carry a check book instead of ac- 
tual money. You cannot lose your 
money by carelessness or fire if 
you keep it in the bank and pay 
by check. 

If you have a check book in 
your pocket you always have the 
“right change,” for you can make 
out a check for any odd amount. 

If you pay by check, people will 
see that you have a bank account 
and your credit will be greatly im- 
proved. 

If you have a checking account 
at the bank, you will be given spe- 
cial consideration should you wish 
to borrow money. 

Your money in the bank keeps 
the mills running, employs labor, 
and makes good and prosperous 
times for all. 

If you have a checking account 
you need not send money through 
the mails. You can send your 
check. If the check is lost your 
money is still safe in the bank. 

If a check is stolen or forged, 
you do not lose anything. The 
bank is liable for forged checks 
if it pays them. 

All check books, bank books, 
ete., are free, and it costs you ab- 
solutely nothing to nave a bank 
account, 

If you have a checking account 
at the bank, you will always feel 
free to ask your banker for advice 
or for a recommendation. He will 
be glad to furnish either. 

Nine-tenths of the business of 
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various departments and 
services. 
730-AM 9:330:-AM: 
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SEND YOUR_ 
PACIFIC CQAST 
COLLECTIONS 
TO———_ 


THE FIRST—> 
NATIONAL BANK 


or 
SAN FRANCISCO 
And Insure 

Personal Attention 














RECEIVING MAIL 


COLLECTORS LEAVING BANK PRESENTING DRAFTS ETC BACK IN TIME FOR CLEARING: DRAFTS IN PAYMENT ENCLOSED 


The Collection Service of the First National Bank of San Francisco is Visualized in the Folder Reproduced 


above. 
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Another Bank that has Gotten Out of the ‘‘ Collection Business Invited "’ Class 
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the world is done by checks. Why 
not do yours that way? 

The officers of this bank are at 
your service. They invite you to 
make this bank your business 
home. 


@The Wachovia Bank and 
Trust Company of Winston- 
Salem, N. C., conducted re- 
cently a very brisk and suc- 
cessful advertising campaign 
in connection with their 
Christmas Savings Club. It 
is claimed by a number of 
people who are well in- 
formed on such subjects, 
that, considering the terri- 
tory, the size of the city and 
the average wages paid, their 
Christmas Club has been one 
of the most successful in 
the United States In a city 
of 35,000 their club last year 
numbered over 5,000, one 
out of every seven people in 
the city carrying accounts. 
This year, due to the 
strength of the advertising 
campaigns, combined with 
other circumstances which 
operate in its favor, the 
membership is expected to 
reach 7,000. 


@A kodak and a Ford auto- 
mobile, combined with a de- 
sire to get acquainted and 
render a suitable banking 
service, increased the de- 
posits of a North Dakota 
bank fifty-five per cent. in 
one year. J.C. Peters, Mo- 
hall, N. D., told about it 
in a recent issue of the 
“Northwestern Banker.” He 
wrote: 


“We believe we got the 
best results from personal 
visits, and through personal 
letters. The writer makes it 
a point during the summer 
months to go out in a Ford 
and make personal visits, 
but refrain as much from 
talking shop as possible. I 


also take photographs of the | 


farms which I visit and give 


Banking Ftiblicity 


each farmer three pictures. 
This gives me an excuse for 
going out to see him, and 
come back again, and inci- 
dentally, of course, I drop a 
few thoughts that may get 
me his account a little later. 
By the way, we increased 
our deposits about fifty-five 
per cent. during the past 
twelve months, and I can 
point to a great many new 
depositors who had never 
come into this bank before, 
and who I know came be- 
cause I went out to see them 
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and invited them through my 
personal letters.” 

Mr. Peters took charge of 
the bank a year before he 
wrote the article, a_ total 
stranger in the community. 
To hold the business after 
he gets it, he makes it a 
point not to charge for some 
of the little services for 
which many smaller banks do 
make charges. He acknowl- 


edges papers, etc., free and 
believes this has had a tend- 
ency to bring new accounts 
and to hold old ones. 





trail for you. 


if 


Fog 


The most successful in- 
vestors have made the 


tells how you can follow 
their example in the in- 
vestment of your savings. 
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This Chicago Bank Does a Lot of 


pleasing countenance. 
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the Front Cover of a Recent Folder. 
One is anxious to know more 








Direct-by-mail Advertising. Here is 
A Cover like this is like a 


about its owner 
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Neamier One of @ Serves 


The Bank and the Public 


“Banks are merely instruments for the service of 
rae ——— 
but to 


These are McDougall, Preadent of tbe 
tory Bark -f Bufaln Bu@ale, New York 


A ore ewccning stctemont might be 
made. A satenal bank is 

ts, ¢ public utility Ithas a duty to 
Telhll to the whole community 








The Bank and the Public 


DIVIDENDS TO THE GOVERNMENT 


Nearly one million four hundred thousand doll: 
in taxes have been paid by this bank since its or gam 
jon, 





Thus bank owes large debt to the 
} nape In —<— pays var 
yevenues into the treasuries of 
the Unit States, te. State of Mum 
esol. County of Hennepin, 
the City of Mi inneapolis 











Taxes paid by ths bank since its organization in 
1658 ase equa! in omount to A8 por ooh of dha atal 
eum paid out in dividends to stockholders during 
the same penod 


Northwestern National Bank 


Capital Surplus aad Profs 8.563.000 
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The Bank andthe Public 


DIVIDENDS TO EMPLOYES 





T toover ralf 
billion dollars were handled by th bank w 1915 





Salaries paid to employes im 1918 

jed to nearly three-fourths the 

nh paid to sts stock: 
te 








Northwestern National Bank 
$48 ox 00 
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“The Bank and the Public,” the Beginning of a 
Minneapolis. 


Q“Dying Without a Will” is 
the title of a pamphlet is- 
sued by the Philadelphia 
Trust Company. It contains 
a digest of the Intestate 
Laws of Pennsylvania show- 
ing how property is disposed 
of if a person dies without 
leaving a will. In conclu- 
sion the services of the trust 
company are offered in the 
following words: 

That the Intestate Laws of 
Pennsylvania make a fair distribu- 
tion of property is unquestioned, 
but many persons themselves pre 
fer to decide who shall inherit the 
assets which they have labored to 
accumulate, and by so doing avoid 
confusion and expense. 

The Officers of our Trust De- 
partment draw Wills without 
charge, and are at all times ready 
to serve such as may wish advice 
in matters connected with Wills 
and the administration of Estates. 

It is the policy of the Company 

to retain as counsel for estates 
those attorneys through whose in- 
strumentality the Comnany is 
named. 
@Here’s a good trust com- 
pany talking point repro- 
duced from “Savings Union 
Service,” the monthly house 
organ of the Savings Union 
Bank and Trust Company of 
San Francisco, Cal. Cut it 
out and paste it in your ad- 
vertising scrap book: 

A professional man 
mapped out his life for re- 
tirement at the age of sixty, 
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Series by the Northwestern National Bank of 


Creating Good Will is the Aim of the Campaign 


and as he had planned, en- 
trusted his accumulations to 
a Trust Company and re- 
tired to a life of leisure and 
recreation. 

His friends _ protested 
“Why not use your money in 
some activities from which 
you will derive a greater in- 
come than from the conser- 
vative investments to which 
a Trust Company is restrict- 
ed?” 

He replied, “I know too 
much of the human brain to 
trust it with my _ future. 
Every seven years the cells 
of the human brain change. 
That is why some men sud- 
den!y go wrong, or do some 
unaccountable or unexpected 
thing. I want my money 
with a soulless corporation, | 
where it will be handled 





‘upon system, not according 
to the vagaries of any one 
mind.” 


@The country banker who 
doesn’t believe in the con- 
structive power of advertis- 
ing will be interested in 
these words of Frank M. 
Culver, treasurer of the La- 
moille County Savings Bank 
and Trust Company of Hyde 
Park, Vermont: 


“This bank has been a constant 
advertiser in Vermont papers dur- 
ing the past ten years, and our 
advertising has been more than 
local: it has been state-wide. 

“We have taken the public into 
confidence in relation to the man- 
agement of our bank affairs, more 
freely than is customary with most 
banking institutions. 

“That the people appreciate this 
confidence is shown by the fact 
|that in times of financial stress 
|they always go to the Lamoille 
|}County Savings Bank and Trust 
Company with their money as a 
place of safety until better times 
es. come. 


A 
DEPOSITOR. 
CONFIDENCE To 
MEET ANY 
CHANGE 


IN FUNDAMENTAL 
CONDITIONS 


Another Striking Design used in a Folder by the Union National 


Bank. Sketch and Design by a 


Special Artist. Composition by 


Louis N. Spielberger, Vice-President and Cashier 
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assets of the La- 
moille County Savings Bank and 
Trust Company are over $3,000,- 
000 and the savings deposits are 
more than $2,800,000, and this, it 
must be admitted, is quite a large 
showing for a bank in a town of 
five hundred inhabitants, 

“We believe that the work of 
encouraging people to be custom- 
ers of our bank has cultivated 
thrift and progress—the effect of 
which is felt throughout the entire 
State of Vermont. 

“The success of 
County Savings Bank and Trust 
Company comes from developing 
new accounts more than it has 
come from attracting accounts 
from other banks.” 


@The Second National Bank 
of Paterson, N. J., by 
operating with the iocal 


“The present 


the Lamoille 


co- 


High School has concenirat- 


ed public interest in the sub- 
ject of thrift and secured the 
interest of pupils and par- 
ents, as well as the general 
public. An exhibition was 
given in the banking rooms 
at which sixty colored post- 
ers on the subject of thrift 
were displayed for one week. 
These were selected from a 
contest in which over two 
hundred High School stu- 
dents were entered. Prizes 
were awarded for the three 
best posters as decided by a 
committee of well-qualified 
judges. By sponsoring such 
a campaign the Second Na- 
tional was not only further 
ing its own interests, but wa¢ 


doing a public service as 


well, 
©The Farmers and Mer- 
chants Bank of Stockton, 








The 


Business Building Service 








pertal effort to accommodate 

ut Service to the individual needs of each 

depe sitor 
We will appresiate your account 


THE CITIZENS NATIONAL BANK 


Raleigh, N. C. 























The Citizens National of Raleigh 
\cvertises a ‘‘ Business Build- 
ing Service”’ 


Banking Riblicity 


An Attention-Compelling Booklet 
Cover by the Cleveland Trust 
Company 


Cal., recently conducted a 
successful campaign to focus 
interest on its savings de- 
partment. D. S. Matthews, 


the publicity man of the 
bank, made arrangements 


with the local paper where- 
by he solicited the advertise- 
ments of most of the repre- 
sentative merchants in Stock- 
ton. These were grouped ina 
page display, headed by the 


caption, “Find the Mis 
spelled words — $13 _— in 
awards.” The bank made 
the further announcement | 
that in each one of the ad- 
vertisements printed below 
there was one misspelled 


and that the contestant that 
was first to discover the er- 
ror and bring the ad into the 
store advertised would re- 
ceive as a reward a one-dol- 
lar savings account with the 
Farmers and Merchants 
Bank. In this way the 
bank was able to get a grcat 
deal of valuable publicity 
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without its costing a cent ex- 
cept for the effort involved 
in getting the merchants to 
advertise. Even the dollar 
for the savings accounts was 
paid by the store in each 
case. This is only one ex- 
ample of the way the brainy 
bank advertising man can 
win business for his institu- 
tion without spending an ex- 
orbitant appropriation. 


@The Macon National Bank 
of Macon, Ga., has shown a 
deposit increase during the 
past year of nearly $750,- 
000, much of which gain is 
attributed to the progressive 
advertising policy which it 
has pursued. 


& 


MORE MEMBERS FOR 
ADVERTISING ASSO- 
CIATION 
The Financial Advertisers 
Association, in accordance 
with the policy decided upon 


at the last convention, is 
carrying on a vigorous cam- 
paign for new members 


which is pulling gratifying 
results. A_ recent circular 
which distributed 
among the banks contained 


was 





ASigng Progress 


The Union National Rank of Cleve- 
land Features its New Building 
in all its Current Advertising 
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pay me 


vw Old National Bank 


Two More Car Cards by the Old National Bank of Spokane which is 
a Firm Believer in this Form of Publicity 


reproduction of nine en 
dorsements of the associa- 
tion by the presidents of big 
financial institutions. 

In this connection it is 
well to recall the standards 
of practice adopted by the 
association which are as fol 
lows: 

First—To encourage clean ane 
efficient advertising. 

Second—To discourage the pub 
lication by newspapers and period 
icals of financial advertising that 
does not measure up to the highest 
standards. 

Third—To develop among finan 
cial institutions mutual points ot 
contact which will tend to improve 
their advertising so that this bet 
terment will become 
and nation-wide. 

Fourth—To encourage by adver 
tising the investment = through 
reputable financial 
the surplus moneys of the Ameri 
can people. 

Fifth—To discourage unreliable 
and unsafe investments. 

Sixth—To make financial insti 
tutions realize the value of adver 
tising, and, by co-operation, deter 
mine the most effective means of 
building business, through adver 
tising, in the various departments 
of a modern financial institution 
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NOTES 


E. G. 
ger of the publicity and new 
business department of the 
Security Trust and Savings 
Bank, will shortly become 
associated with the Guaranty 
Trust Company of New 
York as an assistant to Vice- 
President Stetson in the 
banks and bankers division 
of the company. 
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McWilliam, mana- 


y 


permanent | 


institutions of 


HOUSE ORGANS 


HERE are two classes 
of bank house organs 


| in existence today—the in- 
| ternal house organ and the 
}external. The former circu- 
| lates within the bank among 
| the officers and employees. 
|cultivating a spirit of co- 
| Operation and loyalty; the 
|latter circulates among the 
clients and prospective 
| clients of the bank with the 
(object of making better 
| known the services which the 
bank has to offer and of pro- 
moting and retaining good 
will. 

Perhaps the best example 
of the internal house organ 
is the Mettco Meteor, pub- 
lished “‘in the interests of its 


employees” by the Metro- 
politan Trust Company of 
the City of New York. 
There is not a dull page in 
any of its issues which are 
edited by the publicity de- 
partment under the direction 
of Norman Mason. This 
paper has been very success- 
ful in making the employees 
of this bank feel that they 
are all working together in 
a spirit of good will to pro- 
mote the best interests of 
their institution. 

As an example of the ex- 


ternal house organ there 
could be none better than 
“The Advance,” published 


by the Corn Exchange Na- 
tional Bank of Philadelphia. 
This publication docs not 
confine itself to talking 
about the institution it rep- 
resents, but also deals with 
current Philadelphia 
ness affairs. It 
subjects of timely interest 
to its readers and it can 
easily be imagined that its 
monthly publication is wel- 
comed by all the clients of 
the bank. 


busi- 


discusses 





The First National Bank of Syracuse, N. Y., Co-operates with Local 
Manufacturers by Giving Over the Banking Lobby Occasionally 
for a Display of Their Products. Here is a Display of Walker 
Dishwashers Recently Exhibited 
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Second, a settled policy 


How a New Trust Company Gained |, en en a htt 


10,000 Savings Depositors During 
Its First Year 


T HIS is not a story of a 

large campaign by one 
of the great financial institu- 
tions, but it does give the 


plain facts of how one of the | calculated. There had been a | 
smaller trust companies put} consolidation of two trust 


on its books over eight hun- 
dred thousand dollars in sav- 
ings deposits in its first year 
and secured 10,000 deposi- 
tors for the savings depart- 
ment. 

It is a tale of new meth- 
ods of bank service, based on 
safety, efficient and courte- 
ous service and human inter- 
est copy. 

When in October, 1914, 
this particular company 
opened its doors for business, 
it might have appeared to 
some timid persons that there 
was little opportunity for a 
new bank in a field already 
wellsupplied. The significant 
fact, however, that stockhold- 
ers received a three per cent. 
dividend the first year is 
convincing proof of the 


soundness of the incorpora- | 


tors’ belief that there was a 
place for a new bank that 
would put into effect a newer 
and better way of computing 
interest—that is “from the 
date of deposit.” Provided 
always that, through adver- 
tising, the public was in- 
formed of the fact that the 
new way tended to the de- 
positor’s individual profit. 


bank’s first year makes a 
new mark in the record of 


| getter. 


| 
| 


‘terest from day of deposit | 
And the results of the new | —this being the only bank told. And 





| pleasanter place to do busi- 
ness with by efficient, inter- 


‘ested, courteous personal 
; ia : | service. 
{printer’s ink as a business | . 
| Third, all newspaper 


copy was written from the 
standpoint of human inter- 
est. 

Nor was it assumed that 


companies, one of which had | the public knew all about 


been the first to pay four per interest rates, and wherein 
; é Pe |““four per cent. from date 
cent. interest on savings de- a a 0 differed from 
f a a " 
posits. After the consolida- rns st a ai. alae 
tion the interest was reduced | i ly i Tl os diff 
to three per cent., and old|@™2™™Y pale. gee cocoa 
weed . |ence was told, over and over 
customers withdrew their ac- | . ‘ ie © 
counts in a huff. The adver- | 28% ™™ Simpre ‘anguage 


| tising of the new trust com- | and in terms fer removed 
8 | from technical financial talk. 


| pany; WElen aot cony gue |Depositors learned that 
jised four per cent., but) jer the new plan their 


|agreed to compute interest | : 
2 : |money began to draw inter- 
'from date of deposit, was 4 


timely and attracted atten-| est the very instant it passed 
| tion through the teller’s window, 
| . 


; : whereas, according to the 
| Confidence in the directors ? g 


‘old way, funds deposited 
of the new bank was a strong . 

‘ ae after, say the fifth of the 
'factor in the advertising. 1 


month, lay idle until the 
The people knew them, knew | , < . 
first of the following month. 
that they had been success- . 
ak tin Silo eee alien aad Depositors were made to see 
ro ee ee eed | that they gained a good deal 


[when Chey sttaches thee |of interest by the new way. 


names to advertising copy in | The als Gilad the tee 


which they pledged them- | guage of the man and woman 


| selves to give to the conduct | é 

of their aimaed business =e come te the eer} er 

ite atten eau mite deposit their hard-earned 
> | The idea was to write 


|ing and conscientious effort | cash. that ld talk 
(they had used in making preid ht “9 tl ee le . 

| their own enterprises a suc- ‘ane oo ny b. k 
|eess, their word was ac- a ae 
| cepted. advertised —and lived — 
| The advertising featured | lee to talk 

| three essential points: ' » Fyaedineangie Tagg ogni 
: _ |ice unless we give it,” the 
| First, four per cent. iM! employees were constantly 
every person 
: : connected with the institu- 
in the town to figure interest | tion was constituted a com- 
| that way. (Continued on page 3) 
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The moment for launching | 
|the new enterprise was well | 
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Banking Publicity 
Monthly Publicity Section 
THE BANKERS MAGAZINE 
253 Broadway, New York 


MARCH 1917 


VERY month sees an 
addition to the list of 
banks that have found it 
profitable and worth while 
to publish regular bulletins 
designed to give information 
and helpful suggestions to 
all members of their organi- 
zation. These publications 
help to coérdinate the work 
of all departments; to keep 
every member of the bank’s 
staff informed as to devel- 
opments within the bank; to 
foster a spirit of coépera- 
tion; to make every em- 
ployee a booster for the 
bank and thus an ex-officio 
member of the new business 
department. 

The aims of such a pub- 
lication are well set forth 
in the first number of the 
“Old Colony News Letter,” 
published by the Old Colony 
Trust Company of Boston. 
We quote from it as follows: 

“In presenting the first 
edition of the ‘Old Colony 
News Letter’ to the officers 
and employees of the Old 
Colony Trust Company, a 
few remarks amplifying its 
purpose as outlined above 
may not be out of place. 

“The ‘News Letter’ is to 
be distributed among the 
members of our organiza- 
tion: 

(1) To help bring about 
a clearer understanding of 
the relation of each individ- 
ual to it. 

(2) To instruct all as to 
the work of different de- 
partments and the relation} 
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of each department to the 
others and the whole. 

(3) To suggest ways and 
means of increasing per- 


'sonal efficiency and produc- 


tivity. 
(4) To develop a spirit 


‘of service, a willingness to 


codperate, and a feeling that 


we are all strongly united in | 


our efforts to put our com- 
pany in the front rank and 
keep it there. 

“Very naturally, the 
‘News Letter’ will become 


the voice of the management | 


department, and a distribu- 
tor of official notices. It 
seeks, however, to accom- 
plish more than this. It 
desires to become the an- 
swering voice of its readers, 
to reflect their ideas and 
pass them around. 

“It is expected that the 
‘News Letter’ will be issued 
monthly in the size and 
manner of this copy. Any 
suggestion as to how its 
form and substance may be 
improved before it appears 
again will be appreciated by 
the editors. 

“Signed suggestions may 
be sent to the publicity de- 
partment by the hourly de- 
livery system, or may be 
made in person between 4 
and 5 p. m. on any business 
day except Saturday.” 

The Cleveland Trust 
Company publishes a similar 
bulletin, appropriately en- 
titled “You.” The advertis- 
ing department makes good 
use of it as a means of se- 
curing interest in their new 
campaigns and stimulating 
inside suggestion as to ad- 
vertising plans. We quote 
the following from the Jan- 
uary number: 

“No matter what newspa- 
per you read, you should 
keep yourself informed on 


| & M. Journal.” 


| Cleveland Trust Company 
_advertising. Aside from the 
many foreign language pub- 
lications on our schedule, 
you will find our advertise- 
ments in the four big dailies 
|as follows: 
“Plain Dealer,” Tuesdays 
and Thursdays. 
“Press,” Mondays and 
| Thursdays. 

“Leader,” Mondays and 
Wednesdays. 
“News,” 

| Fridays. 
“This week we are start- 
|ing with a new series. Look 
at number one and let us 
know what you think of it. 
We want your frank, con- 
structive comments on the 
work. Write a note or tele- 
phone to the advertising de- 
partment, Main Office, 
whenever you get a thought 
for the improvement or ex- 
tension of our publicity.” 
Most of these bulletins 
|are published by the new 
business department — and 
quite logically. It is the 
duty of this department to 
build business, and surely 
there is no surer way to 
| build up the business of any 
organization than by creat- 
ing a spirit of working to- 
gether within the bank. 
Every employee from mes- 
senger to president is a po- 
tential salesman for the 
bank and a properly edited 
bulletin will help to mobil- 
ize its selling forces in a 
thoroughly effective manner. 


& 


Tuesdays and 


Employees of the Me- 
chanics and Metals National 
Bank of New York have is- 
sued the first number of a 
publication, called “The M. 
Frederick 
W. Gehle is its editor. 











m: 
ou 
tit 
efi 
de 


th 
th 
of 
wl 
co! 


tre 
sal 








pany 
m the 
pub- 
-dule, 
rtise- 
ailies 


sdays 
and 
and 
and 


start- 
Look 
ot us 
of it. 
con- 
1 the 
tele- 
x de- 
)ffice, 
yught 
r ex- 


” 


etins 
new 
- and 

the 
nt to 
urely 
y to 
any 
reat- 
x to- 
yank, 
mes- 
| po- 
the 
lited 
obil- 
in a 
iner. 


Me- 
onal 
e is- 
of a 
> M. 
rick 











How a New Trust Com- 
pany Gained 10,000 
Savings Depositors 

(Contnued from page 1) 
mittee of one to be courte- 
ous, first, last and all the 
time. There was a special 
effort made to make women 
depositors feel at home. 

The impression made by 
the copy is best shown by 
the observation of the head 


| advertising manager. “The 
|other banks are educating 
| the people to save—let’s tell 

them why our bank is the 
| best place to bring their ac- 
| counts.” 

This suggestion was 
| adopted, and the housewife 
|on opening her paper read 
that she could have that 
longed-for home much quick- 


|er if she would only deposit | 


| her savings in the bank that 


of a large business concern, | paid interest “from date of 


who brought his savings ac- 
count to the company. 

“The reason I was at- 
tracted by your ads,” he 
said, “is because they leave 
a pleasant taste in the 
mouth, if I may be allowed 
to put it in that crude way. 


I get tired reading, day | 


after day, about the oldest 


bank in town and the big- | 


gest capital. Of course we 


want strength and reliabil- | 
ity in a bank, but we want | 


something else, too. Your 


pleasant to say, or perhaps | 


| deposit.” 


Or a girl working in shop | 


or factory had the sugges- 


/tion put into her mind that) 


her vacation trip would be 


assured if she put a few dol- | 


lars to work at “four per 
|cent. from day of deposit.” 

The policy was to dangle 
| before the depositor the 
joys of spending his sav- 
|ings—when a sufficient sum 
had been saved—rather than 





picturing to him the hard-| 


| ships of saving. 
copy always has something | 


a bit of bank news, and it| 
assures us we will receive | 


courteous treatment. Now, 
it is human nature to want 
to try it out—to see for 
one’s self if the folk down 


at the bank really live up to | 
to wait to be approached by | 
visitors seeking information, | there was a feeling that it 


their ads. 
“T admit that I came in 
the first time to see how I 


would be treated. I am hap- | 


py to say that my reception 


only served to intensify the) 


pleasant impression made 
by the advertisements.” 

At the time the copy 
started all of the other trust 
companies were conducting 
individual educational cam- 
paigns in thrift. 

“We won’t join in educat- 
ing the public as to the ad- 
vantages of savings ac- 
counts, nor will we run 


thrift copy,” suggested the 





Another innovation that 
assisted materially in creat- 
ing good will was the in- 
stallation of a sort of super- 


_ Banking Publicity - 3 


Right there was where the 
advertising and information 
desk linked up. The fact was 
‘constantly played up that 
there was a special depart- 
ment for women with read- 
ing, writing and rest rooms 
at their service, and it was 
impressed that the young 
woman employee was there 
to render them any possible 
assistance. She introduced 
them, helped them open ac- 
counts, initiated them into 
the mysteries of banking, so 
that there was no need of 
displaying one’s unfamiliar- 
ity with banking methods to 
a mere man at a little win- 
dow. 

The vital fact concerning 
|the newspaper campaign is 
| that the ads that “put over” 
|the new company were all 
'small space. 
But their 
| counted. 

Two weeks previous to the 
'date set for the opening, 
| modest space was used in all 
of the local papers. The 
week before, photographs of 
‘the handsome new home 


regularity 


information clerk. This em-| were printed, in the news 


ployee, by her tact and ini- | columns, without cost. 


The 


. . . . | . 
tiative, succeeded in making|names and personality of 
customers feel at home. It the directors also figured, so 


was not the policy for her 


but she had a desk in the 
lobby, up close to the door, 
and no person entering es- | 
caped her notice. Every | 
visitor was greeted with a 
smile and a courteous offer | 
of assistance, either to help) 
find the right department, to | 
assist in opening new ac: | 
counts or simply to show) 
callers through the bank. 

In relation to the women 
depositors, this clerk’s work 
stood out strongly. Women 
sometimes feel a bit timid 
about breaking the ice. 





that by the time the com- 
pany was ready for business 
was “home folks” and a 
home institution. 

The newspapers gave con- 
siderable to the news fea- 
tures of the opening as they 
developed. The day before 
the bank was ready for busi- 
ness there were half-pages 
in the three papers, with 
this announcement: 

“We shall hope to be 
known in —————————- as 
the big, strong trust com- 
pany that renders capable 
courteous service and pays 
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four per cent. on savings| for the doors to open, and| ideals and qualities need 
accounts from the day of de-| they brought their savings | tactful handling on the part 
posit. with them that first day.|of the advertiser or he will 
“This new and better way Steadily the line poured | only antagonize those whom 
of figuring interest is of par- through the door—and they |he would convince. We, 
ticular value to the depositor have been coming ever since.| none of us, like to be re- 
because it enables him to  ‘“Printer’s ink and the four) minded of the time when we 
easily figure the interest if| per cent. from day of de-| will be no longer among the 
the depositor desires.” posit” slogan had done their | living and those who seek to 
The crowd was waiting, work well. ‘bring this gloomy picture to 
_|our minds are not likely to 

| gain in popularity. The life 

insurance solicitor is up 


How Banks Are Advertising [against the same propos 


. .. | tion; like the undertaker, he 
In these columns each month current publicity | j, useful but not popular. 


matter will be reviewed and criticized | To get around this natural 
oka oo ; | prejudice, will advertising 
@The Chattanooga Savings|while your health is good | itis be strong in its appeal 


Bank of Chattanooga, Tenn.,| and faculties unimpaired. |t 9 duty—rather than to 
has published in attractive} 2. That it be drawn by a pleasure, or to material gain, 
form that old, but always | competent attorney. | The prospect must be shown 


welcome literary gem, “The| 3. And that an executor | gy¢¢ why he should draw a 
Last Will and Testament of | be named capable of admin-| wi}), and second, whom he 
one Charles Lounsbury.” | istering your estate efficient- | snoyld appoint executor, and 
The last page of this pam-| ly, economically, exactly as| why. And behind it all 
phlet turns it into an effec-| directed, without prejudice | should be the argument that 
tive advertisement for its|or partiality, safe beyond | ony in this way can the best 
trust department by offering| question, and that is sure to! jnterests of his heirs be 
the services of its attorney | live long enough to complete | served. 
for the drawing up of wills} the administration. | The use of the will of 
and making the following; The appeal of a-will ad- | “Charles Lounsbury” as an 
important suggestions to be| yertisement should be to a | advertisement was well con- 
kept in mind with regard to| man’s sense of the obligation | ceived. It is interesting, 
a will: |he owes to those who will| unusual and based upon high 
1. That it be written now’ live after him. Such abstract | ideals. It unconsciously sets 
|the reader to thinking in a 
not unpleasant way of his 
(own life and what it will 
|mean to his family and as- 
|sociates after he is gone. 
| What sort of a legacy will he 
|be leaving them? In this 
state of mind he turns to the 
|last page and reads of the 
facilities of the bank as an 
executor for his estate. Is 
it not quite probable that the 
next time he passes the bank 
he will step in and investi- 
| gate? 
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‘was lifted from the pocket of auch aaT he Javentstlind. Minchanke: 
» oon boy ug Manarlrotkiucks 
ons Sse che Stats | eae Ain, om ale parks of th, welt 


trip to Bacramento . 

Mr. Qunn reported bis loss to Lh Sa Mettount 
Chief of Police Simpson, who is — —_————— 
giving what sesistance be can. We 

" uni niess, fg Vo mw Sainiegs 
the man's Nebraska home and suc- Jas Fanensyo and Meckanty Sank. 
Jed to obtaining funds for him. = a fe ye —_—_— 


Mr. Gunn first missed bis money +The Bor&K F ont Secor” 





















* |@The Park Trust Company 
* |of Worcester, Mass., has is- 
‘sued an attractive safe de- 
posit booklet. “If you didn’t 





This advertisement is striking—but doesn’t it sacrifice clearness for 
strength? The general effect on the reader is rather more to confuse 
than to convince, and the name of the bank is almost illegible. 
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need one of these,” it says 
on the cover (showing a safe 
deposit box) “this city 
wouldn’t need any of these,” 


(showing a policeman and 
| 


fireman). 


A bank’s safe 


offer the public. 
it is surprising to find how 


many bank depositors there | 
are who don’t even know | 
that their bank has a safe | 


deposit department. 


@A bank that has been in | 
existence for over one hun- | 
usually has/| 


dred years 
something worth while to 


talk about in the way of his-| 


torical background. The 
First National Bank of 
Cumberland, Md., was char- 
tered in 1811 and has a his- 
tory to be proud of. The 
atmosphere of age and ex- 
perience is very well por- 
trayed in an_ illustrated 
pamphlet recently issued by 
this bank. Some of the old 
banking houses are illustrat- 
ed, several old bank notes 
are reproduced and the text 
is readable and to the point. 
“A Progressive Safeguard 
of the Public Welfare” is 

















A os 
defmitioa “ ....for the benefit | 
of ofanother ..." 
“TRUST” : 
“c=” Trust funds, “for the benefit of 
the Besetiyn Trast, Company. 
Brooklyn carefully organized depert 
Trust pg By 4 
Company | | handling of trust funds, is the 
| result of fifty years eccumuilated 
| experience. ‘The confiding of 
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deposit | 
service can be sold through | 
the mail more readily than | 
anything else that it has to | 
And yet) 
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Commercial Trust Company 
City Hall Square 
Philadelphia 








‘Themes De Wiet Cupter 
die Maeve © Rtmeewen' 
—" Samual A Crase 
Panne med Henry C. Gilman 





We reproduce above the cover pages of a statement folder by the Com- 
mercial Trust Company of Philadelphia. 


The two artistic sketches 


lend a tone and atmosphere that the usual statement folder fails to 


convey. 





the slogan adopted and re- 
| produced on the cover. 


@An anniversary presents 
'to any bank of standing in 
‘the community a splendid 
‘opportunity for stimulating 
| public interest and receiving 
| publicity of a valuable na- 
‘ture. The Old National 
'Bank of Spokane recently 
‘celebrated its twenty-fifth 


with a banquet to its em-| 
_|ployees past and present. 


|The occasion attracted wide 
‘interest and the “Spokes- 
|man-Review” 
| page to a historical sketch 
‘of the “amazing growth of 
the pioneer institution.” 
The bank that allows a 
twenty-fifth or a fiftieth an- 
|niversary to go by without 


|commemoration of some sort | 


| misses a rare opportunity. 


| QThe Citizens National 
| Bank of Waynesboro, Pa., 
‘has celebrated the comple- 


devoted a/! 


among its friends an attrac- 
tive pamphlet illustrating 
the new banking quarters 
and describing the history 
and facilities of the bank. 
Our only criticism is the use 
on the cover of this pam- 
phlet of the trite and some- 





|what _ time-worn slogan, 
“Make this bank your 
| bank.” 





@Anything that will help 
to-day’s housewife to save 
her pennies and to keep ac- 
count of those she cannot 
save, is sure of a welcome 
in these days of the h. ec. of 1. 

“Woodland Bank Notes” 
for January-February is an 
“account book number,” be- 
ing a simple expense account 
book for the thrifty house- 
keeper. Nothing new in 
that, you will say. But this 
book is different from any- 
thing yet on the market. It 
provides for a daily cash 


The Brooklyn Trust Company has | tion of fifteen years of bank- | balance which enables the 


begun a numbered series of ads. with 
this uniform lay-out. The various ser- 


ing and the erection of its 


household accountant to see 


vices of the company will be discussed,’ new building by. distributing! at the close of each day the 
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ately? 


give you a fresh start? 


what you own. 














“Character is the Basis of Credit” 


Can You Meet Your Debts? 


Has the stress of circumstances made it ab- 
solutely necessary for you to have money immedi- 


Would a loan put you back on your feet and 


The Morris Plan Bank aims to give the wage 
earner and small business man the opportunity of bor- 
rowing on the same basis and at nearly the same cost 
as big corporations and the man of affairs. 


The Morris Plan Bank specializes in fair } 
treatment for the small borrower It bases its loans 
on your character and your earning capacity—not on 


If you are known to be of good character— 
this bank will welcome you as a client. All we re- 
quire is two reliable endorsers We will lend you up 
to the limit of your borrowing capacity—charging 
6% interest—plus an investigation fee of $1.00 for 
every $50 advanced No charge to exceed $5.00. 


As security for the loan, you open a savings 
account with The Morris Plan Bank—and deposit 
$1 00 per week for every $59 you borrow 


When these deposits equal the amount of 
your loan, your Savings Account may be taken in full 
payment for the money advanced to you. 

The Morris Plan Bank offers you the com- 
mon sense method for borrowing money. You pay 2 
fair rate of interest—and no more. 


Call and ask our officers to explain more 
fully—or write for free booklet. 


HE MORRIS PLAN BANK of Cleveland 
Capital $500,000 


Opp. East Ohio Gas Bldg. 




















T 
Cor. E. 6th and Rockw&il’ 
— =O 
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There is a direct personal appeal in this copy which many a bank ad- 


vertisement fails to give. 


shows just how it is equipped to solve 


in a very, real, concrete way. 


exact condition of the fam- 
ily exchequer. There is also 
a blank provided for the 
classification and recapitula- 
tion of expenses at the end 
of each month. 

In case anyone is not ac- 
quainted with this popular 
house organ we hasten to 
add that it is published by 
the Woodlawn Trust and 
Savings Bank of Chicago. 
@In January, 1917, there 
appeared the first number of 
“You,” which is published 
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Instead of dealing with vague generalities it 


‘your’’ problems and help “‘ you”’ 


monthly by the advertising 
department of the Cleveland 
Trust Company for free dis- 
tribution to employees. It’s 
going to be a welcome addi- 
tion to the already swelling 
ranks of “internal” house 
organs. 

We lift the following 
about the business-building 
value of “courtesy on the 
‘phone,” from the February 
number: 


Is our Bank known through 
its courteous ’phoning? 


Banking Publicity 


| and at no time more than when 
you are addressing someone you 
don’t see. i 

No matter how good your in- 
tentions may be, remember that 
only actions count. The place 
friend Sherman once referred to 
is paved with good intentions 
gone wrong. 

If your desk is cluttered up 
with work that simply must be 
attended to and the ’phone bell 
| rings, keep cool. Answering the 
|*phone is just as important as 

answering a letter or a verbal 

question. 

No matter how busy you 
might be, you would never 
dream of snarling at the veriest 
stranger in your office, would 
you? Then why snarl over the 
*phone? 

Whenever you are tempted to 
be hasty; whenever you feel like 
snapping back the receiver with 
a jerk, recollect that you are 
only making yourself out a very 

| small piece of goods, indeed. 

Big people are always courte- 
| ous, however busy they may be. 

Some folks pride themselves 
on their ’phone “manners.” 
They think they are very im- 

| pressive when they shout into a 
mouthpiece or snap back an- 
swers. They are impressive— 
but not as they think! 

What tho’ the other party is 
rude? Why suffer for another’s 
smallness? 

The ’phone is impersonal. The 
human touch, the smile and the 
actual presence are missing. 
This is why we should be doubly 
courteous when using _ the 
*phone. 

But greater than all is the sol- 
emn fact that, when using a 
*phone during business hours, we 
represent the Bank, and by us 
is this institution judged. 

A false impression created 
over the wire may make the 
Bank an enemy who will work 
incalculable harm. 

The offended party won't 
pause to think that you were 
busy or were feeling out of 
sorts. He won’t care to know 
that, at heart, you are really a 
good sort. All he knows or 
cares is that he got a “raw deal” 

|and he’s going to let everyone 
know it. 

Again, there is no need of 
shouting. The louder you shout, 
the more difficult it will be to 


Courtesy pays at all: times,| hear you at the other end. Re- 
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member, the telephone is not a 
megaphone. 

“A soft answer turneth away | 
wrath,” we learn. Likewise, a 
courteous, pleasant voice over | 
the ‘phone makes for good busi- | 
ness relationships. 
@The advertising of the| 
Morris Plan Bank of Cleve- | 
land as well as that of the | 
National City Bank of the | 
same city is being produced | 
by the Cleveland office of the 
H. K. McCann Company. 
The New York office of this 
company is producing the | 
advertising of the Liberty | 
National Bank and the Peo- | 
ple’s Trust Company of 
Brooklyn. 


@ F. H. Fries, president of | 
the Wachovia Bank & Trust | 
Company of Winston-Salem, | 
N. C., explains the necessity 
for a bank’s having a pub- 
licity department in a recent 
number of “The Solicitor.” 
He said in part as follows: 

“The old-style banks held 
themselves above what was 
called advertising. With a 
dignity that they thought 
becoming they shunned 
printers’ ink except for the 
publication of their occa- 
sional statements required 
by law, and a possible card 
giving their location, capital 
and surplus. 

“Their business did not 
require it, for a bank was a 
bank and all banks practi- 
cally alike. The borrowers 
were friends or acquaint- 
ances who came when a de- 
posit, a loan or a friendly 
interview on business moved 
them. These old banking 
days were simple and must 
have been delightful, when 
there was ample time for all 
and a satisfaction for every 
one on both sides of the 
counter. 

“Times 


change, towns 


have grown to cities, deposi- 


Banking Riblicity 





in all Northern California. 





of over $400.00 for each depositor. 


the facilities that has 


431 J Street—630 J Street 
10th and K Streets 
Ss and Mad Aves. 








What Better Recommendation 
Could Any Bank Give? 


No better evidence could be found anywhere of the’ solidity and healthy growth of 
this old reliable institution, than that furmshed by our report of condition, a 

4, 1917, to the State Superintendent of Ban! 
Compare it with our report of March 4, 1916. It tells a story of banking progress, 
during the past ten months, that has never been equaled by any similar institution 


THESE FIGURES TELL OUR STORY: 





While the growth of this great savings instituton has been remarkably steady and 
consistent, it 1s worthy of note that the gain in resources during the 
$1,434.802.76. 23,168 people have én de $9,481.149.42. This is an aver- 


individed Profits ped ee me wm » iw patrons. We extend to you, all 


SACRAMENTO BANK 


A SAVINGS BANK 


January 
ks. We ask you to study st carefully. 





past ten months is 
substantial increase in our Surplus and 


savings bank in Northern California. 


Oldest, Largest and 
trongest in 
Northern California 








This advertisement brings out in striking manner the story of an ex- 
ceedingly prosperous year. Butisn’t it written too much from the view- 
point of the man within the bank, rather than the man outside? Is the 
reader going to be stimulated to save because this bank has showna 
gain of over $1,000,000 in resources during the past year? He must be 
shown first why he should save and second why he should deposit his 
savings in this particular bank. But, of course, nothing attracts like 
success and the bank that is growing will certainly attract depositors 


quicker than one that is going backward. 


tors have grown from hun- 
dreds to tens of thousands 
and are scattered all over 
the country. The modern 
Trust Company cannot do 
its work properly without a 


,modern Trust Company are 


unknown to many and quite 
unfamiliar to the general 
public, while the direct im- 
portance of its superior 


|methods for doing work it 


publicity department that is| undertakes is not appreci- 


fully equipped 


manned for the work re-| friends 


quired. Publicity is not ad- 
vertising, as it is usually 
understood ; it is more prop- 
erly public education. The 
various departments of a 


and ably | ated even by directors and 


of the institution 
who should know more 
about it. To the public gen- 
erally it is new, and to the 
young strange. * * * 
“The people may know 
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A Per Capita Comparison 


The largest bank in the United Seates is 
located in New York City and has assets 
equal to $115 for each inhabitant of that city 

The Dollar Savings & Trust Company and 
First National Bank have assets equal to 
$286.00 for each inhabitant of Youngstown. 

This comparison is made more striking 
by the fact that New York City is the finan. 
cial center of the world while Youngstown 
is the financial center of but a few-square 
miles. 


| The Dollar Savings and Trust Co. 
First National Bank 


Combined resources $31,552,097.58, 

















An interesting statistical comparison 


that the Trust Company 
writes fire insurance, but 
may not know that every 
line of insurance is written 
and that ours is the largest 
individual insurance agency 
in the state. There is much 
ignorance as yet concerning 
the special business of the 
trust department of the 
trust company, where es- 
tates are handled and man- 
aged with a skill and ability 
that commends itself to all 
who desire a proper and 
able administration of their 
affairs while they are living, 
and alike after they are 
gone. The public should 
know more of the splendid 
trust department of the 
Wachovia Bank and Trust 
Company, not only what it 
does, but how it does it, and 
it is this education that 
makes it necessary for this 
institution to advertise. 
“Publicity is, therefore, 
three-fold in its work; it 
keeps the name of the 
Wachovia Bank and Trust 
Company before the public 
all the time, it familiarizes 
them with what we do and 
shows them how they can 
serve their interests best by 
using the various depart- 
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ments that are established | 
and offered for their use and | 
service. 

“The publicity department 
invites you to do business 
with us, explains what we 
do and shows you the rea- 
son why it is to your inter- 
est to make use of our facili- 
ties.” 


@Los Angeles, Cal., banks 
are coéperating in the pub- 
lication of a series of educa- | 
tional advertisements. “What | 
Can a Trust Company Do} 
for Me?” is the title of the! 
first one, which appeared in 
Los Angeles papers. It reads 
as follows: 





“Along with the telephone | 
and the telegraph, the steam | 
and the electric railways, | 
and the other great achieve- | 
ments of the past one hun-! 


dred years, there have devel- | 





— of Banks 


The modern bank enters so largely 

into the commercial life of today 

that it is recognized as being the center of 
business activity. 

II The Bank of Italy, with its vast re- 

sources and unexcelled service, is in 

& position to render its patrons every ac- 

commodation incident to the requirements 
of modern banking. 

Ill Gur facilities, which include Sav- 

ings, Commercial and Safe Deposit 

departments, are placed freely at your dis- 

posal, and you are invited to use them. 


Banking Hours 9 A. M. to5 P. M. 


Bank of Italy 


COMMERCIAL 
S ANGELES BRANCHES 
ROADWAY AND op 
Eunouxo | SEVENTH SPN 














C. M. Davenport, formerly publicity 
manager of the Citizens Trust and Sav- 
ings Bank of Los Angeles, starts his 
campaign for the Bank of Italy with 
this copy. 


bination of advantages which 
cannot possibly be offered 
by any one individual — 
financial responsibility, free- 





oped nation-wide forces for|dom from sickness or death, 
good — great organizations| broad experience, thorough 
for serving and protecting | reliability, permanence, 
the wealth and business af-| punctuality, efficiency, ac- 
fairs of the people, from the | curacy, safety, economy and 





inexperience, incompetence, | 
indifference, neglect and | 
sometimes dishonesty of the | 
individual. These are the) 
modern trust companies. | 
“The Trust Company is| 
the servant of the people. It | 
provides a type of service | 
beyond the human limita- 
tions of any individual—and | 
this is the basic reason why | 
the Trust Company exists | 
to-day. | 
“Trust Company service is | 
for everybody—for the wid- | 
ows and orphans, for men of | 
wealth and men of small 
estate, for women who have 
funds to be safely invested 
or property to be managed, 
for busy business men, cor- 
porations, syndicates, etc. 
“In handling the business 
affairs of the people, the | 
Trust Company gives a com-' 


constant availability. 

“The Trust Company is 
impartial and unprejudiced. 
It is not swayed by human 
emotions. It operates with 
the smoothness of a finely- 
constructed machine. 

“Trust Companies are un- 
der State and court regula- 
tions and supervision, and 
the probate courts of all the 
States of the Union approve 
of Trust Company adminis- 
tration of property because 
of the permanent protection 
afforded against inexperi- 
ence, careless management, 
poor judgment, bad invest- 
ments, dishonesty. 

“And all the many advan- 
tages of Trust Company 
service are obtainable at fair 
and reasonable cost—gener- 
ally less, in fact, than you 
would pay an individual.” 
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T is perhaps not gener- 

ally realized what a vital 
factor advertising can be 
made in time of war. When 
Paul Revere made his fa- 
mots midnight ride through 
“every Middlesex village 
and farm” he was but per- 
forming in a primitive way 
the functions of modern ad- 
vertising. Advertising to-day 
must take the place of Paul 
Revere’s ride in spreading 
the soul stirring message 
“Wake-up America” and 
arousing men’s minds to the 
need for patriotic coépera- 
tion and conservation. 

At best, war is a tremen- 
dously wasteful operation. 
By going into it America 
must yield up a good portion 
of her wealth and put it into 
ammunition and guns for de- 
structive purposes. We shall 
sacrifice less of this wealth 
if we raise the money for the 
war not by crippling our le- 
gitimate industries but by 
cutting out waste and by cur- 
tailing unnecessary luxuries. 

It is fortunate that for 
over a year now bankers 
have been spreading through 
various advertising media 
the gospel of thrift. To-day, 
if ever, there is a crying 
need for thrift, for saving, 
for economy and for going 
without unnecessary pleas- 
ures. 

There is no question that 
the great Government loan 
will be absorbed by the peo- 
ple of this vastly wealthy 
nation. The only problem 
is how it may be floated with 
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the least possible disorgani- 
zation of business. It is es 
sential that the industrial 
structure remain unham- 
pered. Funds will still be 
needed for carrying on the 
regular routine of business 
and industry. It is impor- 
tant, therefore, that the 
money for the loan be raised 
not by withdrawing it from 
ordinary trade channels but 
by saving it, so far as it is 
possible. This means cut- 
ting down waste. This means 
curtailment of extravagant 
expenditures. This means 
the conservation of our na- 
tional energies. 

Bank advertising men will 
see in this need an opportu- 
nity for very real and con- 
structive service. If every 
bank in the country should 
begin at once an educational 
campaign along these lines 
the effect would be tremen- 
dous. In every community 
the bank holds a position of 
influence and respect. Its 
judgment is highly regarded 
and what it has to say as an 
institution will be listened to 
with respect. 

Already the banks, as the 
natural distributors of the 
new loan, are advertising it 
widely and offering their 
services free of all commis- 
sion or other charges. With- 
in the last week the writer 
has examined bank adver- 
tisements from all parts of 
the country and the way 
nearly all of them are con- 
tributing to the patriotic ap- 
peal is most inspiring. 





It is important, however, 
that banks not only urge 
their customers to partici- 
pate in the Government 
Loan, but that they urge 
them to save for it and to 
pay for it by denying them- 
selves some form of unnec- 
essary expense. The inves- 
tor who disposes of some of 
his other holdings to invest 
in Government bonds is not 
necessarily making a patri- 
otic sacrifice. While he sac- 
rifices considerable in inter- 
est, to be sure, he also gains 
a very material advantage 
by coming under the friend- 
ly shelter of tax exemption. 
If, on the other hand, he 
saves to buy Government 
bonds by cutting down on 
unnecessary luxuries he is 
then “doing his bit” in a 
very real sense. 

Such an enormous issue 
must be widespread if it is 
to be successfully absorbed. 
To do this it will be essen- 
tial that a large class of peo- 
ple be reached who never 
owned a bond before. As 
was recently stated in the 
“New York Times:” 

“To place loans of the 
size now contemplated it will 
be necessary to_ interest 
thousands of people who 
have never owned a bond. 
They must be reached by 
an appeal to their reason, 
The great bulk of wage 
earners will not realize that 
their savings are needed un- 
til small denominations are 
offered them. Great Britain 
did not reach the masses un- 
til resort was had to force- 
ful advertising, much of it 

(Continued on page 4) 
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HATEVER- may be 
the private and indi- 
vidual views of bankers as 
to the value of our new Fed- 
eral Reserve Banking Sys- 
tem, it cannot be denied that 
the new statute is highly re- 
garded by a very large part 
of the lay public. No one 
could talk with the “man in 
the street” during the cam- 
paign months last summer 
and autumn without becom- 
ing aware that to the aver- | 
age man, at least, the new 
banking system meant per- 
manent deliverance from the | 
panics and disorders which | 
have troubled business in the | 
past. 
In view of this widespread 
popularity it is evident that 
a member bank in the sys- | 


} 


prestige that can be made a 
real advertising force. The 
Federal Reserve Bank of 
New York has recognized 
this and is urging upon its 
member banks a plan of | 
standardized advertising 
that will make the most of 
it. Accordingly it has pre- 
pared two series of adver 

tisements, in all of which a 
standard symbol or trade- 
mark is employed, showing 
that the bank is a member of 
the Federal Reserve System. 
These it has mailed out to all 
of its member banks with the 
following letter: 

“We want our member 
banks to get every possible 
advantage from the good 
will and esteem which busi- | 
ness men and the public | 
generally have for the Fed-| 
98 


eral Reserve System, espe- 
icially while it is fresh in 
| people’s minds. 
THE BANKERS MAGAZINE | trance into the war and the 


Our en- 


| changes it is likely to bring 
= —— |to our commercial and fi- 

nancial life seem to make 
|the present an appropriate 
| time to direct this good will 
esteem toward 
/ banks which are members of 
| the system. 


| and 


have had prepared some ad 
vertising copy designed to 
create the belief that it is de- 
sirable to do business with 
the member bank. 
erable publicity is necessary 
to develop the idea in the 
public mind that it is advan 
| tageous to do business with 


Consid- 


The fact that the largest 





hie share toward 





their depositors. 
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First Federal Reserve 
Trust Company 


bélieve it is worthy of mention that the 

first Trust Company in New York to 

become a member of the Federal Reserve 
System was the Broadway Trust Company, 
which joined in August, 1915. To-day, this Insti- 
tution still remains the only Trust Company 
member in the State of New York. 


Our deposits on August 1, 1915, were $20,585,000 
On April 1, 1917 they had increased to $31,110,000 


This growth indicates to us that our patrons have 
confirmed our judgment in joining the system, of 
which -all national banks in the country are also 
members. 


Broadway Trust Company 


FREDERIC G. LEE, President 
Woolworth Building 


Patriotism and Business 


Every good citizen at this time should do 


You can contribute directly to the strength 
of this system, and at the same time secure 


where it is al- 


System, 
ways ready for you 
when wa..ted. 
This is a suggestion 
n. 


for prompt actio: 


FIRST NATIONAL BANK 


Send for Booklet," How Does it Benefii Me 2” 

















view, we One of the standardized ccpy sugges 
tions through which the Feccral Res- 
erve Bank of New York is assisting its 
members to get advertising value out 
vl their membership in the system 


The New York Bank takes 
pains to point out that the 
system has no interest in ad- 
vertising itself as a system 
other than to secure for its 
members the greatest possi- 
ble profit from their mem- 
member of the system has| bership. Banks that have 
thus come out strongly in 
favor of advertising ought to} high cost of membership 
convince the few banks that 
are not already convinced 
that advertising is a real 


t rape: iid factor in successful banking. 
em must enjoy a certain 


been complaining about the 


should be the first to take 
advantage of this opportu- 
nity of getting back at least a 
part of their initiation fee.” 


N 
ok | 


iu tddalddaitnidda 


| 
S 


“COL 





This Company is making good advertising use of the fact that it was the 
first New York trust company to join the Feceral Reserve System 
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LET US HELP YOU 
AID THE GOVERNMENT 









_ FRIDAY, ‘APRIL 6, 1917. 
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25 Through this firm you may 

~ %) subscribe to the new United 

“%\f) States Government Bonds when 

| aT Hi issued for cash, on margin or 


Proposed Government 



















: on the partial payment plan. 
a Mi: Initial deposit 10 per cent of 
= urchase price; monthl: - 
| War Loan rent 5 oe cent Wels fee 
| ‘urther information. 
ED 
° The IRVING NATIONAL BANK y* CHARGED 
i takes pleasure in placing its facilities at 
| | 
% the disposal of the public for the purpose 
m | of receiving subscriptions to United } oe 
cS 
ro States Government War Bond Issues, 
» | whenever and in whatever form author- 
eee a _ized by the Government, 


SUBSCRIBE TO THE U. S. WAR LOAN | 








Subject to provisions to 


| | 

hal | be prescribed by the Gov- | 
iH} Mellon ernment, we shall be 
pleased ‘to receive you | 

subscription, however large | 


“=| National ==" | a\ 
| Bank IRVING NATIONAL BANK 


WOOLWORTH BUILDING NEW YORK. 





% |I| 510-514 Smithfleld St. 
409-413 Fifth Ave. 

| 406-410 Oliver Ave. ; ‘ 
profit or commisx- UNITED STATES | 
whatsoever. OF AMERICA | 








a WARLOAN | 
MERRI o =<) There will be no charge || the p oa on 
: LYNCH for our services in this con. |jat it is the duty of every banking 
& CO. — luge and every citizen with money 
New York } invest to help make the new 






overntnent bond issues a quick 
oa Cleveland 
‘ Washington | peess. 
ee |, this end we are offering our 


ine Oy =| vices to our clients without com- 
ses TO 4 — *« tnewac ar_ profits of any 











In all parts of the country banks are co‘perating in finding a market for the new issue of Government bonds. 
They are not only offering their services free in taking subscriptions but are advertising the loan at their own 
expense. See article on page 1 
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Bank Advertising and 
the War 

(Contunued from page 1) 
through posters. 
that the man with twenty 


pounds was being sought 
was held up to view until the 


whole nation became incul- | 


cated with the spirit of in- 
vestment.” 


The regular bond houses | 
cannot alone be expected to | 


make this appeal sufficiently 
general. 


the class interested in bond 
investments 
States is 
small. 
readily through 
houses and their response 
can be expected to be prompt 
and generous, but it will not 
be sufficient to float the en- 
tire issue. 

The banker, however, 
through advertising space 
can reach nearly every man 
and woman in his community 
who can be expected to be a 
potential buyer of a govern- 
ment bond. But just reach- 
ing them is not enough. 

They must be educated. 


comparatively 


The idea | 


As compared with | 
the bulk of the population, | 


in the United | 


These can be reached | 
the bond | 


| They must be taught to be- 
| lieve that this loan is not a 
|rich man’s proposition; that 
‘the Government wants and 
needs everyone to help. The 
| very name bond is enough to 
frighten the man of average 
|means. He associates bonds 
with limousines and million- 
aires. 

Moreover, the great mass 
of people will not have im- 
mediately available any 
large surplus to invest in 
Government bonds. Very 
well, then, here is a splendid 
opportunity to interest them 
in saving for such an invest- 
ment. The man who won't 
save for himself and _ his 
family can be induced to 
|save when he is taught to 
'feel that it is a patriotic 
| duty. 
| By making this idea of 
| patriotic thrift the keynote 
|of their advertising during 
| the war, banks will not only 
| be doing a splendid ‘service 
to their country but they 
_ will be inculcating lessons in 
‘saving and investing that 
can’t help but react to their 
‘advantage both now and 
| hereafter. 





How Banks Are Advertising 


In these columns each 


month current publicity 


matter will be reviewed and criticized 


@On either side of the mair 
entrance to the First Nation 
al Bank of Boston are two 
large cases containing many 
rows of strange-looking bot 


tles. No, the bank is not 
competing with the local 


drug store. It has estab- 
lished a notable exhibition 
of Boston’s greatest product 
—wool. In the collection 
are nearly all of the stan- 
dard types of wool, properly 
100 


| ‘dentified and suitably dis- 
plaved. 

The purpose of the exhi- 
bition is to promote interest 
in wools in general and to 
take fitting cognizance of 
Boston’s leading position as 
a wool market. As the col- 
lection contains specimens 
from half a dozen of the 
finest collections of wool 
types, it has proved highly 
interesting to wool men as 








well as to the public in gen- 
eral. 7 
This is only another ex- 
ample of how banks by pro- 
moting the industries of 
their community may indi- 
rectly help to build business 
for themselves and secure 
the good will of the public. 


month 


Q Last we com- 
mented upon the action of 
the Mississippi Valley 


Trust Company of St. Louis 
in advertising certain busi- 
ness books for free distribu- 
tion. At the time we re- 
marked that it would be in- 
teresting to find out what 
was the nature of the re- 
turns from this advertising. 

G. Prather Knapp, man- 
ager of the publicity de- 
partment, at our suggestion, 
has given a very interesting 
account of the returns. He 
says: 

“The copy was inserted 
in the St. Louis Globe- 
Democrat, Post-Dispatch 
and Republic on March 4, 
and occupied a space of 145 
lines, double column. It has 
not been repeated, but clip- 
ping of the original inser- 
tion have been _ received 
every day since it ran and 
are still coming. (March 
21.) 

“Results have been inter- 
esting as showing how care- 
fully this sort of trust com- 
pany advertising is read and 
because they supply a check 
on the relative popularity of 
our fourteen booklets. 

“The sort of people who 
have asked for the books has 
been particularly gratify: 
ing, among them being some 
St. Louisans, an approach 
to whom we particularly 
welcomed, and several com- 
ing from universities, libra- 
ries, school boards and the 
like.” 
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Total returns on March | 
21 were 391 inquiries and 
2.291 booklets. Named in 
the order of their popularity 
the booklets offered were: 
“Saving for Investment,” 
“Why a Will,” “Cost Sys- 
tems,” “A Business Asset,” | 
“Business After the War,” | 
“Court Decisions on Wills,” | 
“Father to Son,” “Foreign | 
Exchange,” “A Guardian of 
Investments,” “Marley’s 
Will,” “Trusts,” “A Wom- 
an’s Estate,” “Federal Bill 
of Lading Act,” “About 
Small Estates.” 

Mr. Knapp has pointed 
out that perhaps the most 
valuable feature of this kind 
of advertising is in securing 
leads for personal solicita- 
tion. There is another ad- 
vantage in advertising book- 
lets for distribution rather 
than sending them unso- 
licited. The man who sends 
for a booklet of his own ac- 
cord will naturally read it 
with more interest than if it 
was sent to him without re- 
quest. Furthermore, he will 
feel, in a measure, under an 
obligation to the company 
that sent it to him and will 
be inclined to receive more 
favorably the call of any 
representative from that 
company. 


@ A vote of thanks should be 
rendered the Fifth Avenue 
Bank of New York and the 
State Street Trust Company 
of Boston. Through their 
advertising they are enrich- | 
ing the literature of their re- 
spective cities. Attention 
has been previously called 
in this department to some 
of the brochures published | 
by these banks. These have | 
all taken the nature of his- 
torical reminiscences and | 
have been richly illustrated | 
with reproductions of old | 








prints and engravings. A 
Boston gentleman said the 
other day that he was pre- 
serving all of these carefully 
and having them bound uni- 
formly for his library. Such 
advertising can’t help but 
have a permanent value of a 
very high degree. 

The latest brouchure of 
the Fifth Avenue Bank is 
entitled “Fifth Avenue 
Events,” being an interest- 
ing account of the more im- 
portant events that have oc- 
curred on this historic ave- 
nue. As many of the most 
interesting ceremonies in 
American history have taken 
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place on the Avenue, the 
book has real historic sig- 
nificance. 


@“The Will and the Way” 
is the title of a very artistic 
brochure issued by the Met- 
ropolitan Trust Company of 
the City of New York. In 
it Samuel Scoville, Jr., of 
the New York and Philadel- 
phia bars, discusses in a very 
entertaining manner some 
interesting legal phases of 
the writing of wills. 

The book is full of inter- 
esting anecdotes of which the 
following is a good example: 


“Then there was the will 











Bank Engineer 
The great railroad that projects a 


This bank emphasizes the efficiency of its new banking plant by telling 
how it employed the services of an expert in arranging its equipment 








new line into virgin territory, must 
call in the civil engineer with his 
transit and chain, his rod and his 
trigonometry to locate the tracks 
exactly according to the railtoad’s 
official’s plans. 

The great bank of today that would 
reach out into the hitherto untouched 
realms of banking efficiency and ser- 
vice must also call in an expert of a 
new profession, the bank engineer, 


to lay the desks and machines, the 
chutes and the vaults so they will 
best serve the plans of the bank 
officials. 


Mr. Thomas Bruce Boyd, bank 
engineer, has aided us materially in 
so organizing our new banking plant 
that we are enabled to render to 
Cleveland a service that in many 
ways is unequaled. 


UNION 
National Bank 


OF CLEVELAND 











































so as to best serve the public 
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The Sign of 


Security 


In “ye olden days” each public 
building was designated by some ap- 
propniate sign ox symbol. 


Today in Los Angeles, at Fifth 
and Spring, may be found the “Sign 
of Security,” the symbol of savings. 


The “Sign of Security” marks 
the home of the oldest and largest 
Savings Bank in the Southwest. 
Over 109,000 people of this com- 
munity depend on it for the abso- 
Jute protection of their savings. 


The directors, having lived in this 
community from 20 to 50 years, are 
a part of the history of this city. 

The management, in the same 
capable hands today as it was 28 
years ago, inspires ‘the confidence of 
large depositors as well as small. 


Why not place your savings here? 


EGURITWtTrRvstr 


Equitable Branch 
Firet and Spring. 


Security Corner, 
Fifth and Spring. 














The clock in front of this Los Angeles bank is being played up as a trade- 
mark with the euphonious slogan “ The Sign of Security ” 


of the late George S. Wolff. 


Mr. Wolff wasted no time in| respect and we can well | 


idle persiflage. His testa- 
ment began as follows: 

““F direct that before 
anything else is done, fifty 
cents (50c) be paid to my 
son-in-law, FE. 
enable him to buy for him- 
self a good stout rope with 
which to hang himself and 
thus rid mankind of one of 
the most infamous scoundrels 
that ever roamed this broad 
land or dwelt outside a peni- 
tentiary.’”’ 


As has been stated before 


in this department, the most | after-dinner speech. 
important point in writing | 


will advertising is to make it 
interesting. The Metropol- 
itan Trust Company booklet 
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T. Child, to | 


|sueceeds admirably in this 


| imagine that it was well ap 
| preciated by those who were 
| fortunate enough to receive 
| copies and that it is gracing 
(the library table of many a 
| prosperous New York busi- 
man at the present 


i ness 

| time. 
| QBank advertising copy for 
‘the most part is too inclined 
| to be stiff and stilted. 


'apt to partake too much of 


the unbending dignity of the 
|sermon rather than of the 
| colloquial breeziness of the 


vou do 
down-to-earth 
stands out 

| forcefulness. 


bank ad. it 
with peculiar 
Here’s one by 


It is | 


When | 


read a_ colloquial, | 


| the People’s Savings Bank 
|of Pittsburgh, Pa. 


| 
JIM 





was a clerk. 

He made eighty a month. 

| He had ability—and everybody 
| - an . . . 
| liked him. 

A comer,”—said his friends. 

| But his friends were wrong. 

| —Jim lacked money sense. 
| He lived this month on 
month's salary. 

Jim, with all his brightness and 
| ability, failed to realize that the 
| back-bone of success is Thrift. 
| He is still a clerk because he 
| has failed to save enough to 
| capitalize his abilities. 

This bank is a good place for 
fellows of Jim’s stamp to get 
acquainted with. 


next 


@As soon as the United 
States Government formally 
took over the Danish West 
‘Indies (to be ‘known hence- 
forth as the Virgin Islands) 
the National Bank of Com- 
merce in New York was out 
with a pamphlet illustrated 
with many views of the 
islands and describing their 
commercial value. In this 
pamphlet in a newspaper ad- 
vertisement the facilities of 
the bank’s foreign depart- 
|'ment were offered the busi- 
ness public to help promote 


trade relations with the 
islands. 
By the timeliness and 


the bank has created a very 

| favorable impression of the 
| facilities of its foreign de- 
partment and of its ability 
|to serve in this capacity. 


| 
| promptness of this action 


| €Elsewhere in this number 
we take occasion to point out 
'the manifold ways in which 
the bank advertiser can serve 
the country during the pres- 
ent war conditions. Since 
writing this article an adver- 
tising campaign by the 
| American National Bank of 
Richmond has been brought 
to our attention. This cam- 


| 
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| 
paign suggests another way 


in which banks can help and 
deserves special mention at 
this time. 

This bank has organized 
and through its advertising 
is promoting a garden club, 


limited to 2,000 members, | 
the object of which is to en- | 


courage the citizens of Rich- 


mond to raise vegetables this | 
season as a measure of relief | 
from the food situation. The | 


bank, at its own expense, has 
secured the services of dem- 
onstrators who will advise 
club members on all matters 
pertaining to the cultivation 
of their gardens. Further, 
the bank has arranged so 


that members of the club|— 


can secure a discount of ten 


per cent. at the local seed | 


store. Prizes amounting to 
$300 will be awarded to 
members producing the best 
crops. 

No obligation whatever is 


attached to memberbship in | 


the club, the whole scheme 


being an entirely patriotic | 


move on the part of the bank 
to help in this time of crisis. 


@“Is Your Bank Interested 
in Your Success?” is the 
eaption of a newspaper ad- 
vertisement by the Wash- 
ington Trust Company of 
Spokane. It continues in the 
same vein: 


“This bank’s business has | 
been built up by its careful | 


attention to all business en- 


trusted to it, and the real in- | 
terest it takes in its clients’ | 


success. 
“Ask a depositor of the 
bank (there are 2,500 of 


them) why they deal here. | 


Here’s the answer: 

““Big enough to accom- 
modate you. Not too big to 
appreciate you.’ ” 

It’s this spirit of personal 
interest and help that wins 


customers for a bank and 
holds those which it has. 





| This advertisement is all 
| YOU and very little WE. 


(‘QThe advertisement of a 
California bank suggests a 
| unique method by which the 
downtrodden citizens can 
recover from the ravages of 
the tax collector. It sug- 
gests that everyone figure 
|up how much their taxes for 
| the year will amount to and 
then provide for this amount 
by a monthly deposit in the 
savings bank. At the end 
of the year you have set 
aside a sufficient amount to 
meet your taxes and have 
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also earned the _ interest 
while it was accumulating. 
Not bad, is it? 


@The bank advertising man 
who is interested in motion 
pictures as a means of ad- 
vertising his bank will find 
much of value in “Advertis- 
ing by Motion Pictures,” by 
Ernest A. Dench. The price 
of this volume is $1.50. 
Copies can be obtained di- 
rect from the publishers, the 
Standard Publishing Com- 
pany, Cincinnati, Ohio, or 
from the Book Department 
of the Bankers Publishing 
Company, 253 Broadway, 
New York. 
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Business Will Go On! In No Other Way Can We Do 


Our Full National Duty! 


“ih WA VN Faroe 











of business activities 


In this full page advertisement in the Kansas City Journal the Com- 
merce Trust Company made a patriotic appeal to the public not to 
hamper the industrial preparedness of the nation by any slowing down 
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Program for Financial Advertising 
Convention 


RESIDENT M.E. 

HOLDERNESS of the 
Financial Advertisers’ Asso- 
ciation, announces the fol- 
lowing program for the an- 
nual convention to be held 
in St. Louis, June 3 to 7, 
conjointly with and as a de- 
partment of the Associated 
Advertising Clubs of the 
World: 


“Financial 
and the Public,” Frank H. 
Sisson, Guaranty Trust Co., 
New York; “Value of an 
Established Name or Trade- 
Mark from the Standpoint 
of the Bank,” speaker to be 
selected; ‘National Bank 
Advertising,’ Wm. G. Rose, 


First Nat. Bank, Cleveland, | 
Ohio; “Direct by Mail Ad- |" 


vertising as Applied to 
Banks,” Homer J. Buckley, 
Buckley Dement & Co., Chi- 


cago; “The Operation of a 


New Business Department,” | 
Ger.- | 
Amer. Tr. & Sav. Bk., Los | 
Angeles; ‘House Organs,” | 
I. L. Bourgeois, Hibernia | 
Bk. & Tr. Co., New Orleans, | 


W. R. 


Morehouse, 


La.; “Writing Copy,” Thos. 
Dreier, Editor 
Art.” Univ. Press, Cam- 
bridge; “The Fvolution of 
the Investor,” W. F. Mac- 
kay, Havden-Miller & Co., 
Cleveland, Ohio; ‘“‘The Com- 


parative Value of Mediums,” | 
John Ring, Jr., Merce. Tr. | 
Co., St. Louis, Mo.; “Blue- | 
Sky Laws,” H. D. Robbins, 


H. D. Robbins & Co., New 
York; “Bonds, Mortgages 
and Other Investments and 


Their Distribution,” Her- | 


bert B. Mulford, Ames-Em- 
erich & Co., Chicago; “How 


to Use Current Events and | 
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“Printing | 


for Bank Advertising,” 
Dave S. Matthews, Farmers 
and Merchants Bk., Stock- 
ton, Cal.; “Distinctive Meth- 
ods of Bank Advertising,” 
B. W. Moser, St. Louis 
Union Trust Co. and St. 
Louis Union Bank; “Value 
of the Financial Advertisers’ 
Association to the Rural 
Bankers,’ Charles W. Bai- 
ley, First National Bank, 
Clarksville, Tenn. 

After each address there 
will be a general discussion 
of the subject and the fol- 
lowing members have been 
designated as floor leaders in 
these discussions: 

E. R. Tennant, Dallas 
rust and Savings Bank, 
Dallas, Tex.; L. S. Critchell, 
Guaranty Trust Co., New 
York; H. M. Morgan, 
American Trust Co., St. 





|Louis, Mo.; G. Prather 
Knapp, Mississippi Valley 
Tr. Co., St. Louis, Mo.: T. 
R. Durham, Chattanooga 
Sav. Bank, Chattanooga, 
| Tenn.; Guy W. Cooke, First 
| National Bank, Chicago, 
[ll.; F. O. Birney, Chicago 
| Sav. Bk. & Tr. Co., Chicago, 
j Tl.; J. C. Sims, Philadelphia 
Tr. Co., Philadelphia, Pa.; 
H. A. Marsland, Irving Na- 
tional Bank, New York. 
The competitive exhibit 
| under which first, second and 
| third prizes will be awarded 
\for the best collection of 
| bank advertising will be ar- 
| ranged in the City Hall ad- 
| joining the convention room 
‘and will be one of the big 
features of the convention. 
| The program committee has 
also arranged for an exhibit 
| of animated films by the Na- 
tional Film Publicity Cor- 
| poration, showing how the 
'movie has been adapted to 
bank advertising. 





Here’s something new in bank advertising. It’s not a poster but a photo- 
graph of a real, live young lady who advertised the Farmers & Merchants 
Bank of Stockton, Cal., at a local fair. If “‘human interest” is a virtue of 
Local Ha ppenings as Basis| bank advertising this one is certainly both human and interesting 
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Banking Fiblicity 


Window Displays—The Latest in 
Bank Advertising 


By F. A. STEARNS 
Publicity Department Guaranty Trust & Savings Bank, Los Angeles, Cal. 


EAL, honest-to-goodness| and have ranged from the merely call attention to the 


window displays for| 
banks are a reality now—| 
an established and success- 
ful feature of modern bank | 
publicity. They have been 
removed from the realm of 
the “bank advertising 
scheme” and planted firmly 
among the first-class busi- | 
ness-getting methods in use| 
by banks. 

The publicity department | 
of the Guaranty Trust and | 
Savings Bank of Los An.- | 
geles, Cal., formerly the | 
German-American Trust and | 
Savings Bank, are sponsors 
for the new idea in bank ad- | 
vertising. The first displays 
were put in early in Decem- 
ber, 1916, in connection with 
the bank’s annual Christmas 
campaign. Eight of th 
bank windows were fitted un 
for display purposes, with 
electric lighting for night 
illumination and with appro- 
priate draperies and_ the 
other regular window dis- 
play fixtures. 

The displays are of a 
widely varying character 





simplest showing of home 
safes and bank books to the 
elaborate exhibit of a com 


| saving. 





The purposes of the dis- 
plays and the results accom- 
plished have been almost as 
varying in character as the 
displays themselves. Some 
advantages of home safes in 
Others _ present 
simple appeals to start a 





Crowds loooking at the window display of the Guaranty Trust & Savings 
Bank of Los Angeles 


plete electric railroad sys- 


tem — engines, coaches, 
freight cars, tracks and 
rock - ballasted roadbed, 


block-signals and sema- 
phores—in fact the entire 
equipment in miniature of a 
modern interurban system. 





bank account. Some ex- 
plain different features of 
the bank's service; others 
indicate the bank’s strength 


and growth, while still others 


are efforts at practical coép- 
eration in the torm of ad- 


(Continued on page 





All of the properties for this display were loaned by a local merchant 
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Banking Publicity 


Monthly Publicity Section 
THE BANKERS MAGAZINE 
253 Broadway, New York 


JUNE 1917 


' | ‘HE way in which banks 
in 


every part of the 
concentrating 
their energies upon the mar- 
keting of the issue of Lib- 
erty Bonds must be very 
gratifving to the adminis- 
tration at Washington and 
to all who have the welfare 
of the nation at heart. The 
fact that the banks are do- 
ing this without thought of 
profit to themselves is still 
further to their credit and 
should go far to stamp out 
once and for all the popular 
prejudice against the banker 
as a member of “the preda- 
torv classes.” 

If the banks wish to make 
this codperation with the 
Government truly effective, 
however, they will give 
somewhat closer thought to 
the manner in which they 
offer these bonds to the 
public. 

It must be remembered 
that many men and women 
must be reached and ap- 
pealed to who never owned 
a bond before and who know 
little about the mysteries of 
financial operations. The 
usual stereotvped form for 
announcing a bond issue will 
not do for these people. The 


country are 


copy must be simple and un 
derstandable and must make 
it clear that subscriptions. 
however small, are not only 
welcomed, but 
needed. 

Then, too, it is important 
that the 


should make. it 


urgently 


advertisement 
clear just 
how and where to subscribe 
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If JRANTS) 


to get into the 
THRIFT CIRCLE 


of the 


OLp NATIONAL 
BAN K 


of Spokane 





This Spokane bank is promoting thrift through the medium of the car card 


Unless the invitation is clear 
and definite, the man who 
would like to make a modest 
subscription will not venture 
inside the large bank where 
he fears that the smallness 
of his contribution will be 
sneered at. Make it abso- 
lutely clear that the man 
who wishes to buy a $50 
bond is just as welcome as 


the man who takes a large 
block. The success of the 
issue depends upon the num- 
ber of these small subscrip- 
tions. 

If banks would bear these 
considerations in mind in ad- 
vertising the issue, it seems 
evident that the results 
would prove more satisfac- 
tory. 





The United States of America is entering the greatest 
war in history for the greatest purpose in history. Every 
man and every woman can save and serve the nation for 


this purpose. 


Lending your money to the government is effective, 
honorable, and patriotic service. 


The Liberty Loan of 1917 must be successful. 


Do your part—“that the dead whe have green the last full 
measure of devotion shail not have died in vain.” 


Guaranty Trust Company of New York 
140 Broadway 
Fifth Ave. & 43rd St. 


Fifth Avenue Office 








The Guaranty Trust Company has been among the most consistent adver 


tisers of the Liberty Bond Issue in New York. Instead of their own adver 


v. 





tising they have been using copy similar to the above in all the leading New 


York newspapers 
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Window Displays 


(Continued from page 1) 


yertising, with various mer- | 


chants and business firms 
who are patrons of the bank. 

{his iast feature of dis- 
plays, in the writer’s opin- 
ion, holds forth the greatest 
possibilities of any of the 
other results that may be ac- 
complished in their use. It 
can be made, in reality, an 
added element of modern 
banking service. For in- 
stance, many displays re- 
quire “properties” and ac- 
cessories to create the “at-| 
mosphere” intended, that| 
would cost hundreds of dol- 
lars if they were pur-| 
chased and which could not| 
be rented at all. 


However, | 
we find the merchants of the 
city are not only glad but! 
anxious to loan us anything 
we wish for display pur- 
poses for the advertising 
value that they receive from | 
the display. 

The accompanying illus- 
tration shows one display of 
this kind which suggests the 
idea “Save for a Vaca- 
tion.” As an appropriate set 
ting there is exhibited a 
complete trout-fishing outfit 
along with a hunter’s equip- 
ment in the shape of shot- 
gun, rifle, and accessories. 
The “pronerties” of the dis- 
play could not be duplicated 
for $150, but were loaned 
gratis by a local sporting 
goods house whose name ap- 
peared in the display. This 
display presented its savings 
appeal in a new and unique 
wav, and at the same time 
offered us the opportunity of 
presenting a new and prac- 
tical service to a substantia] 
depositor, in the form of ad 
vertising. You may be sure 
that this concern has ex- 
pressed its gratitude and 


| the display, but the effective | 
| publicity given to the par- 
| ticipating concerns has been | 


Banking Fiblicity 
yomcntarainii rf 


sincere appreciation of this 
practical codperation. 


3 


bank to advertise the busi- 
ness of its patrons, it has al- 


So far we have advertised,| ready proven its value in 
always indirectly of course,| creating a spirit of good- 
perhaps fifty different local| will between the bank and 


concerns through our win- | 
dow displays. The bank’s| 
advertising appeal has in| 
each case been featured in| 


of no small importance. Al-| 
though this codperative ad- 
vertising for patrons is just | 
now in the first process of | 
evolution, and as a matter 
of fact nas been prompted 


/more as a convenient means | 
| of securing “properties” for | 


the displays than as a direct 
effort on the part of the) 













interest basis, this Bank, aft 
interest-paying policy, has deci 
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Capital, Surplus and Undivided Profits $11,000,000 
Announcement 


IX view of the financial situation brought about by the war, 
which will _ for the placing of Government deposits on an 
fer ph fe one hundred years of a 4 


a 
= | 
2 
ba 
Sites est aes 
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ances, time deposits, and special and accounts, 
The _—— of The Chemical National Bank and the con- 
always characterized its management have given 
it a place among the foremost financial institutions of the country. 


its customers. In several in- 
stances it has aroused active 

“boosting” in behalf of the 
bank. The ultimate effect 
of instituting such a practice 
of advertsing our patrons 
remains to be seen, but thus 
far it bids fair to become one 
of the most effective bank 
business-building efforts yet 
attempted. 


| DISPLAYS NOT ALWAYS ELAB- 


ORATE——STILL EFFECTIVE 


We have found that the 
elaborateness of a display is 
not always a true measure 
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One of New York's oldest and most conservative banks decides 
to pay interest on bank balances 
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4 
of its effectiveness. The 
display which has so far 
proven to be the most pow- 
erful in its suggestion and 
attraction was really one of 
the simplest in its make-up. 
And it was with consider- 
able doubt and misgivings as 
to the appropriateness of 
this display that it was used 
at all. However, all ques- 
tion as to the advertising 
value of this display was 
overthrown on the very first 
morning on which it ap- 
peared, as will be witnessed 
by the accompanying photo- 
graph of the crowd which 
thronged in front of the 
window for over two weeks. 
The display showed a 
chart giving the cost of op- 
erating different classes of 
automobiles and forcibly im- 
pressing on the minds of 
motorists that their daily ex- 
penditures for gasoline were 
but a fraction of the total 
cost of running a car. The 


saving suggestion was that’! 


motorists, 
spent for 
deposit at least 
bank, 
tires, repairs and deprecia- 
tion. A few automobile ac- 
cessories lamps, , horns, 
robes and tires—were shown 
in the window to give the 
“atmosphere,” but on the 
whole the display was very 
simple in its nature. But it 
certainly “got over” an idea 
in a most forceful and im- 


for every $1.00 
gasoline, 
$2.00 in the 


pelling way. 

Another display that drew 
big crowds was an observa- 
tion hive of bees shown in a 
window, with posters calling 
attention to their instincts 


for saving. Our success with 
displays has ranged from 
those of merely passing in-| 
terest 


to others. which 
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The Keen Borrower 


The good keen borrower of 
money 1s the man who makes it 
an object for the bank to lend it 
to him. In other words, if he is a 
depositor as well as a borrower 
he.is twice welcome. 


Virginia.National Bank 


Granby Street, Corner Main 











Pointing out that the borrower who is 
also a depositor is twice welcome 


blocked traffic on the side- 
walks. 

The displays in all eight 
windows are changed at 
least once a week. As you 
may imagine, considerable 
thought and attention are 
consumed in “framing up” 
and putting in so many new 
ones; but still when it is 
realized that every person 
one meets and every current 
event or incident of the day 
may suggest some new “win- 
dow idea,” it is not so re- 


|markable that we have al- 
to cover the cost of! 


ways been able to keep sev- 
eral ideas ahead of the 
game. 

As one evidence of the ef- 
fectiveness of window dis- 
plays as an established fea 
ture of bank advertising, I 
might mention a few figures 
showing results. 

In December, 1916, the 
first month in which window 
displays were used, and dur- 
ing which time all the dis- 
plays were devoted to loan- 
ing home safes with Christ- 
mas gift accounts, the bank 


| distributed far more of these 





accounts, the record for any 
previous month. Of course, 
January is always a good 
month for savings banks, but 
the records of subsequent 
months have been such as to 
demonstrate conclusively 
that bank window displays 
have “arrived.” 

Our window displays have 
not only produced direct 
“money-in-the-bank” results, 
but have attracted an almost 
unbelievable amount of pub- 
licity and comment among 








| little safes than in any 7 
month in its history. 
January, 


month of window displays, 
there were opened 2,312 new 


residents of Los Angeles and 
the thousands of tourists 
that come here during the 
winter months. More than 
a score of eastern bankers, 
cut here for the winter, have 
stopped in at the bank and 
asked about the windows, 
and the chances for institut- 
ing such displays in their 
own banks when they re- 
turned. We have arranged 
with some to give them any 
good ideas that work out 
successfully in our windows, 
so that we are looking for- 
ward in the next year to 
hearing of window displays 
in many different banks 
throughout the East. 


& 


@The Commonwealth Trust 
Company of Pittsburgh in a 
recent advertisement offered 
its services absolutely free 
of charge to men who enlist 
in the services of the U. S. 


Government. Under _ the 
terms of this offer they 
agree, during a man’s ab- 


sence from home, to collect 
dividends, coupons and: reg- 
istered interest and make 
income tax returns. 


& 


Helen was the little daughter of 4 


re thrifty woman who always took advan- 
1917, the second | tage of barzain sales. One day the little 


| girl rushed home from the postoffice and 
said to her mother: “Mamma, you can 


’ get a $5 money order at the post-office 


for five cents !"—Christian Herald. 
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How Banks Are Advertising 


In these columns each 


month current publicity 


matter will be reviewed and criticized 


€In compliment to the Ad-, 


vertising Club of St. Louis 
and the work done by the 
organization to bring the 
thirteenth annual convention 
of the Associated Advertis- | 
ing Clubs of the World to 
St. Louis in June, John G. | 
Lonsdale, president of the| 
National Bank of Commerce | 
in St. Louis has announced | 
he will pay $1,000 in gold | 
for an advertising slogan for | 
the bank. | 

This campaign will have) 
for its purpose the twofold | 
thought of attracting atten- | 
tion to the bank and to the | 
fact that a big St. Louis or-| 
ganization is publicly ty- 
ing itself up with the Adver- | 
tising Club by carrying on 
each piece of advertising| 
copy the words “Member of 
the Advertising Club of St. 
Louis.” 

A booklet has been pre- 
pared by the bank, entitled, 
“Dollars and Safety.” This 





booklet is free upon request 
at the bank, and contains 
facts about the bank which 
will assist in writing a slo- 
gan, which will be indicative 


_ Banking Fublicity 5 


porate limits of the city is 
eligible to submit a slogan, 
if they are a depositor in any 
bank or if they intend to be- 
come a depositor. 

“This old talk that it is 
not dignified for a bank to 
advertise, especially when 
you have a message to give 
the public, is a mistake,” de- 





These three thrift posters took first prizes in a poster contest recently 


conducted by the Second National 


of the distinctive advantages 
of the bank. 

Every man, woman and 
child in St. Louis or within 
twenty-five miles of the cor- 


ae? 











J 


Here is an original patriotic move to promote the sale of war bonds. 


A huge signboard, the property of 


the Highland Park State Bank of 


Detroit, has been donated for the purpose. Because of the board’s 
prominent location hundreds of people read its glaring announcement 
daily, that “‘ the navy needs men” and the “ Nation needs money ”’ and 
then, “‘if you can’t enlist buy a war bond.” This last suggestion in tall 


red letters, carries a convincing appeal. 


By way of impressing its sig- 


nificance a large American flag adorns one end of the board and a navy 
ensign the other 


Bank of Paterson, N.J. They were 


prepared by pupils of the Paterson High School 


clared Mr. Lonsdale. “I be- 
lieve many people are not 
capable of distinguishing the 
difference between dignity 
and stupidity. The only 
business I know of in this 
country that does not have 
to advertise is the United 
States Mint.” 

The bank’s contest will 
close July 4. The judges 
will be Mayor Kiel, M. L. 
Wilkinson, president Re- 
tail Merchants’ Association; 
John O. Ballard, president 
| Merchants’ Exchange, and 
John G. Lonsdale, president 
National Bank of Commerce. 


@Ever since the declaration 
of war, the Lake County Na- 
tional Bank of Madison, S. 
D., has been devoting all of 
its advertising space to copy 
along the lines of patriotism 
|and preparedness. Banks 
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WOOLWORTH BUILDING 


———= 


| ASSETS 
| Immediately Available 
} Cash in Vault - $15.340.459.76 
| With Federal Reserve Bank and 
Exchinges for Clearing’ House 13,387,353.28 
| With Correspondents and ° 
| Loans at Sharp Cail ~ *31,981,661.24 
Eligible for  rediscount 
with Federal Reserve Bank « 23,512,512.55 $84,221,986.83 
Other Loans and Discounts 
Due within 30 days é + $ 5,960,687.11 
Due 3 to 9 days 608,544.32 
Due 90 to 180 days 15,131,727.58 
| Due after 180 days 987 396.36 28,488.355.37 
| Short-time securities . $1,853,700.65 | 
United States and other bonds 7.551,146.37 9,404,847.02 
Customers’ liability for acceptances by 
} this bank and its correspondents (anticipated $510,453.96) 5.194,906.07 
| 
| LIABILITIES 
| Copital . =? . ‘ . : . $4.000,000.00 
| Surplus . ° ° . e e ° 3,000,000.00 
| Profits ° ° . 1,232,154.75 
! Discount collected but not earned 395,774.83 
| Circulating notes . ‘ . ° 140,000.00 
Acceptances by this bank 
| (less $1,920.580.62 held by bank)  $2836,319.38 
| Acceptances by correspondents 
for this bank's account + _ 4840.03 3,784,779.41 
Bonds borrowed é 1,085,000.00 
Deposits “  113,672,386.30 
| 


IRVING NATIONAL BANK 


STRICTLY A COMMERCIAL BANK 
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Total $127,310,095.29 












Total $127,310,095.29 
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The typographical arrangement of this statement of condition is excellent. 
It shows that even figures can attract jnterest if well displayed 


everywhere throughout the 
country are responding won- 
derfully to the patriotic ap- 
peal, but we know of few 
banks that have devoted 
space so consistently and 
generously to arousing the 
public’s attention to the 
needs of the nation. 


@The Commercial Bank of 
Menominee, Mich., is adver- 
tising a service which en- 
ables its depositors to secure 
a Liberty Bond on weekly or 
monthly payments. The plan 
is similar to the Christmas 
Savings Club scheme. The 
bank purchases a bond of 
the denomination desired by 
the depositor and then al- 
lows him to pay for it by a 
series of payments, spread 
110 


The 


over one year’s time. 


bank offers to pay three per| 


cent. interest on thesé ac- 


counts. 


ee 
@‘‘Plough and Hoe versus | 


the Hohenzollerns” is the 


very appropriate caption on) 


an advertisement by the 
American. National Bank of 
Richmond, Va., in its Gar- 
den Club campaign. As was 
stated last month, this bank 
is sponsoring a garden club 
to help relieve the food 
shortage. Three hundred 


dollars will be distributed in, 
| the calf dies within one year. 


cash prizes. 


@The Bankers Trust Com- 
pany of New York has is- 
sued and distributed among 
the friends of the bank a 


handsomely bound book, en- 
titled, ‘“‘America’s Attitude 
Toward the War.” It con- 
tains the President’s mes- 
sage; official correspondence 
with the Entente Allies and 
with the Central Powers, and 
certain official papers and 
speeches bearing upon the 


Great War. These have 
been compiled and_ con- 
densed in chronological 
order so as to give the 


reader a clear idea of the 
chain of events leading up 
to the participation of the 
United States in the war. 
The book also contains a 
résumé of the important bat- 
tles and events of the war. 


@The Centralia Trust & 
Savings Bank of Centralia, 
Ill., has inaugurated a Calf 
Club, which will enable the 
boys and girls of the com- 
munity to do a_ patriotic 
service to their country. The 
details of the scheme are as 
follows: 

The bank is to buy 500 
high grade Holstein heifer 
calves, ranging in age from 
two to six weeks. These they 
will distribute to the boys 
and girls at prices ranging 
from $14 to $20 each. In 
payment for the calves, the 
bank will accept cash or an 
approved note executed by a 
girl or boy and signed by 
parents, guardians or 
friends, to run one year and 
draw six per cent. interest. 

To the price of each calf 
there will be added $1.00, 
thus creating an insurance 
fund with which to pay the 
boy’s or girl’s note in case 


At the end of the year 
when the notes mature, 4 
public auction will be held 
and the calves returned and 
sold. The money realized 
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above the notes goes to the 
boy or girl as their profit. 


@ The quarterly house organ 
is not common and yet it pre- 
sents rather marked advan- | 
tages for the bank that does | 
not feel in a position to is- | 
sue one more often. Further- | 
more, it gives the bank with | 
a limited appropriation an 
opportunity for getting out a 
more pretentious publication | 
four times a year than it | 
could afford once a month. 


published by Ladd & Bush, 
It contains interesting ar- | 
ticles on local business af- 
fairs, is copiously illustrated 
and is interspersed with ad- 
vertisements of various ser- | 
vices offered the public by | 
the bank. | 


@“Open Day and Night!” 
There is something fascinat- | 
ing about that slogan wher- | 
ever it is met with. It sug- | 
gests abounding energy, con- | 
stant activity, ceaseless | 
work, 
Out in Los Angeles the | 
Hellman Bank keeps open at | 
night and rightfully makes a | 
feature of this in all of its 
advertising. This is not be- 
cause such a_ tremendous 
amount of banking business 
is done after the usual bank- 
ing hours, but because this 
unusual service even if it is 
not often utilized is a very 
big factor in attracting new 
business. 

For one thing, the depos- 
itor believes it is to be a real 
advantage to feel that the 
bank is open if ever he 
should want to utilize its ser- 
vices after hours. He might 
very seldom take advantage 
of the service, but occasion- 
ally he might find it ex- 





tremely valuable. For the 
retail merchant, the “open 
at night” feature is especial- 
ly important. It gives him 
an opportunity to deposit 
the cash that he has taken in 
during the evening and thus 
avoid carrying a dangerous- 
lv large amount in his safe 
over night. 


@1916 was a record year 
for Cleveland bank clear- 
ings, which showed a 


First National Bank 


New York Times. 


Banking Ftblicity 7 


greater percentage of gain! Show. 
Such a publication is the | than any of the large cities| that the latter deserved sup- 
Ladd & Bush Quarterly,| of the United States. The} port and were willing to 
of|lend their influence to as- 
bankers, of Salem, Oregon. | Cleveland told New York| sure the success of the oc- 
; all about it in an ad. in The} casion. 
We men-| 
tion this as an example of @The Norwich Savings So- 
how an enterprising bank! ciety of Norwich, Conn., 





can advertise its own city by 
the judicious use of space in 
out-of-town newspapers. 





















@ Another example of altru- 
istic advertising was shown 
in a recent ad. by the Farm- 
ers .& Merchants Bank of 
Stockton, Cal. This bank 
devoted its usual space in 
the local paper one day to 
copy urging the people of 
Stockton to attend the 
Home Industry and Fashion 
The bank believed 
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discussed here. 
Trust Company 
deeper into the subject. 


our service.. Read it! 











OU are located within the circle. You are therefore 4 
within easy distance of a banking institution offer- 

ing a district service that is peculiarly efficient 
} and helpful. There is much of interest that can not be 
It is the pleasure of the Prudential 
to meet those 


© The inside pages of this folder carry # brief outline of the scope and variety of 










who wish 
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This Boston trust company adopted the above graphic manner of pointing 
out their service to the business of their locality. It is a front page of a cir- 
cular sent to firms located “ within the circle.” 
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which is nearly 100 years 
old, found in the actual ex- 


perience of one of its deposi- | 


tors an unusually effective 
advertisement. 

The bank tells the story as 
follows: 

Ss - B of Norwich, 
Connecticut, opened an account 


with this Society by deposit. He 
deposited— 





June 4, 1832 $7 
Sept. 3, 3 8 
July 21, 5 
Oct. 8, 1834 13 
Total amount de- 
posited ...... $33 


There were no other transac- 
tions on this account until Decem- 
ber 3, 1915, when we paid to his 
estate, represented by his widow 
as executrix of his will: 

The amount deposited... $33.00 
And accumulation of 

dividends or interest... 1,779.09 

TD stdereanwewen $1,812.09 

This is not an estimate. but the 
record of an actual experience of 
a depositor in a purely mutual 
savings bank, 


@To the average man of un- 
thrifty habits three per cent. 
or even four per cent. seems 
a very small reward for the 
sacrifice involved in putting 
himself to the trouble of 
saving money. To get him 
interested in the thrift idea 
you have got to make an- 
other appeal than that of 
compound interest. 

The Scandinavian-Ameri- 
ean Bank of Tacoma, Wash., 
made this other appeal very 
effectively in a recent adver- 
tisement as follows: 

“Officially, it pays you 
three per cent. UNOFFI- 
CIALLY—it pays you a 
great deal more. It in- 
creases your _ self-respect 
100 per cent. It in- 
creases your credit, when de- 
sirable, fifty per cent. It 
saves you from eight to 
twenty per cent., if you pay 
CASH when buying land, 
houses, furniture, books, 
clothing, pianos, or most of 
the thousand and one things 
people do buy. 
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@ That old and satisfied cus- 
tomers often prove a bank’s 
best salesmen is recognized 
by the Albany City Savings 
Institution which sent out 
identification cards to its de- 
positors with the following 
letter: 

“As a depositor we believe 
that you are interested in the 
growth of this bank—we 
take the liberty of sending 
you a book of Identification 
Cards, and we hope that you 
will use them as opportuni- 
ties occur. 

“People often ask you 
‘Where do you do your bank- 
ing?’ and ‘Where should I 
open an account?’ If you 
will fill out and give them 
one of these cards in re- 
sponse to such inquiries, and 
recommend your friends to 
this bank, we will be very 
glad to extend them every 
courtesy and convenience at 
our command. 

“We sincerely hope that 
| we may have your hearty co- 
| Speration, and assure you 
|that your efforts in our be- 
|half will be much appreci- 
ated.” 


@Here are some good talk- 
ing points for a real estate 
department quoted from a 
folder issued by the Safe 
Deposit and Trust Company 
of Pittsburgh: 


Our Real Estate Department of- 
fers you a specialized service in 
every phase of sale, purchase, ren- 
tal, or management of property. 
Its ramifications are extensive. It 
enjoys the fortunate position of 
being able to place service before 
commissions. It considers no 
transaction as permanently set- 
tled until there is mutual satisfac- 
tion between the contracting par- 
ties. 

Your attention is especially di- 
rected to the matter of property 
management. Regardless of the 
size of the property which is per- 
sonally managed by the owner, the 
vexatious, petty annoyances which 
always occur. tend to rob the own- 
er of his peace of mind. Personal 
management too frequently pro- 
hibits the full eniovment of life 
which should rightfully go with 
ownership. 


Instead of having the property 
serve the owner, as it should, it 
usually happens that the owner 
serves the property—when he 
manages it himself. This is not 
as it should be, and our Real 
Estate Department is prepared to 
relieve you of ALL responsibili- 
ties. 

Economy and efficiency are our 
claims for your consideration, 
Efficient management means but 
one thing: Maximum net returns. 
This can be accomplished only by 
scrupulous attention to details, in- 
telligent and personal attention to 
the matter of repairs, prompt pay- 


| ment of taxes and proper super- 


vision. We remit promptly, we 
inspect before repairs of any con- 
sequence are authorized, and re- 
inspect before payment of Dill. 
Overcharge is impossible. Long 
experience has taught the depart- 
ment what things should cost— 
they are not permitted to cost 
more. 

Regardless of size, the manage- 
ment of your property is solicited. 
We assure you that the modest 
charges which we make will be a 
cheap price for the peace-of-mind 
which you will enjoy if you en- 
trust the management of your 
propertv to the care of our Real 
Estate Department. 


@The Wilmington Savings 
and Trust Company of Wil- 
mington, N. C., recognizes 
the economic value of havy- 
ing factories located in their 
community. In order to get 
the codperation of others in 
attracting more industries to 
Wilmington they sent out 
the following card which is 
concise and very much to the 
point: 


“One small industry in 
Wilmington disburses over 
$90,000 a year in payrolls 
alone—and it’s all ‘outside 
money.’ Suppose we _ had 
twenty more of them—%I1,- 
800,000 a year! We can get 
them if we provide factory 
sites. Will you help?” 


By boosting for its town 
a bank can often cultivate 
more future business than 
it can by merely talking 
about itself. The bank that 
helps to build up its commu- 
nity industrially is going to 
get more depositors than the 
bank that boasts about the 
deposits than it already has. 
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ANALYSIS OF THE 
FEDERAL RESERVE 
ACT 


‘THE Bankers Publishing 

Company announces for 
immediate publication an| 
“Analysis of the Federal Re- 
serve Act and Cognate 
Statutes” by Hon. Willis S. 
Paine, LL.D., author of 
“Paine’s Banking Laws” and 
“Paine’s New York Banking 
Laws.” 

The book covers the Fed- 
eral Reserve Act, the Fed- 
eral Bill of Lading Act and 
the Federal Farm Loan Act. 
The complete text of all 
three of these statutes is giv- 
en and the provisions care- 
fully analyzed. 

In its treatment of the) 
Federal Reserve Act Mr.} 
Paine’s book is the first com- | 
plete and _ authoritative 
treatise on the history, en- 
actment, development, opera- 
tion and interpretation of 
this important law. Every 
leading court decision as well 
as the rulings affecting the 
operation of this law are 
given, together with a his- 
tory of the measure from the 
original introduction of the| 
bill down to the present'| 
time. 





There has been a great 
need for a book of this kind. 
A study of the text of the 
Federal Reserve Act gives 
only a skeleton idea of the 
way in which the law will 
operate. Without a study of 
the various rulings and in- 
terpretations of the law, 
without an examination of 
the actual organization of 





the system under the law— 





BANK LETTERS. By W. 
R. Morehouse, Publicity 
Manager of the German- 
American Trust and Sav- 
ings Bank of Los Angeles, 
Cal. 82 actual letters re- 
produced by multigraph. 
Price, $5.00. 


This is a series of 82 letters 
designed to meet every need of or- 
dinary bank correspondence. Spe- 
cial attention has been given to 
letters which build business for 
banks, create good will, and in- 
crease deposits. These letters 
have actually been used and test- 
ed by the author and are the re- 
sult of a number of years’ expe- 
rience in bank publicity and cor- 
respondence. 





a real knowledge of this act 
cannot be obtained. 

Mr. Paine is admirably 
fitted for the work involved 
in the preparation of this 
book. In addition to being 


|a lawyer of exceptional abil- 


ity he has had much expe- 
rience in banking matters. 
He was one of the commis- 
sioners appointed by Gover- 
nor Cornell to codify the 
banking statutes of the state 
of New York and was later 
appointed by Governor 
Cleveland Superintendent of 
the State Banking Depart- 
ment. When the latter be- 
came President the first time 
he offered Mr. Paine the po- 
sition of Sub-Treasurer of 
the United States in New 
York City, which he de- 
clined. “Paine’s Banking 
Laws” and “Paine’s New 
York Banking Laws” have 
enjoyed a great popularity 
and are considered authori- 
tative. 

The Federal Bill of Lad- 
ing Act and the Federal 
Farm Loan Act, as measures 
closely related to the Fed- 
eral Reserve Act, have also 


been considered in the pages 
of this book and carefully 
analyzed. 

The book is over 400 
pages in length, is supple- 
mented by a number of 
charts and maps and is care- 
fully and fully indexed. The 
‘price is $5.00, postpaid. Or- 
ders should be directed to the 
‘Book Department, Bankers 
Publishing Company, Box 
557, New York. 


& 


THE WAR AFTER THE 
WAR 


HE First National Bank 

of Philadelphia has re- 
printed in attractive pamph- 
let form an article entitled 
“The War After the War,” 
by Isaac F. Marcosson, 
'which originally appeared in 
the “Saturday Evening 
Post.” Mr. Marcosson de- 
scribes from personal obser- 
vation in Europe what is be- 
ing done to compete for the 
world’s trade after the close 
of the war. His article is 
conceded to be the best writ- 
ten on this important sub- 


ject. 

& 
ANALYSIS OF THE 
FEDERAL INCOME 
TAX 


COMPLETE =§ analysis 

of the Federal Income 
Tax Law of 1916 has been 
issued for free distribution 
by the Fifth Avenue Bank 
of New York. In addition 
to the analysis the full text 
of the law is printed. Both 
the analysis and the law are 
carefully indexed. 
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BOOK TALKS 
KEITH F. WARREN, Editor 
Monthly Book Section 
THE BANKERS MAGAZINE 


253 Broadway, New York 


JANUARY 1917 


RANK A. VANDER- 

LIP, president of the 
National City Bank, in a re- 
cent speech before the Bank- 
ers’ Club of Chicago, de- 
clared that we were a nation 
of economic illiterates and 
strongly emphasized the 
need for a closer study of 
economic principles by bank- 
ers. 


“There is a science of po- 
litical economy,” said Mr. 
Vanderlip. “Some of its 
principles are as definite as 
laws of mathematics. It 
makes understandable prin- 
ciples and laws that can no 
more be broken with impu- 
nity by a nation than moral 
laws can be carelessly re- 
garded by an individual. I 
believe sound thinking in re- 
gard to the principles of po- 
litical economy to be one of 
the greatest needs of this na- 
tion. A man counting on his 
fingers may evolve enough 
mathematics to carry him 
through the needs of simple 
life. A man unable to state 
a single principle of political 
economy may still think with 
what seems a sufficient de- 
gree of accuracy about his 
ordinary affairs. But when 
that man, ignorant of the 
principles of political econ- 
omy, joined to others equally 
ignorant, begins en masse 
and nationally to project his 
judgments beyond directing 
the simple affairs of his life 
so that his discussions are 
weighed, and give substan- 
tial direction to the course of 
society or the action of gov- 
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ernment, then the 
which may follow from such 
lack of understanding is ap- 
palling. All about us there 
are examples of the densest 
ignorance of the  conse- 
quences that flow from ac- 
cepting unsound theories of 
political economy. A man 
who restricts production, the 
output of whose day’s work 
is consciously made material- 
ly less than he could with 
ease produce, because he 


danger | 








nomics; he creates a condi- 


‘tion that inevitably reacts 


upon himself and on his fel- 
lows. One could multiply 
the illustrations, and they 
could be drawn from govern- 
ment, business and industry 
with equal ease, where un- 
sound thinking about ques- 
tions involving principles of 
political economy leads to 
costly tribute being paid by 
all society. 

“We are a country of eco- 


nomic illiterates. I know of 
no illiteracy more dangerous 
to the welfare of a common- 
wealth.” 


thinks that in so restricting 
production he helps his class, 
simply does not know the 
multiplication table of eco- | 








The 25 Best Books on Banking 


Readers of Book TAs are in- 
vited to assist in a compilation of 
the twenty-five best books for the 
financial library of the practical 
banker. 


@ The object of the list is to cover 
within the scope of twenty-five 
volumes every phase of the prac- 
tice and theory of banking—a 
shelf of books which would be of 
permanent value as references 
for the active banker. 


@Send in the list of twenty-five 
books which in your opinion come 
nearest to this object. 





@The twenty-five books appear- 
ing on the greatest number of 
lists will be published in an early 
issue of Boox Ta.ks. 


Please address all replies to 


Epirorn, BOOK TALKS 
Box 557, New York 
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s The Filing 

ney 

rn- 

ry Department 

sav By J. Arruur CRAMER 

of ; 

to Bank Department Series 

al 100 pages, indexed ROPER filing is essential 

co- Price $1.00 in the modern banking 

of institution. This book is the 

us result of along, careful study 

- of various filing systems for 
banks and describes a method 

= which is not too complicated 

_ and which enables the banker 
to have quick access to all of 
the correspondence and re- 

cords bearing on any particu- 

lar transaction in which he 
may be interested. 























A FILING SYSTEM FOR |investigation is contained in|clerks—because correspond- 

BANKS |The Filing Department,” ence that is lost, improperly 
. ; F ‘one of the Bank Department | filed or delayed in coming 
N every line of business Series published by the|before the attention of the 


the filing of letters and Bankers Publishing Com- officers 


: means a 
records is regarded as a mat- 


pany. down in the bank’s service 
This book, which is copi-|and perhaps a money loss to 


falling 


ter of extreme importance. 
Proper filing saves much 











valuable time and in many 
cases time is a matter of dol- 
lars and cents. 

This is true in no less de- 
eree of the business of bank- 


ously illustrated, describes in|one of its clients. 


detail how to organize the 
filing department of a bank 
and how to create a filing 
system which will result in a 
great saving of time and 


ing where it is essential that greatly increased efficiency 


all of the correspondence 


and records bearing on any 


particular 
made readily available. 


transaction be 


in every department of the 
modern bank. 

The work is addressed not 
to the file clerk exclusively, 


J. Arthur Cramer has de-|but rather to all who have 
voted much time and thought |anything to do with corre- 
to the working out of a per-|spondence. In fact, it is just} Department, Bankers Pub- 


fect filing system for banks. 
The result of this study and 


las much the concern of the 
\officers of a bank as it is the 





All bankers who have the 
efficiency of their institution 
close at heart will do well to 
get and read this book. It 
will prove a valuable addi- 
tion to the library of the 
practical banker. 

The book is over 100 
|pages in length, is copiously 
\illustrated and indexed and 
lsells for $1. Orders should 
‘be addressed to the Book 


lishing Company, Box 557, 


New York. 
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The 
Practical 
Work of a 
Bank 


By 
Wm. H. 
Kniffin, Jr. 


Author of 


63 se " ‘ 
The Savings Bank 


Second Edition 
Over 600 pages 
Illustrated 


Price $5.00 
delivered 


and its Practical Work’’ 








covers every phase and detail of the op- 

eration of a modern bank. There is not 

a detail from the handling of the morn- 
ing’s mail to the extension of credit, from the 
duties of the messenger to the functions of 
the president, that he does not consider care- 
fully and describe in an interesting way. 

Mr. Kniffin has had a banking experience 
extending over twenty-five years, and is an 
acknowledged expert. But he has not de- 
pended upon his own knowledge and expe- 
rience. He has, in addition, gone to leading 
bankers throughout the country adding their 
experience and their methods to his own. 
“The Practical Work of a Bank” is some- 
thing more than a book. It is an encyclo- 
pedia, a complete text book for the student 
of banking. 

A valuable feature of this book is the 
large number of charts and forms which are 
reproduced. These are the actual forms 
which are used by some of the leading bank- 
ing institutions in their various departments 
and a careful study of them will give the 
reader many valuable ideas and suggestions. 

Bank equipment is discussed in detail. The 
author goes into the subject of the best ar- 
rangement of the banking room, the location 
of the cages, the best place for the officers’ 
quarters. He discusses filing, the various 
books used in the bookkeeping department, 
the statement system, employees’ pensions, 
days off, stationery and supplies, and the best 
methods of handling the mail. 

Particular attention has been given to the 
subject of bank credit, one hundred and fifty 
pages being devoted to that subject. On 
this subject the author writes with excep- 
tional information and force, holding the 
prize offered in 1911 by the late James G. 
Cannon to the men of the New York Chapter 
of the American Institute of Banking for the 
best essay on this important topic. 


I: the 600 pages of this book Mr. Kniffin 











Name 





Jan. BT. Address 


Bankers Pusuisuine Company, 253 Broapway, New York 

Gentlemen :— You may send me prepaid one copy of ‘‘ Tag PRactTicaL WorK oF a BANK,” 
for which I enclose $5.00, with the understanding that if the book is not satisfactory I may re- 
turn it within five days of receipt and you will refund my remittance. 
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Paine’s Analysis 


of the 


Federal Reserve Act 


and Cognate Statutes 


| this book Hon. Willis S. 
Paine, author of Paine’s 
Banking Laws and Paine’s New 

By Hon: Willis S. Paine York Banking Laws, completely 
analyzes the Federal Reserve Act 

and records the various rulings 


° and interpretations which have 
Price $5.00 affected it since its enactment. 
The book is an authoritative 


Postpaid treatise on the history, enact- 

ment, development, operation and 
_" interpretation of this important 
Carefully Indexed law. The Bill of Lading Act and 
Over 400 Pages the Farm Loan Act are also con- 
With Maps and Charts sidered. 























Three Books for Financial Advertisers 


Pushing Your Business By 7. D. MacG@REGOR 


Covers the general subject in an instructive and interesting way, with many 
illustrations of good ads, suggestions and instructions which are both help- 
ful and illuminating. Price $1.50 postpaid 


2000 Points for Financial Advertising 
By T. D. MacGREGOR 


Contains 2000 suggestions for the wording of bank and financial ads, bring- 
ing out vital points in a clear and concise way. Price $1.75 postpaid 


Bank Advertising Plans By 7. D. MacGREGOR 


Covers the subject of advertising from still another standpoint, illustrating and 
describing plans other than newspaper advertising that have succeeded in 
building up important institutions. Price $2.50, postpaid 


ror $4.00 save $1.75 
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will solve this problem for you. They consist of 
eighty-two business building letters—the fruits 
of the experience of Mr. W. R. Morehouse, As- 
sistant Cashier and Publicity Manager of the 
German American Trust and Savings Bank of 
Los Angeles, California. 

Mr. Morehouse noticed that many letters had 
to be written over and over again when the 
same situation came up in regard to different 
people. “What is the use,” he thought, “of 
wasting time and effort trying to write the 
same letter over and over again and different 
every time?’ 

“Why not work out the best possible letter 
to cover the situation—boil it down until every 
superfluous word has been removed—make it 
the perfect expression of what that letter is to 
say—and then send the same letter whenever 
that particular situation arises?’ 

And Mr. Morehouse did this very thing. 
Aided by his own many years’ experience and 
the experience of other men prominent in the 
banking world, he has written a series of 
eighty-two bank letters. 

Letters which adopt just the right tone in 
every case, not too severe nor formal and not 
too friendly—expressing a hospitality which 
every bank wishes to convey to its customers. 
They give the urgent compelling reasons which 
bring in new customers and make old customers 
increase their deposits. They express tactfull, 
yet forcefully the exact truth about a customer 
when credit information has been asked by an- 
other institution. They put into the best pos- 
sible phrasing every possible expression which 
is needed in banking work. 


oo HOW SHOULD 
I WRITE THIS 
LETTER? — 


Hew many times have you dic- 


tated a business building letter, 


and when the typewritten copy 
was placed on your desk, found it 
didn’t suit you? You felt that it 
wouldn’t produce results unless it 
was built along different lines. 
Yes, how many times have you 
written letters to prospective cus- 
tomers of your bank, and failed to 
receive 
with the expense and labor en- 
tailed? How many times have you 
worried yourself into a headache 
trying to compose just the right 
letter to meet the situation? 


LETTERS 


returns commensurate 


When a prospect writes you about the terms 
and conditions on which you open accounts, and 
asks you also about “banking by mail,” do you 
write a letter that will get the account? 

When you wish to rent safe deposit boxes, 
has the letter you write got the ‘“‘punch” that 
will “put it across?” These will show you just 
how to meet these situations and many other 
problems with which you are daily confronted, 


How to Get These 82 Letters 


The whole set of eighty-two letters has been 
multigraphed in full letter size and complete 
form. No letter expert would undertake to 
write this number of letters for less than Five 
Hundred Dollars, yet by signing the order blank 
below you can get the same result as though 
you had spent this sum in securing letters for 
your personal use. 








BANKERS PUBLISHING COMPANY, 
253 Broadway, New York. 


GENTLEMEN:—Please send me a set of the 
82 Bank Letters by W. R. Morehouse. I enclose 
$5.00 with the understanding that if the letters 
are not satisfactory I may return them within 
five days of their receipt and you will refund 
my remittance, 








Send for free booklet describing these letters 
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Outlines of Economics. By Richard T. Ely. 
Third edition revised. 740 pages. Price, $2.10. 
Postage, 15c. 


Getting the Most Out of Business. By E. St. 
mo Lewis. Fifth edition revised. Price, 
$2.15, delivered. 


Introduction to Economies. By Frank O'Hara. 
256 pages. Price, $1.15, delivered. 


Relation of Imports to ain By John Taylor 
Peddie. A study of the basis of a new na- 
tional and imperial policy. 2d edition. 148 
pages. Price, $1.75. Postage, 1l5c. 


Readings in Money and Banking. By Chester A. 
Phillips A selection of the best that has 
been written on every phase of the subject. 
$45 pages. Price, $2.25, delivered. 


The Clearing House. By Jerome Thralls. Facts 
covering the origin, developments, functions, 
and operations of the clearing house; explains 
the systems, plans and methods promulgated 
by the Clearing House Section of the Ameri- 
can Bankers Association. 78 pages. $1.15, 
postpaid. e 


Principles of Commerce. By Harry Gunnison. 
Analyzes the inter-relation of buyers and sell- 
ers in the credit mechanism of exchange. Dis- 
cusses the gains of trade in a single coun- 
try, and the shares of several countries in 
their trade with each other. Classifies trans- 
portation costs, and considers how each class 
of costs does affect and ought to affect rates. 
Price, $1.75. Postage, 15c. 


Sales Promotion by Mail. A symposium. Methods 
which have built business by mail are de- 
scribed by various authorities. A valuable 
book for the library of the bank advertising 
man. 359 pages. $2.15, postpaid. 


ates of Bonds Under the noe Income Tax. 
1917 edition. 158 pages $2.15, postpaid. 


Business Letters; How to Write Them. By T. B. 
Thrift and others. 125 pages Price, 80c, post- 
paid 


Industrial Arithmetic By C. G. White and P. P. 
Colgrave. 285 pages. Price, 85c, delivered. 
Story of the Trust Companies. By E. T. B. 
Perine. Portrays the rise and modern sway 
of the trust companies through many vicissi- 
tudes, from their birth in 1822. Index. 327 

s. $2.15, postpaid. 


Zeller’s Interest Table. By M. T. Zeller. 52 
pages. Price $2.15, postpaid. 





Advertising and its Mental Laws. By H. F. 
\dams. Aims to present the basic principles 
ff psychology which are related to advertis- 
ing and to point out their application. 333 
pi 3 Price, $1.65, postpaid. 


‘ 








a’s Changing Investment Market. Ameri- 
Academy of Political and Social Science. 
342 pages. Paper, $1.15, delivered. 


Americ 





Short Cuts in Figures. By Archie T. Collins. 
Simply explained scientific short cuts in figur- 
ing as a means to greater speed and accuracy. 
Price, $1.15, delivered. 


Peo ple’ s Banks. By Arthur Harold Ham. Pub- 
ed by the Russell Sage Foundation, New 
York Gratis. 


What _Every Business Man Should Know. By 
L. ¢ Kearney. A complete guide to business 
usages and requirements, with explanations of 

siness terms and commercial forms, 247 
pages Price, $1.75, delivered, 


Guide to the Study of Accounting. By S. F. 
Racine. 91 pages. Price, $1.25. Postage, 15c. 





Cost Accounting and Burden Application. By 
Clinton H. Seovell. Statement of accounting 
principles which should be observed by every 

ufacturer or his accountant in analyzing 
ompiling the cost of doing business. Com- 
nes accountant’s practical knowledge of 


Some New Books of Interest to Bankers 





taxes, interest and profits with sound economic 
theories. Author is certified public accountant 
of New York and Massachusetts. 328 pages. 
Price, $2.15, delivered. 


Corporation Finance. By Hastings Lyon. Dis- 
tributing securities; reorganization. Com- 
panion volume to the author's “Capitaliza- 
tion,’”’ published in 1912. 316 pages. Price, 
$2.15, delivered 


Banks and Banking. By H. Parker Willis and 
others. 304 pages. Price, $2.00. Postage, 15c, 





The Pitfalls of Speculation. By Thomas Gibson. 
184 pages. Price, $1.00. Postage, lic. 


Paine’s pnt of the Federal Reserve Act and 
Cognate Statutes. By Willis S. Paine, LL.D. 
The first complete and authoritative treatise 
on the history, enactment, development, op- 
eration and interpretation of this important 
law. Every leading court decision as well as 
the rulings affecting the operation of this 
law are given, together with a history of 
the measure from the original introduction 
of the bill down to the present time. Also 
takes up the Bill of Lading Act and the 
Federal Farm Loan Act. 400 pages. Fully 
indexed. Price, $5.00, delivered, 


The Filing Department. By J. Arthur Cramer. 
Bank Department Series. Describes and il- 
lustrates a system of filing for banks which 
will enable the banker to have immediate 
access to the all of the correspondence and 
records bearing on any particular transac- 
tion. Author has made a careful study and 
investigation of the subject. 100 pages. Co- 
piously illustrated and indexed. Price, $1.00, 
delivered. 











Commercial 
Paper 

By Jonw N. Eaton 
Price 25 cents postpaid 


Pamphlet Edition 


HE history and de- 
velopment of com- 
mercial paper; growth 
of the business; its ade 
vantages; various kinds of 
commercial paper; effect 
of the Federal Reserve 
Act on the business. 
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Worth While Books for the Banker’s Library 


The Practical Work of a Bank. By William H. branch of the subject; various methods of ad- 
Kniffin, Jr. Covers every phase and detail of vertising explained; every kind of financial ad- 
the operation of a modern bank. There isn’t vertising illustrated; mechanical details of 
a single practical banking problem or detail writing copy. Regarded as the authoritative 
of bank administration that this book doesn’t work on this subject. 200 pages. Price, $1.50, 
take up carefully and describe in detail. Tells postpaid, ; 


| 
how to increase the efficiency of a bank-— 
: Sie dearer cae pe | 2000 Points for Financial Advertising. By T. D. 
| 





how to make the work run smoother—how to 
MacGregor This book writes your bank ad- 


get the most out of equipment. 600 pages — ; 
Fully illustrated and indexed. Price, $5.00, vertising copy for you. It contains 2000 sug- 





delivered. gestions for the wording of as many bank ads 
‘ } —strong copy bringing out vital points in a A 
Trust Companies; Their Organization, Growth } clear and concise way. Adapted to the use 
and Management. By Clay Herrick. Describes of commercial banks, trust companies, safe 
in detail the actual organization and opera- deposit companies and savings banks. 170 “7K 
tion of every department of a modern trust pages. Price, $1.75, postpaid. _ 
company. Contains a variety of tables and } : lv 
charts which make it indispensable for every Bank Advertising Plans. By T. D. MacGregor. . 
trust company officer. The author was for Describes and illustrates hundreds of plans, Bs 
many years connected with the Cleveland other than newspaper advertising, which banks % 
Trust Company in important capacities and have successfully used in building business. Ci 
speaks with authority. 500 pages. Price, These are not theoretical ideas but plans 
$4.00, postpaid. which have been actually used and found ve 
successful. 200 pages. Price, $2.50, postpaid. 
Practical Investing. 3y Franklin Escher. Fills as! 
the long felt want for a book which, in sim- The Banker in Literature. By Johnson Brigham. 
ple and understandable language, tells all A book for every banker's private library and ne 
about securities as they are and as the man } for reading in leisure mom« 2 
who goes into the market with money to in- gift book for a bank man. Tells what promi- 
vest will find them. Mr. Escher knows what | nent bankers have done in the realms of lit- en 
the investor needs to know, and in this book erature. 250 pages. 17 ‘plates. Uniquely 
he tells it. Price, $1.60, postpaid. bound. Price, $2.15, postpaid. ty- 
The Savings Bank and Its Practical Work. By Laws of the State of New York Relating to fo! 
William H. Kniffin, Jr. This book is without Banks and Banking. Annotated. By Willis S. 
question the most exhaustive and the most Paine, LL.D. Contains all of the laws relat- ect 
readable treatise on savings banks ever writ- ing to banks, banking, trust investment, safe Pp 
ten. The work of the savings banks is treated deposit, personal loan companies and brokers, ( 
from the historical, the oretical, legal and prac- private bankers, savings and loan associations, sis 
tical standpoints—making a complete refer- credit unions and the land bank. Seventh Sic 
ence book on all phases of the subject. 550 | edition. Price, $3.50, including 1916 supple- m: 
a 190 illustrations. Price, $5.00, post- } ment. 
paid. 
, : _ - Uw 
Bank Letters. By W. R. Morehouse, Publicity Paine’s National Banking Laws. By Willis § fir 
Manager of the German-American Trust and Paine, LL.D. Analyzes the Federal Reserve 
Savings Bank of Los Angeles. 82 actual let- | Act and shows how the National Bank Act on 
ters re rr ” | is amended by this new law. Seventh Edi- 
r eproduced by multigraph designed to rh ~ ° ~ 
meet every need of-ordinary bank correspond- | tion. Price, $3.00, delivered. ne 
ence, Special attention given to letters which . = ~ Wes 
build business for banks, create good will, and | The Elements of Foreign Exchange. By hege kn 
increase deposits. All the letters have actu- lin Escher. Gives a clear understanding 0 te 
ally been used and tested by the author and the causes which affect the movement of for- e] 
are the result of a long study of this im- eign exchange, its influence on the money th 
portant subject. } and security market, etc. The book is ele- { 
: mentary and is designed for the reader who co 
Pushing Your Business.. By T. D. MacGregor. wants to get a clear idea of how foreign 
Explains the principles and practice of finan- exchange works without going too deeply into ve 
cial advertising; chapters devoted to every it. Seventh Edition. Price, $1.35, postpaid. ti 
lI 
. —_ - va 
wl 
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BOOK ‘THLEKS 


FEBRUUARY 1917 


A School Within A Bank 


N examination of the 

educational edition of 
“Number Eight,” the month- 
ly publication of the City 
Bank Club of the National 
City Bank of New York, re- 
veals an educational system 
astounding in its thorough- 
ness and breadth. 

Over 500 employees are 
enrolled in no less than for- 
ty-three courses, including 
foreign exchange, political 
economy, Spanish, French, 
Portuguese, English, Rus- 
sian, Arithmetic and Pen- 
manship. 

If this were the bank’s 
first year of such activity, 
one would attribute its bold- 
ness to an ambition that 
knows not what it is at- 
tempting. But it has given 
the most difficult of these 
courses for three and four 
years and proposes to con- 
tinue them. The marked ad- 
vancement of the students 
who have availed themselves 
of the privileges afforded is 
traceable directly to the 
educational work performed 
by the bank. 

Male employees twenty- 
one years of age and under 
are required to do at least 
two hours of class work a 
week. Male employees over 
twenty-one and all female 
employees, are stron gly 
urged to take up as much 
educational work as_ they 
possibly ean. 

A progressive record of 
each employee’s work is 
kept. The attitude of an 
emplovee towards self-im- 


provement and the work 
done in classes by such em- 
ployee, together with the 
ability with which he per- 
forms his regular office work 
all have an important bear- 
ing when the subject of ad- 
vancement is under consid- 
eration. 

Employees under twenty- 
one are required to select 
one of the following courses: 
English, arithmetic, stenog- 
raphy, commercial geogra- 
phy, Spanish, Portuguese or 
French. In addition to these, 
there are courses in Practi- 
cal Banking as follows: 


(a) A class especially se- 
lected from among’ em- 
ployees who have shown an 
active interest in the educa- 
tional facilities offered by 
the bank. 

(b) A class in credits and 
advanced accounting, com- 
posed of graduates of the 


original practical banking 
class. 
(c) A class in funda- 


mental principles of banking 
and exchange, to consist of 
male employees not members 
of the advanced banking 
classes. 


TRAINING FOR FOREIGN 
SERVICE 


Prior to the establishment | 
of branch banks in foreign| 
countries, the educational 
work of The National City 
Bank was confined to the | 
training of the employees to| 
increase their worth and to 
insure their progress in the 


home institution. But with 
the branch banks came new 
‘responsibilities. The need 
‘arose for training men espe- 
cially for the foreign service. 
The development of Ameri- 
can Foreign Commerce and 
its advancement after the 
war, in face of the keen com- 
petition which may be ex- 
pected, demanded that 
American business interests 
in the foreign field be con- 
ducted by Americans. 

Following the successful 
example of German and 
| English banks, The National 
City Bank, in the establish- 
ment of its branches in 
South America, endeavored 
to select young Americans 
for its foreign service, but it 
at once met with the diffi- 
culty of finding young men 
properly trained to fill po- 
sitions of responsibility 
abroad. Young men are 
needed who know the lan- 
guage and the customs of the 
country where they will be 
stationed, who can acquire 
|the foreigner’s manner of 
\doing business with an ap- 
preciation of his point of 
view, and who ean still re- 
tain their loyalty to the 
United States. Heretofore 
young Americans have not 
had the training which 
would fit them for this 
service. 

After carefully investigat- 
ling the situation, the bank 
decided that it was neces- 
sary to work out certain 
| practical courses of study 
land to create what in effect 
is a school of its own, for 
‘the purpose of training 








(Conitnued on page 2) 
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KEITH F. WARREN, Editor 
Monthly Book Section 


THE BANKERS MAGAZINE 


253 Broadway, New York 


FEBRUARY 1917 


HE fact that an institu- 
tion such as the Na- 


tional City Bank should find | 


profitable the operation of 
an educational system such 
as is described in_ these 
pages proves pretty con- 
clusively the actual dollars 
and cents value of systemat- 
ic training. It proves that 


a bank employee can_ be 
taught and can _ acquire 


through study in a compara- 
tively short time knowledge 
and training that years of 
experience alone could give. 
And this training makes for 
greater efficiency within the 
bank and a keener spirit of 
enthusiasm and _ co-opera- 
tion. 

Of course, the operation 
of such a costly system as is 
employed in the National 
City Bank would not be pos- 
sible or practicable for other 
smaller institutions. But 
every bank, however small, 
can at least do something to- 
wards the training of its 
employees or towards en- 
couraging them to increase 
their efficiency —_ through 
study. How easy for one of 
the officers to give a_ se- 
ries of informal talks about 
various phases of banking. 
This would not only prove 
inspirational in character 
but would go a long way to- 
wards cultivating a_ better 
spirit in the bank. 

And every bank could at 
least provide for the use and 
benefit of its employees a 
number of books on banking 
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and financial subjects and |be, he is too often prevented 
encourage their men to read | from reading and studying 
and study them. The pur-|the books that he knows 
chase of a few good books of |would help him because he 
this character would be an|simply can not afford to 
investment which would/spend the money for them. 
yield a big return both in|It seems therefore not un- 
satisfaction and in more ma-|reasonable that the bank 
terial ways. ‘should assume the expense 

No matter how ambitious since it shares so largely in 
a young bank employee may |the benefits. 





| 
A School Within a ' destination, familiarizing 
Bank themselves with the kind of 
(Continued from page 1) documents used, and _ the 


young men along practical method of handling docu- 
banking lines. It then ments to protect both the 
turned to the universities. bank and the customer. Spe- 
Twenty graduates’ were cial classes were instituted 
chosen to come into the|to give the students a speak. 
bank. They entered upon a ing knowledge of the lan- 
year’s course of training to|guage of the country to 
fit themselves for foreign|which they were to be sent. 
work. During the day they|To make this most effective, 
worked in the various de-|special text-books based on 
partments of the bank get-|the practical banking and 
ting actual experience, and|commercial terms of each 
for an hour in the morning, | language were written by 
at noon, and in the evening |the language instructors of 


they attended classes. 

They studied international 
commerce and commercial 
geography and formed an 
adequate conception of in- 
ternational trade and trade 
relations. Special emphasis 
was laid on the growth and 


deveiopment of American 
commerce and the oppor- 
tunities for its expansion. 


They listened to talks on the 
customs, habits and manners 
of foreign people with a 
view to obtaining a better 
knowledge of their needs 
and preferences, and a bet- 
ter understanding of their 
temperament and point of 
view. Under this broaden- 
ing influence much of the 
native provincialism of 
Americans was _ dispelled. 
They learned about foreign 
exchange, tracing shipments 
from their origin to their 


the bank. 

Speaking of the results of 
this experiment, “Number 
Eight” says: 

“It will take years before 
the last word can be said in 
connection with our experi- 
ments. It can be reported, 
nevertheless, even now, that 


the taking in of college 
graduates for training in 


banking is +o a large extent 
a demonstrated success. It 
is true that most of these 
‘young men of the first class 
could hardly add a column 
of figures, that their writing 
was merely a scribble, and 
that their knowledge of 
banking was decidedly lack- 
ing. Their enthusiasm and 
keen minds, however, over- 
came the obstacles imposed 
by lack of practical train- 
ing, and their fine college- 
instilled spirit of sportsman- 
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ship and their splendid team 
work not only won for them 
support and established the 
reputation of the college 
man. but brought into the 
bank an atmosphere that 
has left its impress on the 
spirit of the institution.” 


& 


INCOME TAX RETURNS 

HE demand for income 

tax information, as 
every bank knows, is par- 
ticularly heavy at this time 
of the year. In preparing 
income tax returns and in 
assisting your depositors in 
preparing their's, 1977 In- 
come Tax Procedure by 
Robert H. Montgomery will 
be found of the greatest 
value. 

This book is unquestion- 
ably the most complete 
work on the subject yet pub- 
lished. It contains a com- 
prehensive interpretation of 
the difficult points that are 
so troublesome when _pre- 
paring tax returns, whereas 
other publications on the 
subject are mere reprints of 
the Treasury Department 
rulings and decisions, with a 
few comments. 

1917 Income Tax Proce- 
dure gives at once the infor- 
mation you should have in 
preparing returns, in plain, 
positive English that any 
business man can _ readily 
understand. It interprets 
the obscure points of the law 
you want to know about— 
not simply the obvious gen- 
eralities. 

The arrangement follows 
that of the return. On any 
item vou can at once turn to 
the corresponding section of 
the book, and find the infor- 

ation wanted. 

The price of this book is 
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Is Your Filing 
System Right? 


Are you convinced that correspondence and impor- 
tant records are properly filed in your bank so as to 
be permanently preserved and immediately avail- 
able? 


The Filing Department 
By J. Arthur Cramer 


Describes in detail how to organize the filing de- 
partment of a bank and how to create a filing sys- 
tem which will result in a great saving of time and 
greatly increased efficiency in every department of 
the modern bank. 

The work is addressed not to the file clerk ex- 
clusively, but rather to all who have anything to do 
with correspondence. In fact, it is just as much 
the concern of the officers of a bank as it is the 
clerks—because corespondence that is lost, improp- 
erly filed or delayed in coming before the attention 
of the officers means a falling down in the bank’s 
service and perhaps a money loss to one of its 
clients. 

All bankers who have the efficiency of their in- 
stitution close at heart will do well to get and read 
this book. It will prove a valuable addition to the 
library of the practical banker. 


Send No Money— Book 


Sent for Inspection 


Fill out the order blank below and we will send 
you this book for free inspection. If you find it 
satisfactory, remit $1.00. If not, return the book 
to us. 








Bankers Pcsiisninc Company, 
253 Broadway, New York: 
Please send for free examination Mr. Cramer’s “Filing 
Department.” After five days’ examination I will either 
return or remit the price, $1. 
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Do You Know— 


What the powers and limitations 
of your bank are under the Federal 
Reserve System? 


Do you fully understand the various rulings and 
interpretations which have affected this Act since 
its first enactment? 


Paine’s Analysis 
of the 


Federal Reserve Act 
and Cognate Statutes 


gives you just this important information. 


In this book Hon, Willis S. Paine, LL.D., author 
of *Paine’s Banking Laws” and “Paine’s New York 
Banking Laws,” completely analyzes the Federal 
Reserve Act. 

In its treatment of the Federal Reserve Act Mr. 
Paine’s book is the first complete and authoritative 
treatise on the history, enactment, development, 
operation and interpretation of this important law. 
Every leading court decision as well as the rulings 
affecting the operation of this law are given, to- 
gether with a history of the measure from the origi- 
nal introduction of the bill down to the present 
time. 


Inspect at Our Expense 


But don’t take our word for all this. Sign the 
order blank below and mail to us. We wili for- 
ward the book for your inspection. After examina- 
tion vou can either return to us or remit the price 
of $5.00. 








Bankers Pustisuinc Company, 
253 Broadway, New York: 


Please send for free examination Mr. Paine’s Analysis 
of the Federal Reserve Act. After five days’ examina- 
tion I will either return or remit the price, $5.00. 


MINN Se Copel as. ty ee tip cao hat aa tare a 


Bank 


Address 


Bea. 











| $2.50, but it will be sent on 
approval to any banker 
writing for it on the letter- 
head of his bank. All or- 
ders should be addressed to 
the Book Department, 
Bankers Publishing Com- 
pany, 253 Broadway, New 


York. 
& 


READINGS IN MONEY 
AND BANKING 


UCH valuable material 

on the subject of money 

and banking has been made 

generally accessible for the 

first time in Readings in 

Money and Banking by 
Chester Arthur Phillips. 

The subject matter falls 

into the following groups: 


The theory of money, its 
early history and the impor- 
tant phases of monetary de- 
velopment in the United 
States. 

Banking operations and 
accounts and the use of 
credit instruments in pay- 
ments in the United States. 

“A Symposium on the Re- 
lation between Money and 
General Prices,’ which gives 
the views of the prominent 
economists on this subject. 
The chapter contains con- 
tributions by such authori- 
ties as Ricardo, Fisher, 
Kemmerer, Laughlin and 
Taussig. 

The 
systems. 

Domestic and foreign ex- 
change. 

The more important for- 
eign banking systems, in- 
cluding a chapter on bank- 
ing institutions and condi- 
tions in South America. 

A thorough treatment of 
credit and banking in the 
United States with empha- 
sis on present problems. 


foreign monetary 
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How to Increase Your 


In the 600 pages of this book Mr. Kniffin 
covers every phase and detail of the opera- 
tion of a modern bank. There is not a detail 
from the handling of the morning’s mail to 
the extension of credit, from the duties of 
the messenger to the functions of the presi- 
dent that he does not consider carefully and 
describe in an interesting way. 


Why You Should Own This Book 

By finding out how other banks and bank- 
ers have met the same problems which you 
are encountering every day you will! get some 
valuable sidelights on your own business. 
You will begin to see ways of increasing the 
efficiency of your own departments—of mak- 
ing the work of your bank run smoother—of 
getting the most out of your equipment. 


Deals With Every Practical Banking 
Problem 
There isn’t a single practical banking 
problem or detail of bank administration that 
this book doesn’t take up carefully and de- 
scribe in detail. It treats of every phase of 
modern banking from the handling of the 
morning’s mail to the extension of credit, 
from the duties of the messenger to the 
functions of the president. 


How Other Banks Actually Conduct 
Their Business 

\nd, what’s more, it shows exactly how 
some of the largest banking institutions in 
the country carry on their business. It gives 
reproductions of the forms they actually use 
for their various accounts and points out 
how they handle every detail of their busi- 
ness. Mr. Kniffin, the author, has not de- 
pended upon his own knowledge and experi- 
ence. He has in addition gone to leading 
bankers throughout the country and_re- 





ORK 
HE PRACTICAL WOR 
TRY oF « BANK 





Efficiency as a Banker 


ceived the benefit of their experience in 
various branches of banking. This knowl- 
edge and experience he has added to his 
own with the result that the “Practical Work 
of a Bank” is something more than a book. 
It is an encyclopedia, a complete text book 
for the student of banking. 


Special Attention Given To Credit 


Particular attention has been given to the 
subject of bank credit, one hundred and 
fifty pages being devoted to that subject. On 
this subject the author writes with exception- 
al information and force, holding the prize 
offered in 1911 by the late James G. Cannon 
for the best essay on this important topic. 


Examine At Our Expense 


But don’t take our word for all of this. 
Simply sign the order blank below and we 
will send on the book for your inspection. 
If after five days’ examination you agree 
with us that it will help you in your work as 
a banker, send on your check for $5.00. If 
you don’t agree with us, simply return the 
book to us. We will accept your decision 
without quibble or question. 





FREE EXAMINATION COUPON 
<ERS PUBLISHING COMPANY, 
253 Broadway, New York: 

Send on Mr. Kniffin’s 600-page book on Prac- 
tical Banking. I will look it over and if I 
find on examination that it is all that you say 
it is, I will keep the book and remit $5.00, your 
regular price. If not, I will return to you in 
good condition. 





BF. NS Kb: 0944060501440 0n0 e088 
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Some New Books of Interest to Bankers 


Outlines of Economics. By Richard T. Ely. 
Third edition revised. 740 pages. Price, $2.10. 
Postage, 15c. 


Getting the Most Out of Business. By E. St. 
Elmo Lewis. Fifth edition revised. Price, 
$2.15, delivered. 


Introduction to Economics. 3y Frank O'Hara. 
256 pages. Price, $1.15, delivered. 


Relation of Imports to Exports. By John Taylor 
Peddie. A study of the basis of a new na- 
tional and imperial policy. 2d edition. 148 
pages Price, $1.75. Postage, 15c, 

Readings in Money and Banking. By Chester A. 
Phillips A selection of the best that has 
been written on every phase of the subject. 
845 pages. Price, $2.25, delivered. 


The Clearing House. By Jerome Thralls. Facts 
covering the origin, developments, functions, 
and operations of the clearing house; explains 
the systems, plans and methods promulgated 
by the Clearing House Section of the Ameri- 
can Bankers Association. 78 pages. $1.15, 
postpaid. 


Principles of Commerce. By H. G. Brown. 
Analyzes the inter-relation of buyers and sell- 
ers in the credit mechanism of exchange. Dis- 
cusses the gains of trade in a single coun- 
try, and the shares of several countries in 
their trade with each other. Classifies trans- 
portation costs, and considers how each class 
of costs does af ind ought to affect rates. 
Price, $1.75 5e. 





Sales Promotion by Mail. A symposium. Methods 
which have built business by mail are de- 


scribed by various authorities A valuable 
book for the library of the bank advertising 
man 259 pages $2.15, postpaid 


Status of Bonds Under the Federal Income Tax. 
1917 edition 158 pages. $2.15, postpaid 
Business Letters; How to Write Them. By T. B. 
Thrift and others. 125 p s Price, 80c, post- 


paid 
Industrial Arithmetic By C. G. White and P. P. 
Colgrave 285 pages Price, 85c, delivered. 


Story of the Trust Companies. By E. T. B. 
Poerine Portrays the rise and modern sway 
of the trust companies through many vicissi 
tudes, from their birth in 1822. Index. 327 


pages $2.15, postpaid 





Finance and Life Insurance. By W. A. Dudley. 
A handbook of tables and formulae, with rules 


and explanations for the use of lawyers, 
brokers, bankers, insurance men and others 
225 pages Pric $5.00 Postage, 20 cents. 


Thrift. By Bolton Hall. Book is addressed to 
the general wage-earne! Treats of the foun- 
dations of fortunes, personal efficiency, waste 
and extravagance, investments in land, prac- 














tical success : the objects of life, 247 
pages Price, $1.15, delivered 

Economies, By F. A. Fetter This book deats 
with he fs heories and public policies 
relating to banking, international 
trade, labor ization trust and. other 
economic problems WS pages Price, $1.75 
Postag 1 cents 


Modern Currency Reform. By FE. W. Kemmerer 






history and discussion of recent curre 
reforms in Indi Porto Rico, Philipp 
Islands, Straits Settlements and Mexico 
pages Pric $2.40 Postage, 20 cents. 


By Ss. F 
e, lic 





Guide to the Study of Accounting. 


Racine I s Price, $1.25 -ostag 


Cost Accounting and Burden Application By 
Clinton H. Scovell Statement of accounting 
principles which be observed by every 
manufacturer or countant in analyzing 
and compiling the cost of doing business. Com- 
bines accountant’s practical knowledge of 








taxes, interest and profits with sound economic 
theories. Author is certified public accountant 
of New York and Massachusetts. 328 pages. 
Price, $2.15, delivered. 


Corporation Finance. By Hastings Lyon. Dis- 
tributing securities; reorganization. Com- 
panion volume to the author's ‘“Capitaliza- 
tion,” published in 1912. 316 pages. Price, 
$2.15, delivered. 


Banks and Banking. By H. Parker Willis and 
others. 304 pages. Price, $2.00. Postage, lic, 





The Pitfalls of Speculation. By Thomas Gibson. 
184 pages. Price, $1.00. Postage, 15c. 


Paine’s Analysis of the Federal Reserve Act and 
Cognate Statutes. By Willis S. Paine, LL.D 
The first complete and authoritative treatise 
on the history, enactment, development, op- 
eration and interpretation of this important 
law. Every leading court decision as well as 
the rulings affecting the operation of this 
law are given, together with a history of 
the measure from the original introduction 
of the bill down to the present time. Also 
takes up the Bill of Lading Act and the 
Federal Farm Loan Act. 400 pages. Fully 
indexed. Price, $5.00, delivered. 


Modern Church Finance. By A. F. MecGarrah. 
The principles and practice of church finance, 
328 pages $1.25. Postage, 15 cents. 

Foundations of Indian Economics. By Radhaka- 
mal Mukerjee, with an introduction by Pat- 
rick Geddes. Describes the main features of 
Indian industrial life and formulates a pro- 
gram of Indian economic expansion 515 
pages Price, $3.25, postpaid. 

















Commercial 
Paper 

By Jouy N. Eatox 
Price 25 cents postpaid 


Pamphlet Edition 


HE history and de- 
velopment of com- 
mercial paper; growth 
of the business; its ad- 
vantages: various kinds of 
commercial 
of the 


Act on the business. 


paper: effect 


Federal Reserve 
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) Mr. T. D. Merryman, 
6424 Pollard St., 
Los Angeles, Cal. 








conomic Dear Sir: 
-ountant 
8 pages, Just what success are you having with the 
Home Safe loaned to you? Perhaps you have not saved 
as much as you had hoped and this may be the reason we 
nh. Dis- have not heard from you. 
Com- 
Ditaliza- Almost daily we are asked if it is necessary 
Price, to fill a Home Safe before bringing it in to have the 
contents counted and the amount credited in the pass 
llis and book. In every case we have recommended that the safe 
ge 1s be brought in at frequent intervals, no matter what may 
ge, lic, be the amount saved. Doubtless you can see how this 





will result in material benefit to you, when we explain 
that interest begins only from the date the money is 
deposited here. 


Gibson. 
































Act and 
» LL.D Since we give to emall deposits the same 
treatise careful attention given to larger amounts, let us sug- 
nt, op- gest that so long as you have saved something, it is 
nora enough to bring in and place to your credit at interest 
of this We wish to assure you that your patronage is 
tory of desired by this Bank and that should you call, you will 
duction receive our best attention, 
nd “the 
Fully 
sarrah. “Vice President. 
inance, 
dhaka- e ° 
aoe This Letter Increased 9,035 Small Savings Ac- 
a pro- ° . 
. BB counts by $17,112.36 within 30 Days 
HIS is only one of a series of 82 letters phrasing every possible expression which is 
—— which will build business for your needed in banking work. 
bank. They were written by W. R. When a prospect writes you about the 
ne Morehouse, publicity manager of the Ger- terms and conditions on which you open ac- 
man-American Trust and Savings Bank of counts, and asks you also about “banking by 
los Angeles. mail,” do you write a letter that will get 
Mr. Morehouse noticed that many letters the account? 
had to be written over and over again when When you wish to rent safe deposit boxes, 
the same situation came up in regard to has the letter you write got the “punch” that 
different people. “What is the use,” he with “put it across?” These will show you 
thought, “of wasting time and effort trying just how to meet these situations and many 
to write the same letter over and over again other problems with which you are daily con- 
and different every time?” fronted. 
“Why not work out the best possible letter * 
to cover the situation—boil it down until iz Examine at Our Expense 
every superfluous word has been removed The whole set of eighty-two letters has 
make it the perfect expression of what that been multigraphed in full letter size and 
letter is to sav—and then send the same Complete form. No letter expert would un- 
letter. whenever that particular situation dertake to write this number of letters for 
aiinea?” less than Five Hundred Dollars. Sign the 
And Mr. Morehouse dia this very thir order blank below and we will send you the 
\ided by his own many years’ experience Set for free examination, Then pay for it 
and the experience of other men prominent only if you want to keep it. If in your own 
in the banking world, he has written a series judgment its value to you is not absolutely 
= of eighty-two bank letters. beyond question, just send it back. Fill out 
= Letters which adopt just the right tone in the coupon below: 
every case, not too severe nor formal, and 
h not too friendly—expressing a hospitality— Bankers Publishing Company, 
. which every bank wishes to convey to its 253 Broadway, New York: 
f customers. They give the urgent compelling wee eae cishty-two Bank. Letters. 
reasons which bring in new customers and After five days’ examination, I will either re- 
{ make old customers increase their deposits. turn or remit the price, $5.00. 
They express tactfully yet forcefullv th> DR ca chiceacaacncadetatensbsniewie en 
_ exact truth about a customer when credit in- 
formation has been asked by another insti- RE eA Rta dees seep Kmedera eine see hee 
_| tution. They put into the best possible B.T. Address ..... ee a ee 


















































The Practical Work of a Bank. By William H. 
Kniffin, Jr. Covers every phase and detail of 
the operation of a modern bank. There isn’t 
a single practical banking problem or detail 
of bank administration that this book doesn’t 
take up carefully and describe in detail. Tells 
how to increase the efficiency of a bank— 
how to make the work run smoother—how to 
get the most out of equipment. 600 pages 
Fully illustrated and indexed. Price, $5.00, 
delivered. 


Trust Companies; Their Organization, Growth 
and Management. By Clay Herrick. Describes 
in detail the actual organization and opera- 
tion of every department of a modern trust 
company. Contains a variety of tables and 
charts which make it indispensable for every 
trust company officer. The author was for 
many years connected with the Cleveland 
Trust Company in important capacities and 
speaks with authority. 500 pages. Price, 
$4.00, postpaid. 


The Savings Bank and Its Practical Work. By 
William H. Kniffin, Jr. This book is without 
question the most exhaustive and the most 
readable treatise on savings banks ever writ- 
ten. The work of the savings banks is treated 
from the historical, theoretical, legal and prac- 
tical standpoints—making a complete refer- 
ence book on all phases of the subject. 6550 
pages. 190 illustrations. Price, $5.00, post- 
paid. 


Bank Letters. By W. R. Morehouse, Publicity 
Manager of the German-American Trust and 
Savings Bank of Los Angeles. 82 actual let- 
ters reproduced by multigraph designed to 
meet every need of ordinary bank correspond- 
ence, Special attention given to letters which 
build business for banks, create good will, and 
increase deposits. All the letters have actu- 
ally been used and tested by the author and 
are the result of a long study of this im- 
portant subject Price, $5.00, postpaid. 


BOOK TALKS 


Start Your Banking Library With These Books 


VERY one of the books listed below is crammed full of valuable in- 
formation and progressive ideas and methods for increasing your 
efficiency as a banker. Read over the brief descriptions below and select 





Bankers Publishing Company, 
253 Broadway, New York: 

Send on the following books on banking and I 
will try them out. If I don’t find them satisfac- 
tory, I may return the books within five days at 
YOUR expense I enclose one dollar merely as a 
deposit to be refunded without quibble or question 
should I return the books. If I decide to keep 
them I will remit the balance in monthly payments 
of $3 each 

(Consult list above for exact titles and fill in your 
selection here.) 










Name 
Bank 


Address 


You may place my name on your list to receive 
BOOK TALKS each month. 





the ones that you want to examine at our expense. 


Pushing Your Business... By T. D. MacGregor 
Explains the principles and practice of finan- 
cial advertising; chapters devoted to every 
branch of the subject; various methods of ada- 
vertising explained; every kind of financial ad- 
vertising illustrated; mechanical details of 
writing copy. Regarded as the authoritative 
work on this subject. 200 pages. Price, $1.50, 
postpaid. 


2000 Points for Financial Advertising. By T. D. 
MacGregor This book writes your bank ad- 
vertising copy for you. It contains 2000 sug- 
gestions for the wording of as many bank ads 
—strong copy bringing out vital points in a 
clear and concise way. Adapted to the use 
of commercial banks, trust companies, safe 
deposit companies and savings banks. 170 
pages. Price, $1.75, postpaid. 


Bank Advertising Plans. By T. D. MacGregor. 
Describes and illustrates hundreds of plans, 
other than newspaper advertising, which banks 
have successfully used in building business 
These are not theoretical ideas but plans 
which have been actually used and found 
successful. 200 pages. Price, $2.50, postpaid. 


The Filing Department. By J. Arthur Cramer. 
Bank Department Series. Describes and il- 
lustrates a system of filing for banks which 
will enable the banker to have immediate 
access to the all of the correspondence and 
records bearing on any particular transac- 
tion. Author has made a careful study and 
investigation of the subject. 100 pages. Co- 
piously illustrated and indexed. Price, $1.00, 
delivered. 

The Elements of Foreign Exchange. By Frank- 
lin Escher. Gives a clear understanding of 
the causes which affect the movement of for- 
eign exchange, its influence on the money 
and security market, ete. The book is ele- 
mentary and is designed for the reader who 
wants to get a clear idea of how foreign 
exchange works without going too deeply into 
it. Seventh Edition. Price, $1.35, postpaid. 


How to Examine Simply fill in the 
These Valuable title of the books 
Banking Books you want for exam- 
at Our Expense __ ination on the free 

examination coupon 
at the left. Look them over and see if 
they are not all that we have claimed. 
See if they won’t be an actual help to 
you in your everyday work. At your 
own desk decide for yourself. And if 
you don’t find that they will be helpful, 
return them at our expense and we will 
refund your deposit without quibble or 
question. For every title is sold subject 
to approval after full five days’ exam- 
ination. Do not delay! Tear off the 
coupon and mail Topay. 
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A Bank Library 


of One Hundred 


Books 


By IRVING G. JENNINGS 


Manager New Business Department Metropolitan Trust Company 
of the City of New York 


O bank organization 
can be broader in its 
policy or more efficient in its 
work than the combined ef- 
forts of the men who are a 
part of it, or who are inter- 
ested in and mobilized to 
further its interests. It 
therefore becomes extremely 
important that the officers 
and directors of every bank 
encourage the young men 
who are doing its work to 
become equipped in banking 
and related business subjects 
in the quickest, most econom- 


ical and most effective man- | 


ner. 


Experience is _ effective, 


but neither quick nor eco-| 
Reading the expe- | 


nomical. 
riences of others as set out 


in the best books and maga- | 


zine articles written by men 


who have covered the ground | 


themselves together with a 


study of the principles un- | 
and fi-| 


nance, as contained in the| 


derlying business 
books of men who have spent 
a lifetime on the subject will 
be a quicker, more economic- 
al and certainly a safe meth- 
od of equipment for both the 
employees and the bank. 
When a business man com- 


mits his thoughts to a writ- | 


ten record he is much more 


likely to be accurate in his | 


statements than when he is 


expressing the same subject | 


matter, orally. To read his 
book or magazine article is 


to have him talk with you at 
his best. 

Of course experience can- 
not be dispensed with. The 
older a man grows in his 
business or profession the 
greater and richer are his 
experiences. But it is sel- 
dom any man’s good fortune 
to come in contact with 
every phase of his own busi- 
ness or profession especially 
if it is a worth-while one. If 
a man’s business policy is 
controlled entirely by his 
own experiences he will cer- 
tainly become narrow, the 
| business can never become a 
progressive one, and the 
weakness will be apparent to 


all. 


NEW IDEAS NECESSARY 


To make a business grow, 
new ideas must be brought 
into it. The best sources of 
new ideas are books, maga- 
zines and newspapers. Every 
employee of a bank should 
| be a reader, the officers and 
idirectors should see that they 
are readers and should guide 
| their reading by making the 
| best book and magazine ar- 
ticles available and easily 
| accessible to them. In the 
matter of building up an ef- 
ficient organization the busi- 
ness library is an indispen- 
sable aid. 

The library not only 
\should contain books on 
/money and banking but there 








should be text and reference 
books on economics, econom- 
ic history, finance and finan- 
cial history; a knowledge of 
commercial and _ industrial 
history and the theory upon 
which it is developed is of 


basic importance to the 
banker. The subjects of 
credits, investments, ex- 


change, commercial law, ac- 
counting, auditing and finan- 
cial markets are in the young 
banker’s line and he is ex- 
pected to be familiar with 
them. Then there is the more 
general line of subjects 
which should not be neglect- 
ed, viz.: letter writing and 
composition, which are ex- 
tremely important as well as 
the subjects of business or- 
ganization and administra- 
tion. No matter in what 
kind of business a man is en- 
gaged it is now generally 
recognized that he must be 
able to let the public know 
who he is and how he can 
serve it; advertising and 
salesmanship therefore are 
of great importance. 


BENEFITS OF A LIBRARY 


The whole atmosphere of 
the bank will be raised by 
the installation of a library. 
The institution can thus win 
confidence and respect of its 
employees as well as that of 
the public, for the public has 
been educated to appreciate 
the value of good books and 
it likes to feel that the men 
to whom it entrusts its im- 
portant business are keeping 
in touch with the best that 
is being written on the sub- 
jects relating to their activi- 
ties. 

Any bank can install the 


(Continued on page)2) 
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AILROADS have found | 
great advantage in) 
withholding from the income 
of each year a certain defi- | 
nite amount as a reserve for | 
betterments. With the con-| 
stant increase of traffic de-| 
mands and of competition, | 
frequent betterments  of| 
trackage, of rolling stock, | 
and of other equipment, are | 
necessary to maintain the| 
volume of traffic and to in-| 
crease that volume. 
Similarly, young men of 
to-day are finding it greatly 
advantageous to build up a} 


} 


reserve for betterments. The | 
constant demands of business | 
and of competition require | 
that the young man in com-| 
mercial life must, with each | 
year, be able to render bet- 
ter service, be equipped with | 
more thorough knowledge | 
and more definite technical | 
training, than during the} 
year before, in order that he 
may secure a better income | 
or even maintain his relative 
position in the commercial 
world. 

Is your reserve for per-| 
sonal betterment sufficient to 
meet the needs of the new 
fiscal year and of succeeding | 
years? How many hours are| 
you reserving from pleasure | 
—how many dollars are you | 
reserving from your weekly | 
income—for this reserve, in| 
order that you may by | 


creased mental efficiency 
produce greater income and 
occupy a higher place in the 
business world of to-mor- 
row?—The Pace Student. 


| History of the 


BOOK TALKS _ 


A Banking Library of One Hundred Books 


(Continued from page 1) 


library listed below consist- 
ing of one hundred books 
and covering the variety of 


business subjects designated | 


for two hundred dollars. It 
is very doubtful if there is 


|any way that it can invest 


the same amount of money 
to a better advantage. 


ECONOMICS 
Principles of Economics.—By Sea- 


Outlines of Economics.—By Ely. 
ECONOMIC HISTORY 
Business Economics.—By Bogart. 
Economics of Business.—By Bris- 

co. 
Economics History of the U. S.— 
By Bogart. 
teadings in 
By Bogart. 
FINANCIAL HISTORY 
Financial History of the U. 
By Dewey. 


Economic History.— 


s.— 


| Principles of 


HISTORY OF BANKS AND CUR- | 


RENCY 

Lombard Street.—By Bagehot. 

History of Modern Banks.—By 
Conant. 

History of Currency in the U. S.— 
By Hepburn. 

History of Banking in the U. S.— 
By Knox. 

Law of National 

and State Banks.—By Hepburn. 


MONEY 
Money and Mechanism of Ex- 
change.—By Jevons. 
|} Money and Currency.—By John- 
son. 


Money.—By Kinley. 


| Principles of Money.—By Laugh- 


MODERN BANKING 
Elementary Banking.—By Wolf 
Monetary and Banking Systems.— 

By Muhleman. 


Modern Bank.—By Vanderlip. 

Money and Banking.—By Holds- 
worth. 

The Modern Bank.—By Fiske. 

Practical Banking.—By Harris. 

Modera Banking Methods.—By 
Barrett. 


Principles of Money 
ing. By Moulton. 
Readings in Money and Banking.— 
By Phillips. 
American Banking.—By Willis. 
Money and Banking.—By White. 
Practical Work of a Bank.—By 
Kniffin. 
SPECIAL BANKING 
The Savings Bank.—By Kniffin. 
Trust Companies.—By Herrick. 
The Modern Trust Company.—By 
Kirkbride and Sterrett. 
FEDERAL RESERVE ACT 
Operation of the New Bank Act.— 
3y Conway and Patterson. 
Analysis of the Federal Reserve 
ct.—By Paine. 
Federal Reserve.—By Willis. 
FINANCE 
Corporation Finance.—By 
Financing an 
Cooper. 
Corporation Finance.—By Lyon. 
Financial Independence.—By Cut- 
ting. 
Materials of Corporation Finance, 
—By Gerstenberg. 


and Bank- 





A 
The 


Meade. 
Enterprise.—By 


| Laws Relating to 


CLEARING HOUSES 
Clearing Houses.—By Thralls. 
Clearing Houses and Currency.— 

By Cannon. 
CREDITS 


Credit.—By Blanton. 

Credit and Its Uses.—By Prender- 
gast. 

Mercantile Credit.—By Hagerty 

Credits and Collections.—By Skin- 


ner. 

Net Worth and Balance Sheet.— 
By Stockwell. 

Rural Credits.—By Herrick. 

Commercial Paper.—By Babson. 

INVESTMENTS 

Careful Investor.—By Meade. 

Legal Investment for Trust Funds. 
—By McKinney. 

Bond Investment.— 
By Chamberlain, 

Sound Investing.—By Clay. 

Holders of Railroad Bonds and 
Notes.—By Heft. 

How to Invest Money.—By Henry. 

American and Foreign Investment 
3onds.—By Raymond. 

Funds and Their Uses.—By Cleve- 
land. 

Investment 
haupt. 

Bankers’ Securities.—By Fogg. 

FOREIGN EXCHANGE 

Foreign Exchange.—By Brown. 

International Trade.—By Brown. 

Elements of Foreign Exchange.— 
By Escher. 

Foreign Exchange and 
3ills.—By Spaulding. 
STOCK EXCHANGE 
The Stock Exchange from Within. 
—By William C. Van Antwerp. 
The Stock Exchange.—By Hirst. 
The Work of Wall Street.—By 

Pratt. 
COMMERICAL LAW 
Trust Compa- 
Bankers Asso- 


Bonds.—By Lown- 


Foreign 


nies.— American 
ciation. 
3ank Deposits.—By Brady. 
Negotiable Instruments.—By Wil- 
liston. 
Law of Commercial 
Tompkins. 
Essentials of 
Burdick. 
ACCOUNTING 
Modern Accounting.—By 


Paper.—By 


3usiness Law.—By 


Hatfield. 





Elements of Accounting.—By 
Klein. * 
Cost Accounting.—By Nicholson. 


AUDITING 
Auditing.—By Montgomery. 
BUSINESS ORGANIZATION AND 

ADMINISTRATION 


Business Organization.—By Haney. 
The Administration of Industrial 
Enterprises.—By Jones. 





Corporation Management. — By 
Conyngton. ‘ 
Corporate Organization. — By 


Conyngton. 
LETTER WRITING 
Handbook of Composition.—By 


Wooley. 

Effective Business Letters.—By 
Gardner. 

Sales Promotion by Mail. 

Letters that Land Orders.—By 
Lytle. 

ADVERTISING AND SALESMAN- 

SHIP 
How to Advertise a Bank.—Sys- 


tem Magazine. 
Advertising as a Business Force.— 
By Cherington. 
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BOOK THLKS 





Writing an Advertisement.—By | 
Hall. } 
Building Your Business by Mail.— | 
By Clifford. | 
Scientific Sales Management.—By | 


Hoyt. | 
Productive Advertising.—By Hess. | 
Getting the Most Out of Business. 

—By Lewis. 

Advertising—Its Principles and 

Practice. 

Pushing Your Business.—By T. D. 

MacGregor. 

2000 Points for Financial Advertis- 
ers.—By MacGregor. | 
Bank Advertising 

MacGregor. 

COMMERCE AND INDUSTRY 
Commercial and Industrial Ge- 

ography—By Smith. 

xtiles.—By Nystrom. 
anal Geography.—By Rob- 

inson. 

Practical Exporting.—By Hough. | 
Agricultural Commerce.—By Hueb- 
ner. 

INDEXING AND FILING 
Indexing and Filing.—By Hudders. 
The Filing Department.—By J. 

Arthur Cramer. 

MISCELLANEOUS | 
Co-operation as a Factor in Bank | 

Supervision.—By Murray. ; 
Financial Dictionary.—By Smith. | 
Other People’s Money.—By Bran- 

deis. 
Scientific 

Thompson. 
Vocational Psychology. | 
Monetary Commission, Report on 

Fiscal Systems of es 

vw. & 


ro) | 


TRAINING FOR | 
BUSINESS | 


Too many of our own | 

employers are inclined | 
to scoff at the benefits of! 
technical education for all| 
excepting the engineering | 
staffs of their organizations. 
It has not been many years) 
back that they sneered at) 
education even for engi-| 
neers, 

Indeed, when I first be- 
gan the practice of my pro-| 
fession I found a distinct 
prejudice against the college | 
trained mining engineer. | 
Now a certain amount of uni- | 
versity training is insisted | 
upon. I predict that the| 
same condition of affairs will | 
come about eventually in all! 
business concerns in this| 
country—but the time is still | 
far away. 

Unless we pay more at-| 
tention to education for par- 


Plans.—By 


Management.—By | 





Is Your Filing 
System Right? 


Are you convinced that correspondence and impor- 
tant records are properly filed in your bank so as to 
be permanently preserved and immediately avail- 
able? 


The Filing Department 
By J. Arthur Cramer 


Describes in detail how to organize the filing de- 
partment of a bank and how to create a filing sys- 
tem which will result in a great saving of time and 
greatly increased efficiency in every department of 
the modern bank. 

The work is addressed not to the file clerk ex- 
clusively, but rather to all who have anything to do 
with correspondence. In fact, it is just as much 
the concern of the officers of a bank as it is the 
clerks—because corespondence that is lost, improp- 
erly filed or delayed in coming befcre the attention 
of the officers means a falling down in the bank’s 
service and perhaps a money loss to one of its 
clients. 

All bankers who have the efficiency of their in- 
stitution close at heart will do well to get and read 
this book. It will prove a valuable addition to the 
library of the practical banker. 


Send No Money—Book 


, Sent for Inspection 


Fill out the order blank below and we will send 
you this book for free inspection. If you find it 
satisfactory, remit $1.00. If not, return the book 
to us. 








Bankers PusiisHinc Company, 
253 Broadway, New York: 
Please send for free examination Mr. Cramer’s “Filing 


Department.” After five days’ examination I will either 
return or remit the price, $1. 
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Do You Know— 


What the powers and limitations 
of your bank are under the Federal 
Reserve System? 


Do you fully understand the various rulings and 
interpretations which have affected this Act since 
its first enactment? 


Paine’s Analysis 
of the 


Federal Reserve Act 
and Cognate Statutes 


gives you just this important information. 


In this book Hon. Willis S. Paine, LL.D., author 
of ‘Paine’s Banking Laws” and “Paine’s New York 
Banking Laws,” completely analyzes the Federal 
Reserve Act. 

In its treatment of the Federal Reserve Act Mr. 
Paine’s book is the first complete and authoritative 
treatise on the history, enactment, development, 
operation and interpretation of this important law. 
Every leading court decision as well as the rulings 
affecting the operation. of this law are given, to- 
gether with a history of the measure from the origi- 
nal introduction of the bill down to the present 
time. 


Inspect at Our Expense 


But don’t take our word for all this. Sign the 
order blank below and mail to us. We will for- 
ward the book for your inspection. After examina- 
tion you can either return to us or remit the price 
of $5.00. 








Bankers PusiisHina CoMPANny, 
253 Broadway, New York: 
Please send for free examination Mr. Paine’s Analysis 


of the Federal Reserve Act. After five days’ examina- 
tion I will either return or remit the price, $5.00. 
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ticular tasks—the education 
|of the workman and the un- 
der-executive as well as the 
| man higher up—we cannot 
compete on fair terms with 
Germany or with any of the 
other manufacturing nations 
| of Europe unless we take an 
/extreme step and lower the 
| wages of our own men. 

| The salvation of American 
|industry and, subsequential- 
ly, the salvation of our pros- 
perity, is to be found in more 
and better education along 
vocational lines. Unless our 
workman is educated to per- 
| form better than his Euro- 
| pean fellow, and thus earn 
his high wages, either the 
wages must come down or 
our industry vanish. The 
American workman, proper- 
ly trained, is considerably 
superior to the European. 
Why not give him a genuine 
chance?—John Hays Ham- 
mond, in “System.” 


& 


GUESS-WORK 
OUGHLY speaking, the 


aim of efficiency is to 
take guess-work out of busi- 
ness. 

It is better to study than 
to guess. It is better to 
plan—to organize—to train 
employees and standardize 
operations. 

Most of our businesses are 
packed with guess-work. 
There is as much uncertain- 
| ty in many a factory as there 
is at a racecourse. No one 
knows what is going to be 
| done until it is over. 

Some guess-work is no 
| doubt inevitable in this tan- 
|gled world; but there is a 
vast amount of guess-work 
| which could be changed into 
certainty. That is the aim 
|of efficiency. — Efficiency 
) Magazine. 
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How to Increase Your 


In the 600 pages of this book Mr. Kniffin 
covers every phase and detail of the opera- 
tion of a modern bank. There is not a detail 
from the handling of the morning’s mail to 
the extension of credit, from the duties of 
the messenger to the functions of the presi- 
dent that he does not consider carefully and 
describe in an interesting way. 


Why You Should Own This Book 


By finding out how other banks and bank- 
ers have met the same problems which you 
are encountering every day you will get some 
valuable sidelights on your own business. 
You will begin to see ways of increasing the 
efficiency of your own departments—of mak- 
ing the work of your bank run smoother—of 
getting the most out of your equipment. 


Deals With Every Practical Banking 
Problem 
There isn’t a single practical banking 
problem or detail of bank administration that 
this book doesn’t take up carefully and de- 
scribe in detail. It treats of every phase of 
modern banking from the handling of the 
morning’s mail to the extension of credit, 
from the duties of the messenger to the 
functions of the president. 


How Other Banks Actually Conduct 
Their Business 

And, what’s more, it shows exactly how 
some of the largest banking institutions in 
the country carry on their business. It gives 
reproductions of the forms they actually use 
for their various accounts and points out 
how they handle every detail of their busi- 
ness. Mr. Kniffin, the author, has not de- 
pended upon his own knowledge and experi- 
ence. He has in addition gone to leading 
bankers throughout the country and re- 








Efficiency as a Banker 


ceived the benefit of their experience in 
various branches of banking. This knowl- 
edge and experience he has added to his 
own with the result that the “Practical Work 
of a Bank” is something more than a book. 
It is an encyclupedia, a complete text book 
for the student of banking. 


Special Attention Given To Credit 


Particular attention has been given to the 
subject of bank credit, one hundred and 
fifty pages being devoted to that subject. On 
this subject the author writes with exception- 
al information and force, holding the prize 
offered in 1911 by the late James G. Cannon 
for the bestessay on this important topic. 


Examine At Our Expense 


But don’t take our word for all of this. 
Simply sign the order blank below and we 
will send on the book for your inspection. 
If after five days’ examination you agree 
with us that it will help you in your work as 
a banker, send on your check for $5.00. If 
you don’t agree with us, simply return the 
book to us. We will accept your decision 
without quibble or question. 





FREE EXAMINATION COUPON 
BANKERS PUBLISHING COMPANY, 
253 Broadway. New York: 

Send on Mr. Kniffin’s 600-page book on Prac- 
tical Banking. I will look it over and if I 
find on examination that it is all that you say 
it is, I will keep the book and remit $5.00, your 
regular price. f not, I will return to you in 
good condition. 
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Worth While Books for the Bankers Library 
Stock Brokers’ Daily Balance Interest. Table. invest money. 277 pages. Price, $1.40, post- 


By S. G. Bradlee. 95 pages. Price, $7.75, | paid. 


postpaid. 
Who’s Who, 1917. Annual biographical diction- 


Income Tax Law and Accounting. By G. N. | ary with which is incorporated “Men and 
Nelson. A conservative guide to preparing re- Women of the Time.” 69th year of issue. 
turns of net income under the amended law. 2563 pages. Price, $6.00, postpaid. 


The author is a certified public accountant, 


Brazil: Today and Tomorrow. By L. Elwynn 


New York State. 205 pages. Price, $2.25, de- 
Elliot. History of Brazil; Colonization; So- 


livered. | 
} cial Conditions; Transportation; Industries; 
Income Tax Tables. By W. E. Snelling. A guide Finance; Commerce. Maps and illustrations. 
to the deduction of tax from dividends, inter- Glossary of Brazilian terms. Price, $2.75, 
est, ground rents, etc.; for the use of secreta- } postpaid. 


ries, accountants, commercial houses, and all 
How Boys and Girls Can Earn Money. By C. C. 
concerned in the payment of income tax and | » am . , 
| owsfield. ells boys and rls how to do 
super-tax. 2d edition, revised and enlarged. ‘ 5 7 Ss 
es hundreds of useful, practical things in their 
212 pages. Price, $2.25, postpaid. 
spare time after school and during vacations, 


This book can be used to advantage by the 
Principles of Banking. By H. G. Moulton. 500 


pages. Price, $2.25, postpaid. 


j banker anxious to promote thrift. 247 pages. 
Price, $1.10, postpaid. 


Evolution of Coinage. By G. Macdonald. Con- ] Advertising by Motion Pictures. By Ernest A. 
siders the relation between the state and | Dench. The subject is one on which there 
coinage, from its Chinese and Greek begin- | is scarcely any information available, so this 
nings, and the methods and issues. Price, work by Mr. Dench is the first in the field. 
$1.25, postpaid. | The author, who is a recognized motion pic- 

| ture authority, has covered every phase of 

How to Get Ahead; Saving Money and Making this fascinating theme in an easily under- 
it Work. By A. W. Atwood. Statement not | standable manner. The financial advertiser 
so much of why as how, young men and wom- will gain much practical assistance from a 
en of moderate earning capacity can save and study of the book. Price, $1.50, postpaid. 





ORDER BLANK 


THE BANKERS PUBLISHING Co., 
258 Broadway, New York: 


GENTLEMEN—Enclosed find check for $......, for which send 
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Mr, T. D, Merryman, 
6424 Pollard &t., 
Los Angeles, Cal. 


Dear Sir: 


Just what success are you having with the 
Home Safe loaned to you? Perhaps you have not saved 
as much as you had hoped and this may be the reason we 
have not heard from you. 


Almost daffy we are asked if it is necessary 
to fill a Home Safe before bringing it in to have the 
contents counted and the amount credited in the pass 
book. In every case we have recommended that the safe 
be brought in at frequent intervals, no matter what may 
be the amount saved. Doubtless you can see how this 
will result in material benefit to you, when we explain 
that interest begins only from the date the money is 
Geposited here. 


Since we give to small deposits the same 
careful attention given to larger amounts, let us sug- 
gest that so long as you have saved something, it is 
enough to bring in and place to your credit at interest 
















receive our best attention. 





We wish to assure you that your patronage is 
desired by this Bank and that should you call, you will 





Vice President. 








This Letter Increased 9,035 Small Savings Ac- 
counts by $17,112.36 within 30 Days 


HIS is only one of a series of 82 letters 
T which will build business for your 

bank. They were written by W. R. 
Morehouse, publicity manager of the Ger- 
man-American Trust and Savings Bank of 
Los Angeles. 

Mr. Morehouse noticed that many letters 
had to be written over and over again when 
the same situation came up in regard to 
different people. “What is the use,” he 
thought, “of wasting time and effort trying 
to write the same letter over and over again 
and different every time?” 

“Why not work out the best possible letter 
to cover the situation—boil it down until 
every superfluous word has been removed— 
make it the perfect expression of what that 
letter is to say—and then send the same 
letter whenever that particular situation 
arises?” 

And Mr. Morehouse dia this very thir: 
Aided by his own many years’ experience 
and the experience of other men prominent 
in the banking world} he has written a series 
of eighty-two bank letters. 

Letters which adopt just the right tone in 
every case, not too severe nor formal, and 
not too friendly—expressing a hospitality— 
which every bank wishes to convey to its 
customers. They give the urgent compelling 
reasons which bring in new customers and 
make old customers increase their deposits. 
They express tactfully yet forcefully the 
exact truth about a customer when credit in- 
formation has been asked by another insti- 
tution. They put into the best possible 


phrasing every possible expression which is 
needed in banking work. 

When a prospect writes you about the 
terms and conditions on which you open ac- 
counts, and asks you also about “banking by 
mail,” do you write a letter that will get 
the account? 

When you wish to rent safe deposit boxes, 
has the letter you write got the “punch” that 
wil “put it across?” These will show you 
just how to meet these situations and many 
other problems with which you are daily con- 
fronted. 


Examine at Our Expense 

The whole set of eighty-two letters has 
been multigraphed in full letter size and 
complete form. No letter expert would un- 
dertake to write this number of letters for 
less than Five Hundred Dollars. Sign the 
order blank below and we will send you the 
set for free examination. Then pay for it 
only if you want to keep it. If in your own 
judgment its value to you is not absolutely 
beyond question, just send it back. Fill out 
the coupon below: 





Bankers Publishing Company, 
253 Broadway, New York: 

Please send for free examination Mr. More- 
house’s set of eighty-two Bank Letters. 
After five days’ examination, I will either re- 
turn or remit the price, $5.00. 


WUAMS cccccccccccccccccessscceccessecese 
BARE ccccccccvcccccccccccccesececcs 
Mar. B. T. MGGTEES ccccccecccccccccccccccce 
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Start Your Banking Library With These Books 


E VERY one of the books listed below is crammed full of valuable in- 


formation and progressive ideas and methods for increasing your 


efficiency as a banker. Read over the brief descriptions below and select 


the ones that you want to examine at our expense. 


The Practical Work of a Bank. By William H. 
Kniffin, Jr. Covers every phase and detail of 
the operation of a modern bank. There isn’t 
a single practical banking problem or detail 
of bank administration that this book doesn’t 
take up carefully and describe in detail. Tells 
how to increase the efficiency of a bank— 
how to make the work run smoother—how to 
get the most out of equipment. 600 pages 
Fully illustrated and indexed. Price, $5.00, 
delivered. 


Trust Companies; Their Organization, Growth 
and Management. By Clay Herrick. Describes 
in detail the actual organization and opera- 
tion of every department of a modern trust 
company. Contains a variety of tables and 
charts which make it indispensable for every 
trust company officer. The author was for 
many years connected with the Cleveland 
Trust Company in important capacities and 
speaks with authority. 600 pages. Price, 
$4.00, postpaid. 


The Savings Bank and Its Practical Work. By 
William H. Kniffin, Jr. This book is without 
question the most exhaustive and the most 
readable treatise on savings banks ever writ- 
ten. The work of the savings banks is treated 
from the historical, theoretical, legal and prac- 
tical standpoints—making a complete refer- 
ence book on all phases of the subject. 550 
pages, 190 illustrations, Price, $5.00, post- 
paid. 


Bank Letters. By W. R. Morehouse, Publicity 
Manager of the German-American Trust and 
Savings Bank of Los Angeles. 82 actual let- 
ters reproduced by multigraph designed to 
meet every need of ordinary bank correspond- 
ence. Special attention given to letters which 
build business for banks, create good will, and 
increase deposits. All the letters have actu- 
ally been used and tested by the author and 
are the result of a long study of this im- 
portant subject. Price, $5.00, postpaid. 








Bankers Publishing Company, 
253 Broadway, New York: 

Send on the following books on banking and I 
will try them out. If I don’t find them satisfac- 
tory, I may return the books within five days at 
YOUR expense. I enclose one dollar merely as a 
deposit to be refunded without quibble or question 
should I return the books. If I decide to keep 
them I will remit the balance in monthly payments 
of $3 each. 

(Consult list above for exact titles and fill in your 
selection here.) 


(3) SEINE 2 itnoiripininitsisiaetiisioateestadinigteh in stein acespsieniatadetati 


PR cindieeitincdsasniatcentacehuaiinn 


You may place my name on your list to receive 
BOOK TALKS each month. 





Pushing Your Business.. By T. D. MacGregor 
Explains the principles and practice of finan- 
cial advertising; chapters devoted to every 
branch of the subject; various methods of ad- 
vertising explained; every kind of financial ad- 
vertising illustrated; mechanical details of 
writing copy. Regarded as the authoritative 
work on this subject. 200 pages. Price, $1.50, 
postpaid. 


2000 Points for Financial Advertising. By T. D, 
MacGregor This book writes your bank ad- 
vertising copy for you. It contains 2000 sug- 
gestions for the wording of as many bank ads 
—strong copy bringing out vital points in a 
clear and concise way. Adapted to the use 
of commercial banks, trust companies, safe 
deposit companies and savings banks. 170 
pages. Price, $1.75, postpaid. 


Bank Advertising Plans. By T. D. MacGregor. 
Describes and illustrates hundreds of plans, 
other than newspaper advertising, which banks 
have successfully used in building business. 
These are not theoretical ideas but plans 
which have been actually used and found 
successful. 200 pages. Price, $2.50, postpaid. 


The Filing Department. By J. Arthur Cramer. 
Bank Department Series. Describes and il- 
lustrates a system of filing for banks which 
will enable the banker to have immediate 
access to the all of the correspondence and 
records bearing on any particular transac- 
tion. Author has made a careful study and 
investigation of the subject. 100 pages. Co- 
piously illustrated and indexed. Price, $1.00, 
delivered. 


The Elements of Foreign Exchange. By Frank- 
lin Escher. Gives a clear understanding of 
the causes which affect the movement of for- 
eign exchange, its influence on the money 
and security market, etc. The book is ele- 
mentary and is designed for the reader who 
wants to get a clear idea of how foreign 
exchange works without going too deeply into 
it. Seventh Edition. Price, $1.35, postpaid. 


How to Examine Simply fill in the 
These Valuable title of the books 
Banking Books you want for exam- 
at Our Expense ination on the free 

examination coupon 
at the left. Look them over and see if 
they are not all that we have claimed. 
See if they won’t be an actual help to 
you in your everyday work. At your 
own desk decide for yourself. And if 
you don’t find that they will be helpful, 
return them at our expense and we will 
refund your deposit without quibble or 
question. For every title is sold subject 
to approval after full five days’ exam- 
ination. Do not delay! Tear off the 
coupon and mail Topay. 
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Some Valuable Literature on 
Foreign Trade 


4 hose official proceedings 
of the Fourth National 
Foreign Trade Convention, 
held at Pittsburgh last Jan- 
uary, have been published 
in book form.  [Octavo; 
bound in  buckram; 500 
pages; price $2.00. ] 

In these discussions of the 
1,305 prominent business 
men who assembled at the 
convention, representing all 
elements in foreign trade 
from every section of the 
country, will be found the 


most comprehensive and au- | 


thoritative statement of the 
measures and policies neces- 
sary to enable American in- 
dustry to take its proper 
place in the world markets. 
It is a complete verbatim re- 
port of addresses by leaders 
of American industry and a 
practical and _ constructive 
discussion of the most im- 
portant phases of foreign 
trade. 

This book is no mere com- 
pilation of speeches, for the 
greater part of the time of 
the convention was reserved 
for informal, give and take, 
question and answer, discus- 
sion of the following prob- 
lems: World Trade Condi- 
tions After the War, Ameri- 
ca’s Position in World Fi- 
nance, The Webb Bill, Sug- 
gested Methods of Codp- 
eration in Export Trade, 
Practical Solutions of the 
Problems Confronting the 
Smaller Manufacturers and 
Merchants entering Foreign 


Markets, Utilization of the 
Tariff to Encourage Ameri- 
can Foreign Trade and Pro- 
tect It from Discrimination, 
Explanation of the Func- 
tions of the Export Mer- 
chant and Commission 
House, Education for For- 
eign Trade, Foreign Cred- 
its, National Shipping Pol- 
icy and the Development of 
an American Merchant Ma- 
rine. 


PRACTICAL ADVICE FROM 


PRACTICAL MEN 


The best thought of na- 
tional authorities in their 
respective lines of endeavor 


| will be found in the follow- 


ing addresses: 


“Industrial Reconstruc- 
tion in Europe,’ by Mr. 
W. W. Nichols, chairman 
United States Industrial 
Commission to France. 

“The Foreign Trade 
Aspect of the Tariff,’ by 
Willard Straight, vice-presi- 
dent, American International 
Corporation, New York 
City. 

“Commercial Treaties and 
Foreign Trade,” by Hon. W. 
B. Fleming, adviser on 
treaty relations, U. S. De- 
partment of State, Washing- 
ton, D.C. 

“The Farmer and Foreign 
Trade,” by B. F. Harris, 


Champaign, Ill., chairman 


Agricultural Commission of 


the American Bankers Asso- 
ciation. 


“American Banking in 


| 
| Foreign Trade,’ by Mr. 


Lewis E. Pierson, chairman: 
Irving National Bank, New 
York City, and Mr. Festus 


J. Wade, president, Mercan- 
|tile Trust 


Company, St. 
Louis, Mo. 

“Foreign Investment As 
An Aid to Foreign Trade,” 
by C. K. MelIntosh, vice- 
president Bank of Califor- 
nia, San Francisco, Cal. 

“A Government Employ- 
ment Information Service 
for Foreign Trade,” by Dr. 
E. E. Pratt, chief of Bureau 
of Foreign and Domestic 
Commerce, United States 
Department of Commerce. 

“Training for the Export. 
Trade: What the Business. 
Man Wants,” by Mr. G. A. 
Aerts, president Foreign 
Commercial Association ; 
chairman Foreign Trade 
Commission, Cincinnati 
Chamber of Commerce, and 
Mr. E. H. Huxley, United 

tates Rubber Export Com- 
pany. 

“The American Mer- 
chant Marine,” by Captain 
Robert Dollar, The Robert 
Dollar Company, San Fran- 
cisco, Cal. 

“The Present Position and 
Future Prospect of American 
Shipbuilding,” by Mr. J. W. 
Powell, president, Fore 
River Shipbuilding Com- 
pany, Quincy, Mass. 





| “World News and World 
| Trade—The Effect of News 
|Upon American Prestige 
| Abroad,” by Mr. James Car- 
|son of the Associated Press 
| (representing Mr. Melville 
|E. Stone, general manager, 
| Associated Press). 


| (Continued on page 2) 
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WE have always placed 
great stress in this 
department upon the value 
of study of banking practice 
and methods by those active- | 
ly engaged in the profession. | 
We have constantly urged 
the importance of the bank- 
er’s supplementing his own 
experience by the recorded 
experiences of other men. 
But, at the same time, in| 
the study of actual routine | 
and the problems that arise 
in the day’s work, it must| 


not be forgotten that there is | __ 


a larger aspect to banking. | 
The truly efficient banker! 
must not only be expert in| 
the details of banking op-| 
erations, but he must also be 
somewhat of an economist | 
and a student of current | 
events and industrial devel- | 
opment. 

This necessity is well ex- 
pressed in a recent issue of 
The M. & M. Journal, pub- 
lished by the employees of | 
the Mechanics & Metals Na- 
tional Bank of New York. 
We quote from it as follows: 


“NOBLESSE OBLIGE” 

“Ours is one of the ten 
leading banks of New York 
City, and one of the thirty- 
five leading banks of the 
world. ‘There is a French 
expression, quoted as_ the 
title of this paragraph, 
which means, broadly, that 
rank imposes obligations. 

“Rank imposes obligations, 
and one of them is that we, 
of the staff of a ranking 
bank, should make real bank- 


[manager San 
/Chamber of Commerce. 
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ers of ourselves. We should 
whereof we speak 
when we are addressed as 
bankers. By this is not 


|meant simply that we shall 


be able to talk glibly of the 


-| problems that arise in the 
| daily routine. Nor is meant 


the technical banking ques- 


tions that arise to try our| 


souls. 

“These are all right in 
their place. But there are 
large banking affairs outside 
the four walls which hold 
together the building of 20 
Nassau street. These ought 
to command attention from 


all of us. How many clerks 


of this institution are able 
to discuss intelligently the 
change in world banking 
conditions that the war has 
brought about? How many 


|know why New York is at 
present the center of world 
banking affairs? How many 
know—really know—some- 
thing about the Federal Re- 
serve system? 

“The banking business is 
demanding better trained, 
better informed and broader 
minded men than were for- 
merly required. We are liv- 
ing in a period when his- 
tory is being made every 
day, and it is the duty of our 
young men to keep abreast 
of the times. Presently some 
of our young men will have 
to take the helm that is now 
in the hands of others, and 
it is those who are abreast 
of the times to-day who will 
'be abreast to-morrow when 
|to-morrow with its oppor- 
| tunities comes.” 


Some Valuable Literature on Foreign Trade 


(Continued from page 1) 


“How Commercial Or- 
ganizations Can Aid Foreign 
Trade Development,” by 
Mr. Frederick Newton 
Lynch, vice-president and 
Francisco 


“First Principles in For- 


jeign Trade,” by Hon. Ed- 
ward N. Hurley, chairman, | 


Federal Trade Commission, 
Washiagton, D. C. 

“The Future of Foreign 
Trade,” by Mr. James A. 
Farrell, chairman, National 
Foreign Trade Council; 
president, U. S. Steel Cor- 
poration, New York City. 

“Final Declaration of Na- 
tional Foreign Trade Prin- 
ciples.” 


REPORTS ON PROBLEMS OF 
PRESENT DAY IMPORTANCE 


ry . 

hese reports have imme- 
diate, practical value, as 
they present careful, com- 


prehensive investigations of 
conditions affecting our 
present-day oversea com- 
| merce: 

“World Trade Conditions 


| After the European War,” 





\“Webb Bill,” “Suggested 
|Methods of Codéperation in 
Foreign Trade,’ “World 


Shipping Conditions and the 
American Merchant Marine,” 
“Problems of the Smaller 
Manufacturer and Merchant: 
Practical Questions Practic- 
ally Answered.” 
GROUP SESSIONS 

The verbatim reports of 
'the discussions and_ ad- 
dresses in the following 
group sessions should be 
rich in suggestion: 

“Foreign Credits,’ ‘“Co- 
Operation in Foreign 
Trade,” “Problems of the 
Smaller Manufacturer and 
Merchant,” “Banking and 
Investment,” “Commercial 
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Education for Foreign | 
Trade,” “Function of the| 
Export Merchant and Com- 
mission Houses.” 


& 


HOW MANY CAN YOU 
ANSWER? 


The following questions 
formed part of the semi-an- 
nual examination in Banking | 
and Economics undergone by | 
New York Chapter, A. I. B. 
members, on February 5 
and 6: 

1. Of what do the de- 
posits of a bank consist, and 
how are they represented on 
the other side of a bank’s 
statement of resources and 
liabilities ? 

2. Explain the reserve re- 
quirements of the Federal 
Law and the New York 
State banking law. 

3. What kind of bills of 
eration of the Federal Re- 
serve Bank rediscount? 

4. What does one mean 
by (1) price, (2) cost, (3) 
value, (4) market, (5) nor- 
mal value? 

5. Explain the distinguish- 
ing features of the National 
Banking System and of the 
Federal Reserve system, 
stating what defect in the 
former the Federal Reserve 
Law was particularly de- 
signed to remedy. 

6. In what sense are the 
banker, the judge, the 
teacher and the musician 
productive? 

7. What are the duties 
and responsibilities of a 
bank in making collections 
of notes or checks on other 
banks? 

8. Ex plain briefly the 
origin and the plan of op- 
eration of the Federal Re- 


serve banks. 
—The M. & M. Journal 











Do You Know— 


What the powers and limitations 
of your bank are under the Federal 
Reserve System? 


Do you fully understand the various rulings and 
interpretations which have affected this Act since 
its first enactment? 


Paine’s Analysis 


of the 


Federal Reserve Act 
and Cognate Statutes 


gives you just this important information. 


In this book Hon. Willis S. Paine, LL.D., author 
of “Paine’s Banking Laws” and “Paine’s New York 
Banking Laws,” completely analyzes the Federal 
Reserve Act. 

In its treatment of the Federal Reserve Act Mr. 
Paine’s book is the first complete and authoritative 
treatise on the history, enactment, development, 
operation and interpretation of this important law. 
Every leading court decision as well as the rulings 
affecting the operation of this law are given, to- 
gether with a history of the measure from the origi- 
nal introduction of the bill down to the present 
time. 


Inspect at Our Expense 


But don’t take our word for all this. Sign the 
order blank below and mail to us. We will for- 
ward the book for your inspection. After examina- 
tion you can either return to us or remit the price 
of $5.00. 








BankKers PusiisHinc Company, 
253 Broadway, New York: 
Please send for free examination Mr. Paine’s Analysis 


of the Federal Reserve Act. After five days’ examina- 
tion I will either return or remit the price, $5.00. 




















How Much 
Time Is 
Wasted In 
Your 

Filing 
Department ? 


Are you convinced that correspondence and important records are properly filed in 


your bank so as to be permanently preserved and immediately available ? 


The Filing Department 


By J. Arthur Cramer 


Describes in detail how to organize the 
filing department of a bank and how to 
create a filing system which will result 
in a great saving of time and greatly in- 
creased efficiency in every department of 
the modern bank. 

The work is addressed not to the file 
clerk exclusively, but rather to all who 
have anything to do with correspond- 
ence. In fact, it is just as much the con- 
cern of the officers of a bank as it is the 
clerks—because correspondence that is 
lost, improperly filed or delayed in com- 
ing before the attention of the officers 
means a falling down in the bank’s serv- 
ice and perhaps a money loss to one of 
its clients. 

All bankers who have the efficiency of 


their institution close at heart wil! do 





well to get and read this book. It will 
prove a valuable addition to the library 
of the practical banker. 


Send No Money—Book 
Sent for Inspection 


Fill out the order blank below and we 
will send you this book for free inspec- 
tion. If you find it satisfactory, remit 
$1.00. It not, return the book to us. 





Bankers Pusiisutnc Company, 

253 Broadway, New York: 

Please send for free examination Mr. 
Cramer’s “Filing Department.” After 
five days’ examination I will either return 
or remit the price, $1. 


ee | 





April B.T. EE s90 sc dasnesnesseeoon 
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BOOK TALKS 


SUPPLEMENTARY 


|for this purpose; then stick 
'to your schedule, actually 
_doing every week at least 
NCE you have mapped|the minimum amount of 
out and actually begun reading that you plan to do. 

a course of study with a| Third, divide what you fi- 
plainly staked goal in view, / nally pick out to read into 
the question of supplement-| two kinds of books and ar- 
ary reading comes up for|ticles—those that have a 
settlement. You ask: What! proad and somewhat generar 
shall I read? How shall I} hearing upon your course of 
read? Here are six sugges-| study, and those that have a 
tions: | very specific bearing upon it. 
Suppose you are planning to 
mental efforts entirely upon | become a practicing account- 
the course of study you have | ant, for example. Assuming 
begun, trying to grasp and | that you are well along in 
assimilate the viewpoint of |Your course, begin to read 
the course as laid out and/ articles on finance, econom- 
presented, and the viewpoint ics, law, principles of or- 
of the instructor in his class- ganization and management, 
presentation. Do not give and salesmanship, even, for 
the matter of supplementary all these subjects have a 
reading any attention at all, broad bearing upon account- 
until you are far enough|ancy. Then read articles 
along in your work to estab-| that bear ; specifically upon 
lish a standard of compari- Your studies ; for example, 
son. This caution applies | 0D auditing methods, ac- 
with peculiar force to tech-| counting technique, cost find- 
nical and professional sub-| ing, office systematization, 
jects—to accountancy and and the like. Double-track 
business administration, for 
example. If you begin a 
new course of study and 
supplementary reading at 
the same time, you are likely 
to scatter your mental ener- 
gies and to become confused read with due regard to au- 
and perplexed in your atti- | thoritativeness. A book that 
tude toward your studies. It} was standard twenty-five or 
is better at first to focus) fifty years ago may or may 
your mind exclusively on the | not be standard to-day— 
course itself. ‘usually not. Find out, and 
Second, carefully compute | keep up to date. Do not 
the amount of spare time you waste time in reading what 
will have for supplementary | is obsolete and expressive of 
reading, after you have come|@ different kind of age, ex- 
to understand the viewpoint | cept for purposes of contrast 
of the course. Make your and comparison. As to what 
computation on the weekly | is authoritative, go for coun- 
rather than on the daily or/ sel to men of knowledge and 
monthly basis; your sched- | experience, to the periodic- 
ule will work out better. Be| als and journals, and to the 
sure to undercompute, if libraries. If you will ask 
anything, the number of|intelligent questions, you 


READING 


First, concentrate your 


will both broaden your view- 
point and reinforce your 
specialized knowledge. 


Fourth, select what you 


reading of the above kinds, | 
if begun at the proper time, | 


spare hours you will have,will find little trouble in, 
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| 
having them answered ade- 
| quately. 

Fifth, now comes the ques- 
tion of how to read. Some 
books and articles you may 
skim over, reading as rapid- 
ly as the eye can take in the 
printed page. Indeed, here 
and there in books of this 
kind it will be proper for 
you to skip chapters and 
parts of chapters, your own 
judgment telling you what 
to read and what to pass 
over. You should be familiar 
| with such books, but only in 
a general way. Then there 
|are other books and articles 
'which you should read with 
intense concentration. The 
counsel of others, supported 
| by your own judgment, will 
‘tell you what these books 
are. 
| Sixth, as to the books and 
articles that you read inten- 
'sively, read with an under- 
standing mind. Get at the 
meaning—the kernel of the 
| thought—paying only casual 
attention to the manner of 
expression. Then think over 
what you have read, agree- 
ing or disagreeing with it, 
comparing and contrasting it 
|with what you have learned 
|in your course, and advanc- 
ing reasons in support of 
your final conclusions. Ar- 
range, if possible, to discuss 
|the results of your reading 
with some one else—prefer- 
ably either with one who has 
|had wider experience than 
| you, or with one who is fol- 
\lowing the same course of 
‘reading. The sparking of 
| mind upon mind is one of the 
,essentials of a real educa- 
tion. 
| The foregoing are a few 
simple hints, which, if car- 
| ried out faithfully, will make 
|the time you spend upon 
| supplementary reading defi- 
nitely productive. 
—H. N. Drury, in‘ The Pace Student” 
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: Some Now Books of Interest to Benhuve 


The A, B, C of Life Insurance. By C. E. Wil- 
lard. 82 pages. Price, $1.15, postpaid. 

American World Politics. By Wa. E. Weyl. 
Concerned with the share the United States 
will have of new responsibilities, opportuni- 
ties, and dangers following on peace in Eu- 
rope Defines on the basis of economic re- 
searches, our rational attitude towards ex- 
pansion, imperialism, the establishment of in- 
ternational government and our relations to 
individval nations. 307 pages. Price, $2.40, 
postpaid. 

At the Sign of the Dollar and Other Essays. 
By L. F Deland. Shows by concrete exam- 
ples what an asset to all business men is a 
knowledge of human nature. 191 pages. 
Price, $1.40, postpaid. 

Auditing Studies. By J. R. Wildman. 26 
pages. Price, $.90, postpaid. 

Business Barometers Used in the Accumulation 
of Money. By R. W. Babson. A text-book 
on applied economics for merchants, bankers, 
and investors. 425 pages. Price, $2.15, post- 
paid. 

Business Competition and the Law. By G. H. 
Montague. Explains to “small business’ the 
law of business competition and the dangers 
of aggressive salesmanship. 325 pages. Price, 
$1.90, postpaid, 

Commercial Paper. By R. W. Babson. A text- 
book for merchants, bankers, and investors, 
294 pages. Price, $2.15, postpaid 

Depreriation and Wasting Assets. By P. D. 
Li ake. Surveys the subject and presents 
methods for making the annual computation 
of profit and loss an exact science. Tables 
are in English currency. Author is a mem- 
ber of the Institute of Chartered Accountants 
in England and in Wales. 257 pages. Price, 
$4.15, postpaid. 

Dues and Port Charges on Shipping Throughout 
the World; a manual of reference for the use 
of shipowners, shipbrokers and shipmasters, 
comprising Urquhart's ‘‘Dues and Charges in 
foreign and colonial ports,” and Turnbull's 
“Dock and Port Charges for the United 
Kingdom.” 3 Volumes. Price, $30.50, post- 
paid. 

Martfield’s Sterling Conversion Tables. By J. 
W. Hartfield. Converting sterling into Amer- 
ican currency and vice versa; exchange from 
$4.50 to $4.99 advancing by single cents, in- 
cluding the decimal equivalents of 32ds, 29tha, 
l6ths, S8ths. 4ths and % of a cent, with a 
range of sterling amounts from 1d. to 19/114., 
advancing by 1d. £1 to £99, advancing by fl, 
and £100 to £10,000 advancing by £100; con- 
taining also tabs, covering discount and in- 
terest, interest differences, American par 
values; Canadian par values, brokerages. 129 
pages. Price, $10.15, postpaid. 

How to Advertise. By G. French. A guide to 
designing, laying out, and composirg adver- 
tisements. Shows the principles, adapted 
from graphic art, optics and psychology, that 
are behind effective advertising. Points made 
in the text are driven home by pictures ths 
man in the subway will recognize. 297 
pages. Price, $2.15, postpaid. 

How to Make Good. By A. T. Hemingway. A 
business man’s practical talks on personal 
proficiency and character building for com- 
mercial success. 93 pages. Price, $.90, post- 
paid. 

Pugsley’s Multiplication Table for the Student, 
By R. M. Pugsley. Specially and convenient- 
ly arranged for practical use. 47 pages. 
Price, $1.15, postpaid. 

Rate Extension Tables. By D. J. O'Dea. Rate 
extension tables for the quick and accurate 
determination of freight charges, percentages, 
divisions, multiplication, wage earnings, speed 
calculations and various similar uses. 199 
pages. Price, $5.15, postpaid, 

Unified Accounting Methods of Industrials. By 
Cc. E. Woods. 500 pages. Price, $5.15, post- 
paid. 

The War After the War. By I. F. Marcosson. 
Discussion of the meaning of the present 
war fer the United States. Material collected 
during recent trips to Europe. Preaches 





commercial preparedness for us against the 
trade struggle that peace will bring, 273 
pages. Price, $1.40, postpaid. 

Outlines of Economics. By Richard T. Ely, 
Third edition revised. 740 pages. Price, $2.10, 
Postage, 15c. 

Getting the Most Out of Business. By E. St. 
Elmo Lewis. Fifth edition revised. Price, 
$2.15, delivered, 

Introduction to Economies, By Frank O'Hara. 
256 pages. Price, $1.15, delivered. 

Relation of Imports to Exports. By John Taylor 
Peddie. <A study of the basis of a new na- 
tional and imperial policy. 2d edition, 148 
pages Price, $1.75. Postage, 15c. 

Readings in Money and Banking. By Chester A. 
Phillips A selection of the best that has 
been written on every phase of the subject. 
845 pages. Price, $2.25, delivered. 

The Clearing House. By Jerome Thralls. Facts 
covering the origin, developments, functions, 
and operations of the clearing house; explains 
the systems, plans and methods promulgated 
by the Clearing House Section of the Ameri- 
can Bankers Association. 78 pages. $1.15, 
postpaid. 

Principles of Commerce. 3y H. G. Brown. 
Analyzes the inter-relation of buyers and sell- 
ers in the credit mechanism of exchange. Dis- 
cusses the gains of trade in a single coun- 
try, and the shares of several countries in 
their trade with each other. Classifies trans- 
portaticn costs, and considers how each class 
of costs does affect and ought to affect rates. 
Price, $1.75. Postage, 15c. 

Sales Promotion by Mail. A symposium, Methods 
which have built business by mail are de- 
scribed by various authorities. A valuable 
book for the library of the bank advertising 
man. 359 pages. $2.15, postpaid. 

Status of Bonds Under the Federal Income Tax, 
1917 edition. 158 pages. $2.15, postpaid. 

Business Letters; Mow to Write Them. By T. B. 
Thrift and others, 125 pages Price, 80c, post- 
paid 

Industrial Arithmetic By C. G. White and P. P. 
Colgrave. 285 pages. Price, 85c, delivered. 

Story of the Trust Companies. By E. T. B. 
Perine. Portrays the rise and modern sway 
of the trust companies through many vicissi- 
tudes, from their birth in 1822. Index. 327 
pages. $2.15, postpaid. 

Finance and Life Insurance. By W. A. Dudley. 
A handbook of tables and formulae, with rules 
and explanations, for the use of lawyers, 
brokers, bankers, insurance men and others 
225 pages. Price, $5.00. Postage, 20 cents, 

Thrift. By Bolton Hall. Book is addressed to 
the general wage-earner. Treats of the foune 
dations of fortunes, personal efficiency, waste 
and extravagance, investments in land, prac- 
tical success and the objects of life. 247 
pages. Price, $1.15, delivered. 

Economics. By F. A. Fetter. This book deals 
with the facts, theories and public policies 
relating to money, banking, international 
trade, labor organizations, trust and other 
economic problems. 498 pages. Price, $1.75. 
Postage, 15 cents. 


Modern Currency Reform. By E. W. Kemmerer. 
A history and discussion of recent currency 
reforms in India, Porto Rico, Philippine 
Islands, Straits Settlements and Mexico. 652 
pages. Price, $2.40. Postage, 20 cents. 


Guide to the Study of Accounting. By S. F. 
Racine. 91 pages. Price, $1.25. Postage, lic. 

Cost Accounting and Burden Application. By 
Clinton H. Seovell. Statement of accounting 
principles which should be observed by every 
manufacturer or his accountant in analyzing 
and compiling the cost of doing business. Com- 
bines arcountant’s practical knowledge of 
taxes, interest and profits with sound economic 
theories. Author is certified public accountant 
of New York and Massachusetts. 328 pases. 
Price, $2.15, delivered, 

Modern Church Finance. By A. F. McGarrah. 
The principles and practice of church finance. 
328 pages. $1.25. Postage, 15 cents. 














st the 
»79 


- Ely, 
, $2.10, 


E. St. 
Price, 


"Hara. 


Taylor 
W na- 
- 148 


ster A, 
it has 
ubject. 


Facts 
ctions, 
(plains 
Igated 
Ameri- 

$1.15, 


grown. 
d sell- 
2. Dis- 
coun- 
jes in 
trans- 
1 class 
rates. 


ethods 
re de- 
luable 
rtising 


e Tax. 
paid. 

‘ee 
, post- 


7. & 
red. 
T. B. 
sway 
‘icissi- 
.. 327 
udley. 
| rules 
wyers, 
thers. 
nts, 
sed to 
foune 
waste 
prac- 
247 


deals 
olicies 
tional 
other 
$1.75. 


merer. 
rrency 
ippine 
. 652 


8S. F. 
8, 15c. 
. By 
unting 
every 
lyzing 
Com- 
ze of 
nomic 
intant 
pages. 


arrah. 
nance. 


BaOdK TALKS 








Wr. T. D. Merryman, 
6424 Pollard &t., 
Los Angeles, Cal. 


Oear Sir: 


Home Safe loaned to you? 


have not heard from you. 














be the amount saved. 


Geposited here. 


receive our best attention. 





Just what success are you having with the 
Perhaps you have not saved 
as much as you had hoped and this may be the reason we 


Almost daily we are asked if it is necessary 
to fill a Home Safe before bringing it in to have the 
contents counted and the amount credited in the pass 
book. In every case we have recommended that the safe 
be brought in at frequent intervals, no matter what may 
Doubtless you can see how this 
will result in material benefit to you, when we explain 
that interest begins only from the date the money is 


Since we give to small deposits the same 
careful attention given to larger amounts, let us sug- 
geet that so long as you have saved something, it is 
enough to bring in and place to your credit at interest 


We wish to assure you that your patronage is 
desired by this Bank and that should you call, you will 


Yo 


Vice President. 





(J truly, 








This Letter Increased 9,035 Small Savings Ac- 
counts by $17,112.36 within 30 Days 


HIS is only one of a series of 82 letters 

which will build business for your 

bank, They were written by W. R. 
Morehouse, publicity manager of the Ger- 
man-American Trust and Savings Bank of 
Los Angeles. 

Mr. Morehouse noticed that many letters 
had to be written over and over again when 
the same situation came up in regard to 
different people. “What is the use,” he 
thought, “of wasting time and effort trying 
to write the same letter over and over again 
and different every time?” 

“Why not work out the best possible letter 
to cover the situation—boil it down until 
every superfluous word has been removed— 
make it the perfect expression of what that 
letter is to say—and then send the same 
letter whenever that particular situation 
arises?” 

And Mr. Morehouse dia this very th’ 
Aided by his own many years’ experience 
and the experience of other men prominent 
in the banking world, he has written a series 
of eighty-two bank letters. 

Letters which adopt just the right tone in 
every case, not too severe nor formal, and 
not too friendly—expressing a hospitality— 
which every bank wishes to convey to its 
customers. They give the urgent compelling 
reasons which bring in new customers and 
make old customers increase their deposits. 
They express tactfully yet forcefully the 
exact truth about a customer when credit in- 
formation has been asked by another insti- 
tution. They put into the best possible 


phrasing every possible expression which is 
needed in banking work. 

When a prospect writes you about the 
terms and conditions on which you open ac- 
counts, and asks you also about “banking by 
mail,” do you write a letter that will get 
the account? 

When you wish to rent safe deposit boxes, 
has the letter you write got the “punch” that 
wil “put it across?” These will show you 
just how to meet these situations and many 
other problems with which you are daily con- 
fronted. 


Examine at Our Expense 

The whole set of eighty-two letters has 
been multigraphed in full letter size and 
complete form. No letter expert would un- 
dertake to write this number of letters for 
less than Five Hundred Dollars. Sign the 
order blank below and we will send you the 
set for free examination. Then pay for it 
only if you want to keep it. If in your own 
judgment its value to you is not absolutely 
beyond question, just send it back. Fill out 
the coupon below: 





Bankers Publishing Company, 
253 Broadway, New York: 

Please send for free examination Mr. More- 
house's set of eighty-two Bank Letters. 
After five days’ examination, I will either re- 
turn or remit the price, $5.00. 


Bank .cccccscccscccess 


April B.T. A€@rese ...c.cccccccces eccccescce 
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Examine These Banking Books At Our Risk 


E VERY one of the books listed below is crammed full of valuable in- 


formation and progressive ideas and methods for increasing your 


efficiency as a banker. Read over the brief descriptions below and select 


the ones that you want to examine at our expense. 


The Practical Work of a Bank. By William H. 
Kniffin, Jr. Covers every phase and detail of 
the operation of a modern bank. There isn't 
a single practical banking problem or detail 
of bank administration that this book doesn’t 
take up carefully and describe in detail. Tells 
how to increase the efficiency of a bank— 
how to make the work run smoother—how to 
get the most out of equipment. 600 pages 
Fully illustrated and indexed. Price, $5.00, 
delivered. 


Trust Companies; Their Organization, Growth 
and Management. By Clay Herrick. Describes 
in detail the actual organization and opera- 
tion of every department of a modern trust 
company. Contains a variety of tables and 
charts which make it indispensable for every 
trust company officer. The author was for 
many years connected with the Cleveland 
Trust Company in important capacities and 
speaks with authority. 5600 pages. Price, 
$4.00, postpaid. 


The Savings Bank and Its Practical Work. By 
William H. Kniffin, Jr. This book is without 
question the most exhaustive and the most 
readable treatise on savings banks ever writ- 
ten. The work of the savings banks is treated 
from the historical, theoretical, legal and prac- 
tical standpoints—making a complete refer- 
ence book on all phases of the subject. 650 
pages. 190 illustrations. Price, $5.00, post- 
paid. 


Bank Letters. By W. R. Morehouse, Publicity 
Manager of the German-American Trust and 
Savings Bank of Los Angeles. 82 actual let- 
ters reproduced by multigraph designed to 
meet every need of ordinary bank correspond- 
ence. Special attention given to letters which 
build business for banks, create good will, and 
increase deposits. All the letters have actu- 
ally been used and tested by the author and 
are the result of a long study of this im- 
portant subject. Price, $5.00, postpaid. 





Bankers Publishing Company, 
253 Broadway, New York: 

Send on the following books on banking and I 
will try them out. If I don’t find them satisfac- 
tory, I may return the books within five days at 
YOUR expense. I enclose one doliar merely as a 
deposit to be refunded without quibble or question 
should I return the books. If I decide to keep 
them I will remit the balance in monthly payments 
of $3 each. 

(Consult list above for exact titles and fill in your 
selection here.) 


Name 
(4) BIER tivnennwivesnantions rows cieiwes céeesionsesees 


MEBP0GB.. 0 cones - ‘ iehuaee oecdid 
You may place my name on your list to receive 
BOOK TALKS each month, 





Pushing Your Business. By T. D. MacGregor. 
Explains the principles and practice of finan- 
cial advertising; chapters devoted to every 
branch of the subject; various methods of ad- 
vertising explained; every kind of financial ad- 
vertising illustrated; mechanical details of 
writing copy. Regarded as the authoritative 
work on thig subject. 200 pages. Price, $1.50, 
postpaid. 


2000 Points for Financial Advertising. By T. D. 
MacGregor This book writes your bank ad- 
vertising copy for you. It contains 2000 sug- 
gestions for the wording of as many bank ads. 
—strong copy bringing out vital points in a 
clear and concise way. Adapted to the use 
of commercial banks, trust companies, safe 
deposit companies and savings banks. 170 
pages. Price, $1.75, postpaid. 


Bank Advertising Plans. By T. D. MacGregor. 
Describes and illustrates hundreds of plans, 
other than newspaper advertising, which banks 
have successfully used in building business. 
These are not theoretical ideas but plans 
which have been actually used and found 
successful. 200 pages. Price, $2.50, postpaid. 


The Filing Department. By J. Arthur Cramer. 
Bank Department Series. Describes and il- 
lustrates a system of filing for banks which 
will enable the banker to have immediate 
access to all of the correspondence and 
records bearing on any ‘particular transac- 
tion. Author has made a careful study and 
investigation of the subject. 100 pages. Co- 
piously illustrated and indexed. Price, $1.00, 
delivered. 


The Elements of Foreign Exchange. By Frank- 
lin Escher. Gives a clear understanding of 
the causes which affect the movement of for- 
eign exchange, its influence on the money 
and security market, etc. The book is ele- 
mentary and is designed for the reader who 
wants to get a clear idea of how foreign 
exchange works without going too deeply into 
it. Seventh Edition. Price, $1.35, postpaid. 

How to Examine Simply fill in the 
These Valuable title of the books 
Banking Books you want for exam- 
at Our Expense ination on the free 

examination coupon 

at the left. Look them over and see if 
they are not all that we have claimed. 
See if they won’t be an actual help to 
you in your everyday work. At your 
own desk decide for yourself. And if 
you don’t find that they will be helpful, 
return them at our expense and we will 
refund your deposit without quibble or 
question. For every title is sold subject 
to approval after full five days’ exam- 
ination. Do not delay! Tear off the 
coupon and mail Topay. 
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The Library of the Guaranty Trust 


Company of 
By ROSE 
‘THE library of this com- 


pany was established 
primarily to serve the Bond 
Department and nearly all 
of its material related to in- | 
vestments. This resulted in 
a good collection of manu- 
als, government reports and 
financial publications, such 
as the Commercial and 
Financial Chronicle, of 
which the library has all ex- | 
cept the first two volumes. 
In addition to the books, 
there were the mortgages | 
and other documents of all | 
important corporations and | 
of those companies, great | 
and small, in which the) 
Guaranty Trust Company | 
had a direct interest. | 
Because of the limited | 
field of American business, | 
and by virtue of the fact} 
that Babson’s Statistical Li- | 
brary (rich in mortgages 
and other corporation docu- | 
ments) is housed in the} 
building and  codperates 
with us, this special library 
served our purpose before 
the Great War shifted the | 
United States from the po- 
sition of debtor to that of 
creditor nation. Since then | 
the growth of foreign busi- | 
ness and the consequent 
broadening of interests, has 
let the bars down entirely, 
and we now serve all de- 
partments of the institution 
and reach out for informa- 
tion in every direction. This 


*Neprinted from the Library 
Journal, April, 1917. 


jeall, however 
1 
can be met. 


New York* 
MESTRE 


means a constant effort to 
build up the files so that any 

unexpected, 
Sugar compa- 
nies in the West Indies. rail- 
ways in Brazil, municipali- 
ties in Russia—we must be 
ready for all this and more. 

The publications of the 
United States Government 
and of the different states 
are much used, as are also 
those of the Latin American 
republics, Great Britain and 
other foreign countries. 
Books and periodicals which 
treat of their resources and 
finances are of great value 
in matters relating to for- 
eign trade. 

Some of the most useful 
reference books in the li- 


brary are the year books 


and manuals of the London 
and New York stock ex- 


| changes, the New York list- 


ings. and the daily quotation 

sheets of the principal ex- 

changes here and abroad. 
An important addition to 


ithe files is the special divi- 


sion for foreign countries, 
for which material is 


| gleaned through correspond- 


ence, and through the ef- 
forts of our representatives 
in Europe and in South 
America. This interesting 
collection of documents is 


| supplemented by a clippings 


file, which is very helpful. 
and is rapidly growing in 
size and importance. It con- 
sists mainly of clippings 


from the Commerce Reports | 





(the library subscribes for 
several copies), and from 
daily papers and _ those 
magazines which are not 
bound for permanent use. 
Magazines _ important 
enough to be kept pass 
through the catalogers’ 
hands before being placed 
on the shelves. All im- 
portant articles are indexed, 
always by subject and some- 
times by author. This in- 
dex, supplementing the file 
of clippings, puts at the 
service of the bank and its 
customers an up-to-the-min- 
ute collection of all that im- 
portant data that can rarely 
be found in book form until 
it is at least a year old. The 
constant demands’ made 
upon this file prove its 
value, especially to those de- 
partments interested in for- 
eign trade and finance. 

Any employee in the build- 
ing may use the library 
freely for reference work or 
to increase his knowledge of 
financial affairs; the  stu- 
dents, who are young men 
in training for the com- 
pany’s service, make con- 
stant use of the text books 
and other material.  Al- 
though books must be re- 
turned within a_ limited 
time, the number in circula- 
tion is always over a hun- 
dred. The number of file 
documents charged out is, 
of course, much larger. 

The librarians sometimes 
do research work here or in 
other libraries, but do not 
make digests, as the statis- 
ticians have assistants to do 
this for them. Whenever 


(Continued on page 2) 
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af N the midst of the alarms | 


of War and the intensity 
and excitement of these days 


|The Government looks to 


| But 


of eventfulness, it is not out | 
of place to throw out a word | 


of sober caution. 


All of tlre | 


romance of War is attached, | 


not unnaturally, to the glory 
of personal sacrifice and to 
the spectacle of military 
operations. Yet it must be 
remembered that wars are 
not won on the battlefield 
alone, and while enthusiasm 
and patriotic fervor is un- 
doubtedly necessary, there 
is also much need for reflec- 
tion and serious study. 

If America is going to 
make her entrance into the 
war count she must not only 
give military aid to her al- 
lies, but she must so manage 
and conserve her industries 
and resources that her en- 
tire industrial and financial 
strength be mobilized and 
effectively employed. This 
means careful study of our 
immediate problems and ac- 
tion—not hastily arranged 
makeshifts — but carefully 
thought out plans, based on 
an expert examination of the 
facts. 

In view of all this it 
would be exceedingly unfor- 
tunate if there should be 
any let-down in any of the 
agencies of business educa- 
tion and study that are now 
doing such excellent work 
in making Ameri¢a’s young 
men equipped to face our na- 
tional problems. In a 
democracy, decisions must 


| efficiency, thrift and the like, 
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be made as a result of en- 
lightened public opinion. 


this opinion for guidance. 
The responsibility must be 
shared by all. In the for- 
mation of this opinion bank- 
ers must take a large part. 
aside from these im- 
mediate problems of war 
fininee, taxation, industrial 





there is a future problem of 
equal if not greater im- 
portance. This is the prob- 
lem of reconstruction after 
the War. Is America going 
to take advantage of the 
glorious opportunities for 
hitherto undreamed of ex- 
pansion which will be open 
to her after the war? What 
steps is she going to take to 
retain the dominating posi- 
tion in world trade that she 
now occupies? How is 





America going to contribute 
her share towards the resto- 
ration of the World’s goods 
and capital that have been 
ruthlessly destroyed in this 
war? Future history will 
be determined by the way in 
which America answers 
these questions. 

By all means let us or- 
ganize an army and with 
the greatest possible speed 
and efficiency. But while 
we are training our young 
men in the arts of war let 
us not forget to train them 
for the battle of industry 
and the problems of a future 
peace. And while we as in- 
dividuals are training our- 
selves pirysically to be good 
and efficient soldiers, let us 
not forget that now, more 
than ever, the Nation re- 
quires the brain power that 
comes from careful study. 





Impressing Your Employers 


T HE following editorial | 

which appeared in the 
April number of “The Pace 
Student” will prove inter- 
esting to readers of “Book 
Talks:” 


“A certain large bank a 





stone’s throw away from 
where I write employs 
abovt sixty office boys— 


pages, they are called. I) 
have had a hand in working | 
out the educational program | 
of the bank, and so I have | 
come to know these pages | 
fairly well. Out of these 
sixty-odd boys only five 
stand out plainly in my 
mind. I can recall the 
names of these five; I know 
what each one looks like; I 
think of each one favorably 
as a definite individual. 
Their fifty-five fellows, who 
presumably possess _intelli- 
gence and latent abilities 





form upon my mind only a 
confused blur of dark-blue 
uniforms. 

Why? The five I speak 
of have taken pains—with- 
out truckling—to impress 
themselves upon my image- 
forming consciousness. They 
have gone out of their way 
to do me favors. They have 
shown interest in their 
studies. They have made it 
a point to talk over their 
examination papers with me. 
They have given me an 
abiding impression of men- 
tal alertness and capacity 
for development. They will 
not let me forget them. I 
have inquired about these 
boys of some of the officers 
and department heads. They 
feel as I do—that these 
voung chaps are “comers.” 
I feel sure that, were I in 


charge of promotions at the 
(Continued oa page 5) 
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The Library of the Guar-| 
anty Trust Company | 
(Continued from page 1) | 
necessary, the translation of | 
foreign documents is done | 
by the librarians. 
“All incoming material is 
sent to the statisticians be- 
fore it is filed, but no at-| 
tempt has yet been made to) 
follow the employee, as the} 
librarian of the Retail | 
Credit Company of Atlanta 
does. This may come in 
time, but would really be a 
function of the Guaranty 
Club, which maintains a 
library for the use of its 
members. This club library 
consists principally of 
“readable” books on all sub- 
jects relating to economics, 
finance, banking, industrial 
problems, foreign travel, 
etc., but is in no sense a 
statistical library. 

In developing the catalog 
the aim has been to make all 
the information contained in 
the library available through 
the analytic indexing of its 
books, periodicals and file 
material. As a further as- 
sistance in research work, 
cards of a contrasting color 
are placed in the catalog 
giving references to outside 
sources of information — 
material found in other li- 
braries, and in_ business 
houses and public depart- 
ments. Other card files are 
the calendar, in which every 
report, financial statement 
and periodical publication is 
entered the day it is re- 
ceived; the directory of li- 
braries, book dealers, busi- 
ness houses, ete., and the 
shelf list. These aids very 
materially help the librari- 
ans in their efforts to supply 
the data in which the com- 
pany is interested as fully 
as possible and with the 








least delay. 





Do You Know— 


What the powers and limitations 
of your bank are under the Federal 
Reserve System? 


Do you fully understand the various rulings and 
interpretations which have affected this Act since 
its first enactment? 


Paine’s Analysis 
of the 


Federal Reserve Act 
and Cognate Statutes 


gives you just this important information. 


In this book Hon. Willis S. Paine, LL.D., author 
of “Paine’s Banking Laws” and “Paine’s New York 
Banking Laws,” completely analyzes the Federal 
Reserve Act. 

In its treatment of the Federal Reserve Act Mr. 
Paine’s book is the first complete and authoritative 
treatise on the history, enactment, development, 
operation and interpretation of this important law. 
Every leading court decision as well as the rulings 
affecting the operation of this law are given, to- 
gether with a history of the measure from the origi- 
nal introduction of the bill down to the present 
time. 


Inspect at Our Expense 


But don’t take our word for all this. Sign the 
order blank below and mail to us. We will for- 
ward the book for your inspection. After examina- 
tion you can either return to us or remit the price 
of $5.00. 








Bankers Pusiisuinc Company, 
253 Broadway, New York: 
Please send for free examination Mr. Paine’s Analysis 


of the Federal Reserve Act. After five days’ examina- 
tion I will either return or remit the price, $5.00. 


ee ee ee ee es 
ee ee 


May B. T. Address 
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How Much 
Time Is 
Wasted In 
Your 

Filing 
Department ? 


Are you convinced that correspondence and important records are properly filed in 


your bank so as to be permanently preserved and immediately available ? 


The Filing Department 


By J. Arthur Cramer 


Describes in detail how to organize the 
filing department of a bank and how to 
create a filing system which will result 
in a great saving of time and greatly in- 
creased efficiency in every department of 
the modern bank. 

The work is addressed not to the file 
clerk exclusively, but rather to all who 
have anything to do with correspond- 
ence. In fact, it is just as much the con- 
cern of the officers of a bank as it is the 
clerks—because correspondence that is 
lost, improperly filed or delayed in com- 
ing before the attention of the officers 
means a falling down in the bank’s serv- 
ice and perhaps a money loss to one of 
its clients. 

All bankers who have the efficiency of 
their institution close at heart wil! do 


well to get and read this book. It will 
prove a valuable addition to the library 
of the practical banker. 


Send No Money—Book 


Sent for Inspection 


Fill out the order blank below and we 
will send you this book for free inspec- 
tion. If you find it satisfactory, remit 
$1.00. It not, return the book to us. 





Bankers Pusiisutnc Company, 

253 Broadway, New York: 

Please send for free examination Mr. 
Cramer’s “Filing Department.” After 
five days’ examination I will either return 
or remit the price, $1. 





May B.T. PE bickscdnndesanenkned 





























(Continued from page 2) 
bank, I should think favor- 
ably of advancing these five 
pages ahead of the others. 


“In all this there is a 
point for the long-headed 


by. It pays to attract fa- 


as an individual by reason 


intelligent way in which you 
do it. The historv of com- 
mercial success is full of the 
meteoric careers of young 
men who first won the no- 
tice of their superiors and 
then deserved and secured 
their support. Impress your 


self as an individual upon 
vour associates and your 
superiors. Do it, not with 


a brass-band effect, but by 
reason of the excellence of 
vour work and the construec- 
tive interest vou plainly take 
in it. Observe, think, and 
suggest, for mental ingenu- 
ity and originality are al- 
ways at a premium. If you 
have developed these quali- 
ties. do not hide them under 
a bushel of diffidence or 
self-distrust. Stand forth 
to view, modestly, but 


plainly.” 
co 

A NOVEL FOR 

BUSINESS MEN 

VERYONE engaged in 

the banking business 
will be interested in reading 
Cameron Mackenzie’s new 
novel, “The Man Who Tried 
To Be It.” 

When the short story on 
which this book is based ap- 
peared in The Saturday 
Evening Post, the managers 
of great business concerns 
all over the country wrote 


in ordering extra copies “to 
give to their department 


heads.” 
The demand for this re- 


BaDK 


l 
| markable 
| hints for every man in busi- 
| ness, has been so great as to 
| lead to a new and fuller ver- | 
| sion, now published in book 
| form. 

young man to see and profit | 
|ten the story of a size four 
vorable attention to yourself | man in a size two job; of 
| how he proved to be a num- 
of what you do and of the} ber six man in a number ten 


| idea 


| 


| 
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{ 
market, such as buying upon 
a margin, selling short, ete. ; 
the different kinds of securi- 
ties in the way of bonds, 
stocks and notes; the dis- 
tinction between one kind 
of a security and another, 
ete., ete., are all plainly set 


forth. 
& 


PAMPHLET ON 
CREDITS 
A booklet, “Essentials in 
the Granting of Bank Cred- 
lits,” is being distributed by 
the Mississippi Valley Trust 
|Company, St. Louis, Mo. 
Thomas J. Kavanaugh, man- 
lager of the credit depart- 
ment of the trust company, 
is the author. 


story, with its 


Mr. Mackenzie has writ- 


BANK 


job—and why! He has an 
for every man and 
woman in business. 
The price of this book is 
$1.14 postpaid. 
& 
NEW EDITION OF 
“MONEY AND 
INVESTMENTS” | 





A NEW edition of| The booklet will prove of 
i Money and Invest-| interest to those handling 
ments, by Montgomery | credits and to commercial 


Rollins has just been pub- 
lished. The price is $3.25 
postpaid. 

This volume comprises a 
manual of expert, reliable 
information on the vitally 
important subject of 
“Money and Investments,” 
which interests us all, par- 
ticularly at this time, as 
never, heretofore, has there 
been such widespread inter- 
est in financial affairs. 

The first part of the work 
is devoted to general sug-|world is calling out for men, 
gestions as to investments, |- but we cannot get 
speculation, banks, financial |them in sufficient numbers to 
conditions—present and fu- fill the really responsible po- 
ture—and to the many fun- |sitions which await just such 
damental principles in the|men. Mediocre and inferior 
use of money or its invest-|men swarm into our offices in 
ment, of which the less ex-|response to any advertise- 
perienced may not have|ment for help, but superior 
clear knowledge. Then fol-|men—virile, aggressive, ju- 
low nearly 450 full pages,|dicious, reliable, loyal and 
alphabetically arranged, |well-trained are worth their 
covering almost every con-| weight in gold, even in their 
ceivable (over 2,500) finan-|later twenties, and several 
cial term and subject. All|times that much in _ their 
subjects in relation to ex-|thirties and forties.”—Suc- 
change, stocks, and the stock |cessful Banking. 


borrowers, as it gives an in- 
sight into the workings of 
the credit department of a 
modern financial institution. 

It shows in a clear, con- 
cise manner the principles 
and methods which should 
be observed and a full de- 
scription of bank credit 


methods. 
co; 


6¢67T’ HE financial, commer- 
cial and_ industrial 
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Some New Books of Interest to Bankers 


Business Law for Business Men. By U. E. 


Crane. Covers all the states and territories in 
the Union; contains abstracts of commercial 
law in every state and territory and legal 
forms for many transactions. 749 pages. Price, 
$3.65, postpaid. 

The Business of Trading in Stocks. By J. T. 
Brand. 173 pages. Price, $2.15, postpaid, 


The Elements of Business Law. By E. W. 
Huffcut. Illustrative examples and problems 
given. Revised by G. G. Bogert. 333 pages. 
Price, $1.25, postpaid. 

Grasping Opportunity. By N. C. Fowler. Is a 
series of articles and dialogues presenting the 
practice of those affirmatives and negatives 
which together constitute the elements of suc- 


cess in business and in all other vocations, 
Talks to employees on,the right and wrong 
way of handling some of the difficulties that 
come to everyone in business. 248 pages. 
Price, $.90, delivered 

Principles of Accounting. By Stenhen Gilman. 
427 pages. Price, $3.15, postpaid. 

The Principles of Auditing. By F. R. &. 
DePaula. 207 pages. Price, $2.40, postpaid. 


Railroad Valuation. By Homer Vanderblue. A 
study in economics of railroads and the dis- 
tribution of income. Fesay received second 
prize in the Hart, Schaffner and Marx con- 
test. 138 pages. Price, $1.65, postnaid. 

Selling Your Services; applies straight selling 
principles to the problem of securing a posi- 
tion. Warns the reader that merely memo- 
rizing the contents wil! not get him a $25,000 
job. 176 pages. Price, $1.15, postpaid. 

Some Legal Phases of Corporate Financing, Re- 
organization, and Regulation. By F. L. Stet- 





The Taylor System 


The Wool Industry. 


York, 1916. “Intended for the practical guid- 
ance of practicing lawyers, already familiar 
with the general principles and rules of prac- 
tice.” 398 pages. Price, $2.90, delivered 

of Scientitic Management. 
By C. B. Thompson. A report in manual 
form on the accomplishments of scientific 
management, supplemented with a discussion 
of how to secure some of the most important 
of these accomplishments. Gives not only the 
theory, history and arguments of the Taylor 
system of efficiency,. but describes the me- 
chanical and operating details common to a 
large number of plants using it. Leather. 
175 pages. Price, $10.15, postpaid. 

By P. T. Cherington. 256 
Price, postpaid. 


paces £2.65, 


What Peace Means ag Steel Trade. By S, A. 


Benner. A 16-page booklet published by the 
American Steel Haport Company, Woolworth 
Building, New York. Gratis 


The A, B, C of Life Insurance. By C. E. Wil- 
lard. 82 pages. Price, $1.15, postpaid. 

Auditing Studies. By J. R. Wildman. 26 
pages. Price, $.99, postpaid. 

American World Politics. By Wa. E. Weyl. 


Concerned with the share the United States 
will have of new responsibilities, opportuni- 
ties, and dangers following on peace in Eu- 
rope. Defines on the basis of economic re- 
searches, our rational attitude towards ex- 
pansion, imperialism, the establishment of in- 
ternational government and our relations to 
individual nations. 307 pages. Price, $2.40, 
Postpaid. 


os | Sign of the Dollar and Other Essays. 


L. F. Deland. Shows by concrete exam- 
- what an asset to all business men is a 














son and others. Lectures delivered before knowledge of human nature. 191 pages. 
the Association of the Bar of the City of New Price, $1.40, postpaid. 
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OUR risk. 





Our catalogue describes the very books that 
you need in your every-day business and 
shows you how you can examine these at 
Send for yeur copy today. 


Tae Bankers Pusuisutne Co. 


253 Broadway, New York, U.S. A. 
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Ur, T. D. Merryman, 
6424 Pollard St., 
Los Angeles, Cal. 


Dear Gir: 


Home Safe loaned to you? 


have not heard from you. 














Geposited here. 





Just what success are you having with the 
Perhaps you have not saved 
as much as you had hoped and this may be the reason we 


Almost daily we are asked if it is necessary 
to fill a Home Safe before bringing it in to have the 
contents counted and the amount credited in the pass 
book. In every case we have recommended that the safe 
be brought in at frequent intervals, no matter what may 
de the amount saved. Doubtless you can see how this 
will result in material benefit to you, when we explain 
that interest begins only from the date the money is 


Since we give to small deposits the same 
eareful attention given to larger amounts, let us sug- 
gest that so long as you have saved something, it is 
enough to bring in and place to your credit at interest 


We wish to assure you that your patronage is 
desired by this Bank and that should you call, you will 
receive our best attention. 





Vice President. 














This Letter Increased 9,035 Small Savings Ac- 
counts by $17,112.36 within 30 Days 


HIS is only one of a series of 82 letters 
which will build business for your 
bank. They were written by W. R. 

Morehouse, publicity manager ,of the Ger- 
man-American Trust and Savings Bank of 
Los Angeles. 

Mr. Morehouse noticed that many letters 
had to be written over and over again when 
the same situation came up in regard to 
different people. “What is the use,” he 
thought, “of wasting time and effort trying 
to wrile the same letter over and over again 
and different every time?” 

“Why not work out the best possible letter 
to cover the situation—boil it down until 
every superfluous word has been removed— 
make it the perfect expression of what that 
letter is to say—and then send the same 
letter whenever that particular situation 
arises?” 

And Mr. Morehouse did this very thing. 
Aid.d by his own many years’ experience 
and the experience of other men prominent 
in the banking world, he has written a series 
of eighty-two bank letters. 

Letters which adopt just the right tone in 
every case, not too severe or formal, and 
not too friendly—expressing a hospitality— 
which every bank wishes to convey to its 
customers. They give the urgent compelling 
reasons which bring in new customers and 
make old customers increase their deposits. 
They express tactfully yet forcefully the 
exact truth about a customer when credit in- 
formation has been asked by another insti- 
tution. They put into the best possible 


phrasing every possible expression which is 
needed in banking work. 

When a prospect writes you about the 
terms and conditions on which you open ac- 
counts, and asks you also about “banking by 
mail,” do you write a letter that will get 
the account? 

When you wish to rent safe deposit boxes, 
has the letter you write got the “punch” that 
will “put it across?” These will show you 
just how to meet these situations and many 
other problems with which you are daily con- 
fronted. 


Examine at Our Expense 

The whole set of eighty-two letters has 
been multigraphed in full letter size and 
complete form. No letter expert would un- 
dertake to write this number of letters for 
less than Five Hundred Dollars. Sign the 
order blank below and we will send you the 
set for free examination. Then pay for it 
only if you want to keep it. If in your own 
judgment its value to you is not absolutely 
beyond question, just send it back. Fill out 
the coupon below: 





Bankers Publishing Company, 
253 Broadway, New York: 


Please send for free examination Mr. More- 
house's set of eighty-two Bank Letters. 
After five days’ examination, I will either re- 
turn or remit the price, $5.00. 

NAME .nccccccccccccccccscccsscesesesece 
Bank .cccccccccccscoccccccccccccces 


May B. T. AGETOSS cc cccccccccccccccccccces 
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Examine These Banking Books At Our Risk 


E VERY one of the books listed below is crammed full of valuable in- 


formation and progressive ideas and methods for increasing your 


eficiency as a banker. Read over the brief descriptions below and select 


the ones that you want to examine at our expense. 


The Practical Work of a Bank. By William H. 
Kniflin, Jr Covers every phase and detail of 
the operation of a modern bank. There isn't 
a single practical banking problem or detail 
of bank administration that this book doesn't 
take up carefully and describe in detail. Tells 
how to increase the efficiency of a bank-— 
how to make the work run smoother—how to 
get the most out of equipment 600 pages 
Fully illustrated and indexed. Price, $5.00, 
delivered 

Trust Companies; Their Organization, Growth 
and Management. By Clay Herrick. Describes 
in detail the actual organization and opera- 
tion of every department of a modern trust 
company Contains a variety of tables and 
charts which make it indispensable for every 
trust company officer. The author was for 
many years connected with the Cleveland 
Trust Company in important capacities and 
speaks with authority. 500 pages. Price, 
$4.00, postpaid 

Paine’s Analysis of the Federal Reserve Act and 
Cognate Statutes. By Willis S. Paine, LL.D. 
The first complete and authoritative treatise 
on the history, enactment, development, op- 
eration and interpretation of this important 
law. Every leading court decision as well as 
the rulings affecting the operation of this 
law are given, together with a history of 
the measure from the original introduction 
of the bill down to the present time. Also 
takes up the Bill of Lading Act and the 
Federal Farm Loan Act. 400 pages. Fully 
indexed. Price, $5.00, delivered. 

Bank Letters. By W. R. Morehouse, Publicity 
Manager of the German-American Trust and 
Savings Bank of Los Angeles. 82 actual let- 
ters reproduced by multigraph designed to 
meet every need of ordinary bank correspond- 
ence. Special attention given to letters which 
build business for banks, create good will, and 
increase deposits. All the letters have actu- 
ally been used and tested by the author and 
are the result of a long study of this im- 
portant subject. Price, $5.00, postpaid. 








Bankers Publishing Company, 
253 Broadway, New York: 

Send on the following books on banking and I 
will try them out. If I don't find them satisfac- 
tory, [ may return the books within five days at 
YOUR expense I enclose one dollar merely as a 
deposit to be refunded without quibble or question 
should I return the books If I decide to keep 
them I will remit the balance in monthly payments 
of $3 each 

(Consult list above for exact titles and fill in your 
selection here.) 


See ive ones seekenssvanrannedeeesenled 


(4) Bank .. - Nuvi eeatbeeheccaamceeenemiabateeaeenh 


BOOK TALKS each month, 





Pushing Your Business. By T. D. MacGregor 
I:xplains the principles and practice of tinan- 
cial advertising; chapters devoted to every 
branch of the subject; various methods of ad- 
vertising explained; every kind of financial ad- 
vertising illustrated; mechanical details of 
writing copy. Regarded as the authoritative 
work on this subject. 200 pages. Price, $1.50, 
postpaid, 


2000 Points for Financial Advertising. By T. D. 
MacGregor This book writes your bank ad- 
vertising copy for you. It contains 2000 sug- 
gestions for the wording of as many bank ads 
—strong copy bringing out vital points in a 
clear and concise way, Adapted to the use 
of commercial banks, trust companies, safe 
deposit companies and savings banks. 170 
pages. Price, $1.75, postpaid. 


Bank Advertising Plans. By T. D. MacGregor. 
Describes and illustrates hundreds of plans, 
other than newspaper advertising. which banks 
have successfully used in building business. 
These are not theoretical ideas but plans 
which have been actually used and found 
successful. 200 pages. Price, $2.50, postpaid. 

The Filing Department. By J. Arthur Cramer. 
Bank Department Serles. Describes and il- 
lustrates a system of filing for banks which 
will enable the banker to have immediate 
access to all of the correspondence and 
records bearing on any particular transac- 
tion. Author has made a careful study and 
investigation of the subject. 100 pages. Co- 
piously illustrated and indexed. Price, $1.00, 
delivered. 


The Elements of Foreign Exchange. By Frank- 
lin Escher. Gives a clear understanding of 
the causes which affect the movement of for- 
eign exchange, its influence on the money 
and security market, ete. The book is ele- 
mentary and is designed for the reader who 
Wants to get a clear idea of how foreign 
exchange works without going too deeply into 
it. Seventh Edition. Price, $1.35, postpaid. 

How to Examine Simply fill in the 
These Valuable title of the books 
Banking Books you want for exam- 
at Our Expense ination on the free 

examination coupon 

at the left. Look them over and see if 
they are not all that we have claimed. 
See if they won’t be an actual help to 
you in your everyday work. At your 
own desk decide for yourself. And if 
you don’t find that they will be helpful, 
return them at our expense and we will 
refund your deposit without quibble or 
question. For every title is sold subject 
to approval! after full five days’ exam- 
ination. Do not delay! Tear off the 
coupon and mail Topay. 
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Capitalizing One’s Leisure Time” 


By LEE GALLOWAY, Ph. D. 


O N the application blanks 

for employment of some 
of the largest business 
houses to-day appears the 
question, “How do you spend 
your leisure time?’’ The em- 
ployer of labor knows that 
the way in which workers 
waste or utilize the interval 


between 5 or 6 p. m. and 8) 


or 9 a. m., and Sundays and 
holidays, may determine en- 
tirely their usefulness or 
uselessness in the long run, 
as far as their employment 
is concerned. Dull heads 
and unsteady hands, no mat- 
ter what the cause, are no 


asset in any work whether! 


it be mechanically routine or 
of the sort that requires 
judgment and adaptability. 

How few of us ever take 
an inventory of our leisure 
time! What do I do with 
the hours that are not spent 
in sleeping or working or 
eating? What becomes of 
“the terrific wealth of 44 
hours” between 1 p. m. Sat- 
urday and 9 a. m. Monday? 
What becomes of the hours 
between 7 and 11 at night?) 
Do they drop back into the 
silent, irrevocable past—un- 
accountably lost forever— 
without having added one| 
thing toward improving the 
mind or the body? 

The wastefulness of the| 
hours spent in fruitless con- 
versation, in idle gossip, in| 
the repetition of useless and 


*Reprinted from The Efficiency | 
Society Journal. } 


derogatory stories and inci- 
dents, outside of the misuse 
of time in overeating, foolish 
and profitless amusements 
and the more loathsome 
miscellaneous vices — the 
thought is, to say the least, 
appalling. 

The problem is of such 
importance that present-day 
educators are spending much 
thought and effort on how to 
teach children to use their 
leisure hours profitably. The 
attempt is expressed by set- 
tlements where young and 
old spend their evenings un- 
der proper guidance in con- 
structive games and amuse- 
ments. Large business 
houses have day and evening 
“welfare” work of various 





sorts, and_ free lecture 
courses are given in connec- 
tion with the public schools 
for adults. The Boy Scout 
and Girl Scout movement, 
too, is an attempt to solve 
the same problem. 

However, these efforts 
cannot reach every adult 
worker and therefore the 
adult employee who has no 
welfare club or settlement 
or lecture course to employ a 
part of his leisure hours 
successfuly must work out 
his own salvation. 


HOW LEISURE MAY BE 
CAPITALIZED 


Any method of employing 
leisure time in such a way 
that it increases a person’s 
knowledge, broadens his out- 
look, improves his efficiency 
in any way, indirectly capi- 


(Continued on page 3) 


Our Service to You 


ONG ago the Bankers 
Publishing Co. recog- 
nized the growing impor- 
tance of books on the prac- 
tice of banking and has not 
only published a number of 
very useful books covering 
various phases of modern 
bank operation, but has also 
inaugurated a book depart- 
ment fully equipped for the 
service of those interested 


|in banking subjects. 


The Book Department 
aims to keep carefully tabu- 
lated and indexed all avail- 
able sources of information 


on all subjects connected 
with banking, economics and 
finance. This includes not 
only books, but pamphlets, 
newspaper, magazine and 
periodical articles, reports of 
speeches, government publi- 
cations—in short everything 
in printed form which con- 


| stitutes a contribution to the 


study of finance and practi- 
eal banking. This depart- 
ment aims to be a clearing- 
house for information for 
bankers and those interested 
in banking. 


May we serve you in any way? 


Bankers Publishing Co.. 


253 Broadway, New York 
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KEITH F. WARREN, Editor 
Monthly Book Section 
THE BANKERS MAGAZINE 


253 Broadway, New York 
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W ITH the drafting of a 


half million of Ameri- 

ca’s young men into military 
service, the banks will find 
themselves confronted with 
the serious problem of train- 
ing those who are to fill their 
places. 
The usual method of 
training bank employees is 
to start them at the bottom 
and let them gradually ac- 
quire knowledge and experi- 
ence through their daily con- 
tact with the details of bank 
work. Those trained in this 
school in time acquire a very 
thorough knowledge of the 
various departments of the 
bank, but the process is a 
slow one at best. To fill the 
gaps at this time employees 
must be trained quickly. 
A course of reading when 
intelligently selected can 
take the place of many 
months of actual experience. 
By careful study an em- 
ployee can take up a new 
job with a background of 
knowledge that it would take 
perhaps vears of practical 
experience to acquire. 
Not only must new em- 
ployees be trained, but old 
employees must be prepared 
to take on new duties and 
additional burdens. Here. 
again, practical experience 
must be largely  supple- 
mented with reading and 
study. 

There is a wealth of lit- 
erature on almost every 


BOOK TALKS, 
| be made available for the 


| they give to their readers the 


| had to learn from the hard 
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phase of practical bank 
work. These books should 


employees of every bank, for 


opportunity to acquire thor- 
ough study what others have 





knocks of actual experience. 

The Book Department oi 
the Bankers Publishing Co. 
is in touch with everything 
that has been published of 
interest to bankers and can 
furnish a list of books on 
any subject. 








Three Books for 
Financial Advertisers 


Pushing Your Business 
By T. D, MacGREGOR 


Covers the general subject in an instructive 
and interesting way, with many illustrations 
of good ads, suggestions and instructions which 
are both helpful and illuminating. 

Price $1.50 postpaid 


2000 Points for Financial 
Advertising 


By T. D. MacGREGOR 


Contains 2000 suggestions for the wording 
of bank and financial ads, bringing out vital 
points in a clear and concise way. 

Price $1.75 postpaid 


Bank Advertising Plans 
By T. D. MacGREGOR 


Covers the subject of advertising from still 
another standpoint, illustrating and describing 
plans other than newspaper advertising that 
have succeeded in building up important 


institutions. 
Price $2.50 postpaid 


ror $4.00 — save $1.75 
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Capitalizing One’s 
Leisure Time 
(Continued from page 1) 
talizes it. We talk of capital- 
izing experience, of capital- 


izing good habits, of capi-| 


talizing efficiency and all 


that sort of thing, but little | 


has been said of capitalizing 


leisure time. We have mo-| 


tion study, occupation habit 


study—but what of the study | 


of utilizing the wealth of 
leisure hours? 


History abounds with il-| 


Iustrations of individuals 


who have contributed to the | 


advance of civilization and 
the welfare of mankind. Too 


little emphasis has been put | 


upon the fact that in the 
lives of most of these per- 
sons, the utilization of leisure 
hours in experimenting, in 
solving problems, in concen- 
trated thought was a promi- 
nent feature of their daily 


lives. Lineoln and Edison} 


are among the most com- 
monly known illustrations. 


The methods all differ; it! 


really makes no difference 
what the method is as long 
as it is continuous, thorough 
and definite. Watt, as a 
boy, spent his leisure hours 
watching the escaping steam 
lift the tea-kettle cover and 
thinking what utilization 
might be made of the energy 
thus wasted. Sam Brown 
spent his leisure hours 
watching spiders spinning 
webs and his conclusions on 
their methods later led to 
the building of the world’s 
first sus pension bridge. 
There was no idle dreaming 
in his use of leisure time. 
Richard Arkwright, 
whose name is among the 
greatest of those who 
helped to bring about the 


(Continued on page 5) 
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Do You Know— 


What the powers and limitations 
of your bank are under the Federal 
Reserve System? 


Do you fully understand the various rulings and 
interpretations which have affected this Act since 
its first enactment? 


Paine’s Analysis 
of the 


Federal Reserve Act 
and Cognate Statutes 


gives you just this important information. 


In this book Hon. Willis S. Paine, LL.D., author 
of “Paine’s National Banking Laws” and “Paine’s 
New York Banking Laws,” completely analyzes 
the Federal Reserve Act. 

In its treatment of the Federal Reserve Act Dr. 
Paine’s book is the first complete and authoritative 
treatise on the history, enactment, development, 
operation and interpretation of this important law. 
The leading court decisions as well as the rulings 
affecting the operation of this law are given, to- 
gether with a history of the measure from the origi- 
nal introduction of the bill down to the present 
time. 


Inspect at Our Expense 


But don’t take our word for all this. Sign the 
order blank below and mail to us. We will for- 
ward the book for your inspection. After examina- 
tion you can either return it to us or remit the price 
of $5.00. 











Bankers PusiisHinc Company, 
253 Broadway, New York: 


Please send for free examination Dr. Paine’s Analysis 
of the Federal Reserve Act. After five days’ examina- 
tion I will either return it or remit the price, $5.00. 
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How Much 
Time Is 
Wasted In 
Your 

Filing 
Department ? 


Are you convinced that correspondence and important records are properly filed in 


your bank so as to be permanently preserved and immediately available ? 


The Filing Department 


By J. Arthur Cramer 


Describes in detail how to organize the 
filing department of a bank and how to 
create a filing system which will result 
in a great saving of time and greatly in- 
creased efficiency in every department of 
the modern bank. 

The work is addressed not to the fibe 
clerk exclusively, but rather to all who 
have anything to do with correspond- 
ence. In fact, it is just as much the con- 
cern of the officers of a bank as it is the 
clerks,—because correspondence that is 
lost, improperly filed or delayed in com- 
ing before the attention of the officers 
means a falling down in the bank’s serv- 
ice and perhaps a money loss to one of 
its clients. 

All bankers who have the efficiency of 
their institution close at heart will do 


well to get and read this book. It will 
prove a valuable addition to the library 
of the practical banker. 


Send No Money—Book 
Sent for Inspection 


Fill out the order blank below and we 
will send you this book for free inspec- 
tion. If you find it satisfactory, remit 
$1.00. It not, return the book to us. 





Bankers Pusiisntnc Company, 

253 Broadway, New York: 

Please send for free examination Mr. 
Cramer’s “Filing Department.” After 
five days’ examination I will either return 
or remit the price, $1. 





June B. T. SE nts cesateaancdeces 
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eighteenth century industrial 
revolution, furnishes another 
illustration of the capitaliza- 
tion of leisure hours. He was 
a barber early in life. His 
leisure time was spent in 
crudely experimenting in va- 
rious fields, as he was of an 
inventive turn of mind. He 
produced the “spinning 
frame” by which it was pos- 
sible, for the first time in 
history, to manufacture per- 


fect warp threads with great | 


rapidity. Wealth and fame 
came to him, but in spite of 
that, when Arkwright was 
over fifty years of age, “feel- 
ing that the defects of his 
education placed him under 
great difficulty and incon- 
venience in conducting his 
correspondence, and in the 
general management of his 
business, he encroached 
upon his sleep, in order to 
gain an hour each day to 
learn English grammar, and 
another hour to improve his 
writing and orthography !” 
The American office boy, 
the machine tender, the 
salesman on the road who 


rises to the position of presi- | 


dent of a corporation, is an 
illustration of the individual 
who capitalized his leisure 
time. 
say that this is not enough. 


Of course, you may 


that there must be native 
ability and capacity. True 
too, but remember, that 


many a gifted person with 
unlimited opportunities has 


gone down the ladder and/ 


not up. 


MAN AND MACHINE 


A machine is so con- 
structed that it does certain 
routine operations in a cer- 


tain unchanging way until it: 
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breaks down. When it can- 
not be repaired or is no 
longer needed for a particu- 
lar job, it is fit only for the 
scrap heap. 

A man, too, may _ be 
trained so as to do certain 
routine operations in a par- 
ticular way. The difference, 
however, between man and 
machine is that the man may 
adjust himself to changing 
cond‘tions. ‘To do this, he 
must know more than one 
thing, and he must have the 
ability to a certain extent to 
form judgments—in other 
words, he must have ‘‘com- 
mon sense.” 

If a man cannot or does 
not change or improve his 


methods to fit changing con- | 
ditions and is incapable of) 


5 


absorbing new experiences 
or does not want to take the 
trouble to do so, he is fit 
only for the scrap heap. He 
has the great, glorious gold- 
en wealth of leisure hours 
to utilize profitably and if 
he will not, he must pay the 
inevitable penalty. When a 
man of intelligent attain- 
ments like Hamilton Mabie 
still considered it necessary 
in maturity to study a new 
language every five or six 
years—how very necessary 
it is for those who have not 
attained a position of note 
at least to make some effort 
at knowing their “jobs” 
thoroughly in every bearing. 
This applies not only to the 
employee, but to the execu- 
tive as well. 





Spare Time of the Soldier 


PARE time exists even in| 
the life of the soldier. | 


Requests for reading matter 


are continuous from the sev- 
eral battlefronts. Absence 
of diverting amusements of 
other kinds naturally cen- 
tres the attention of the sol- 
dier upon books, periodicals, 


magazines, etc. 

Many men in the Army, 
the Navy, and the Marine 
Corps, are to be credited 
with wise use of the spare 
time at their disposal. Not 
a few of these men take edu- 
cational courses by corre- 
spondence. Their work re- 
ceives the encouragement of 
those in charge of the vari- 
ous departments. 

Men the 
elsewhere, find the problem 


in service, as 


one of time organization. Re- 
cruits first entering the serv- 
ice, and passing through the 
training stage, are temporar- 
ily handicapped by the 
changes in their methods of 
living. Nevertheless, even 
in the early stages of serv- 
ice, odd hours may be profit- 
ably used. 
Ambitious men need not 
come to a dead stop in their 
work of self-improvement. 
There is opportunity, and 
ample opportunity, to con- 
More- 
over, after the initial period 


tinue their studies. 


of training has expired, they 
will encounter fewer diver- 
sions to take them from their 
work than is ordinarily the 
case in civil pursuits.— 
[From the Pace Student. ] 





BOOK TAILKS 


Some New Books of Interest to Bankers 


Business Law for Business Men. By U. E. 


Crane. Covers all the states and territories in 
the Union; contains abstracts of commercial 
law in every state and territory and legal 
forms for many transactions. 749 pages. Price, 
$3.65, postpaid. 


The Business of Trading in Stocks. By J. T. 


Brand. 173 pages. Price, $2.15, postpaid. 


The Elements of Business Law. By E. W. 


Huffcut. Illustrative examples and problems 
given. Revised by G. G. Bogert. 333 pages. 
Price, $1.25, postpaid, 


Grasping Opportunity. By N. C. Fowler. Is a 


series of articles and dialogues presenting the 
practice of those affirmatives and negatives 
which together constitute the elements of suc- 
cess in business and in all other vocations. 
Talks to employees on the right and wrong 
way of handling some of the difficulties that 
come to everyone in business. 248 pages. 
Price, $.90, delivered. 
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QOUR Catalogue de- 

scribes the very 
books that you need 
in your every-day 
business and shows 
you how you’ can 
examine these at 
our risk 


Send for your copy today 


The Bankers Publishing Company 
253 Broadway, New York. 














The Taylor System of Scientific Management. 


By Cc. B. Thompson. A report in manual 
form on the accomplishments of scientific 
management, supplemented with a discussion 
of how to secure some of the most important 
of these accomplishments. Gives not only the 
theory, history and arguments of the Taylor 
system of efficiency, but describes the me- 
chanical and operating details common to a 
large number of plants using it. Leather. 
175 pages. Price, $10.15, postpaid. 


The Wool Industry. By P. T. Cherington. 256 


pages Price, $2.65, postpaid 


What Peace Means to Steel Trade. By 8S. A. 


Benner. A 16-page booklet published by the 
American Steel Export Company, Woolworth 
Building, New York. Gratis. 


The System of Financial Administration of 
Great Britain. By ’. F. Willoughby and 
others. A report introduced by A. L. Lowell. 
Published for the Institute for Government 
Research. This is an authoritative account of 
the principles and details of Great Britain's 
budgetary system. 374 pages. Price, 2.90, 
delivered. 

Interest Tables for Small Loans. Compiled by 
A. H. Ham. Tables showing the amount of 
interest at the rates of 1, 1%, 2, 2%, 3 and 
3% per cent. per month on sums of 50 cents 
to $300 for periods of one day to thirty days. 
Also tables showing the amount of interest at 
these rates on loans of $10 to $300 payable 
in 4, 6, 8, 10 and 12 equal monthly instal- 
ments; and formulae for calculating interest 
and discount on loans repaid in equal periodic 
instalments. 56 pages. Price, $4.15, delivered. 

Wheat and Its Products. By Andrew Millar. A 
brief account of the principal cereal, where 
it is grown, and the modern method of pro- 
ducing wheaten flour. 134 pages. Price, $1.00, 
delivered. 

Analysis of the Present Foreign Trade of the 
United States. By the Directors of the Port 
of Boston, Boston, Massachusetts. 19 pages. 
Gratis. 

The Danish West Indies: Their Resources and 
Commercial Importance. By H. G. Brock and 
others. Government Printing Office, U. S. 
Department of Commerce, Washington, D. C, 
68 pages. Gratis. 

Making Money Make Money or a Primer of In- 
vesting. By H. L. Barber. Presents a system 
of practical everyday economics, developed, 
tested and proved during a period of many 
years of application in industrial operations. 
315 pages. Price, $1.65, delivered. 











The Biggest Sale of All— 
Your Services 


It has been said that the “biggest sale of all” 
—a man’s services—is the one usually made 
with the poorest judgment. 
In the new book “Selling Your Services’ the 
problem of how to secure the position which 
will give you the most returns for your labor 
is analyzed and constructive suggestions on 
each essential step given. 
Planning the campaign; yhoosing good “pros- 
pects”; the use of advertising; letters of ap- 
plication; the personal call; follow-up meth- 
ods; fixing the salary, are some of the general 
heads, under each of which are many pointers 
of value to the man who has given all his 
attention to holding a job rather than getting 
it. 
Every man who is actively seeking a better 
job, or who is interested in making the most 
of his opportunities with his present organi- 
zation, should read this book. 

176 pages, 33 chapters. Price, $1.15 de- 
livered. Money back if you are not satisfied. 
Remit in any form, 


THE BANKERS PUBLISHING CO. 
253 Broadway : : New York City 
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Ur. T. D, Merryman, 
6424 Pollard St., 
Los Angeles, Cal. 


Dear Sir: 


Just what success are you having with the 
Home Safe loaned to you? Perhaps you have not saved 
as much as you had hoped and this may be the reason we 
have not heard from you. 


Almost daily we are asked if it is necessary 
to f111 a Home Safe before bringing it in to have the 
contents counted and the amount credited in the pass 
book. In every case we have recommended that the safe 
be brought in at frequent intervals, no matter what may 
be the amount saved. Doubtless you can see how this 
will result in material benefit to you, when we explain 
that interest begins only from the date the money is 
Geposited here. 


Since we give to small deposits the seme 
eareful attention given to larger amounts, let us sug- 
gest that so long as you have saved something, it is 
enough to bring in and place to your credit at interest 


We wish to assure yon that your patronage is 
desired by this Bank and that should you call, you will 
receive our best attention, 

Yoyys truly, 


Vice President. 























This Letter Increased 9,035 Small Savings Ac- 
counts by $17,112.36 within 30 Days 


HIS is only one of a series of 82 letters 
which will build business for your 
bank. They were written by W. R. 

Morehouse, publicity manager of the Guar- 
anty Trust and Savings Bank of Los An- 
geles. 

Mr. Morehouse noticed that many letters 
had to be written over and over again when 
the same situation came up in regard to 
different people. “What is the use,” he 
thought, “of wasting time and effort trying 
to write the same letter over and over again 
and different every time?” 

“Why not work out the best possible letter 
to cover the situation—boil it down until 
every superfluous word has been removed— 
make it the perfect expression of what that 
letter is to say—and then send the same 
letter whenever that particular situation 
arises?” 

And Mr. Morehouse did this very thing. 
Aided by his own many years’ experience 
and the experience of other men prominent 
in the banking world, he has written a series 
of eighty-two bank letters. 

Letters which adopt just the right tone in 
every case, not too severe or formal, and 
not too friendly—expressing a hospitality— 
which every bank wishes to convey to its 
customers. They give the urgent compelling 
reasons which bring in new customers and 
make old customers increase their deposits. 
They express tactfully yet forcefully the 
exact truth about a customer when credit in- 
formation has been asked by another insti- 
tution. They put into the best possible 





phrasing every possible expression which is 
needed in banking work. 

When a prospect writes you about the 
terms and conditions on which you open ac- 
counts, and asks you also about “banking by 
mail,” do you write a letter that will get 
the account? 

When you wish to rent safe deposit boxes, 
has the letter you write got the “punch” that 
will “put it across?” ‘These will show you 
just how to meet these situations and many 
other problems with which you are daily con- 
fronted. 


Examine at Our Expense 

The whole set of eighty-two letters has 
been multigraphed in full letter size and 
complete form. No letter expert would un- 
dertake to write this number of letters for 
less than Five Hundred Dollars. Sign the 
order blank below and we will send you the 
set for free examination. Then pay for it 
only if you want to keep it. If in your own 
judgment its value to you is not absolutely 
beyond question, ‘just send it back. Fill out 
the coupon below: 





Bankers Publishing Company, 
253 Broadway, New York: 

Please send for free examination Mr. More- 
house's set of eighty-two Bank Letters. 
After five days’ examination, I will either re- 
turn or remit the price, $5.00. 


NaMe ..cccsccccceccce eecccccccccces eevee 
Bank ..cccccsees eoccccece ee eeeee 
June B. T. AGGreas .ncccccscsccscces ecccce e 




















BOOK TALKS 


Examine These Banking Books At Our Risk 


VERY one of the books listed below is crammed full of valuable in- 
formation and progressive ideas and methods for increasing your 


efficiency as a banker. Read over the brief descriptions below and select 
the ones that you want to examine at our expense. 


The Practical Work of a Bank. By William H. 
Kniffin, Jr. Covers every phase and detail of 
the operation of a modern bank. There isn't 
a single practical banking problem or detail 
of bank administration that this book doesn't 
take up carefully and describe in detail. Tells 
how to increase the efficiency of a bank— 
how to make the work run smoother—how to 
get the most out of equipment. 600 pages 
Fully illustrated and indexed. Price, $5.00, 
delivered. 

Trust Companies; Their Organization, Growth 
and Management. By Clay Herrick. Describes 
in detail the actual organization and opera- 
tion of every department of a modern trust 
company. Contains a variety of tables and 
charts which make it indispensable for every 
trust company officer. The author was for 
many years connected with the Cleveland 
Trust Company in important capacities and 
speaks with authority. 500 pages. Price, 
$4.00, postpaid. 


Paine’s Analysis of the Federal Reserve Act and 
Cognate Statutes. By Willis S. Paine, LL.D. 
The first complete and authoritative treatise 
on the history, enactment, development, op- 
eration and interpretation of this important 
law. Every leading court decision as well as 
the rulings affecting the operation of this 
law are given, together with a history of 
the measure from the original introduction 
of the bill down to the present time. Also 
takes up the Bill of Lading Act and the 
Federal Farm Loan Act. 400 pages. Fully 
indexed. Price, $5.00, delivered, 


Bank Letters. By W. R. Morehouse, Publicity 
Manager of the German-American Trust and 
Savings Bank of Los Angeles. 82 actual let- 
ters reproduced by multigraph designed to 
meet every need of ordinary bank correspond- 
ence. Special attention given to letters which 
build business for banks, create good will, and 
increase deposits. All the letters have actu- 
ally been used and tested by the author and 
are the result of a long study of this im- 
portant subject. Price, $5.00, postpaid. 





Bankers Publishing Company, 
253 Broadway, New York: 

Send on the following books on banking and I 
will try them out. If I don’t find them satisfac- 
tory, [ may return the books within five days at 
YOUR expense. I enclose one dollar merely as a 
deposit to be refunded without quibble or question 
should I return the books. If i decide to keep 
them I will remit the balance in monthly payments 
of $3 each 

(Consult list above for exact titles and fill in your 
selection here.) 


Name 
(6) Bank ... 


Address sain 


You may place my name on your list to receive 
BOOK TALKS each month. 





Pushing Your Business. By T. D. MacGregor. 
Explains the principles and practice of finan- 
cial advertising; chapters devoted to every 
branch of the subject; various methods of ad- 
vertising explained; every kind of financial ad- 
vertising illustrated; mechanical details of 
writing copy. Regarded as the authoritative 
work on this subject. 200 pages. Price, $1.50, 
postpaid. 


2000 Points for Financial Advertising. By T. D. 
MacGregor This book writes your bank ad- 
vertising copy for you. It contains 2000 sug- 
gestions for the wording of as many bank ads. 
—strong copy bringing out vital points in a 
clear and concise way. Adapted to the use 
of commercial banks, trust companies, safe 
deposit companies and savings banks. 170 
pages. Price, $1.75, postpaid. 


Bank Advertising Plans. By T. D. MacGregor. 
Describes and illustrates hundreds of plans, 
other than newspaper advertising, which banks 
have successfully used in building business. 
These are not theoretical ideas but plans 
which have been actually used and found 
successful. 200 pages. Price, $2.50, postpaid. 


The Filing Department. By J. Arthur Cramer. 
Bank Department Series. Describes and il- 
lustrates a system of filing for banks which 
will enable the banker to have immediate 
access to all of the correspondence and 
records bearing on any particular transac- 
tion. Author has made a careful study and 
investigation of the subject. 100 pages. Co- 
piously illustrated and indexed. Price, $1.00, 
delivered. 


The Elements of Foreign Exchange. By Frank- 
lin Escher. Gives a clear understanding of 
the causes which affect the movement of for- 
eign exchange, its influence on the money 
and security market, etc. The book is ele- 
mentary and is designed for the reader who 
wants to get a clear idea of how foreign 
exchange works without going too deeply into 
it. Seventh Edition. Price, $1.35, postpaid. 


Simply fill in the 
title of the books 
you want for exam- 
ination on the free 


How to Examine 
These Valuable 
Banking Books 
at Our Expense 

examination coupon 

at the left. Look them over and see if 
they are not all that we have claimed. 
See if they won’t be an actual help to 
you in your everyday work. At your 
own desk decide for yourself. And if 
you don’t find that they will be helpful, 
return them at our expense and we will 
refund your deposit without quibble or 
question. For every title is sold subject 
to approval after full five days’ exam- 
ination. Do not delay! Tear off the 
coupon and mail Topay. 
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Augmented by a strong 
organization, our resources 
enable us to offer satisfactory 


banking service 


The Mechanics and Metals National Bank | 


of the City of New York 


Established 1810 


Total Deposits (May 1, 1917) -  $204,000,000 








THE FIRST NATIONAL BANK 


OF BOSTON 


The New England Bank for Banks and Bankers 


Capital - - - $7,500,000 
Surplus and Profits 18,300,000 
Deposits - - 125,000,000 


DANIEL G. WING, President 
CLIFTON H. DWINNELL, Vice President GEORGE W. HYDE, Asst. Cashier 
BERNARD W. TRAFFORD, Vice President EDWIN R. ROONEY, Asst. Cashier 
CHARLES F. WEED, Vice President WILLIAM F. EDLEFSON, Asst. Cashier 
PALMER E. PRESBREY, Vice President E. W. OWEN, Asst. Cashier 
F. ABBOT GOODHUE, Vice President HARRY W. BOND, Asst. Cashier 
OLAF OLSEN, Vice-President WILLIAM O. LeFAVRE, Asst. Cashier 
BERTRAM D. BLAISDELL, Cashier STANTON D. BULLOCK, Auditor 
































With capital and surplus of $10,000,000 
and resources of over $63,000,000 this 
company is in a position to offer com- 
trust 
companies looking for a strong Phila- 


plete facilities to banks and 


delphia connection 


GIRARD Trust COMPANY 
PHILADELPHIA 


OFFICERS 
EFFINGHAM B. MORRIS, 
President 
WM. NEWBOLD ELY, 
Vice-President 
ALBERT ATLEE JACKSON, 
ice-President 
E. S. PAGE, Vice-President 
GEORGE H. STUART 3rd, 
Treasurer 
SAMUEL W. MORRIS, 
Secretary 
THOMAS 8. — 
“¢ Tres isurer 
JONATHAN M. STEER 
Trust Offi 


G. L. BISHOP, pe 
Trust Office: 
LARDNER HOWE F L, 
Re al Estate Ofticer 
JOHN M. OKTFE, 
Asst. Real Extate Officer 





























RANSACTING the largest com- 

mercial business and having the 
greatest volume of bank deposits of 
any State Bank or Trust Company in 
the West, this Bank employs the most 
approved, modern methods to insure 
the expeditious handling of the ac- 
its city and out-of-town 


counts of 
depositors. 


THE CHARACTER OF THIS BANK I8 REFLECTED INTHE 
PERSONNEL OF ITS BOARD OF DIRECIUKS 


FRANK H. ARMSTRONG, President 
Reid, Murdoch & Company 

CLARENCE A. BURLEY, Attorney and 
Capitalist 

HENRY P. CROWELL, President Quaker 
Oats Company 

HALE HOLDEN, President Chicago, Bur- 
lington & Quincy Railroad Company 

MARVIN HUGHITT, Chairman Chicago 
& Northwestern Railway Company 

EDMUND D. HULBERT, President 

CHAUNCEY KEEP, Trustee Marshall 
Field Estate 

CYRUS H. McCORMICK, President Inter- 
national Harvester Company 


Capital and Surplus 


$10,000,000 1857 





Established 


in the year 





SEYMOUR MORRIS, Trustee L. Z. Leiter 
Estate 

JOHN S. RUNNELLS, President Pullman 
Company 

EDWARD L. RYERSON, Chairman Joseph 
T. Ryerson & Son 

JOHN G. SHEDD, 
Field & Company 

ORSON SMITH, Chairman 

ALBERT A. SPRAGUE, II., 
Sprague, Warner & Company 

HOMER A. STILLWELL, 
Butler Brothers. 

MOSES J. WENTWORTH, Capitalist 


112 West Adams Street 


CHICAGO 


President Marshall 


President 





President 
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Here MUST Be Efficient 








Organization and Service 


When one considers that this Company is trustee 
for authorized issues of bonds and notes exceeding 
seven billion dollars and that the handling of such 
corporate trusteeships is only one of our many lines 
of activity, the necessity for efficient organization 
and service is apparent. 


Without efficiency of a high 
order, it would be impossible to 
handle successfully and satis- 
factorily—as we are doing—the 
vast fiduciary and banking bus- 
iness which has been entrusted 
to our care. 


~-——— 
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It is on the basis of efficient 
service that we invite you to 
place your corporate or per- 
sonal banking or trust business 
with us. 





fossa fD 


BANKERS TRUST COMPANY 


16 Wall Street New York City 
Resources over $350,000,000 
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THE NATION’S ARMY 


of financial and business men is the 
basis of our military system. Work 
must go on as usual in order that 
provision may be made for the fight- 
ing units. At such time the services 
of a strong New York banking in- 
stitution should prove of greatest value 
to progressive business men. Let us 
explain the superior features of the 
services rendered to clients of this 


company. 


Capital and Surplus $7,000,000 


Metropolitan Trust Company 
of the City of New York 


60 Wall Street 





we 
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THE 
NATIONAL 
PARK BANK 


OF NEW YORK 


ORGANIZED 1856 
Capital, $5,000,000 Surplus and Profits, $16,000,000 
Deposits, (May 1, 1917) $178,000,000 








RICHARD DELAFIELD, President 


GILBERT G. THORNE, Vice-President MAURICE H. EWER, Vice-President 

JOHN C. VAN CLEAF, Vice-President GEO. H. KRETZ, Vice-President 

WILLIAM O. JONES, Vice-President SYLVESTER W. LABROT, Vice-President 
ERNEST V. CONNOLLY, Oashier 

WILLIAM A. MAIN, Asst. Cashier WILLIAM E. DOUGLAS Asst. Cashier 

FRED'K O. FOXCROFT, Asst. Cashier HENRY L. SPARKS, Asst. Cashier 

J. EDWIN PROVINE, Asst. Cashier BYRON P. ROBBINS, Asst. Cashier 


PERCY J. EBBOTT, Asst. Cashier 
DIRECTORS 


Stuyvesant Fish Richard Delafield Richard H. Williams Joseph D. Oliver 
Charlies Scribner Francis R. Appleton Thomas F. Vietor tobert P. Perkins 
Edward C. Hoyt Cornelius Vanderbilt John G. Milburn John J. Pierrepont 

W. Rockhill Potts Gilbert G. Thorne Wm. Vincent Astor Lewis Cass Ledyard, Jr. 


Horace C, Stebbins 


ISSUES LETTERS OF CREDIT FOR TRAVELLERS AVAILABLE IN 
ALL PARTS OF THE WORLD 


SAFE DEPOSIT DEPARTMENT 
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We Have Issued a Pamphlet Containing 


ADDRESS OF THE PRESIDENT TO 
CONGRESS 
April 2, 1917 


PROCLAMATION OF THE PRESIDENT 
April 6, 1917 


PROCLAMATION OF THE MAYOR OF 
THE CITY OF NEW YORK 
April 6, 1917 


ADDRESS OF THE PRESIDENT TO HIS 
FELLOW-COUNTRY MEN 
April 16, 1917 


Copies on application 


The 


American Exchange 
National Bank 


128 Broadway, New York City 























VIII 


The Merchants National Bank | 
Of the City of New York 
42 Wall Street 








FOUNDED 
1803 


Capital, Surplus and Undivided Profits over $4,000,000 


A correspondent of your own selection to represent 
your interests in New Y ork is as necesssary to complete 
your equipment for business as before the passage of 
the Federal Reserve Act. 

_ This bank’s reputation for good service and fair deal- 
ing has endured through 114 years of continuously 
successful banking. 

Your inquiries are respectfully invited. 


Che 


Market and Fulton National Bank 
of New York 
Established 1852 


OR more than two generations this insti- 
tution has had a steady, conservative, 
profitable growth, enjoying to the fullest 
extent the confidence and good will of the 
business community. Its reputation, re- 
sources and facilities are at the command 
of banks, bankers and trust companies 
desiring a New York correspondent. 


Capital and Surplus, $3,000,000 


Resources Over Sixteen Million Dollars 














(1-42) 
ALEXANDER GILBERT, Chairman of the Board 
ROBERT A. PARKER - - - President 
WM. M. ROSSENDALE - - - - Cashier 


ALBERT D. BERRY - . - - Asst. Cashier 
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Balances Carried With Banks 


in other cities will soon cease to count as 
reserve. 


It is in order therefore that careful con- 
sideration be given to the value of such 
balances as investments. 


It would seem desirable to place your ac- 
count now where it will command the largest 
proportion of reciprocal business. 


No bank offers any better facilities or more 
liberal terms. 


Few, if any, have as large a volume of 
business to give in return. Write today. 


CAPITAL, SURPLUS AND EARNED PROFITS $7,000,000 
TOTAL RESOURCES OVER $110,000,000 


THE PHILADELPHIA 
NATIONAL BANK 


PHILADELPHIA, PA. 


(ORGANIZED 1803) 
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Che 
Chemical National Bank 
of New York 


(Established 1824) 
Capital, Surplus and Undivided Profits $11,000,000 


Announcement 


| view of the financial situation brought about by the war, which will 
call for the placing of Government deposits on an interest basis, this 
Bank, after nearly one hundred years of a non-interest-paying policy, has 
decided to pay interest on bank balances, time deposits, and special and 
reserve accounts. 

The strength of The Chemical National Bank and the conservatism 
that has always characterized its management have given it a place among 
the foremost financial institutions of the country. 

This bank makes a specialty of commercial banking and invites the 
accounts of banks, bankers, corporations, firms and individuals, as well as 
estates, on favorable terms. 

The officers will be pleased to mect or correspond with those who 
contemplate opening new accounts or making any change in their banking 
relations. 
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Joseph B. Martindale, President | 


NARARARAR ARRAY) 









| 
= i. K. Twitchell, Vice-President E. H. Smith, Assistant Cashier 
if Francis Halpin, Cashier I. B. Hopper, Assistant Cashier 
— James L. Parson, Assistant Cashier J. G. Schmelzel, Assistant Cashier 
> ‘ DIRECTORS 
— Frederic W. Stevens Charles Cheney Ridley Watts 


W. Emlen Roosevelt Arthur Iselin Joseph B. Martindale 
Robert Walton Goelet Frederic A. Juilliard Herbert K. Twitchell 
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THE TRUST COMPANY oF CUBA 


HAVANA. 
Capital, $500,000 Surplus, $450,000 





A General 
Banking 
and Trust 


Business 


Special 
Attention 
paid to 





Collections 











J. P. Morgan & Co., New York 
PRINCIPAL The Chase National Bank, New York 


The Continental and Commercial National Bank, Chicago 
Lloyd's Bank, Limited—Kleinwort, Sons & Co.. London 
Morgan, Harjes & Co., Paris 


CORRESPONDENTS 
































PENN 


NATIONAL BANK 
PHILADELPHIA - - - PENNA. 


‘Comptroller's Call 
May 1, 1917 


imaskhelder= $2 156,134.81 
a. SCI 
1 - 

sources... 10,660,567.94 

A strictly Commercial Bank 
with its stockholders’ invest- 
ment in proper proportion to 
its deposit liability and with 
a record of 90 years’ service. 


Capital and Profits 


$2.150,000 
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At the Gateway to the Great Southwest 


The National Bank 


of Commerce 
IN ST. LOUIS 











offers its services for the prompt and dependable 
handling of your banking business in this 
section of the country 


Capital and Surplus, over $12,000,000 

Deposits over $55,000,000 

Resources over $75,000,000 
TOM RANDOLPH, Chairman of the Board 


JOHN G. LONSDALE, President W. B. COWEN. Vice-President 
W. L. McDONALD, Vice-President J. A. LEWIS, Vice-President and Cashier 
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HARRIS, FORBES & CO 


Successors to N. W. HARRIS & CO. New Yorkl 


Pine Street, Corner William 
NEW YORK 


BONDS FOR INVESTMENT 
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INANCIAL institutions, corporations and in- 
dividuals whose interests require a Detroit 
connection will find this bank cquipped to render 


distinctively efficient service. 


With capital and surplus of $7,500,000, and re- 
sources of over $60,000,000, it is in closest touch 
with the entire business and financial situation. 


Nirst»?OLD DETROIT 
NATIONAL BANK 


Detroit Member Federal Reserve Bank Michigan 








THE PEOPLES ~ 
STATE BANK 


DETROIT, MICHIGAN 


Capital, Surplus and Undivided Profits, $6,250,000 
Total Resources Over , , ‘ $70,000,000 


OFFICERS 


JAMES T. KENNA, President 
JOHN W. STALEY, Vice-President R. TT. CUDMORE, Cashier 


F. A. SHULTE, Vice-President CHARLES H AYERS, Ass’t Cashier 
JOHN R. BODDFE, Vice-President ENOCH SMITH, Assistant Cashier 
H. P. BORGMAN, Vice-President \. H. MOODY, Assistant Cashier 

R. W. SMYLIF, Vice-President CARROLL H. LAWSON, Bond Officer 
AUSTIN E. WING, Ass't to Pres GEO. T. COURTNEY, Auditor 
























































Continental and Commercial 


National Bank of Chicago 





Capital, Surplus and Profits, $34,000,000.00 


OFFICERS 
GEORGE M. REYNOLDS, President 


ARTHUR REYNOLDS 
Vice-President 


HARVEY C. VERNON 
Asst. Cashier 
GEO. B. SMITH 
Asst. Cashier 


RALPH VAN VECHTEN 
Vice-President 
WILBER HATTERY 
Asst. Cashier 


ALEX, ROBERTSON 
Vice-President 

H. ERSKINE SMITH 
Asst. Cashier 


HERMAN WALDECK 
Vice-President 
DAN NORMAN 
Asst. Cashier 


JOHN C. CRAFT 
Vice-President 
GEORGE A. JACKSON 
Asst. Cashier 


JAMES R. CHAPMAN 
Vice-President 








JOHN F. CRADDOCK 
Manager Credit Dept. 


a53 vii JOSEPH McCURRACH 

bbe | =H } Manager Foreign Dept. 
oo eT —_ = 

WILSON W. LAMPER1 ; R. G. DANIELSON 


J x: s _ 
Cashier eT - Manager Transit Dept. 


208 South La Salle Street 


WM. T. BRUCKNER 
Vice-President 





JOHN R. WASHBURN 
Vice-President 

















Accounts of Banks, Bankers, Manufacturers, Merchants, and Individuals Invited 





Continental and Commercial Trust 
and Savings Bank | 
Capital, Surplus and Profits, $5,000,000.00 


TRUST, SAVINGS AND BOND DEPARTMENTS 


OFFICERS 
GEORGE M. REYNOLDS. President 
JOHN J. ABBOTT - « « Vice-President WILLIAM P. KOPF . - Assistant Secretary 
ARTHUR REYNOLDS. . Vice-President HENRY C.OLCOTT . . Mer. Bond Dept. 
CHARLES C.WILLSON . . ‘ Cashier ROBERT J. HERCOCK . Assistant Cashier 
FRANK H.JONES . . Secretary ALBERT 8S. MARTIN © Assistant Cashier 


The Capital Stock of this Bank and the Capital Stock of the Hibernian Banking Association 
($2,000,000.00), are Owned by the Stockholders of the Continental and Commercial 
National Bank of Chicago } 











Capital, Surplus and Profits 


$5,750,000 

















Thoroughly equipped to handle all 
business pertaining to banking, and 
invites the accounts of banks, cor- 
porations, firms and individuals. 





ENTRAL LRUST COMPANY OF ILLINOIS 


125 West Monroe Street, CHICAGO 


Deposits 


$54.000.000 


CHARLES G. DAWES 
JOSEPH E. OTIS ‘ 
E.F.MACK . ‘ 3 
WILLIAM T. ABBOTT 
WALTER H. WILSON 
WILLIAM R. DAWES 
J.E. LINDQUIST 
LANDON C. ROSE 
WILLIAM C. COOK 
T.C. NEAL ‘ i 
FRED B. WOODLAND 
L. D. SKINNER 

WM. W. GATES 

JNO. W. THOMAS 
HARRY R. MOORE 
ADDISON CORNEAU 
HOWARD 8S. CAMP 

J. H. MUSSON 
ALBERT G. MANG 
WILLIAM G. EDENS 


AKSEL K. BODHOLDT 


JOHN L. LEHNHARD 
LLOYD R. STEERE 
ROBT. H. BERRY 


President 
Vice-President 
Vice-President 
Vice-President 
Vice-President 


Vice-Pres. & Cashier 


Vice-President 
Vice-President 
Vice-President 
Vice-President 

: Vice-President 
Assistant Cashier 
Assistant Cashier 
Assistant Cashier 
Assistant Cashier 
Assistant Cashier 
Assistant Cashier 
Assistant Cashier 
a Secretary 
Assistant Sec’y 
Assistant Sec'y 
Asst. Trust Officer 
Estate Officer 
Auditor 


Accounts of Banks and Bankers received upon favorable terms 














Drovers National Bank 


OF CHICAGO 


Capital and Surplus, $1,000,000 





Has for over thirty-four years rendered eff- 
cient and quick service to its correspondents 


Officers Directors 


WM. C. CUMMINGS, President 
MERRILL W. TILDEN, Vice-President 
CHARLES FERNALD, Vice-President 
F. N. MERCER, Cashier 

H. P. GATES, Asst. Cashier 

D. E. CHAMBERLIN, Asat. Cashier 

G. A. MALCOLM, Asst. Cashier 


AVERILL TILDEN WM. C. CUMMINGS 





L. B. PATTERSON BRYAN G. TIGHE 
JOHN FLETCHER CHARLES FERNALD 


MERRILL W. TILDEN H. J. AARON 


— 











The First National Bank 
of Chicago 


welcomes and appreciates the accounts of banks 
and bankers. Its extensive clientele, developed 
during more than fifty years of consistent, con- 
siderate service, is splendid endorsement of the 
agreeable and satisfactory relations maintained 


with correspondents. 


Capital and Surplus, $20,000,000 


F. O. WETMORE 
President 


JAMES B. FORGAN 
Chairman of the Board 

















The Corn Bakes National Bank 


Capital, $3,000,000 Surplus, $5,000,000 OF CHIC AGO 
Undivided Profits, $2,355,000 








OFFICERS 
Ernest A. Hamill President 
Charles L. Hutchinson . Vice-President 
D. A. Moulton . Vice-President 


Owen T. Reeves, Jr. 
J. Edward Mauss 
Frank W. Smith . 
J.G. Wakefield . 
Lewis E. Gary . 


Edward F. sSchoeneck, 


Norman J. Ford. 
James A. Walker 
Chas. Novak 


DIRECTORS 


Watson F. Bla 
Chauncey B. Bor land 
Edward B. Butler 
Benjamin & arpenter 
Clyde M. Carr 
Ernest A. Hamill 


Charles H. Wacker 


- Vice 


- President 


. Assistant Cashier 
Assistant Cashier 
Assistant Cashier 
Assistant Cashier 
- Assistant Cashier 


. Vice-President 
Secretary 
- Cashier 


Charles H. Hulburd 
Charles L. Hutchinson 
Martin A, Ryerson 

J. Harry selz 
Edward A. Shedd 
Robert J. Thorne 





UNITED STATES DEPOSITARY 


Foreign Exchange 


Letters of Credit 





Cable Transfers 














XVI 








Boston Safe Deposit & Trust Co. 


100 FRANKLIN — BOSTON 


IN ACTIVE BUSINESS SINCB 1875 


Capital, - - $1,000,000 
Surplus and Profits, $3,000,000 
Total Resources, $20,000,000 


". Se ee ee ee ee | 
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The Company acting as Executor and 
Trustee under wills and Trust Agree 
ments holds in its Trust Department 
over $40,000,000. 

The Company also acts as Agent, Attor- 
ney, or Custodian of Property, Real and 
Personai. Collecting and Crediting 
Rents, Interest and Dividends to the 
Account of the Owner. 

All Moneys and Securities held in Trust 
are kept Separate and Distinct from ali 
other Moneys or Property of the Com 
pany and are not liable for the Debts or 
Obligations thereof. 
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CHARLES E. ROGERSON, President 




















WILLIAM H. WELLINGTON, Vice-President WILLIAM C. WILLIAMS, Vice-President 
GEORGE KE. GOODSPEED, Treasurer 
EDWARD E, STEVENS, Assistant Treasurer a AND E. CHAFEY, Assistant Treasurer 
FRANCIS J. BURRAGE, Secretary IiTHLUR W. COLL INS; Assistant Secretary 
MARVIN SPRAGUE, Trust Officer WILL AR DT. CARLETON, Assistant Trust Officer 
LYMAN Hl. ALLEN, Assistant Trust Oftiecer ROBERT L. SHE WELL, Real Estate Officer 
WILLIAM E. NUTTING, Manazet EDWARD C. BURRAGE, Assistant Manager 
Safe Deposit Department Safe Deposit Department 
45 MILK ST. BOSTON MASS. 115 SUMMER ST. 
. 
Capital $1,000,000 Surplus $1,000,000 
BANKING DEPARTMENT SAVINGS DEPARTMENT 
TRUST DEPARTMENT REGISTRAR & TRANSFER DEPT 
LIBERAL ACCOMMODATIONS 
OFFICERS 
CHARLES G BANCROFT, President 
FREDERICK AYER, Vice-President A. FRANCIS HAYDEN, Trust Officer 
HENRY L. JEWETT, Vice Pres. & Sec. CHESTER B. PIERCE, Asst. Treas. 
CLIFFORD B. WHITNEY, Treasurer A. EDWARD GARLAND, Asst. Sec. 
HOWARD NORTON, Asst. Sec 
DIRECTORS 
CECIL Q. ADAMS WALTER B. HE pee Peon 
SAMUEL G. ADAMS HENRY L. JEW 
FREDERICK AYER JOHN M. LONGY EAR 
JAMES A. BAILEY, Jr. GEORGE B. H. MACOMBER 
CHARLES G. BANCROFT ROBERT M. MORSE 
be x AS em Re hi WILLIAM A. MULLER 
ELMER J. BLIS JAMES J. PHELAN 
EDWIN Pp. BROWN NEIL W. RICE 
ALONZO N. BU RB ANK EDMUND H. TALBOT 
HENRY V. CUNNINGHAM LOREN D. TOWLE 
WENDELL ENDICOTT HERBERT F. WINSLOW 
OLIVER M. FISHER SIDNEY W. WINSLOW, Jr. 
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THE NATIONAL BANK OF THE 


REPUBLIC 


5 OF CHICAGO 


Capital and Surplus $3,000,000 


Conducting a legitimate commercial banking business, con- 
tinues to offer to conservative bankers adequate 
facilities and perfect service. 
JOHN A. LYNCH - President WM. B. L AVINIA, - Assistant Cas 
WILLIAM T. tyes Is t Vice-President THOS. D. ALLIN - a saintant Cashie 


shi 

! 
ROBERT M. Meh INNEY, 2d Vice-President LOUIS J. ME \Hi. Assistant Cashic 
oO. H. SWAN, Cashier WM. C. FREEMAN, Assistant Cashie 




















CITIZENS BANK & TRUST Co. 


, 191 
1895 Tampa, Florida . 


GAPITAL, - {Earnea 130,000 - $250,000.00 
SURPLUS and PROFITS, (earned) $525,000.00 
RESOURCES - - ~- $8,490,000.00 


Dr. L. A.BIZE President W. W. TRICE, Cashier 
E. M. HENDRY, Vice-President D. H. LANEY, Asst. Cashier 


ie 

rite |i prere ISAAC MAAS, Vice-President W. W. BLOUNT, Asst. Cashier 
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Transacts a General Domestic and Foreign 
Banking Business. 


Collections a Specialty Careful Attention 
Prompt Remittance 


























The Syracuse Trust Company 


SYRACUSE, N. Y. 


Resources - - - $14,000,000 


Acts as a Reserve Depository for New York State Banking 
Institutions 


Four Per Cent. Interest on Inactive Accounts 
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District National Bank 


Washington, D. C. 


Capital & Surplus, $700,000.00 
Resources, - $5,000,000.00 


Equipped to Supply Ideal 
Service 
Resources That Give Ample 
Security 


Correspondence Invited 


OFFICERS 
President 
ROBERT N. HARPER 
Vice- Presidents 
W. Ss. HOGE 
WwW. P. LIPSCOMB GERSON NORDLINGER 
Cashier Asst. Cashier 
EDMUND s. WOLFE THEO. Ss. MASON 
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Carolina National Bank 


COLUMBIA, S. Cf. 


Established 1868 


Capital 
$300,000 


Surplus 


$165,000 


Deposits 


$1,400,000 


W. A. CLARK 
President 
T. Ss. BRYAN 
Vice-President 


JOs. M. BELL 
Cashier 








JNO. D. BELL 
Assistant Cashier 

WASHINGTON 
CLARK Solicitor 





BOARD OF DIRECTORS 


W. A. CLARK, President LEE A. LORICK, Treasurer Lorick & Low 
FRED GERMANY, Merchant. rance, Inc 
THOS. 8S. BRYAN, Prest. Bryan Book Co ROBT. MOORMAN, Prest. Realty Co. of 
R. 8. ResPORTES, Capitalist Columbia, 
JOS. M. BELL, Cashier. WASHINGTON CLARK, Atty. at Law. 
IREDELL JONES, Jk., Treasurer and Gel J. F. WALKER, Clerk of Circuit Court 

Mer. Palmetto Guano Corp B. B. KIRKLAND, Prest. Kirkland Distrib 
J. H. BOLLIN, Real Est. and Insurance uting Company. 


We offer every facility for the satisfactory transaction of all business entrusted to us 
CORRESPONDENCE INVITED 
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JNO. M. MILLER, Jr., President 






“A STRONG, LIVE, PROGRES- 


SIVE INSTITUTION, OFFER- 
ING A SERVICE WHICH Ww. M. ADDISON, Vice-Pres. & Cash. 


‘MEETS EVERY LEGITI- N ATI ON ING na BURRETT, ees 


MATE REQUIREMENT.” 
Capital 


$2,000,000.00 B AN at W. P."SHELTON, Asst. Cashier 


$1 000,900,00 RICHM '@),\ D ALEX. F. RYLAND. sha 
VIRGINIA YY 9. S. MORTON, Asst. Cashier. 


Resources 
’ JAS. M. BALL, Jr., Asst. Cashier 


$26,000,000.00 




















Che Norfolk National Bank 
—— §=—( hn | 





Capital . . . $1,000,000 
Surplus and Profits, $775,000 





W. A. GODWIN ‘ P ‘ . President 
A. B. SCHWARZKOPF _. . Vice-President 
J. B. DEY, Jr. ° ° ‘ ° Asst. Cashier 
Cc. S. WHITEHURST ; ; Asst. Cashier 


The Oldest National Bank in Eastern Virginia 


Special attention given to Collections and Remittances 
promptly made on day of payment at current rates 


CORRESPONDENTS 
National City Bank, New York; National Bank of Commerce, 
New York; Fourth Street National Bank, Philadelphia; Nat- 
ional Shawmut Bauk, Boston; Merchants-Mechanices National 
Bank, Baltimore 





The Peoples National Bank 


LYNCHBURG, VA. 
| ae. Established in 1868 as The 
e Fe | Peoples Savings Bank, converted 
' into a National Bank in 1882. 


One of the best known Banks 
| in this section of the State. 










CAPITAL 
$500,000.00 
SURPLUS 
$500,000.00 : L 
JOHN VICTOR, Presivent 


W. Pertrysoun, Vice-Pres. G. E. Vaucuan, Vice-Pres. 
W. W. Dickerson, Cashier 


Aili 
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AMERICAN 
NATIONAL BANK 


RICHMOND, VA. 
Capital and Surplus, $1,700,000 Resources, $14,900,000 





SECURITY A asty We are in touch 
AND ene e with the leading 
SERVICE ° banking houses 
are the qualities : of the South and 
we offer for your ofter you the ad- 
consideration in vantage of our 
choosing a de- 2 valuable con- 
positary. fa: ; nections. 














OFFICERS 
OLIVER J. SANDS, President 


H. W. ROUNTREE WM. C. CAMP 
Vice-President Vice-President 


WALLER HOLLADAY O. BAYLOR HILL 
Vice-President Cashier 


D. W. DURRETT STAFFORD H. PARKER 
Assistant Cashier Assistant Cashier 
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View of Portion of City and Harbor of San Diego, Cal., taken from the Home of The San Diego 


Savings Bank 


A PROGRESSIVE CITY AND BANK 


SAN DIEGO, CALIFORNIA 


AND 


SAVINGS BANK 


San Diego, California 


Assessed City Valuation, $90,000,000. 
Population 95,000. A natural land- 
locked harbor, First Port of Call 


north of the Canal. 


Write for Further Information 


The San Diego Savings Bank 


26 years old, Capital, Surplus and 
Undivided Profits, $600,000. Re- 
sources $4,500,000. Over 14,500 
Depositors. A fine modern Bank- 
ing Home. 


Send Your Friends To Us 
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Capital and Reserve 
Assets in Cuba - 


National Bank of Cuba 


(BANCO NACIONAL DE CUBA) 


$7,800,000 
$70,000,000 


Member American Bankers Association 


Agent for Coinage of Cuban National Currency 


Depository for the Government of Cuba 


Head Office - HAVANA, CUBA 


42 Branches on the Island 





HAVANA 

S4 GALIANO ST. 

226 MONTE ST. 
Caminos) 

PRODUCE EXCHANGE 

234 JESUS DEL MONTE 
ST. (Esquina Toyo) 

SS RICLAST. 

61% BELASCOAIN ST. 


‘ABAIGUAN 
‘AIBARIEN 
‘AMAGUEY 
‘AMAJUANT 
ARDENAS 
CIEGO DE AVILA 


(Cuatro 


aa eaee 


CIENFUEGOS 
COLON 
CONSOLACION 
SUR 
CRUCES 
ENCRUCIJADA 
FLORIDA 
GIBARA 
GUANABACOA 
GUANAJAY 
GUANTANAMO 
GUINES 


GUIRA DE MELENA 


HOLGUIN 
JOVELLANOS 
MANZANILLO 


DEL 


MATANZAS 

MORON 

PALOS 

PEDRO 
COURT 

PINAR DEL RIO 

PLACETAS 

REMEDIOS 

RODAS 

SAGUA LA GRANDE 

SANCTI SPIRITUS 

SAN LUIS 

SANTA CLARA 

SANTIAGO 

SANTO DOMINGO 

TRINIDAD 


BETAN- 


International Exchange Operations a Specialty Correspondents in all Cities of the World 
New York Correspondent : BANK OF CUBA IN NEW YORK, 1 Wall St. 


+ 
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15,904 New Accounts in 1916. 


URING the year 1916, 15,904 New Accounts 
were opened at this bank. 


Deposits increased during the period by nearly 
$4,000,000.00, the total at the present time 
amounting to $24,000,000.00. 


These highly favorable figures will indicate to some 
extent the degree of esteem and confidence in which 
this bank is held by the people of Los Angeles. 


Guaranty Trust & Savings Bank 


Spring at Seventh St., Los Angeles 
Savings . . Commercial . . Trust 


SOUTHWEST 
CATTLE LOAN CO. 


JNO. L. KNORPP, President and General Manager 


OFFICERS AND DIRECTORS 


THOS. E. WILSON . Chicago R. A. KNORPP Kansas City 
President, Wilson & Co., Inc Assistant Treasurer 
Rk. W. MCCURDY .. Independence, Mo Judge JAS. COWGILL...Kansas City 
Pres. Home Deposit Trust Co. Pres. Pioneer L, I. Co. of America 
CHAS. H. HILL Kansas City 0. S. BOWMAN....... Kansas City 
Director, Drovers National Bank Gen. Mer., Wilson & Co., Ine. 
G. D. HOPKINS. Chicago INO. L. KNORPP... Los Angeles 
Asst. Treas., Wilson & Co., Inc. President 
B. B. REYNOLDS...... Los Angeles 


Assistant Secretary 


Kansas City, Missouri Los Angeles, California 
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The Union National Bank 


35-5 


Houston, Texas 


Capital - $1,000,000.00 
Surplus and Profits $500,000.00 
Deposits - $10,206,000.00 


OFFICERS 

ee 5 |. peepee : - President 
T. C. DUNN.............. Vice-President 
GEO. HAMMAN........ Vice-President 
W. T. CARTER Vice-President 
JESSE H. JONES....... Vice-President 
ABE M. LEVY Vice-President 

. G. PILLOT............ Vice-President 
DEWITT C. DUNN ..........-..Cashier 
D. W. COOLEY . . Assistant Cashier 
H. B. FINCH : Assistant Cashier 
Cc. A. DWYER Assistant Cashier 


We have unsurpassed 
facilities for handling 
Texas Items 














Austin National Bank 


AUSTIN, TEXAS 
Capital $300,000 Surplus and Profits $596,000 Resources $4,552,000 


E. P. WILMOT, President WM. H. FOLTS, Vice-President 
M. HIRSHFELD, Cashier Cc. M. BARTHOLOMEW, Asst. Cashier 


This old established bank is thoroughly equipped in every depart- 
ment. Its strong financial position, efficient management and reputa- 
tion commend it to banks, barkers and individuals requiring a good 
banking connection at the capital of the Union’s largest State. 

We are at tbe center of an Empire of Business and would like to 
represent you here. 














GEO. W. LITTLEFIE >, nie nt 
H. A. WROKE, Vice- — L. CHNEIDER, Cashier 
T. H. DAVIS, Vice-Pr H. DPAEFFLIN, Asst. Cashier 
R. C. ROBERDEAU, Vice Pres. CARL T. W IDEN, Asst. Cashier 


For Prompt and Best Service Send Your 
Texas Items Direct to the 


American National Bank | 


AUSTIN, TEXSS 
Capital, $300,000 Surplus, $700,000 


Directors Responsibility Over $8,000,000 United States Government Depository % 


Will remit in New York, Boston, Chicago, St. Louis, Kansas City y 
or New Orleans Exchange when requested. We have unsurpassed 
facilities for collecting on all banking points in Texas. 
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A Live, Progressive: Texas Bank 


Live, progressive, yet thoroughly conservative this 
modern Banking institution is fully equipped in every 
Department to handle the business entrusted to it. 
Collection facilities on Texas points unsurpassed. 


WRITE US ABOUT YOUR TEXAS BUSINESS 


Capital and Surplus - - $2,000,000 
Resources over - - -_ 17,000,000 


The Security National Bank 


OF DALLAS 










D. E. WAGGONER, President 
M. H. WOLFE, EDWIN HOBBY, 
Vice-President Vice-Pres. and Cashier 








Ss. J. McFARLAND, M. B. KEITH, 
Vice-President Assistant Cashier 

RK. B. STICH TER, D. D. ROGERS, 
Vice-President Assistant Cashier 

W. H. GASTON, J. W. ROVALL, 
Vice-President Assistant Cashier 









Organized as Private Bank in 1854 Entered National System 1866 


First National Bank 


Houston, Texas 





$2,000,000 
400,000 
19,000,000 


Capital - 
Surplus - 


Deposits - 


Offers to Banks and Bankers 
Facilities perfected during the 


course of Half a Century’s 


Business 
J. T. SCOTT, President 
F. M. LAW, Vice-President G. G. TIMMINS, Assistant Cashier 
W. S. COCHRAN, Vice-President J. L. RUSSELL, Assistant Cashier 
F. E. RUSSELL, Cashier H. B. BRINGHURST, Assistant Cashier 


J. W. HAZARD, Assistant Cashier 
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Union Bank of Canada 


ESTABLISHED 1865 


Capital and Reserve - $8,500,000 
Total Assets over - $109,000,000 


Head Office, Winnipeg, Manitoba 


H. B. SHAW - - General Manager 
J. W. HAMILTON, Asst. General Manager 


iz 
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New York Agency 
49 Wall Street 


SO eee TTT TUTTO 


GEO. WILSON and F. T. SHORT, Agents 


AUUUNAAAANNUUNUUULAN THUULUOOUUAANAUUUL 


ADVISORY COMMITTEE 
STUYVESANT FISH, ESQ. 
COL. CORNELIUS VANDERBILT 
GILBERT G. THORNE, ESQ. 
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Banking Service 
310 Branches of the Bank in Canada and two in 
London. Correspondents everywhere. 


Foreign Exchange Department 
The New York Agency will deal in foreign and 
domestic exchange and issue mercantile and travel- 
lers’ letters of credit available in any part of the 
world. 


Canadian Information 


Information respecting Canadian investments, in- 
dustrial opportunities and individuals will be fur- 
nished on application. 


Correspondence Invited 
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The Bank of British North America 


Established in 1836. 


Incorporated by Royal Charter in 1840. 


Paid-Up Capital, £1,000,000 Sterling. 
Reserve Fund, - £620,000 Sterling. 





HEAD OFFICE, 5 GRACECHURCH ST., LONDON, E. C. 


COURT OF DIRECTORS 


Lt. Col. F. R. L. BALFOUR. It. E.G. HOARE, RLN.V OK 
J. H. BRODIE FREDERIC LUBBOCK 

J. H. MAYNE CAMPBELL HON, A. R. MILLS, M. P 
Kk. A. HOARE Major ©. W. TOMKINSON 


G. D. WHATMAN 


Capt. JACKSON DODDS, Secretary W.S. GOLDBY, Manager 





Head Office in Canada, 140 St. James St., Montreal. 


H. B. MACKENZIE, General Manager. 
J. ANDERSON, Superintendent of Branches. 











Agassiz, B. C. 
Alexander, Man. 
Ashcroft, B. C. 
Battleford, Sask. 
Belmont, Man. 
Bobcaygeon, Ont. 
Bow Island, Alta. 
Brandon, Man. 
Brantford, Ont. 
Bromhead, Sask. 


Cainsville, Ont. 
Calgary, Alta. 


Campbellford, Ont. 


Ceylon, Sask. 
Darlingford, Man. 
Davidson, Sask. 
Dawson, Yukor 
Duck Lake, Sask. 
Duncan. B. C. 


Edmonton, Alta 


O. R. ROWLEY, Supt. of Eastern Branches, Montreal. 


J. McEACHERN, Superintendent of Central Branches, Winnipeg. 
A. S. HALL, Inspector of Branch Returns. 


BRANCHES IN CANADA. 


Esquimalt, B. C. 
Estevan, Sask. 
Fenelon Falls, Ont. 
Fredericton, N. B. 
Girvin, Sask. 
Halifax N.S. 
Hamilton, Ont. 

3 offices. 
Hedley, B, C. 
Kamsack, Sask. 
Kandahar, Sask. 
Kaslo, B. C. 
Kelliher, Sask. 
Kerrisdale, B.C. 
Kingston, Ont. 
Lampman, Sask. 
Lillooet, B. C. 
Loudon, Ont. 

2 offices. 
Longueuil, P. Q 


Macleod, Alta. 

Midland, Ont. 

Montreal, P. Q. 
3 offices 


North Battleford, Sask. 
North Vancouver. B. C. 


Oak River, Man. 

150 Mile House, B. C. 
Ottawa, Ont. 

Prince George, B. C. 
Prince Rupert, B. C. 
Punnichy, Sask. 
Quebec, Que. 

2 offices. 
Quesnel, B. C. 
Regina,, Sask. 
Reston, Man. 
Rhein, Sask. 
Rossland, B. C. 
Rosthern, Sask. 

St. Catharines, Ont 


J. H. GILLARD and N. V. R. HUUS, Inspectors. 


St. John, N. B 

3 oftices. 
St. Stephen, N. B 
Saltcoats, Sask 
Saskatoon, Sask. 
Selkirk, Man. 
Semans, Sask. 
Toronto, Ont. 

5 offices. 
Trail, B. C. 


Vancouver, B. C. 
Verdun, P. Q. 
Victoria, B. C. 
Jakaw, Sask. 
Waldron, Sask. 
Weston, Ont. 
West Toronto, Ont. 
Winnipeg, Man. 
2 offices. 
Wynyard, Sask. 
Yorkton, Sask 


— —t— 


AGENCIES IN THE UNITED STATES 
New York, 52 Wall Street. 


W. T. OLIVER, and P. C. HARRISON, Agents. 


San Francisco, 264 California Street. 
A. G. FRY and A. S. IRELAND, Agents. 





Drafts on South Africa and West Indies may be obtained at the Bank’s Branches. 

Commercial Credits issued for use in Europe, China, Japan, East and West Indies; Brazil, 
River Plate, Australia, etc. 

Travelers’ Letters of Credit issued in pounds Sterling, available in all parts of the world, 
also Domestic Travelers’ Letters of Credit for use in United States and Canada. 

The Bank issues its own Travelers’ Cheques, easily negotiable in all parts of the world. 


AGENTS IN CANADA for Colonial Bank, London and West Indies. 


AGENTS IN NEW YORK for Banco de Londres y Mexico, Mexico City and Branches. 
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MERCHANTS’ BANK OF GANADA 


HEAD OFFICE, - MONTREAL 


Paid Up Capital, - - $7,000,000 Total Deposits, - - $92,102,072 
Reserve Funds, - - 7,421,292 Total Assets, - - 121,130,558 


Board of Directors 





SIR H. MONTAGU ALLAN, Pres. K. W. BLACKWELL, Vick-PREs. 
THOS. LONG A. J. DAWES GEO. L. CAINS 
F. ORR LEWIS HOWARD WILSON ALFRED B. EVANS 
ANDREW A. ALLAN c. C. BALLANTYNE E. F. HEBDEN 
FARQUHAR ROBERTSON T. AHEARN 


E. F. HEBDEN - ° . - Managing Director. 
D.C. MACAROW - - - . General Manager. 
T. E. MERRETT - Supt. of Branches and Chief Inspector. 
GEO. MUNRO - - - Western Superintendent. 
Cc. E. BARTHE (ACTING) « ° Supt. of Alberta Branches. 
Inspectors: 
W. A. MELDRUM Cc. E. BARTHE A. C. PATERSON F. X. HAHN 


Branches and Agencies 

Quebec —Montreal— Head Office, St. James St.; 1255 St. Catherine St. E.; 320 St. Catherine St. 
W.; 1319 St. Lawrence Boul.; 1866 St. Lawrence Boul.; 672 Centre St.; St. Denis St., Notre Dame 
de Grace; Barry’s Bay, Beauharnois, Bury, Chateauguay Basin, Collingwood, Grand Mere, Huntingdon, 
Lachine, Notre Dame St., Ormstown,. Maisonneuve, Napierville, Quebec, Quyon, Rigaud, Shawville, Sher- 
brooke, Ste. Agathe des Monts, St. Jerome, St. Johns, St. Jovite, St. Sauveur de Quebec, Vaudreuil, Verdun. 

Ontario— Acton, Almonte, Alvinston, Athens, Belleville. Berlin, Bothwell, Brampton, Brancford, 
Bronte.Chatham, Chatsworth, Chesley, Clarkson, Creemore, Delta, Eganville, Elgin, Elora, Finch, Ford, 
Fort William, Galt, Gananoque, Georgetown, Glencoe, Gore Bay, Granton, Guelph, Hamilton, Hamilton, 
King St. E., Hanover, Hespeler, Ingersoll, Kincardine, Kingston, Lancaster, nsdowne, Leamington, 
Little Current, London, London East, Lucan, Lyn, Markdale, Meaford, Mildmay, Mitchell, Napanee, New- 
bury, New Toronto, Niagara Falls, Oakville, Orillia, Ottawa, Owen Sound, Parkdale, Pembroke, Perth, 
Prescott, Preston, Renfrew, Sarnia, Stratford, St. Eugene, St. George, St. Thomas, Tara, Thamesville, 
Thorold, Tilbury, Toronto—Wellington St., Dundas St., Dupont and Christie Sts., Parliament St., 
Walkerton, Walkerville, Wallacepurg, Watford, West Lorne, Westport, Wheatley, Williamstown, 
Windsor, Yarker. 

Manitoba — Brandon, Carberry, Gladstone, Hartney, Macgregor, Morris, Napinka, Neepawa, 
Oak Lake, Portage la Prairie, Russell, Souris, Starbuck, Winnipeg—Main St., Bannerman Ave. 

Alberta—Acme, Alliance, Brooks, Calgary, Camrose, Carstairs, Castor, Chauvin, Coronation, 
Daysiand, Delburne, Donalda, Edgerton, Edmonton—Jasper Ave., Namayo Ave.; Forestburg, Hughen- 
den, Islay, Killam, Lacombe, Leduc, Lethbridge, Mannville .Medicine Hat, Monarch, Munson 
Nobleford, Okotoks, Olds, Ponoka, Red Deer, Rimbey, Sedgewick, Stettler, Strome, Tofield, Trochu, 
Vegreville, Viking, Wainwright, Wetaskiwin. 

Saskafchewan — Antler, Arcola, Battleford, Carnduff, Frobisher, Gainsborough, Gull Lake, 
Humbokit, Kisbey, Limorick, Manle Creek, Melville, Moose Jaw, Oxbow, Prelate, Prussia, Regina, 
Saskatoon, Shaunavon, (nity, Whitewood. 

British Columbin--Chilliwack, Nanaimo, New Westminster, Oak Bay, Sidney, 
Vancouver—Granville St., Hastings St.; Victoria. 

Nova Scotin—Halifax. 

New Brunswick—St. John. 

SUB AGENCIES. Ontario—Beachviile, Calabogie, Frankville, London South, London East, 
Mount Pleasant, Muirkirk, Newington, Pelee Island. Manitoba—Austin, Griswold, Lauder, Sidney. 
Alberta--Botha, Czar, Heisler, Millicent, Rumsey. 


NEW YORK AGENCY: 63-65 Wall Street 


Telephones Hanover, 8O57, 8O58 
WwW. M. RAMSAY, 
C.J. CROOKALL, }4eent® 

Bankers in Great Britain—The Londen Joint Stock Bank, Ltd. The Royal 
Bank of Scotland. 

Bankers in France—Credit Lyonnais. 

Bankers in United States—New York—American Exchange National Bank. 
Boston—Merehants’ National Bank. Chicago—Northern Trust Co. St. Paul 
—First National Bank. Detroit—Peoples State Bank. Buffalo—Marine 
National Bank. San Franeciseo—Anglo & London-Paris National Bank. 


Canadian Business 


Having 2SS Branches in Canada, this Bank's facilities for maKing 
collections throughout the Dominion are unsurpassed.—Canadian 
checks cashed, and money transferred to Canada by mail or telegraph, 
on favorable terms, by the New York Agency. 
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RESERVE FUND 
$12,000,000 





Total Assets over $110,000,000 


Head Office, HALIFAX, N. S. 
General Manager’s Office, TORONTO, ONT. 


H. A. RICHARDSON, General Manager 


Directors 


JOHN Y. PAYZANT, President 
CHARLES ARCHIBALD, Vice-President 


G. S. CAMPBELL J. W. ALLISON 
H. McINNES Hon. N. CURRY 
J. MANCHESTER W. W. WHITE 
S. J. MOORE W. D. ROSS 


Hon. M. C. GRANT 


Branches 
Canava—In all the larger cities and towns and throughout each 
provinece—157 branches 
NeEWFOUNDLAND—St. John’s and 16 other points 
Jamaica— Kingston and 9 other points 
Cusa—Havana 
Porto Rico—San Juan 
Unirep States—New York, 52 Wall Street; Boston and Chicago 


Correspondents 


Lonpon, Enc.—London Joint Stock Bank, Ltd. 
New Yorxk—Bank of New York, N. B. A 


Collections made at lowest rates and returns promptly 
remitted. Accounts of Banks, Corporations and 


individuals carried on most favorable terms. 


Correspondence Solicited 
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HE ROYAL BANK 
OF CANA 


INCORPORATED 1869. 








Capital Paid Up - - - $12,911,700 
Reserve Funds - : - 14,300,000 
Total Assets - - - - 300,000,000 


HEAD OFFICE, MONTREAL 





BOARD OF DIRECTORS 


SIR HERBERT S. HOLT, President E. L. PEASE, Vice-President 
E. F. B. JOHNSTON, K. C., 2nd Vice-President 
Jas. Redmond A. J. Brown, K. C. Sir Mortimer B. Davis 
G. R. Crowe W. J. Sheppard G. H. Duggan 
D. kK. Elliott C. S. Wilcox C. C. Blackadar 
Hugh Paton A. E. Dyment John T. Ross 
Hon. W. H. Thorne C. E. Neill R. MacD. Paterson 
Wim. Robertson G. G. Stuart, K.C. 
OFFICERS 
E. L. PEASE. ° So iat ee a ....Managing Director 
Cc. E. NEILL... a — stanton General Manager 
ih le EE acs acncicannetddisnneeel Assistant General Manager 
eee Superintendent of Branches 
BRANCHES IN CANADA 
176 in Ontario and Quebec 77 in Maritime Provinces 
67 in Central Western Provinces 38 in British Columbia 
6 BRANCHES IN NEWFOUNDLAND 
BRANCHES IN WEST INDIES 
Cuba ie, 
Antilla Giuantanamo Pinar del Rio Porto Rico Dominican Republic 
Bayano Havana (5) Puerto Padre Puerto Plata 
Caibarien Manzanillo Sagua del Grande Mayaguez Sanchez iets 
Camaguey Matanzas Sancti Spiritus Pence Santiago de los 
Cardenas Moron Santa Clara once . =a Caballeros 
Ciego de Avila Nuevitas Santiago de Cuba San Juan Santo If omingo ‘ 
Cienfuegos Palma Soriano San Pedro de Macoris 
Costa Rica—San José, Limon Venezuela—Caracas, Ciudad Bolivar, Maracaibo, Puerto Cabello 
British West Indies 
ANTIGUA: St. John’s BAHAMAS: Nassau BARBADOS: Bridgetown 
DOMINICA: Roseau GRENADA: St. George’s JAMAICA: Kingston 


ST. KITTS: Basseterre TRINIDAD: Port of Spain; San Fernando 
British Honduras—Belize 
British Guiana—Georgetown, New Amsterdam and Rose Hall (Corentyne) 


LONDON—Princes Si., E. C., NEW YORK—William and Cedar Sts., 


T. R. WHITLEY, Mar. and R. E. JONES, J. R. BRUCE and C. E. MACKENZIE 
JAS, MACKIE, Jt. Mar. Agents 


CORRESPONDENTS 


GREAT BRITAIN—Bank of England, London County and Westminster Bank, Ltd., Bank of 
Scotiah 

FRANCE—Credit Lyonnais, Comptoir National d' Escompte de Paris, Société Genéral 

UNITED STATES—NEW YORK: Chase National Bank, First National Bank, National Bank of Com 


merce, Blair & Co Boston: National Shawmut Bank, First National Bank.— CHICAGO: Conti 
nental and Commercial National Bank PHILADELPHIA: Philadelphia National Bank.— BUFFALO: 
Manufacturers and Traders National Bank. — SAN FRANCISCO: First National Bank. — NEW 


ORLEANS: Canal Bank and Trust Co 


COLLECTIONS 


IN CANADA, CUBA AND BRITISH WEST INDIES HANDLED PROMPTLY AND ON FAVORABLE TERMS 
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Paid-up Capita Reserve Funds 
$5,000,000 ) 3 L $6,508,382 





Head Office—TORONTO, CANADA 
CANADIAN COLLECTIONS trom United States Banks and Business 


Houses receive prompt and accurate attention. Our numerous 
Branches and complete Agency arrangements throughout Canada enable 
us to provide an unexcelled collection service at moderate rates. 


INTEREST AILLOWED ON DEPOSITS 


W. G. GOODERHAM, President JOSEPH HENDERSON, Vice-President 
THOS. F. HOW, General Manager 
JOHN R. LAMB, Supt. of Branches T. A. BIRD, Chief Inspector 


THE Assets $73,000,000 


BANK or IORONTO 


INCORPORATED 1855 















PRACTICAL INVESTING 


A Practical Handbook for the Investor 
By Franklin Escher 


“A number of books on investment have been written, but none im 
which subjects as ‘How to Judge the Value of a Bond’ and ‘How to Judge 
the Value of a Stock’ are treated in quite the same way. ‘While neces- 
sarily including a certain amount of discussion of abstract investment 
principles, says the author in his preface, ‘the book is in the main a prac- 
tical discussion of stocks and bonds as they are—as the man who goes into 
the market to invest money will find them.’ 

‘Practical Investing’ is divided into three parts. The first describes 
the different types of stocks and bonds. The second is made up of such 
chapters as ‘The Ideal in Investment’ and ‘How to Divide Up an Invest- 
ment.” The third describes the various influences which cause stock and 
bond prices to rise and fall. The subject of ‘Business Barometers’—bank 
clearings, railroad earnings, etc.—is also taken up. 

‘Practical Investing’ is a book intended primarily for the man who 
wants to find out how to invest money to the best possible advantage. The 
treatment of the subject is direct and simple, the language used being such 
that it can be understood by anybody.” 


THE INFORMATION CONTAINED IN THIS BOOK IS WORTH, TO YOU, 
MANY TIMES ITS PRICE. ORDER IT NOW. 


Price, Postpaid $1.60 
THE BANKERS ae COMPANY 
253 Broadway - - - New York City 
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ime HOW SHOULD 
I WRITE THIS 
LETTER?— 


Hew many times have you dic- 

tated a business building letter, 
and when the typewritten copy 
was placed on your desk, found it 
didn’t suit you? You felt that it 
wouldn’t produce results unless it 
was built along different lines. 
Yes, how many times have you 
written letters to prospective cus- 
tomers of your bank, and failed to 
receive returns commensurate 
with the expense and labor en- 
tailed? How many times have you 
worried yourself into a headache 
trying to compose just the right 
letter to meet the situation? 


LETTERS 


When a prospect writes you about the terms 
and conditions on which you open accounts, and 
asks you also about “banking by mail,”’ do you 
write a letter that will get the account? 





BANK 


will solve this problem for you. They consist of 
eighty-two business building letters—the fruits 
of the experience of Mr. W. R. Morehouse, As- 





sistant Cashier and Publicity Manager of the 
German American Trust and Savings Bank of 
Los Angeles, California. 

Mr. Morehouse noticed that many letters had 
to be written over and over again wken the 
same situation came up in regard to different 


people. “What is the use,” he thought, “of 
wasting time and effort trying to write the 
same letter over and over again and different 


every time?’ 

“Why not work out the best possible letter 
to cover the situation—boil it down until every 
superfluous word has been removed—make it 
the perfect expression of what that letter is to 
say—and then send the same letter whenever 
that particular situation arises?’’ 

And Mr. Morehouse did this very thing. 
Alded by his own many years’ experience and 
the experience of other men prominent in the 
banking world, he has written a series of 
eighty-two bank letters. 

Letters which adopt just the right tone in 
every case, not too severe nor formal and not 
too friendly—expressing a hospitality which 
every bank wishes to convey to its customers. 
They give the urgent compelling reasons which 
bring in new customers and make old customers 
increase their deposits. They express tactfully 
yet forcefully the exact truth about a customer 
when credit information has been asked by an- 
other institution. They put into the best pos- 
sible phrasing every possible expression which 
is needed in banking work. 


When you wish to rent safe deposit boxes, 
has the letter you write got the “punch” that 
will “put it across?’ These will show you just 
how to meet these eituetions and many other 
problems with which you are daily confronted. 


How to Get These 82 Letters 


The whole set of sigity-two letters has been 
multigraphed in full letter size and complete 
form. No ictter expert would undertake to 
write this numbér of letters for less than Five 
Hundred Dollars, yet by signing the order blank 
below you can get the same result as though 
you had spent this sum in securing letters for 
your personal use 








BANKERS PUBLISHING COMPANY. 
253 Broadway, New York. 


GENTLEMEN:—Please send me a set of the 
82 Bank Letters by W. R. Morehouse. I enclose 
$5.00 with the understanding that if the letters 
are not satisfactory I may return them within 
five days of their receipt and you will refund 
my remittance. 





Send for free booklet describing these letters 
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The National Bank of 
South Africa, Limited 









S* 


#2444118 NE 





VEN -f2)// Bankers to the Union Government in the 
. | 8 ‘of/ kT ‘ ? , 
Lie — he), lransvaal, the Orange I ree State, and 
S JHE Tenn Natal, and to the Imperial Government 
(85—=£1) 


Subscribed Capital - - - - $14,000,000 

With power to increase to - - $20,000,000 

Paid-up Capital and Reserves - $16,625,000 
Head Office: PRETORIA, Generar Manacer: EK. C. REYNOLDS 


[London Offices: Circus Place, London Wall, E. C., 18 St. Swithin’s Lane, E. C. 
MANAGER; D. CUNNINGHAM 


List of Branches and 
Agencies 
Cape Province . 66 
Kast Africa. . 4 
Natal. . . . 47 

Orange Free 
State . . . 62 


Portuguese 
Territory . . 4 
Rhodesia . . 4 
South-West 
Protectorate . 7 
Swaziland . . 3 





EAST LO 
on LIZABETH 
Transvaal . 109 a Bae 


OSSEL 


MAP SHOWING LOCATION OF PRINCIPAL BRANCHES 


OVER 300 BRANCHES IN SOUTH AFRICA 


Banking Business of Every Description is Transacted at All Branches 


Bills on all points negotiated and collected. Letters of Credit and Drafts issued and 
Commercial Credits established on all Branches and Agencies of the Bank in 
Africa and abroad. 


New York Office, 10 Wall Street, New York City, U.S. A. 


R. E. SAUNDERS, AGENT 


Offers to American banks and bankers its superior facilities for the exten- 
sion of trade and commerce between United States of America and Africa 
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Ernesto Tornquist «Co. 


Limited 


Buenos Aires 


Oldest and Largest Financial House 
in South America 


Established in 1830 


FULLY PAID UP CAPITAL, 
RESERVES AND SURPLUS, 
$12,501,048—GOLD 


We Specialize in the Investment of Foreign 
Capital in State, Mortgage, Industrial and 
Public Utility Bonds and Shares 


Money on Mortgages Placed Direct 
BANKING TRANSACTIONS OF ALL KINDS 


Handle Foreign Exchange and Give Prompt and 
Careful Attention to the Collection of Drafts 


This Bank will be Pleased to Serve 
You in All Business Relations with the 
Argentine and Contiguous Countries 


CORRESPONDENCE IN ALL LANGUAGES INVITED 
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THE LONDON CITY AND MIDLAND 
BANK LIMITED 


HEAD OFFICE: 5, THREADNEEDLE STREET, LONDON, E.C. 2 


FOREIGN BRANCH: 8, FINCH LANE, LONDON, E.C. 3 


Subscribed Capital . : $114,739,020 
Paid-up Capital P ‘ 23,903,960 
Reserve Fund . ‘ ; 20,000,000 


Deposits (31st Dec., 1916) 873,103,620 
Cash Reserve . ‘ . 239,868,430 


Sir EDWARD H. HOLDEN, Bart., Chairman 

















The} ondon Bank «Australia 


LIMITED 
Established 1853 


Authorized Capital . . . .. . . . . $14,430,335 
Subscribed Capital . . . ...... 6,383,735 
Paid up Capital se a we 3,347,935 
Reserve Fund and Undivided Profits . . 1,773,955 


LONDON OFFICE 71 Old Broad Strect, E. C. 


MELBOURNE 403 Collins Street 
SYDNEY ~ - Martin Place 
BRISBANE - 313 Queen Street 
ADELAIDE - Rundle Street 


90 Branches and Agencies throughout Eastern Australia 
O. MORRICE WILLIAMS, Inspector and General Manager 
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Incorporated by Act of Parliament, 1865 


THE BANK OF ADELAIDE 


AUSTRALIA 


$2,500,000 
2,550,000 


$5,050,000 
625,000 
3,125,000 
$8,860,000 


HEAD OFFICE: ADELAIDE, SOUTH AUSTRALIA 
LONDON OFFICE: 11 LEADENHALL STREET, E.C. 
BRANCHES AND SUB BRANCHES IN SOUTH AUSTRALIA 
Parilla Streaky Bay 
Parrakie Swan Reacl, 
Pinnaroo Tailem Bend 
Port Adelaide fruro 
Port Augusta Tumby Bay 
Port Broughtou Unley 
Port Lincoln Urania 
Port Pirie , sila 
Port Riekaby a 
Port Victoria Wilkawatt 
Port Vincent Hone aRE 
x Willowie 
Purnong Willunga 
Rhine V Woodside 
Sedan Wynarka 
Snowtown Yacka 
Spalding Yankalilla 
Springton Yeelanna 
‘“ystal Brook Karoonda Palmer Stansbury Yorketown 
AGENTS AND CORRESPONDENTS IN ALL PARTS OF THE WORLD 
Bills on all parts of Australasia purchased or collected. Drafts and Letters of 
Credit issued and Remittances cabled. Deposits received for fixed periods at rates 
tobe ascertained on application, and every other description of Banking and Ex- 
change business transacted. 


THE WESTERN AUSTRALIAN BANK 


ESTABLISHED 1841 


PAID UP CAPITAL 
RESERVE FUND 


Keith 
Koolunga 
Lameroo 
Lobethal 
Loxton 
Mannum 
MeLaren Vale 
Minketon 

M oorook 
Morgan 

Mount Pleusant 
Mount Torrens 
Muljarra 
Mundoora 
Murray Bridge 
Mvypolong: 
Noarlunga 


Cummins 
Curramulka 
Denial Bay 
Kkden Valley 
Eatithburg! 
Kdwardstown 
Freeling 
Georgetown 
Geranium 
Gulnare 
Gumeracha 
Ilalbury 
Hammond 
Haw ker 
Hindmarsh 
Hovieton 
Ilyde Park 
Kapunda Owen 


Aldinga 
Angaston 
Balaklava 
Balhanuah 
Blanchetown 
Bligh (Arno Bay) 
Blumberg 

Kivth 
Booborowie 
Bowhill 
Brentwood 
Brinkworth 
Caltowie ‘ile 
Carrieton lg 
Ceduna 
Clarendon 
Cleve 
Cowell 

( 





Authorized Capital (25,000 Shares of Paid-Up Capital (25,000 Shares of $50 
$50 ench) $1,250,000 each) $1,250,000 
Reserve Fund, $3,400,000. Reserved Reserve Liability of Shareholders 
Profits, $120,435 $1,250,000 


HEAD OFFICE - - - PERTH, W.A. 


DIRECTORS: 


W. T. LOTON, Esq., J. P., Chairman 
S. F. MOORE, Eaq., J. P. 


Geo. RANDELL, J. P. 
Sir E. A. STONE, K.C.M.G. 


WITTENOOM, 


Hon 


Hon. Sir E. H. M.L.C. 


K.C.M.G., 
R. L. HERBERT, Manager 
A. KENDALL, Accountant 


L. HAINES & CO., Auditors 


HOLMES, General Manager 
A. L. JOHNSTON, Inspector F. 
Messrs. STONE & BURT, Solicitors Messrs. O. 

LONDON AGENTS: THE BANK OF ADELAIDE, 11 Leadenhall Street, E. C. 
Western Australia 


H. D. 


Branches and Sub-Branches in 


ALBANY CUE LAWLERS NANNINE 
BALINGUP CUNDERIN LEONORA NARROGIN 
LY DANGIN MARBLE BAR NORSEMAN 


NORTHAM 
NORTHAMPTON 


MARVEL LOCH 


MECKERING 





BRIDGE rOWN DUMBLEYUNG pt te "tan PINGELLY 
BROOK TON y ‘TLE MENZ PINJARRAH 
BROOME GERALDTON MERREDIN UAIRADING 
BRUCE ROCK GREENBUSHES8 MIDLAND JUNCTION RAVENSTHORPE 
BULLFINCH GREENHILLS MOORA SANDSTONE 
BUNBURY HARVEY MOUNT BARKER SOUTHERN CROSS 
BUSSELTON KALGOORLIE MOUNT MAGNET TAMBELLUP 
CAKNARVON KANOWNA MT. MALCOLM TOODYAY 
COOLGARDIE KATANNING MT. MORGANS WAGIN 
CRANBROOK KOOKYNIE MULLEWA WESTONIA 
CUBALLING LAVERTON MURRIN MURRIN YORK 


Agents and Correspondents throughout Australasia and in all parts of the World 


The Bank purchases Bills on England and other countries, issues Drafts on its 
several Agents, and transacts every description of Banking business. 




















Head Office, 


VICTORIA 
Melbourne: 394 & 
$96 Collins St.; 384 
Elizabeth St. 
Burnley 
Collingwood 
Port Melbourne 
Prahran 
St. Kilda 
Williamstown 
Bairnsdale 
Ballarat 
Beechworth 
Bendigo 
Bright 
Castlemaine 
Charlton 
Chiltern 
Cobram 
Corryong 
Creswick 
Drouin 
Fish Creek 
Foster 
Geelong 
Katamatite 
Kiewa 
Kingston 
Korong Vale 
Korumburra 
Leongatha 
Mirboo Nerth 
Mooroopna 
Morwell 
Nathalla 
Numurkah 
Port Fairy (Belfast) 
Rosedale 
Rutherglen 
St. James 
Sale 
Shepparton 
Stawell 
Stony Creek 
Strathmerton 


Wellington 
Ashburton 
Auckland 
Christchurch 
Dannevirke 
Dunedin 
Eltham 
Featherston 
Feilding 
Gisborne 
Gore 
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Paid-up Capital . .. . 
Reserve Fund —a 


Reserve Liability of capone 
tors underthe Charter . 





(Incorporated by Royal Charter, 1835) 


$10,000,000 
14,200,000 


10,000,000 
$34,200,000 


4 Threadneedle Street, London, E. C. 


Branches in Australia 


Victoria, Contd. 
Talbot 
Tallangatta 
Terang 
Traralgon 
Tungamah 
Walwa 
Warragul 
Warrnambcol 
Wedderburn 
Welshpool 
Wunghnu 
Wycheprooft 
Yackandandah 
Yarragon 
Yarram-Yarram 
Yarrawonga 


N.S. Wales, Contd. Queensland, Contd. 


Jerilderie Toogoolawah 

Kem psey Toowoomba 

Kyogie Townsville 

Lismore 

Maitland (West) SOUTH AUSTRALIA 
Maitland (East) Adclaide 

Moree Kooringa 


Murwillumbah 


Mount Barker 
Muswellbrook 


Port Adelaide 


Narrabri Port Lincoln 
Narromine Port Pirie 
Newcastle Wirrabara 

Nowra 

Orange WESTERN 

Parkes AUSTRALIA 


Peak Hill (N.S. W.) > 
South Grafton Perth 


NEW SOUTH Stroud Senbare 
WALES Tamworth Fremantle 
Sydney: Martin Tullamore Gnowangerup 
Place; 64 Pitt St.; Wagga-Wagga Kalgoorlie 
555 George St. South Wallsend Menzies 
Kogarah Wee Waa Moora 
Leichhardt Young Narrogin 
Marrickville Norseman 
Newtown QUEENSLAND Northam 
Petersham Brisbane Pingelly 
Albury Beaudesert Wagin 
Ballina Cairns Wickepin 
Bathurst Charters Towers York 
Bega Chillagoe 
Bellingen Gooyar 
Berry Crow’s Nest TASMANIA 
Blayney Forsayth Hobart 
Broken Hill Herberton Burnie 
Coctamundra Hughenden Deloraine 
Corowa Ipswich Devonport 
Crookwell Kingaroy Fingal 
Dorrigo Longreach Latrobe 
Dubbo Maryborough Launcestcn 
Forbes Oakey Sheffield 
Goulburn Richmond Stanley 
Grenfell Rockhampton Ulverstone 
Howlong Roma Wynyard 
Branches in New Zealand 
Hamilton Napier Te Kuiti 
Hawera New Plymouth Temuka 
Invercargill Otaki Te Puke 
Levin Palmerston (Nth.) Timaru 
Manala Patea Waipawa 
Mangonul Rotorua Waipukurua 
Marton Stratford Wairoa 
Masterton Tathape Wanganui 
Morrinsville Taumarunul Waverley 
Motu Tauranga Whangamomona 
Te Aroha Whangarel 


Principal Correspondents in North America 


CANADA: 


Bank of British North America 


Bank of Montreal 


Canadian Bank of Commerce 


UNITED STATES: 
Bank of New York 


Hanover National Bank, New York 
National Bank of Commerce, New York 


UNITED STATES: 


National City Bank of New York 
Continental & Com’! Nat. Bk. of Chicago 
Corn Exchange Nat. Bank of Chicago 
Illinois Trust & Savings Bank, Chicago 
National Bank of the Republic, Chicago 
Fourth Street Nat. Bank, Philadelphia 
Wells Fargo Nevada National Bank of 
San Francisco 


Offer facilities for the transaction of every description of Banking Business in 
Australia and New Zealand. Negotiate or 


Letters of Credit and Drafts, 


parts of the world 


collect Bills. Issue Telegraptic Transfers. 


also Circular Notes and Circular Credits, negotiable in all 
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4 Don’t worry over poor service —send 
i your business to 
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Established 1846 


The Bankers Magazine 


Published Monthly by 
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BOSTON THE BANKERS PUBLISHING COMPANY CHICAGO 
127 Federal St. at 253 Broadway, New York 5 No. LaSalle St. 





Volume XCIV JUNE 1917 No. 6 





CONTENTS 


Copyright 1917 by The Bankers Publishing Company 
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| Merchants-Mechanics First National Bank 
BALTIMORE, MARYLAND 


Capital and Surplus Total Resources 


$4,000,000 $40,000,000 
The Largest National Bank in the South 


We place at your disposal a service based on the efficiency and experience gained 
i during more than a century, We shall appreciate any business directed 
i) to us and give it careful and prompt attention. LE] 
= — 
DOUGLAS H. THOMAS, President 
JOHN B. RAMSAY, Vice-President and Chairman of the Board 
; La HENRY B. WILCOX, Vice-President 
JOHN B. H. DUNN, Cashier J CLEVELAND WANDS, Assistant Cashier 
CHARLES HANN, Assistant Cashier SAMUEL W. TSCHUDI, Assistant Cashier 
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o Kank« Australia 7 


Guaranteed by the 
Australian Commonwealth Government 


~ Commonwea 








Opened for business 20th January, 1913 ’ 


HEAD OFFICE, SYDNEY 


Branches are open in all the Principal 
Cities and Towns of Australia, London 
and Tidworth (Salisbury Plain) 


Agents and Correspondents in the United States, 
Canada, and Throughout the World 





Banking and Exchange Business of every 
description transacted 





SAVINGS BANK DEPARTMENT 


25¢ M nimum Deposit 3°, Interest from $5 to $1,500. 


Branches in the Chiet Centres and 2600 Agencies and 
Receiving Offices at Post Offices throughout 
Australia, Papua and New Britain 











ON 3ist DECEMBER, 1916 


Head Office, Ce TIE TOUTED 6 0.0kcn svasancesaguasinces $142,497,8 
Sydney, New South Wales ee 5,687,230 
. 316,60 avings Bank de tors had balances §2,532,10 
DENISON MILLER, Governor Peer ee eee ee ee 
JAMES KELL, Deputy Governor POtAL. ..-..- 0022+ -eeeeeeeee reese eee $200,717, 198 





Banco Eenaiel de lalsla de Cuba | 


Capital - - - $8,000,000 
Head Office: 81 Aguiar St., Havana 


Established 1856 41 Branches 





OUR 41 BRANCHES, IN CUBA, PLACE US IN A POSITION TO 
HANDLE COLLECTIONS, PAYMENTS BY CABLE OR ANY OTHER 
BANKING BUSINESS ENTRUSTED TO US T0 THE BEST ADVANTAGE 


Member American Bankers Association 
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ESTABLISHED 1817 


BANK of NEW SOUTH WALES 


AUSTRALIA 


Paid-up Capital - - 
Reserve Fund- - - 


Reserve Liability of 
Proprietors - - - 





- - + $19,418,000 
- - + 13,625,000 


- - + 19,418,000 
$52,461,000 


Aggregate Assets, 30th Sept., 1916, $277,488,870 


J. RUSSELL FRENCH, General Manager 
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337 BRANCHES AND AGENCIES 





PERTH Meviccte 
158 BRANCHES: Syp 
ADELAIDE - - 
Auckland 
AUSTRALIA NEW 
Pop., 4,950,000; area, 2,974,581 sq. @ ee nl 
miles; sheep, 82. 100,000 ; cattle, 12,- ’ 
000,000; horses,’ 2,500,000; imports TASMANIA 5 Besycyes WELLINGTON 
$322,000,000; ex port 8, $30: 4,565,000. HOBART Christchurch 
Value of Australia’s Products Dunedin 
IS xn naccatepbekiicnntchesie sadn ehaabemhier $231,292,000 Ss 
I cin nists ted eedinane bigiasaepinaiptaeiaiead abies ... 254,000,000 
DE cn dktinicdiesardnenasnemeeinabsaawiee et 101,636,500 
ET hittin nelin a cumamaiienandilecoa nie snieeileds agony re 
Manufacturing 325,766,500 
ae... 29,000,000 # Auckland |* 
ND hs ch cc anaciccesanvadab cna rhenidenanineas $1,066,590,000 6 
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Head Office—George St., Sydney London Office—29 Threadneedle St., E. C. 


337 BRANCHES AND AGENCIES 


In the Australian States, New Zealand, Fiji and Papua (New Guinea) 
Cable remittances made to and drafts drawn on Foreign Places DIRECT 
Foreign Bills Negotiated and Collected. Letters of Credit and Circular Notes Issued. 
NEGOTIABLE THROUGHOUT THE WORLD 
The bank collects for and undertakes the agency of other banks and transacts every 
description of Australian Banking Business 


° ~ Standard Bank of South Africa, Ltd., 
Agents In New Yor e National City Bank of New York. 
Agents in San Francisco, Bank of California National Association, Crocker National 
Bank and Anglo and London Paris National Bank 








United States 
Inheritance Tax Law 


Rate of taxation inereased by 
Amendment of Mareh 2, 1917 


An amendment to the Federal Estate Tax Law increases 
the rate of taxation on the net estates, within the United 
States, of all persons dying on or after March 3, 1917. 

This Company has published a booklet with the complete 
text of the original law, as passed by Congress September 
8, 1916, together with the amendment and all regulations 
and decisions of the Treasury Department, fully indexed. 
A copy will be sent upon request. 


Guaranty Trust Company 
of New York 


Capital and Surplus - - - - $40,000,000.00 
Resources, more than - - - $500,000,000.00 























Look at the Map 












As a Distributing Center 
Chicago isin a class by itself 


Items handled through our Transit De- 

q partment are sent direct—or through but 
one intermediary. This department is 
under the direct supervision of one of our 
Vice Presidents, and we invite your in- 
quiry regarding collection facilities. 


The National City Bank 


OF CHICAGO 
DAVID R. FORGAN, President 





























Chestnut Street west of Broad 

















ORGANIZED in 1900, 

The Franklin National 
Bank of Philadelphia 
has capital of one million 


dollars, surplus and profits 
of over three and three 


quarter million dollars, 
and total resources of over 
sixty million dollars— 
a record of growth, sub- 
stantial and unequalled. 








UNION 
National. Bank 


OF CLEVELAND 


. won nae 


In our new building with modern 
equipment we are better prepared 
to render good service to our 
friends. 


** Expeditious Service now— 
Long Experience taught Us How ’”’ 


WARREN 8S. HAYDEN, Chairman of the Board 


GEORGE A. COULTON, President 
WILLIAM E. WARD, Vice-President FRED. W. COOK, Asst. Cashier 
ELMER E. CRESWELL, Vice-President CARL F. MEAD, Asst. Cashier 
WALTER C. SAUNDERS, Cashier HARRY E. HILLS, Asst. Cashier 
FRANK A. WHITE, Asst. Cashier 


ZU (UIINNNUIOOUNNQNDO00U0400000000000000EUA000ET TATTOO TAU 


Mm 


PAR COLLECTIONS 


It costs either time, exchange, or service to 
handle country checks but we collect every- 
thing at Par for our customers who maintain 


adequated balances. We analyze items at 


the cheapest possible rate irrespective of 


ttl 


whether we collect them direct or through 


the Federal Reserve Bank. 
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THE FIRST 
NATIONAL BANK 


PHILADELPHIA, PA. 
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“Checks are 
money ” 


(RATIONATS 
VAFETY 
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Prevention of Forgery 


Checks on plain paper are a 
tempting invitation to the forger. 
Checks on National Safety Paper 
discourage and thwart him. 


In protecting your bank and 
your patrons by the use of checks 
on paper that will expose any 
attempt at alteration, you are 
striking at the commonest form 
of forgery. 

Ask your stationer, printer or 


lithographer for checks on National 
Safety: Paper. 


George La Monte & Son 


Founpep 1871 
61 Broadway New York 
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The Chase National Bank 


OF THE CITY OF NEW YORK 57 BROADWAY 


Capital - - - - $10,000,000 
Surplus and Profits (Earned) at ei le 13,197, "000 
Deposits (May 1, 191 7) _- - 296, 319, 000 


- BARTON HEPBU RN. Ohairman 


ALBERT H. WIGGIN, President ’ 
SAMUEL H. MILLER, Vice-President WILLIAM E, PURDY, Ass‘t Cashier 
EDWARD R. TINKER, Vice-President CHARLES D. SMITH, Ass’t Cashier 
CARL J. SCHMIDLAPP, Vice-President WILLIAM P. HOLLY, Ass’t Cashier 
GERHARD M. DAHL, Vice-President GEORGE H. SAYLOR, Ass’t Cashier 
ALFRED CC, ANDREWS, - Cashier M. HADDEN HOWELL, Ass’t Cashier 
CHARLES C. SLADE, Ass’t Cashier Ss. FRED TELLEEN, Ass’t Cashier 
EDWIN A. LEE, - Ass’t Cashier ROBERT I. BARR, ~ Ase’t Cashier 
SEWALL 8S. SHAW, Ass’t Cashier 
DIREC TORS 
HENRY W,. CANN ON JAMES N. HIL. 
t J DANIEL & F ne KLING 
FRANK A. SAYLES 
CHARL ES i SCHWAB c 
GUY E. TRIPP SAMUEL H. MILLER 
FORAIGN DXOBANGE DHPARTME! 








N ATURALLY our correspondents have our first con- 
sideration, but we invite inquiries from any banker 

in Missouri, or Illinois, or any other State, on any 
subject of personal or public interest, whether that banker 
be a depositor of ours or not. 











THE GIRARD NATIONA! BANK 
PHILADELPHIA 


Capital ° $2,000,000 
Surplus and Profits 5,133,000 
Deposita, . ° ° ° . 70,294,000 


JOSEPH WAYNE, Jr. President 
EVAN RANDOLPH, Vice-President A. W. PICKFORD, Assistant Cashier 
CHARLES M. ASHTON, Cashier ALFRED BARRATT, Assistant Cashier 


HAVE YOU A PHILADELPHIA ACCOUNT? 
YOU NEED ONE TO PROPERLY HANDLE YOUR BUSINESS 























